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Here's what you get! 


Free Counter Display 

Free Gift Box ---+-eecccceces 

Free Handout Folders 

4 Fast-Selling 62T Borchest Sets 
Stock No. 4-S 

AAM— 6-Bit Set, Retail Price 

BBM — 6-Bit Set, Retail Price 

AM —10-Bit Set, Retail Price. . . .$10.80 

DM —13-Bit Set, Retail Price... .$14.20 


Total Retail Sales . . $39.30 
Total Dealer Cost .... 26.21 
You Make @eeee%#ee#ee#es $13.09 
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Order profit special No. 4-S today 


Irwin brings you a Profit Special that’s sure to increase unil 
sales for you. And it’s timed for the er age mse season when 
gift purchases of tools are at their profitable best. 


But you can increase unit sales with this Irwin Profit Special 
the full year through. Here’s why: (1) It carries a constant 
appeal for the customer looking for a useful and lasting gift. 
(2) It directs a Pease sags punch to the home workshop | 
market which is growing by leaps and bounds. | 


And it’s yours for a modest $26.21 investment in America’s 
best selling wood boring tools — with a neat 50% plus profit 
for you! Your Irwin hardware jobber is waiting to fill your 
order. So call him for extra profits soon. 


The Irwin Auger Bit Company, Wilmington, Ohio, USA 























Your new PAINT ROLLER DEPARTMENT a 
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Special offer on Wooster 00-6, Painter 
Merchandiser renewed for the Fall painting 





1. season by dealer demand 





SMOOTHER: FASTER - EASIER 
=) PAINTING ! 


. i WOOSTER Thousands of dealers have been “going to town” with 
increasing paint roller sales by spotting this effective Wy 





INTER Wooster wire rack merchandiser prominently in their 
stores. Other dealers have been disappointed because 
their distributors supply ran out too soon. 

Now, this popular offer has been reopened. Pur- Hig 
chase the packaged unit of one dozen Wooster Roll-On 
combinations (roller, tray and cleaning tool), one 
dozen replacement covers and six individual rollers. 
Get the attractive wire rack merchandiser without 
extra charge. icKS IK 

Here is what the Wooster Ro//-On Painter Mer? BRES 
chandiser offers you: FORME 








* The finest quality all-purpose paint roller, com. 
petitively priced. 
* A permanent display and stocking merchandiser in 


one unit. 
Compact design that requires approximately one fi 


square foot of floor space. 

Sturdily constructed of 4” aluminum-finished steel y, 
wire rod. eT 
Permits customer self-service directly from front of 
rack. \H TY 


No rack set-up required—merely flip up the sign and et 


position merchandise. 
Provides quick, visual inventory at all times. 








Eliminates housekeeping problem by providing neat CKS IN 
display facilities. pete 


Give the Wooster Roll-On Painter Merchandiser a 
place in your store. Contact your Wooster supplier 
today, or write direct for name and address of dis- 
tributor nearest you. 


WOOSTER 
PAINTERS 


BRUSH COMPANY, WOOSTER, OHIO + SINCE 185! 








\ f PAI TER ~ 
\ PAINTS QQf).€, SMOOTHER, FASTER, EASIER WITH A WOOSTER ~ 
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NICHOLSON ADVERTISING 


reaches your largest groups of individual 
file-using customers (mechanics, farmers, 
home craftsmen, etc.) through these big- 
circulation magazines: Popular Me- 
chanics, Popular Science, Mechanix 
Illustrated, six leading farm papers... 
to say nothing of The Saturday Evening 
Post, industrial, lumber, repair-shop and 
other publications used. 
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I. always easier and quicker to sell file brands people know 


or ask for than brands you have to “explain.” 


The two things that contribute most heavily to the popularity 
of Nicholson and Black Diamond files are: (1) Unquestioned 


quality and (2) unrelenting advertising. 


A customer’s first request for one of these famous brands is 
probably influenced by Nicholson advertising he has read. His 
future reqyests probably stem from their fine performance, long 


life and outstanding value. 


A customer thus satisfied never has to be pacified. His patron- 
age sticks and your file business grows. What could be more 


gratifying than that? 


IMPORTANT — For maximum turnover, be sure your file stock 
is geared to the needs of your particular trading area. Consult 
your wholesaler. For free catalog (of either Nicholson or Black 


Diamond brand) write to us. 


eetts NICHOLSON FILE CO. * 25 Acorn St., Providence 1, R. I. 
U.S. Ae (In Canada, Port Hope, Ont.) 
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AMERICAN Favorites 


@ These popular AMERICAN chains are bread and 
butter items. There is a demand for them every day 
—particularly now. 

Chain is easy to sell if you show it—get it out 
where customers can handle it. The acco Chain 
Sales-Maker and ACCO-PAKS are dandy display pieces 
that will definitely increase your chain sales. 

Order these ‘‘American favorites’’ now from your 
AMERICAN CHAIN wholesaler. 


Acco American 
= AMERICAN CHAIN DIVISION Chain i 


Eee AMERICAN CHAIN & CABLE 


\-A:CZ 
maape% e York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
mark \\ Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


A Chance to Renew 
Old Acquaintances 


We always look forward to the first two weeks 
of October as most old grads look forward to re- 
union week. These two weeks, which begin with 
the opening of the big Hardware Show in New 
York and end with the Atlantic City convention, 
give us an opportunity to renew acquaintances 
with hundreds of hardware people from all over 
the country. 

Sometimes it seems as though it would be help- 
ful if we were two people so that we could spend 
more time with more people. And certainly there 
were many hardware folks to see . . . dealers, 
wholesalers, manufacturers, manufacturer agents, 
etc. And in talking to all of them we are able to 
piece together a pretty good cross section of how 
things are generally. 

One impression that is strong in our mind is 
that manufacturers are getting down to brass 
tacks in developing not only their own selling 
programs, but also in perfecting more practical, 
more helpful, more usable selling aids for dealers. 

This is being reflected in the new packages, in 
the new designs of tell-all cards (you can read 
most of them now without a magnifying glass), 
and in display pieces. 

From dealers and wholesalers come pretty con- 
sistent reports of rising sales and prospects for 
a good fall and Christmas. Few will predict be- 
yond the turn of the year, but the way they are 
taking new interest in consumer promotion sug- 
gests that they anticipate the need for more 
aggressive selling next year to keep sales up. 

Yes, these are two exhausting weeks, but very 
pleasant and instructive. 





A Big Job, But 
Well Worth It 


We feel certain that our readers will not be- 
grudge the editors the sense of pride they feel 
each year as this particular issue is put into 
the mails. 

Gathering, editing, typesetting and printing in 


this issue the complete details of the proceedings- 


of the Atlantic City joint conventions of the 
National Wholesale Hardware Assn., the National 
Assn. of Sheet Metal Distributors and the Amer- 
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By W. A. Phair 


ican Hardware Manufacturers Assn., in such a 
short time and in such complete detail is, we 
think, a rather outstanding accomplishment. 

And we feel, simply as a matter of actual fact, 
that no other hardware publication has either the 
staff or the facilities to handle such an assignment. 

For the editors of HARDWARE AGE, this issue 
represents a great deal of hard work in order 
that the proceedings may be captured in type and 
photo and brought to those who may not have 
been able to attend the meeting and to those who 
are neither wholesaler nor manufacturer, but who 
rightfully have a keen interest in both fields. 

We go to this great effort to report this meet- 
ing because we feel that the health of the hard- 
ware wholesaler is vital to the welfare of the 
entire industry. 

The problems and accomplishments of hardware 
wholesalers are of paramount significance to 
dealers. Many of the dealer-wholesaler problems 
of today may well depend for their solution upon 
the solving of the specialized problems discussed 
at the Atlantic City meeting by the wholesalers 
last week. 

Publishing the report of the Atlantic City con- 
vention (which begins on page 85) demands hard 
work and great attention to detail. That we are 
able to absorb this work is a major tribute to 
such hardworking staff members as editors Wild, 
Heale and Keagy, and production editor Sangster. 

A major part of the success of our efforts in 
this issue is due to the helpful, understanding 
co-operation we receive frem Tom Fernley, the 
NWHA secretary and his official family, and from 
Art Faubel and his AHMA staff. To all these 
folks we want to extend our most sincere thanks. 





Demonstration a Must 
With New Combo Tools 


One of the most significant aspects of the recent 
National Hardware Show in New York, which 
incidentally set a new record for attendance, was 
the great emphasis put on merchandise for the 
home handyman market. 

In addition to many new and improved hand 
tools, it was significant that a number of manu- 
facturers unveiled for the first time at the show 
new types of combination power tools. 

The decision of these manufacturers to develop 
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such units was based on extensive and detailed 
studies of the market, studies which indicated a 
large potential demand for such units. 

These combination machines are being intro- 
duced to consumers via the hardware trade. They 
represent a welcome and important addition to 
hardware merchandise. They carry large price 
tags and can represent a source of substantial 
profit for hardware dealers. 

But these tools cannot be sold “over the counter.” 
They are not impulse items. They require promo- 
tion and demonstration in large measures. 

A man who wants to buy a planer, or a jig saw 
or a bench saw knows pretty well what the tool 
will do by looking at it. It requires only very 
basic instructions to equip a customer with the 
necessary know-how to operate such a single pur- 
pose machine. 

But these new combination machines require a 
different approach. Their sales appeal is their 
versatility, the fact that one can perform many 
operations on the single machine. But the cus- 
tomer can’t tell this just by looking at the unit. 
Some sales person must show him—must demon- 
strate it. 


Unfortunately, too many dealers seem to be re- 
luctant to set up their operation for demonstra- 
tion. Here he faces the choice of either setting 
up for demonstration, or running the chance of 
losing the sale of these tools to other outlets. 





Will They Stay In 
Hardware Stores? 


We mentioned to a dealer recently this need for 
demonstration and the possibility that the tools 
might go into other outlets if hardware dealers 
did not tackle the job seriously. 

This dealer said, in effect, that we were silly, 
that there wasn’t any place else to sell such tools 
except in hardware stores. 

Well, looking back a bit, it seems to us that he’s 
the one that’s silly. Service and demonstration 
are the two keys to real power mower sales, yet, 
how difficult it is to convince some dealers of this 
fact. If you see power mowers being sold through 
specialty outlets, you can credit the reluctance of 
some hardware dealers to get into demonstration 
as the cause for moving mowers into those outlets 
that will demonstrate and service. 

The same thing can happen with these new 
combination power tools. There is no question but 
that the hardware store is the logical place to 
market these units. But if dealers do not do the 
sort of a job necessary to sell them, then other 
outlets will be developed, if indeed they do not 
already exist. 

It is a matter of fact that at least one manu- 
facturer of these combination tools is investigat- 
ing the potentials of appliance dealers in selling 
these tools. : 

In past issues we have touched on the super- 
market problem. We suggested that we’d all do 
better if we worried more about our natural lines, 
the lines we carry now, and tried to do a better 
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job with them. Here is an excellent chance to do 
just that with an item that fits perfectly into 
hardware operations. 

The retail hardware trade can do the job, and 
will do it if each dealer will set up his power tool 
display to permit frequent demonstrations. 





Macy’s Has Its 
Troubles, Too 


The big R. H. Macy department store in New 
York recently reported that its net profits from 
retail operations in the year ending Aug. 2 were 
$2,792,000, as compared with $5,266,000 in the 
year ending Aug. 2, 1951. 

This sharp drop in profits shows that the big 
stores have no secret formula for making profits, 
but rather they are plagued by the same factors 
that have been bothering many hardware stores. 

The causes for the drop in retail sales profits 
were listed by Macy as lower consumer price 
levels, mark-ups frozen by OPS controls, and high 
costs of help, etc. These sound very familiar to 
hardware store managers. 

An interesting sidelight to this financial report 
of Macy’s is that the company made a capital 
profit of $2,767,000 in the merger and sale of 
some of its radio and television broadcasting 
facilities. This profit, when added to the net in- 
come from its retail operations, resulted in a 
total profit of $5,559,000 for the year, or a little 
better than that of a year ago. 





Your Customer 
Is Your Guest 


Elections always stir up emotions. This year’s 
presidential campaign seems to have stirred up 
more than the usual amount of emotion. 

Having opinions on the candidates and express- 
ing them is highly desirable. But sometimes this 
can be carried too far. 

A case in example is a store we know where the 
owner expresses very strong, argumentive views 
to every preson who enters the store. The con- 
sequence of this is that he has definitely lost a 
great deal of trade, and certainly hasn’t done his 
candidate’s cause any good. 

It’s well to remember these days that a custo- 
mer in your store is, in a sense, your guest and he 
should be treated as such. Forcing political views 
on a guest is discourteous; on a customer it is 
unwise. 

If your customer shows an inclination to discuss 
politics, that’s a good signal for you to do like- 
wise. But otherwise remember he came to buy 
merchandise, not political arguments. 

This is not pussy-footing. It’s just plain com- 
mon sense. No one ever changed another man’s 
opinion by antagonizing him. Your behavior and 
your business practices will do more to lend sup- 
port to your polictical views than any amount of 
name calling. 
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Here’s one voting record that’s clear-cut: more and more 
"uss of your builders’ hardware customers prefer LOCKWOOD 
“a locksets. The reasons are as plain as the record: for de- 
sign, quality materials and dependable performance 
om- LOCKWOOD is the best buy. 
in’s 
und 
A be a LOCKWOOD HARDWARE MANUFACTURING COMPANY 
’ Fitchburg, Mass. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Plans Underway to Suspend 
Price Lids for Small Stores 


Outlines of a government order that should cut out 
the paperwork in small hardware and other retail out- 
lets are becoming clearer. 

Purpose of the order is to do away with price con- 
trols on those businesses which have a comparatively 
low sales volume, and very few employees handling 
the selling and administrative tasks. 

Official price-setters are now convinced the amount 
of record-keeping done by these stores is out of pro- 
portion to the business transacted. 

Just what figure will be named as the maximum 
volume a store can do to qualify for exemption from 
price controls is uncertain. An early estimate indi- 
cated the amount would be between $20,000 and 
$50,000 per year. 

Variations in the top amount would depend on what 
type of merchandise a store is selling. The exemption 


or that, actually there is but little production delay 
on account of metal shortages. 

This has been supported by a separate check of 
wholesalers. Very few complaints are being uncovered, 
either to the effect that wholesalers can’t get deliver- 
ies, or are unable to fill orders for retailers. 

Besides, both steel and- aluminum will be in better 
supply shortly after the first of the year. 


OUTLOOK—If there are any delays in the 


% delivery of post-holiday orders, look for them 


to lie with individual manufacturers or whole- 
salers rather than with specific lines of goods. 


Army to Make New Bid for 
Universal Military Training 


The inevitable effects of coming military draft 
calls upon U. S. home life—and upon retailing as a 


result—are beginning to take shape. 


Some far-reaching changes, including the creeping 
transition of the nation’s business and commerce to a 
fairly permanent “wartime” basis, are in the making. 

Top Army officials say about 10 million young 
Americans will embark upon military careers in the 
foreseeable future. No time limit is set for this broad 
training program. It may run indefinitely, if military 
officials are able to win blanket approval of their pro- 
gram from the new Congress. 

Allowing for the fact that each new serviceman 
will have at least two other persons directly or indi- 
rectly dependent upon him, this means about 30 mil- 
lion persons may be headed for changes in their places 
of abode, their choice of retailing establishment 
(post-exchange versus civilian stores, for example) 
and in types of consumer goods. 

Biggest problem facing the Army: turnover in 
ranks. Longer periods of enlistment may be in the 
offing, and a new bid for Universal Military Training 
is to be made. 

OUTLOOK—Next immediate move by draft 
officials is to call up, in December, 47,000 20- 
and 21-year-olds. All are to be tagged for the 
Army. Air Force, Navy, and Marines man- 
age to keep their ranks filled with volunteers. 

(Continued on page 184) 


is expected to be covered in a general overriding reg- 
ulation cutting across current pricing orders. 


OUTLOOK—Once controls are off these 
g stores, pricing officials will be watching to 
see if there is any sizeable rise in living costs 

in the communities affected. 


Hardware Outlook:—NPA Sees 
Few Inventory Shortages Ahead 


Hardware dealers are not likely to run into any 
serious trouble in getting replacement stock. NPA 
officials told HARDWARE AGE that this will generally 
hold true during the first half of 1953, even allow- 
ing for bigger-than-normal holiday sales. 

Belief of the Government is that manufacturers of 
hardware will get just about all the controlled mate- 
rials they actually need over the next few months, 
despite the steel strike and the Fall power shortage 
for aluminum production. 3 





The agency will allow unfilled material orders to 
be carried over into next year. Besides, NPA’s own 
survey has convinced the agency that while most man- 
ufacturers of hardware could use a “little more” of this 
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McKINNEY 


DESIGNERS AND MANUFACTURERS 
OF QUALITY HARDWARE SINCE 1865 


ee ee ee COMPANY 


1715 Liverpool St., Pittsburgh 33, Pa. 








LATEST 





@ For more information 
on these products and 
services use free post 
card on page 191. 





Lawn Rake 


Large capacity, flex-action and 
light weight are the outstanding 
features of the Dynamic lawn rake. 
It has 22 tempered steel teeth with 
a straight flat edge for use with a 
pulling motion. Known as the 





DL22, its overall spread is 20 in. 
with a raking depth of 2 in. True 
Temper Corp. 


For more data circle No. 1 on postcard, p. 191 


Combination Power Tool 


Called the Handyman Shop, this 
combination power tool is compact- 
ly designed, 16x15 in., and has a 
built-in 1/3 h.p. motor. Without 
any belt conversion, the unit saws, 
grinds, sands, polishes, wire 
brushes, sharpens tools and cutlery, 
and provides a_ power takeoff. 
Safety features include key switch, 
saw and grinding wheel guards, 
etc. Price is $74.50. Accessories 
are drill set, flexible power shaft, 
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jointer-shaper kit, selection of six 
cutters, sanding table, buffing wheel 
with rouges, and mounting stand 
for the unit. National advertising 
campaign begins in mid-November ; 
dealer aids are available on re- 
quest. Stanley Electric Tools. 


For more data circle No. 2 on postcard, p. 191 


Utility Light 


This all-purpose utility light, called 


Klip-Lite, can’be clipped wherever 


light is needed. It can be used as 
a.piano light, for reading, over a 


picture, on a drawing table, on a 


sewing machine, in the garage, as 
a power tool light, and to repair a 
radio or television set. Available 





INFORMATION ON NEW PRODUCTS AND SERVICES 





in walnut, ivory, blue and pink, it 
is packed in a colorful individual 
display box and comes complete 
with 9-ft. cord and lamp. It hasa 
positive action switch, adjustable 
shade and has spring action clamps 
that are plastic coated to protect 
surfaces. To retail for about $2. 
Cable Electric Products. 


For more data circle No. 3 on postcard, p. 191 


Combination Tool 


Designed specifically for the home 
owner, this multi-purpose tool, 
called Deltashop, consists of a tilt- 





ing arbor circular saw, drill press, 
jointer and sander. The saw blade 
rather than the saw table can be 
tilted for angle cuts. Three feet 
square, it can be divided into four 
individual tools if home space pro- 
vides. The 8-in. circular saw does 
every basic saw operation. Its 
thickness of cut is 214-in. and it 
has sealed lubricated-for-life ball 
bearings. The drill press is a stand- 
ard 11l-in. model and has _ inter- 
changeable spindles. The dis¢ 
sander can perform all the sand- 
ing, edging, surfacing, finishing, 
chamfering, buffing and deburring 
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Want more information on these 
products? Then use free post 
card on page 191 


in hardware merchandise. . 


' FOR THE HARDWARE DEALER 


tasks for the home handyman. The 
Deltashop is priced at $258.80 with 
3, h.p. motor, and $252.25 with '% 
h.p. motor. Rockwell Mfg. Co. 


For more data circle No. 4 on postcard, p. 191 


Hand Sprayer Line 

Called Pestop, this hand sprayer 
line features nine sprayers ranging 
in size from a one-pint household 
model to a 314-gal. compressed air 
sprayer. The compressed air type 
are constructed of heavy galvanized 
stee] with welded seams and tested 
to 100 Ib. pressure. The all-brass 
pump is easily removed as a com- 
plete unit. They come complete 
with discharge accessories in 31%, 
8,21%4 and 134 gal. sizes. The hand 
sprayers include 1 pint and 1 qt. 
intermittent sprayers and 1 and 2 





qt. continuous sprayers, sturdily 
constructed of heavy tinplate with 
lock seams. F. E. Myers & Bro. Co. 


For more data circle No. 5 on postcard, p. 191 


Universal Power Tool 


This new, individual, combina- 
tion woodworking power tool can 
mount and operate a combination 
of individual tools at the same time. 
A universal tool, it can be used as a 
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circle saw, drill press, combination 
disc and belt sander, shaper, router, 
lathe, jointer, grinder, buffer and 
power plant for driving other in- 
dividual tools in the home -vork- 
shop. All moving parts glide on ball 
bearings. As an 8-in. tilting arbor 
saw, it miters, compound miters, 
crosscuts. dados or rips with equal 
ease. With an 8-in. blade, it 





can make a 29/16 in. cut. As a 
drill press with a 38-in. stroke and 
an 18-in. throat, it can drill at any 
angle, horizontally or vertically, in 
any given radius. It can mortise 
at any angle. It retails at $249.95. 
Shopmaster, Inc. 


For more data circle No. 6 on postcard, p. 191 


Paint Roller Cleaner 


Called Brux, this improved paint 
roller cleaner comes in a specially 
designed shake-the-roller-clean can, 
9 in. tall, which enables the user 
to put the entire paint roller cover 
in the can, replace the lid and shake- 
the roller-clean. The bright metal 
can is lithographed in four colors 
and is of 1 qt.. capacity. The cleaner 
restores rollers and brushes to good 
condition in seconds and is useful 


(Continued on page 188) 





TO HELP YOU 


SELL 


AND OTHER DEALER 


Floor Sweeps Display 
Measuring 24%%x13% in., this 
unit displays six different floor 
sweeps for customers to examine, 
18 handles and, in back of the dis- 
played items, a stock of individually 
boxed sweeps. A sturdy metal fix- 
ture. it is attractive as well as use- 
ful for storage. At the top of the 
display a three-color sign tells the 
dealer or customer which sweep to 


Ne es 
4 ia 














select for a particular type of job. 
Display is offered free with each 
stock order of 18 sweeps. Ox Fibre 
Brush Co., Inc. 


For more data circle No. 7 on postcard, p. 191 


Gift Package Driver 
Offered exclusively as a Christ- 
mas imprint idea to promote good 
will between donor and customer, 
this inexpensive driver kit is in a 
plastic-topped clear view box which 
(Continued on page 202) 
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Optimism High At 
Trade Gatherings 


For Better Business 


Regardless of how the election 
goes next week, the hardware busi- 
ness should continue to improve and 
remain strong well into the middle 
of 1953. 

Dealers, wholesalers and manu- 
facturers who attended the Hard- 
ware Show in New York and the 
Atlantic City Convention were in 
general agreement that business 
conditions are improving. 

Evidence of this thinking was 
reflected in buyiny activity at the 
Hardware Show. 

Retail business generally in all 
parts of the country was reported 
on the upgrade by Dun & Brad- 
street in its Oct. 10 trade review. 

The sharp decline in tempera- 
ture helped immeasurably to stim- 
ulate Fall hardware store lines. 
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HARDWARE BUSINE 


> Sales Higher in August 


> Store Stocks Reduced 


> Credit Collections Slower 








Hardware store merchandise 
prices have been static since 
April 1, of this year, according 
to the most recent of the periodic 
price studies of the Salt Lake 
Hardware Co., Salt Lake City, 
Utah, made on Sept. 22. 

The study of an identical order 
of 427 items of hardware store 
merchandise shows an_ infinite- 
simal price rise in eight cate- 
gories—in no case as much as one 
percentage point. 

Two categories actually showed 
declines between April 1 and Sept. 
22. The biggest drop, of 6.52 pct, 
was registered on 20 items of 
plumbing. 

Automotive accessories and sup- 


Dealer Prices Steady 


Hardware Store Sample Order Shows 
No Price Movement Since April 1 








plies have shown the smallest 
price increase from March 1, 1942 
to Sept. 22—a rise of 38.78 pct. 
The greatest increase was shown 
in builders’ hardware. A sample 
order of 40 items cost 72.93 pct 
more on Sept. 22 than it did about 
10 years ago, according to the 
Salt Lake Hardware price study. 
The total value of the sample 
order of Sept. 22 was $4,816.17 as 
compared with $2,955.87 on March 
1, 1942—an increase of 62.94 pct. 
Highest prices on this sample 
order prevailed on April 30, 1951, 
when the sample order had a value 
of $4,870.80. 
Quantities of the individual 
(Continued on page 246) 
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You won’t make satisfied customers 
by keeping them waiting, while you 
fumble through stock drawers to find 
the fasteners they want. 

To meet competition today, a store 
must be attractive, with merchandise 
arranged so customers can order 
quickly and conveniently. Satisfy 
them with neatly-stocked shelves of 
RB&W “upside-down” packages! 

Then you can’t miss finding exactly 
the RB&W fastener customers want. 
There’s one product to a box, labeled 
in big black type, with the product 
pictured. Such good fastener service 
will help bring customers to you for 





Put a PROFITABLE END to this 
“cracker barrel” selling of fasteners 





all their hardware needs. 

When you open an RB&W package 
to fill an order, the clever “upside- 
down” feature comes in mighty handy. 
You can’t spill a single RB& Ww bolt, nut, 
screw or rivet . . . the label’s upside- 
down so the cover will be always un- 
derneath and the bottom won’t drop 
out. These boxes take constant open- 
ing and closing without bending or 
breaking. 

Stock and feature the complete 
quality line of RB&w bolts, nuts, 
screws and rivets ... great hardware 
staples that are always in demand, 
never out of style, sure to build traffic. 








107 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


-7:F4m@ RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


THE COMPLETE 


QUALITY<LINE 
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Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices ot: 
Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. 


Available at Leading Wholesale Hardware Distributors from Coast to Coast 
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Taylor announces 


ROAST MEAT 


just the Way You Like It! 


Iti Easy with 
THE PRE-SET INDEX 












STILL A 
BEST SELLER 


The famous Taylor 
mercury-in-glass 
Roast Meat 
Thermometer. Taylor 
accuracy at a price 

of only $2. 


> 
NEW FULL-COLOR DISPLAY CARD 


Sells the new Roast Meat Thermometer 
on sight! Give it prominent display and 
let it go to work for you. 
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NEW DIAL TYPE 





THERMOMETER 


HERMETICALLY SEALED — water-tight construction 
means that it can be washed with the dishes. 
What a selling point this is! 


PRE-SET ROASTING INDICATOR — pre-set to the de- 
sired temperature, it tells at a glance when the 
roast is done. Removes easily for cleaning too. 
Your clerks can demonstrate it! 


RUGGED CONSTRUCTION—stainless steel stem is 


cast into aluminum alloy case . . . extra protec- 


tion to withstand accidental dropping. 


EASY-TO-READ DIAL—21'2’’ white dial can be read 
easily even inside a deep oven. 


GOOD FOR ANY SIZE ROAST. Thermometer stem 
needs only 242” insertion. 

FOR POULTRY, TOO—dial marked for holiday tur- 
keys and large fowl. 


RECOMMENDED COOKING TEMPERATURES approved 
by the National Live Stock and Meat Board, and 
Poultry and Egg National Board. 


TRADITIONAL TAYLOR ACCURACY —there’s no ques- 
tion about its accuracy when it carries the name 


of Taylor. 


Orders are rolling in fast for this latest 
addition to the Taylor line. It has all the 
earmarks of a best-seller. To be sure of an 
adequate stock for the busy season ahead, 
we suggest placing orders immediately. 
Taylor Instrument Companies 
Rochester, N.Y., and Toronto, Canada 
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ACTUAL SIZE 





No. 5939 


Diameter 2%" 
Length 5%” 
Individually boxed, 
6 in a carton, with 
attractive self-selling 
full-color counter 
display. 

Price $3.50 each. 
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Machine only — without motor and board 
— cuts all cylinder and automotive keys. 


No. 4F 


Same as No. 4 but with extra cutter for Out of m 
flat steel keys. play are t 
‘ This di 
No. 4'/2 and Scissc 
Same as No. 4 but mounted on board, with 
motor and 6 foot extension cord. ; 
e You w 
No. 41/2F featur 
Same as No. 4% but with extra cutter for e You w 
flat steel keys. e You ce 
USE OUR e You n 
rT} ” The #] 
PAY AS YOU PROFIT PLAN oe 
Write today for complete information > commana 
OR CONTACT YOUR JOBBER of the act 
to sell dis 
unit. Dist 
parent pl 
may be h 
and gives 
KEIL LOCK CO.,Inc.- CHARLESTOWN,NEW HAMPSHIRE 9G 
rie 
points for 
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WOW-WISS ‘Ges? Sellers"Ina 
REE METAL DISPLAY! 


SEWING SCISSORS 


g year? 
_ bid 


Size of display — 
112" x 18” 
Weight packed — 4 Ibs. 





Out of more than one hundred numbers, the six models in this dis- 
play are the ones most in demand! 

This display-assortment is an easy way to prove that Wiss Shears 
and Scissors offer substantial extra income to the alert dealer. 


ORDER THIS DISPLAY NOW, IF— 

e You want to learn why thousands of the best merchants 

feature Wiss cutlery. 
e You want extra business. 
e You cannot use a larger display at this time. 
e You need a supplementary display for window or counter. 

The #HD-12, is a metal frame unit featuring six numbers on 
panels of six different colors. Elastic holders permit easy mounting 
or removal of the scissors. Each panel shows a halftone reproduction 
of the actual shears or scissors so that even if it is sometimes necessary 
to sell display stock, the display continues to be an attractive selling 
unit. Display stock is protected from dirt and pilferage by the trans- 
parent plastic window. The display has an easel for counter use or 
may be hung on the wall. Each panel shows stock number and size 
and gives the function of the scissors. Adhesive price tags are in- 
cluded. Also full instructions for easy setting up. 

A brief sales manual is also included, giving important selling 


points for each style. 








HD-12 ASSORTMENT 











Quantity Stock Retail 

Pairs No. Price Extension 
2 764-4" Embroidery 

Scissors $2.40 $ 4.80 
2 765-5" Sewing and 

Embroidery Scissors 2.60 5.20 
2 766-6" Sewing and 

Embroidery and 

Ripping Scissors 2.85 5.70 
2 36-6’ Household 

Shears 3.00 6.00 

27-7" Dressmakers’ 

Shears 3.25 6.50 
2 28-8” Dressmakers’ 

Shears 3.50 7.00 

Total Retail $35.20 

DEALER’S COST 23.47 

DISPLAY—FREE 


Complete assortment includes only twelve numbers— 
six for stock and six for display—to provide the most 
compact and beautiful presentation of fast-selling— 
best-selling—quality shears and scissors ever developed. 


Prices slightly higher Denver and West 


me ee eee ee ee 
NO 











a new WISS item 
that’s sure to spark sales! 








House & Garden Kil: 








a 





— 





=/{ 


Sure to be popular with almost all home-owners. The House 
and Garden Kit is made up of a fabric holder with transparent 
acetate pockets suitable for hanging conveniently on the wall, 
or folding safely away. 





IT CONTAINS ONE PAIR EACH: 


LIGHTWEIGHT PRUNING FLOWER SHEARS-—new design that KITCHEN SHEARS - invaluable 


household aid for preparing fruits, 





SHEARS — small size permits maxi- 
mum hand pressure and makes them 
perfect for the ladies. Sharp blade 
shears wood easily and cleanly. A 
favorite with fruit growers and also 
ideal for pruning rose bushes. No. 
607-R. 


cuts and holds a flower with one 
hand—in one motion. User can eas- 
ily select and cut a stem in thick 
growth. Good for cutting roses (no 
scratching from thorns) and also for 
flower arranging. Fully chrome 
plated. No. FH-4. 


The House and Garden Kit retails for $7.95*— 
and makes a perfect combination of items for 
kitchen and garden use. *s/ightly higher Denver and West 
Dealer’s cost $5.30 Wt. boxed 12 Ibs. 


WISS Quality for more than a Century 


J. WISS & SONS, CO., NEWARK 7, N. J. 


Also famous for Hedge, Grass and Pruning Shears and Metal Cutting Snips. 


salads, fish, trimming meats, cutting 
flowers, opening bottles and remov- 
ing bottlecaps. Red handles. No. 1 KS. 











BREATHTAKING! 


Hirshlok t 


| A 9-1 control for your | 
merchandise displays! 
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H. BRAMMEIER, Jr. 





“He's the biggest builder 
north of the Yukon now that... 


EVERYTHING HINGES ON HAGER /"' 


ie, © coe 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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YOUNGSTOWN 
MANUFACTURING. INC. 
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PHILLIPS 
Round Head 
Steel Blued 

Wood Screws 
YA" x #4 
5%” x # 5 
Mu" x #6 — 4g 
I" x #8 — 410 

1%" x #10 

1%" x #10 


AMERICAN 

















Phillips Screws 
are Selling 
like Hotcakes! 
Are YOU Cashing in? 


\ 


\ 








You have the fast-driving Phillips 

Drivers in stock now. . . but do you have 

the fast-selling American Phillips Screws 

to go with them? 

Make no mistake about it . . . the Ameri- 
can Phillips Wood and Tapping Screws shown here 
are selling wherever they're on sale... in leading retail 
outlets all over the country .. . every day of the week. 
Why not in your store, too? 

At left is a complete stock-list of the fastest moving 
items in the American Phillips Screw line. And you'll 
take no risk in taking on a minimum inventory of these 
items to spark customer-acceptance in your locality. 
Yes, there’s profitable business waiting for you right 
here . . . right now! 
Write today for full de- 
tails and price-sched- 
ules on the top-quality 
line of Phillips Wood 
and Tapping Screws 

( ...AMERICAN. 


XY 


















COMPANY me 
PHILLIPS HEADquarters n 
WILLIMANTIC, CONNECTICUT G 
Main Office & Plant Sa) 
Willimantic, Conn. 


Office & Plant, Norristown, Pa. . uy 
Office & Warehouse, Chicago, III. Y 4 
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° Or 


HARDWA 


BACK AGAIN ne 


ask your jobber 


DISPLAY BOARD AND ASSORTMENT 


* One Complete 
Deluxe Board to 


Replace Several of . 


Your Other Boards 


* Reduces Inventory 
While Providing All 
Major Cabinet 
Hardware Items 


° Only 21” Wide, It saves 
Counter space... 

Makes space 

More Profitable 


* Appeals to Those Who 
Want the Finest... 
Increases Per 

Unit Profit 


Suprectative 
Lualily ee 


Items in this assortment 
have been carefully se- 
lected as the ultimate in 
National Lock quality. 
Included are only the 
very finest. . . the best 
hardware available 
anywhere. Open stock, 
if desired. Ask your 
jobber for details. 
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Lee 
MATIONAL LOCK COMPANY — ROKHPO 


N Findon CABINET BARDWARE 


USTOM |) 
qonee’ BRASS) NGI-406 


AGi-269 


DELUXE 


| N6GI-407 
| 
NS8-SOBE - ma Ez 


O 20 


| yo ne | 
NG6!-407. . | 
a in 


N6I-408 


——=> © 


NG6I-200 , ae 
pallies NOro4s N6I-242 N6I-2986 


A63-3018N A63-3017N BOARD NO.N-150 


’Ferged Brass Hardware 
mew Type Concealed Hinge 
fy ‘Beautiful Concave Knobs 
| ‘Smart Die-Cast Handle 

Gills. Fast-Selling Items 


NATIONAL LOCK COMPANY WN. 


ROCKFORD, ILLINOIS e MERCHANT SALES DIVISION il . 


DISTINCTIVE HARDWARE... ALL FROM ] SOURCE 
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COBURN 


SWING-OVER GARAGE DOOR HARDWARE 








package. 
no lost t 





PRICED RIGHT 
TO GIVE YOU BROADER 


CUSTOMER COVERAGE Hangers 
Bracket: 


Coburn Swing-Over Garage Door Hard- three lag 


ware gives you the advantage of a wider 

selling range because it’s priced right for The full 
the great majority of home owners. Grav- gives yo 
ity actuated, it is lower in cost than ex- business . 
pensive spring-actuated door sets... has builders « 
definite customer appeal on both new 

and remodeling jobs. Painted an attrac- Street, Cl 
tive gray, this popular Coburn set blends 





well with any color scheme... is adapta- 
ble to all types of garages. Simple and 
easy to install it can be depended on to 


give smooth, effortless operation and 
long, trouble-free life. Write today for 
catalog and prices to Sales and Engineer- 
ing, 56 Sterling Street, Clinton, Massa- 
chusetts. 










— | 


SLIDING DOOR | 
HARDWARE 





FOR QUICK AND SIMPLE INSTALLATION 






Here’s a sliding door set that’s easy to 
stock and handle...sells fast because it’s 
moderately priced and comes complete 
(track extra) in one sales-appealing 
package. Greater convenience for you — 
no lost time hunting for missing parts; 
no troublesome boxing on your part. 
Complete package contains two 134S-9 
Hangers with Bolts...three #701-9 
Brackets...two #30-9 End Inserts... 
three lag screws 42” x 2”. 


The full line of Coburn Sliding Door Hardware 
gives you a greatly extended range of potential 
business ... goes over big with home owners, farmers, 
builders and industrial users. Send for catalog and 
price list, to Sales and Engineering, 56 Sterling 


Street, Clinton, Massachusetts. 


Curved Track 


Straight Track 





Coburn #5916 Door 
Set Complete in One 


Convenient Package 






Heavy Duty Track 
and #753 Hanger 


Bracket #702 


THE COLORADO FUEL AND IRON CORPORATION * Denver, Colorado 

THE CALIFORNIA WIRE CLOTH CORPORATION * Oakland, California 

WICKWIRE SPENCER STEEL DIVISION * Atlanta * Boston * Buffalo 
Chicago * Detroit * New York * Philadelphia 
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Herbrand Van-Chrome § 


MECHANICS 
the aristocrat ot /f tools 

























Brand new “SEE-THRU”* MERCHANDISERS 


Now for the first time premium quality mechanics hand tools at 
standard prices. The right assortment for repairmen, hobbyists, 
plumbers, electricians, farmers and householders at full profit. 

Ingeniously displayed on Herbrand’s open-design eye-level 
merchandisers. The last word in modern displays, handsomely 
finished in orange, blue and white. “SEE-THRU’’* merchandisers 
take a minimum of space anyway you look at them, and all tools 
are always visible to customers. Sturdy construction— Nothing 
to turn or get out of order. 

Recognized for years as the quality leader in the automotive 
market, Herbrand has sales engineered a pair of tailor-made 
deals for the Hardware Trade. Herbrand’s 71 years of quality 
manufacturing experience, backed by national consumer ad- 
vertising and promotion is available to you. 









DBH-100 DISPLAY ASSORTMENT—Includes two 
each of 49 fastest selling tools...98 tools in 8 most 
popular series. Display measures 24” wide and 
25” high. Dealer cost $86.09. Display fixture free. 


Write for complete details 










Q sai 
Visit Herbrand in Booth 
14 at the Hardware 
Show in New York 
October 6-10 { 









*Patent Pending # 
DBH-250 DISPLAY ASSORTMENT—Holds a hand-picked assortment of 230 tools, two each of 115 
fast-selling standard items in 15 popular series. Display measures 48” wide and 33” high. Dealer 
cost $207.82. Display fixture free. 








Herbrand Tools, Fremont 18, Ohio 


THE BINGHAM-HERBRAND CORPORATION 





VAN-CHROME TOOLS 
the finest money can buy! 
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THE CHOICE 
OF BETTER 
DISTRIBUTORS 





OF PACKAGED FASTENERS 


A strong, attractively 

designed telescope-type package. 

Color coded labels. Finely fabricated 
products that generate quick, repeat sales. 


WOOD SCREWS © STOVE BOLTS © SEMS SCREWS 
TAPPING SCREWS e MACHINE SCREWS © THUMB SCREWS 
DRIVE SCREWS © STANDARD SLOTTED AND PHILLIPS RECESSED 


WING NUTS © CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS 


CHICAGO, HL. KEENE, NLM, 


You Can Depend on Central’ 


L SCREW COMPANY 


350) SHIELDS AVE. CHICAGO 9 ILLINOIS 
3O28 € ELEVENTH ST. LOS ANGELES, 23 CALIF. © 149 EMERALO ST., KEENE, N.H 
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How to make 











Call your wholesaler 


A, HARDWARE MERCHANTS, you have right in your own 
stock the Christmas Gifts men and boys want most .. . fine 
tools that men would give a hundred Christmas shirts to own! 


Why, then, should you allow other merchants to skim the 
cream of the multi-million dollar Christmas Gift market? 


Better Homes & Gardens says you shouldn’t . . . you 
needn’t miss this business! And this is how we propose to help 
you do something about it. 


The biggest promotion package in hardware history 


Here it is. And it’s all yours . . . to use in your own store. 
No strings attached . . . no purchases necessary.* 


The tiny reproductions shown here certainly can’t do justice 
to this hard-hitting promotion kit. The material is big . . . it’s 
bold . . . most of it is three-color. It’s designed to sell your 
store and your tools . . . to multiply your traffic and sales. 


Ask for this spectacular display material, and set aside some 
area in your store as a “Handyman’s Gift Bar’. But don’t 
delay. Order promotion material—on a first-come, first served 
basis—from Book Department, Better Homes & Gardens, 2110 
Meredith Bldg., Des Moines 3, Iowa, 


*Here's why we make this offer 


We have no need for strings on this free offer. We know... 
hardware merchants who sold these Books last Christmas 
know . . . that the Better Homes & Gardens Handyman’s Book 
can be your best Christmas gift seller, your best salesman of 
tools and other merchandise, your best sales argument to show 
inexperienced buyers how to choose these real men’s gifts. It 
you want Christmas gift business, you will buy — and sell — 
our books. But here’s a tip... 


now ...to place book orders early. 
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selling season 


complete advertising and display package 


1. A four-foot identifying streamer, ‘“Handyman’s 
Gift Bar” ... placards for use in smaller areas. 


2. A set of six beautiful gift-package displays showing 
the tools that are most in demand for gifts. 


3. Gift bands for every copy of the Handyman’s Book. 
4, Counter card, “Visit our Handyman’s Gift Bar’. 


5. Two sizes of newspaper mats for advertisements 
showing scores of hardware store gift items. 


6. “As seen in Better Homes & Gardens Handyman’s 
Book” display cards showing items in your stock. 


7. A big, colorful Handyman’s Book gift poster. 
8. National advertising to help you build traffic. 


9. Sketches showing how you can use this wealth of 
material to set-up a gift bar in your own store. 
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Two New Improvements 
Give Millers Falls Planes 
Greater-Than-Ever Sales Appeal 


MILLERS FALLS 
TOOLS 


New Plane Disploy. Litho- 
graphed in three colors. 
Sturdily constructed. Free, 
Write for particulars. 
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New, scientifically reshaped 
handles give a roomier grip 
that means greater comfort— 
better control—less fatigue. 


To help build sales for you and give your cus- 
tomers greater value and performance — 
Millers Falls Planes are now better than ever 
in two important ways. 


FIRST: All bench models are now equipped 
with new, scientifically reshaped handles. 
Just pick one up. You'll feel a big difference 
in the roomier, surer, more comfortable grip. 
It means easier handling, better control, less 
fatigue — and the finest performance ever 
offered in any planes. 


SECOND: All wood parts are now fashioned 
from tropical Goncalo hardwood. Brilliantly 
gtained and colorful — it gives Millers Falls 
Planes new beauty, new eye appeal. Incredibly 
durable — it has the ability to withstand a 
lifetime of rugged use. 


Make a point to see and feel these beautiful 
new Millers Falls Planes yourself. Let your 
customers try them. Order and stock the com- 
plete Millers Falls Plane line — easier to sell, 
more profitable than ever before. 


MILLERS FALts CoMPANY, Greenfield, Mass. 


MILLERS FALLS 





pecies a 


Theo of hpnirity 
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PAGES FROM THE HISTORY OF HILL HICKORY HANDLES... 


, 


Mt "Don't ever forget.... 
? the butt of the hickory ) 
makes the best handles!" | 


Since the days of the pioneers, who learned of the | 
astonishing toughness and resiliency of hickory from 
the Indian, it has been axiomatic with handle men that 

the toughest handles of all come from the bottom half 
of the hickory tree. 





jrip ' | 
» Rr) 
Ra e 0 * oly 
PR HE HART HANDLES ARE MADE 
AW Bik Ay | 
remy FROM BUTT CUTS EXCLUSIVELY! 
we When you see the name "Hill Hickory’ | 
stamped into a tool handle you have com- 
our Cus- plete assurance of two highly important | 
ance — : things: 
an ever YAN 
1. That handle has been made from famous 
juipped Tennessee hill hickory, grown in the hills 
andles. along the Tennessee Highland Rim. That 
ference means the toughest hickory known to man. 
le grip. 
ol, less 2. Only the bottom part of a Tennessee hill 
e ever hickory tree produces a handle good enough, 
strong enough to be branded “Hill Hickory” 
hioned handle. 
lliantly 
s Falls When you sell your customers Hill Hickory 
redibly tool handles, you can always count on com- 
tand a plete satisfaction, and repeat sales. Yet Hill 
Hickory handles cost no more than ordinary 
autiful hickory handles. In the light of these two 
t your facts, isn't it time you offered them to 
2 com- ’ your. customers? For full information fill 
‘sell, out this coupon. 


HOLTHOUSE & HARTUP., INC. 
Waynesboro, Tennessee 


ss, ad 
0 

y Gentlemen: 

J, I'm interested in building more handle business. Please 


give me all the facts about Hill Hickory Handles, and the 
name of my nearest Hill Hickory jobber., 


Faeae2 ae eee eaneaeeeee,4 


f MANUFACTURED BY pide ace ernie tet art ete NY ROT Se OT 
|  WOLTHOUSE & HARTUP, INC. fy se 


WAYNESBORO, TENNESSEE 
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... this new Guild general- 
duty Drill with any other 


quarter-incher in its price range. Built into it are the results 


See 


EM i th. Bid sl 


--» yet sells for only 


of 7 years of nationwide surveys, engineering development 





- 7 DRILL BY PORTER- -CABLE 



























































a 
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Feature for feature this new drill 
scores highest... 


‘9G 90/ 


AS 










a and field testing. Everything drill users want in a drill is 
Fe included. Compare. Add up the score. Guild offers more 
2 features ... more value ... more “buy appeal”. You can 
= sell it hard and fast ... and profitably! j Guia) other Drills 
Z| a a Drill | Aj BY C_ 
* True-centering Jacobs 
Fe ___Multicraft Chuck Yes | Yes} Yes} Yes 
2200 RPM — most practical me Pe 
. for general purpose drilling Ves | Ves ke vet 
Non-block Air Vents — never 
covered by left hand wi y- | HERES j 
Low-slung housing — permits “a oe 
___ drilling within 7s” of vertical surface _ __ § UR 
© Trigger Lock under right y Y yo 
es| — | Yes} — 
thumb for instant control ALES a 
Strain Reliever — prevents Y 3A 
4 cord kinking and pulling out ince Rated tamed tae TCH! {2-4 
@ Full Power — drills 1” bar stock’ in — se 4 (10) W 
2 min.; 1” hardwood board in 1% min. . \ 
Longer, more comfortable Yes} — | Yes Prove to prospects that \ | 
° full-hand Pistol Grip baad * ae 2a Guild offers more for 
9) p Easily accessible Quik- Change Brushes Yes | Yes| Yes} — the yee | 4 a \ / 
——- ena an a " re) ma ¥ / 
® Convenient cht chuck ick key strap included pinata Sh Sg a pe every time! 
® < Compound reduction gears Yes Yes} — | Yes New %" Drill also 
® : Spindle ball bearing absorbs ro a os oe available. 





radial and thrust load 















@ Or, write for free descriptive folder with 
comparison chart and name of nearest dealer. 
PORTER-CABLE Machine Co., 1190 N. Salina 
St., Syracuse 8, New York. In Canada write: 
Strongridge, Ltd., London, Ont. 


AT YOUR PORTER-CAGEBLE DEALER'S 
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somplete Line of Vises & Level 


There is a Columbian Vise and a Columbian- 
Stevens Level for every customer need. Typical 
Columbian products are shown in this advertise- 












COLYMBIAN 


Yt00 The Columbian Vise & Mis. Co. 





ment. 
‘ CLEVELAND 4, OHIO For additional data and immediate service, 
call your distributor today. He will be happy to 
SLEDGE-TESTED serve you. 








 & 3 | 
a ~~ ~ 


“LONG JAW" 
HINGED 


PIPE VISE 


>)! wl " 


——<— IS 
mm 
eee 


II 

















== 








600 LINE AND SURFACE LEVEL 


os 


556 ALUMINUM POCKET LEVEL 


1648-BB MASONS’ LEVEL (brass bound) 


[Oe O 


518 ALUMINUM LEVEL 








The Columbian Vise & Mfg. Co. 


524 (ALSO 528) ALUMINUM LEVEL ~ $55 LINE AND SURFACE LEVEL CLEVELAND @, QHIO 
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We make our own fabric and... 


INSPECT EVERY YARD! 


We know your customers will get long-wearing, quality fabric in Riegel work gloves 
.. . because we make the fabric ourselves, in our own plants, right from the raw 
cotton! And what's more, we inspect and test that fabric every inch of the way .. . 


to be sure you get the finest quality, at competitive prices. 


Examine and compare Riegel Gloves. Consider fabric, size, weight and 


workmanship . . . and you'll find that Riegel delivers full value for every dollar. 





...more for your money in 


work gloves 


RIEGEL TEXTILE CORPORATION *» 260 Madison Avenue « New York 16, N.Y. 
WAREHOUSES LOCATED IN: GREENVILLE, ALABAMA © FORT WAYNE, INDIANA © HAWTHORNE, NEW JERSEY © LOS ANGELES, CALIFORNIA 
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Wonderful. 
Cis timas So“, 


Sateen TOOLS 
BEAUTIFUL... PRACTICAL... ENDUR- 


ING GIFTS for all-purpose uses. Tools that 
every man wants, father and son alike. 


TOP-QUALITY AT LOW POPULAR 
PRICES ...sell on sight... unbeatable 
values in rugged Fine Mechanics'-Grade Tools. 


ADVANCED DESIGN—PRECISION MADE 
. easiest, fastest-handling tools ever... 
streamlined, balanced, absolutely accurate. 


UNCONDITIONAL FACTORY GUARAN- 
TEE fully covers all materials and workmanship. 


46-pc. **General Purpose’’ Set. ({ncludes sockets, attachments, end 
and combination wrenches, pliers, screwdrivers, chisels, punches. 


Complete TOOL SETS.... 


SUPERB FOR CHRISTMAS PRESENTATION—al/ in enduring 
Hammerloid-Finish Steel Boxes. Over 40 different sets from 7-pc 
Basic Socket Set up to 104-pc ‘“‘Shop Ace”’ that includes every size and 
style of ratchet, sockets, pliers, wrenches, cutters, chisels, punches, screw 
drivers, etc. Typical sets are illustrated—send Coupon below for complete 
information on Challenger’s Big Line. 


21-pc. ‘‘Economy"’ Set. 
Wonderful utility yet low- 
est cost... all general-use 
tools. 


30-pc. *‘Streamliner’’— 
covers great majority of 
home, farm, garage and 
shop needs. 


SOCKET SETS... 


17-pc. Socket Set. Only one 
of Challenger's Complete 
Line for 4%”, %” & \%” 
Drives—ranging from 7 to 
62-pc. sets. 


indy ROLL-UP KITS.... 


IDEAL LOW-COST GIFTS... balanced assortments of End, Pipe 
A & Combination Wrenches for all-around use. Furnished in sparkling 
— 4” beautiful ‘“‘Roll-Up” Kits made of heavy-duty plastic. Also 5 and 6 pc. 
Wrench Sets (not illustrated) in Metal Clip Holders. 


MAKE MARVELOUS PRESENTS .. . Complete line of sockets, ratchets, 
attachments, all types of wrenches, pliers, cutters, screwdrivers, chisels, PENENS CORPORATION 
punches, etc. Send Coupon (right) for details! Sateniaat eanat a, 

(J Rush complete CHALLENGER Catalog, Price 
> 4s | Sheets and Literature. () Please give me Name 
ot a of nearest jobber. 


< 

Cf 4, ae 
en 
Att. of (Your Name)___E_E ee 
ffl WAL 
BR Os Bi iclirccteemmninemmmnmanpemnmannmels 
a go ; ee a 
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Cemente 


Machinis 


Griddle S 


Since 1843, Mann products have met the 
exacting standards of men who demand the 
most from their equipment. As in the past, 
each Mann axe is manufactured with the ut- 
most care and tailored especially to do a 
specific job. The durability and distinctive ap- 
pearance of each Mann axe is achieved by Microto 
men who pride themselves on fine craftsman- Pocket 
ship. Many of them are fifth generation de- Axe Sto 
scendents of the people who fashioned Mann 
axes more than a century ago. Modern axe 
users appreciate the superior quality of the 
Mann Edge and insist upon Mahn axes when 
they buy. Because of this you are assured of 
greater sales and increased profits . . . when 
you stock and feature the Mann Line. 


Home & 
Files* 

Scythe | 
Kafe S 


Sports 
Hook St 
Rubbing 


Write for free catalog, which illustrates and describes the Mann Line. 


* Colorful « 


Nf | stoe 





| a ‘ the brar 
EDGE TOOL COMPANY isin 


Your FRE] 
Sign, clip a 


LEWISTOWN, PENNSYLVANIA itaiiaceia 
Sandy” ore 
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REPRESENTATIVE ABRASIVE ITEMS by 


CARBORUNDUM 


TRADE MARK 


the only complete line of abrasives under one brand name 


Combination Stones* 
Sharpening Stones* 
Slip Stones 


Gouge Stones 
jainter Stones 
Cemented Carbide Hones 


Machinists’ Stones 


Toalroom Sticks—square 
Triangular, Round, Half Round 


Points 
Auto Stones* 
Household Stones 


Griddle Scouring Stones 
Razor Hones 

Home & Garden Stones* 
Files* 

Scythe Stones* 

Knife Sharpeners* 


Microtome Hones 

Pocket Hones & Stones* 
Axe Stones* 
Sportsmen's Stones* 
Hook Stones* 

Rubbing Bricks & Stones 


WEST ES 
and Powders 


Non-Slip Sidewalk Grain 


Combination & Grease- 
Mixed Valve Grinding 
Compounds * 


* Colorful counter displays available FREE en items starred. 


STOCK... DISPLAY... SELL 


the brand your customers prefer 9 to 1 
The complete catalog lists thousands of 

profitable items for the hardware retailer. > | 

Your FREE copy is waiting for you now. 

Sign, clip and mail the handy coupon today! 


“Carborundum”, “Aloxite”, “Flexbac”, “MX”, “Red-I-Cut”, “Niagara” and “Hand 
Sandy” ore trademarks of The Carborundum Company, Niagara Falls, New Yori 
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Grinding Wheels 

Saw Gumming Wheels 
Sickle Wheels 

Carbide Grinding Wheels 
Die Weld & Grinding Wheels 
Concrete Surfacing Wheels 


“MX” Cut-Off Wheels 


Depressed Center Wheels, Discs 
Wheel Dressers 
Truing Sticks 


Mounted Wheels & 
Mounted Wheel Sets 


Flint Paper 

Emery Cloth 

Garnet Waterproof Paper 
Crocus Cloth 


Handy-Sandy” Discs, 
Sheets, Sleeves 


Garnet Cabinet Paper 


“Red-|-Cut” Waterpreof 
Paper 

Emery Polishing Paper 
‘Aloxite’” Metal Cloth 

Plumbers’ Rolls 


Floor Sanding Ralls 
Fdger Discs 
Cut Sheets 


Waterproof Paper Discs 
“Flexbac’ Masking Tape 
Handy Roll No. 3 


THE CARBORUNDUM ComPANny, Dept. HA 90-63 
Niagara Falls, New York 
Send me, without charge or obligation, the latest 
edition of “Abrasive Products by CARBORUNDUM 
for the Hardware Trade.” 


NAME 
STORE NAME 


STREET AND NUMBER 


city 


| 
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bibeeeieemee (HN SURED FOR A FULL YEAR AGAINST Fine sup Tuerr 
AWN MOWERS 
YKE-GUIDES 
PARTS 





Five booths and seven attendants weren't enough to care for the thousands 
who wanted to see and learn about the new 1953 Majestic Rotomatic 
power lawn mowers at the National Hardware Show in New York. 


Model GSR-19-RW 
19-INCH 





GASOLINE 


with Rewind Starter 


5 Sizes... 8 Models 
Gasoline and Electric 


17, 19 and 22 inch Gaso- 
line models, with or without 
Rewind Starters... 16 inch 
Electric model with 1750 
RPM motor and 18 inch 
Electric model with 3450 
RPM motor ... all precision 
made, quality built and 
priced to sell. See them 
today! 








If you were one of those the crowds out-maneuvered ...or you 
weren't able to attend the show... we're sorry, because the 
new 1953 Majestic Rotomatics made a tremendous hit with 


all who saw them. 


Little wonder! They offer more in the way of quality, 
features and performance than anything else in the 
field ... give your customers greater dollar for 
dollar value than anything else on the market. 


Send for prices and complete information 
today ... and really cash in on this popu- 
lar line and fast-growing business 


next season. 


See Your Distributor or Write Us 


MANUFACTURED BY MONARK siver KING, INC. 6501 W. GRAND AVE., CHICAGO 35, ILL. 
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makes the shovel, and Ingersoll makes 
the GUARANTEED split-proof, curi-proof 





WHENEVER you need er 
SPECIAL STEELS ‘ 


for special purposes 
check first with __ 















steelse soft center steele shovel steelse knife 
steelse saw steels, including high speed hack saw 
blade steelse Tem-Cross steele heat-resisting steels 
e stainless steelse IngAclad stainless-clad steel 


SHOVELS 
A F at 
XK / ad 
ic 7 & | 
SCOOPS 
- e carbon electric steel for tank clutch discse alloy 
= steelse armor platee clutch plate steelse tillage 





ENGINEERING 


pW Ingersoll STEEL DIVISIO 














i Borg-Warner Corporation - NEw CASTLE, INDIAN 
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Tackle Blocks 


of all three 


Fittings «¢ Wire Rope 


ENGINEERED 
FOR SAFETY 














e GET THIS EXTRA STRENGTH 
24 
AT NO EXTRA COST! 
* Usual Upson-Walton’s 
Safe Working Safe Working 
load Load 

| 200 Ibs. 265 Ibs. 

3” Double .... 300 Ibs. 400 Ibs. 

3’ Triple... « « « -400 ibs. 540 Ibs. 

4" Single. . . «+ 400 Ibs. 510 Ibs. 

A" Ooutle «+ + 550 Ibs. 730 Ibs. 

| 700 Ibs. 925 Ibs. 
es 6s 6 0 500 Ibs. 675 Ibs. 

S Desle . + . 750 Ibs. 1000 Ibs. 

S/ Triple. . « « « 1000 Ibs. 1325 Ibs. 

6” Single. . . . . 1000 lbs. 1320 Ibs. 

6” Double . . ~~ 1500 Ibs. 1900 Ibs. 

6’ Triple. . . + » 2000 Ibs. 2640 Ibs. 

7” Single. . . + + 1500 Ibs. 1700 Ibs. 

7” Double . . ~~ 2000 Ibs. 2575 Ibs. 

7" Triple. . « « « 2500 Ibs. 3000 Ibs. 

3” Sngle. » . + « 1700 tbe. 2200 Ibs. 

-8” Double . .. . 2450 lbs. 2850 Ibs. 

8” Triple. . . +» « 3200 Ibs. 3500 Ibs. 

10” Single. . . « + 2600 Ibs. 2750 Ibs. 

10” Double . . . + 3400 Ibs. 3650 Ibs. 

10’ Triple. . « « « 4200 Ibs. 4900 Ibs. 

12” Single. . . « « 3000 Ibs. 3000 Ibs. 

12” Double . . . . 3750 Ibs. 4600 Ibs. 

12” Triple. . . « « 4500 Ibs. 5400 Ibs. 











Upson-Walton wood blocks not only have 
extra strength but also outstanding eye appeal 

. with clear-lacquered hardwood shells 
and contrasting green enameled steel parts. 
See your distributor for efficient service from 
stock. Write for free catalog. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO 
New York - Chicago ° Pittsburgh 





YOU CAN DEPEND ON UPSON-WALTON’'S 81 YEARS OF EXPERIENCE 
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These unique tools were developed in 
accordance with the advice and suggestions 
of many expert gardeners, who required 
something better than the average in garden 
hoes and mattocks. 


They are sufficiently light to prevent 
fatigue, while retaining the superior hang, 
balance, rigidity and freedom from torque and 
bounce, which only forged tools can provide. 


The attractively finished heads are packed 
for shipment in strong cartons, one dozen to 
the carton. 


Nos. DB, BP, and GH are furnished with 
polished 4 ft. and 4% ft. ash handles. 


Nos. LC and AE are furnished with 36 
inch long hickory handles finished in ivory 
enamel. 


WARWOOD TOOL COMPANY 


WHEELING, WEST VIRGINIA 
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WARWOOD WORKMANSHIP 
MAKES THE DIFFERENCE 
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AN OPEN LETTER TO 
HARDWARE WHOLESALERS and DEALERS 


During 4 recent trip through the territory, I was asked 
many questions about the garden tractor jndustry, con- 
cerning its growth, its stability and its potential mar- 
ket. some facts might be helpful. 


Prior to world War II, there were few garden tractors 
sold, the average amo ibly 12,000 units per 
year. Real demand aida not 

Many new manufacturing companies ent 

were not well equipped in all the necessary 

the industry- 


When buyers began to have some choice, the inevitable 
Liquidation of the i11-equipped companies took place, 
with the usual distress. Inventory ana sales volume 
losses were severe durin j i put the effect 
generally was to stabilize j The manu- 
facturers wit ici j products 
weathered the storm. fear of 2 aemoralizing 
Liquidation in the jndustry is no longer present. 


GARDENAID contributed to the stabilization py firm 
decisions against idered unethical practices. 
Adequate financing and the rs progressive 
aavertising and merchandisi finitely 
established GARDENAID. 


GARDENAID pelieves that the Hardware Wholesaler, and the 
Hardware Dealer, have the facilities, the ability and the 
Knowledge to successfully market garden tractors. 


GARDENAID pelieves that the industry that produced 165,000 
garden tractors, with attaching tools, in 1951, with 2 
total value of $37 , 488,000.00, j j siness, and 
that it will .grow more rapi uring the next few years. 
jlies leave the ci e suburbs, as 
ealize the auxiliary val garden 
tractor on ed farm, and as industries, 
utilities and public and private institutions recognize 
its labor saving uses, a healthy increase in sales 


will result. 





GARDENAID also believes that it has @ responsibility to 


dao its share in maintaining the stability of the industry, 
to foster its healthy growth, and to grow with it. 


GARDENAID is ready for it and will make 4 aetermined 
effort to assist the Hardware wholesaler and the Hardware 
Dealer to obtain their share of the large and increasing 
volume of garden tractor sales- 


write to me if you desire any additional facts about the 
garden tractor industry: 


EASTERN TRACTOR MFG. CORP- 


Executive orfices 
Kingston, New York 
November 1, 1952 


president 
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No. 240 Entry Lock. Spring 

Dead Latch — Tamper-Proof. 

Push Button Locking — Panic- 
Proof. 


coo FOR EVERY DOOR IN THE HOUSE 


ACCEPTANCE of WESLOCKS by architects, builders and lending institutions 
for use on many of the nation’s largest building projects is evidence of the 
outstanding values the line offers. For example, all WESLOCKS 
have an easy spring latch with a light spring for the bolt and heavy-tension 
knob return—a feature found only in the most expensive 
locks. Also, WESLOCKS have key-in-knob construction, 5-pin 
tumbler locking mechanism for maximum security, split 
spindle, independent knob operation, factory assembled 
units, self-aligning feature and a wide choice of 
handles, ornamental escutcheons and finishes. 
Best of all, WESLOCKS are priced to 
meet the most modest budgets. Truly, they offer 
you the best hardware value at any price. 
Send today for catalog. y 


5Lock, 
Weslock) ese. 
Weslock). ()EsLoqaaey 


MANUFACTURING CO. qg \ | . 


P.0. Box 2261, Terminal Annex WESLOCKS 
Los Angeles 54, California \ A 4 
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...made to retail for a popular *6.9° 


Bri 
There are few things as annoying as insects . . . that’s 
why you'll find such a BIG, ready-made market for 
Insect-O-Lite Vapor Lamps — the handsome, urn-type 
wall unit that kills insects. 

This big profit-maker is completely automatic. Eliminates 
swatting and spraying. Insects — mosquitoes, roaches, 
moths, termites and other pests, including DDT-resistant 
flies — are “knocked” dead in a hurry by powerful 
chemical vapors, vaporized by an ordinary 25-watt bulb. 
The vapors are odorless, stainless, harmless to humans 
and pets, and destroy insect pests within a radius of 
15,000 cubic feet. 








BIG Profits<<..Continuc 









rders 


Everyone needs an Insect-O-Lite! It's ideal for destroying 
moths in closets . . . carpet beetles . . . ridding basements 
of silverfish, gnats, Gite, and as an odorizer with bath 
salts. Down on the farm, Insect-O-Lite lamps set un- 
matched bug-killing records in ridding poultry houses, 
cattle and sheep barns of lice, mange mites and flies. 
The insect-killing power of the Insect-O-Lite has been 
proved with success in offices, factories and other com- 
mercial establishments the country over. 

Pest-killing Insectane crystals last 30 to 60 days, depend- 
ing on use. Packaged refills provide you with continuous 
sales . . . help to build store traffic, and profits! 


Complete Sales and Advertising Materials! 


We furnish you with a complete arsenal of high- 
powered sales ammunition, which includes (1) a big 
attractive self-selling counter display card with space 
for displaying the Insect-O-Lite “in action”; (2) co- 
operative advertising plan along with hard-hitting, 
sales-minded newspaper advertising mats; (3) envelope 
stuffer and give-away folders in color; (4) sample radio 
and TV scripts; (5) powerful point-of-purchase and 
selling materials; (6) complete product and guarantee 
information; and (7) an eye-catching self-dispensing 
card for the sale of Insectane Refills. It’s a sales package 
designed to set you up in business, but quick! 
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insect- killing 
vapor lamp 








SUPPORTED BY 
NATIONAL 
ADVERTISING 





We're telling your buying world about Insect- 
O-Lite in a list of high readership magazines, 
headed by some of the nation’s greatest publi- 
cations. 


SOME TERRITORIES STILL OPEN! 


A few select areas are still available for 
agents and wholesalers, but they're going fast. 
Complete details, samples and prices are 
available. Forward details on your facilities, 
territory covered, type of outlets, etc. 


MANUFACTURED BY 


THE INSECT-O-LITE COMPANY 


; > 
: 

be, 5 + 

. > 

.* 


the new, year round, \S 


2904 WOODBURN AVENUE 
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DEALERS! 


Insect-O-Lite Vapor Lamps 
are sold through accredited ware- 
housing outlets. A phone call or 

note to your source of supply 
will soon put you in the profit- 
able Insect-O-Lite business. 
Call him today or write us 
for information. 







e CINCINNATI 6, OHIO 


47 










er! 





Flight Sales-Mak 


— narnia 
ay 


We yy, OE, e - 23 


SHALLOW WELL WATER SYSTEM 






TWO TIMKEN 
ROLLER BEARINGS 
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DROP FORGED 
CRANK SHAFT 


Oil SLINGER 


OIL RESERVOIR 











Look at the “vitals” of a Deming “Marvel”. Here is pump construc- 
tion that assures smooth, QUIET, more dependable operation... 
guarantees longer service at lower cost! Sell the Deming ‘‘Marvel”. 
It is built to STAY sold and protect YOUR profits! 


THE DEMING COMPANY 


D ! , 517 BROADWAY . SALEM, OHIO 


DEMING 2 


TN 
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APPEARANCE Precision-built. Trim, streamlined 


chassis. Brilliantly attractive in 
red, green and aluminum colors. All-around blade pro- 
tection. Quality workmanship throughout. 


PERFORMANCE Mows smooth, even swath 


under the toughest cutting con- 
ditions and over uneven ground. Requires minimum 
maintenance through long years of service. 


POWER Every Hurricane powered by 2 hop. 

4-cycle gasoline engine air-cooled 

Briggs & Stratton or Clinton model. Automatic governor 

m® control keeps blade speed constant. Plenty of power to 
satisfy amy customer! 


aiiaateelits 





‘ SPECIFICATIONS 

* 4 large, equal-diameter 
wheels (10 on Hurri- 
cane Senior, 8” on 
Junior and Glider) 
Puncture-proof rubber 


* 4-cycle, 2 h.p. gasoline 
engine (Briggs & Strat- 
ton or Clinton) 
Automatic governor for 
constant engine speed 


* Full-floating friction , tires 
_ drive Molded rubber comfort 
Hard-tempered steel- - grips 


Special hinged safety 
guard ond grass 
throwout 
Rust-proof plated 
drive shaft 
Lightweight malleable 
aluminum chassis on 
Senior and Junior 
Pressed-steel chassis, 
embossed for super- 
strength, on Glider 
model 

* Handle folds forward, 
out of the way, for 
starting 
Vacuum-lift suction 
blade 


_ alloy fan-tip blade 
Adjustable cutting 
height—V/2" to 31/2" 
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ROTARY 
POWER 
MOWERS 





THE HURRICANE LINE IS A PROFIT LINE... Heres Why: 


STAMINA Hurricanes hold up under the toughest 

use. No gears, gadgets or clutch to get 
out of order. Rugged construction and precision parts 
make Hurricanes a favorite with power-mower rental 
concerns and private users. 


SPECIAL FEATURES 4 large ball-bearing 


wheels, all the same diam- 
eter, follow the contour of the lawn without leaving high 
patches—don’t drop into holes to stall mower or gouge 
blade into ground. Special hinged safety guard doubles 
as grass throwout when mower is cutting. Floating 
handle engaging at front of machine in effect pulls 
mower instead of pushing, makes for easy, tireless 
maneuvering on slopes and in close quarters. 


Genuine Hurricane parts always available! 
Orders quickly filled. Parts interchangeable 
on all models for easy servicing and economi- 
cal machine modernization. Plenty of profits 
from parts and service business! 


Tt Pays to Sel Zuality 


HURRICANE IS MANUFACTURED BY: 


NATIONAL METAL PRODUCTS COMPANY, INC. 
2722 Cherry Street, Dept. H-9, Kansas City 8, Missouri 


Distributed by Hardware Jobbers 











Want to increase your water supply? Now 
you can step it up one-fourth or more by using 
Yardley Pipe and Fittings. Independent tests 
prove Yardley Pipe will carry an excess of 25% 
more flow than steel pipe for the same head 
loss. Other big advantages include: 


.longer service because it won't 
rot, rust or corrode. 


. handles and installs faster, easier, 
because it weighs Ye as much 
as steel. 


. requires fewer fittings and cuts 
installation costs up to 60% — 
jet wells even more. 


Yardley Pipe is warranted to be made of 
virgin material. It is engineered for every cold 
water use . . . drinking water or corrosive liquids; 
suction or discharge; wells, distribution lines or 
disposal systems. Resistant to damage from 
animal wastes, acid and alkaline soil. Smoother 
walls decrease build-up of bacteria-bearing film. 

Made of both rigid and flexible materials in 
a full range of pipe and tubing sizes 2” 
through 6”. Standard fittings and adapters. 
For more water, lower costs, longer service . . . 
investigate Yardley Pipe. 


a type for every purpose: 


M-2 for use with deep-well, double-jet pump 
systems. G/P for natural or manufactured gas 
and water service lines. M-6 for lateral dis- 
tribution systems. 


Send for literature. 








YARDLEY PLASTICS CO. 


Dept. A, 142 PARSONS AVE., COLUMBUS 15, OHIO 
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Red Leggs 


Merchandising ips: 





“It pays you to tock and display 
the entire 





line of Cyclone Hardware Products! “ 






I’ you are like most dealers you have some customers 
who for years have been buying one Cyclone “‘Red 
Tag” Hardware Product—for example, Lawn Fence. 
But these same people can also become good customers 
for other Cyclone Hardware Products, if you stock 
and display them together—where your customers can 
readily see them. 

All Cyclone Hardware Products—Lawn Fence, 
Flower Bed Border, Gates, Insect Wire Screening, 
Hardware Cloth and Catch-All Baskets—are profit- 
able and easy-to-move items. Many hardware dealers 
have discovered that they have made related sales 
simply by setting up attractive displays of all the 
Cyclone Hardware Products. A customer who comes 
in to buy Insect Wire Screening may then buy Hard- 
ware Cloth to reinforce the screen . . . a gardener who 
wants Lawn Fence may also find he needs Flower 
Bed Border. 

Don’t pass up this opportunity to add to your sales 
and profits with the well-known, well-liked Cyclone HARDWARE Ciory CATCH-ALL 
line. Call your jobber today. 4 


BASKETS 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY [ 

WAUKEGAN, ILLINOIS > —- SALES OFFICES COAST TO COAST oneal Go 8 bl 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK a aie 


U°S°S CYCLONE 
“Red Taq 
HARDWARE PRODUCTS 


> 
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YOU CAN’T LOSE POWER LAWN MOWER 
SALES WITH FINCOR'S NEW 1953 LINE 
PACKED WITH EXCLUSIVE FEATURES! 











on 


Guards 1 Special Mower 


Also 18’ 






Every prospect buys when it’s a Pincor, for with Pincor the price, design, 
modern features and variety of sizes adds up to complete customer 





21” STANDARD 








satisfaction. So pin down each customer—show him Pincor had his Ms INCOR 
particular needs in mind when they built into their mowers the exclusive 1 —" 
features of Self Sharpening Blades, ‘“‘Guide Easy” multi-grip handles, 1/2” 4 eyele . 







to 21” cutting heights and many other outstonding advantages for 1953. 








Featuring 
recoil starter. 


Nationally advertised—and complete Pincor-trained service 
stations throughout the U.S. 



























Pa Guards on V. 
/ Also 21” Pec and chain, 
PINCOR P-22 ian 


The finest made 
Pincor Gas Engine 
2 H.P., 4 cycle. 
Built-in self 
sharpening. 
Also 20” Super 
2 4H.P., 
4 cycle. 




















A-16 an 
Precision b 
All steel frame 
Popular on 

step up prices“ 














Write for 
new complete catalog 
and price sheets today. 






ALSO POWER TOOLS AVAILABLE 
© ¥%," drills © saw attachment 
© drillkits © power saws 


"INCOR PRODUCTS 


Monvfactureg by 


Corporation 
‘SAGO 39, Illinois 
New York 7, N. y 





en-£. 
5844 West pip. £-Motor 


Ta Ky Ave. © Ch 


Export Address: 25 War, S 
en St. 
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U.S.Garden Hose 


WHY U. S. RUBBER’S GARDEN HOSE SALES WILL ZOOM! 


I. A complete line—every kind of hose your customers could ever 
ask for. 


Z Folders on each hose clearly show the number of years, 15, 10 or 
5, for which the hose is guaranteed. Inside pages contain helpful hints 
on hose care and handling. 


3. National advertising in leading publications— PLUS giant blow-ups 
of advertisements for your windows—PLUS counter cards, window 
streamers, leaflets, mats. 


4, Valuable, handsome, sales-stimulating display rack available. 


MAKE EXTRA SALES: Tell your customers it wastes their time 
and energy to tote hose. Sell them several lengths to reach all 
parts of their grounds. 


Nothing is easier to sell than a United States 
Rubber Company product. The name “U. S. Rubber” 
appears millions of times yearly in newspapers, mag- 
azines, on the radio, on television. Your customers know 
the name, have confidence in it—they are pre-sold over 
and over. There's no faster or surer way to make profits 
than to stock “U.S.” 


UNITED STATES RUBBER COMPANY 
HARDWARE AGE, OCTOBER 30, 1952 
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Available Now 










through your Garden 


Hose Distributor 


ROCKEFELLER CENTER, NEW YORK 20, N.Y. 


- 


a) ee 


SPRING SALES TONIC* 1953 


Retails at 


only 99,48 


U. 8. Pat. Pending 


“Brings NEW LIFE to Lawns 


a NEW LIFT to SALES 


OLD FAITHFUL has a new, distinctive look and a 
fascinating pulsating action that lawn owners will 
want, and buy. The WILTON name assures its quality. 
The price ... only $2.48 ... makes it a value that will sell 
on sight with a Spring shower of profits for dealer and 
jobber. Place your order now and get delivery on the date 
you specify. 
PACKED IN THIS EYE-CATCHING 
SELF DISPLAY CARTON 
© Holds 6 individually boxed sprinklers. 
© Protects your sprinklers in transit. 
© Displays them smartly on the counter 
@ Makes shoppers stop-look-BUY. 
Order now from your wholesaler, or 


MAIL THIS COUPON 


Display Cartons containing 6 Sprinklers per carton 


[] Send descriptive literature and price data 
— 
ha 


Oe 


Tell me about your BONUS PLAN for dealers 


an Zone__Stefe_____. 


ee ae ee 


WILTON TOOL MFG. CO 


925-941 WRIGHTWOOD AVE ° CHICAGO 14, ILL. 


ADJUSTABLE 
LAWN 
SPRINKLER 


wtth the 
PULSATING 
HEAD 


These Features Mean Sales! 
* NO BLIND SPOTS 


Pulsating head sprays in all directions, giving complete 
360° coverage. 

e UNIFORM COVERAGE 

Sprays “raindrops” evenly over an area up to 700 
square feet. 

e CONTROLS SPRAY 


Adjusting the pulsating head controls spray area up to 
33 feet in diameter. 


e STAYS PUT 

Will not creep or move. Rod type base holds firm, 
prevents capsizing even when hose is twisted. 

e USES ANY PRESSURE 

Works equally well under any home water pressure, 
rural or city. 


e PROTECTS LAWNS 


No heavy base to injure even tender new grass. 


e WORKS ANYWHERE 
On fiat, hilly or terraced lawns. Sprinkles all terrain 
types evenly, efficiently. 


e STURDY AND TRIM 
All metal for durability. Trim lines and soft yellow 
enamel finish look smart on any lawn. 
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RUBBER HOSE 


PIONEER GARDEN HOSE 
fies: fous enormous. SALES PUGS SUES PUNLY for ' 


FAMOUS FOR DURABILITY 


RUBBER 


HOSE WITH LONG GUARANTEES 






Ask the old-timers in the | 


hardware and garden 
supply business. Pioneer 
oes build hose with the 
reserve strength to out- 
last guarantees and virtu- 
ally eliminate adjustment 
difficulties. 








FOUR FAMOUS WAMES IN 


PLASTIC 


Hose WADE BY PIONEER 


Some of the best known 
brands of plastic hose are 
made by Pioneer factories 

. high in quality, light 
weight, and colorful. 
Whether they want plas- 
tic or rubber, you can sell 











THE NEWEST AND BEST 


PACKAGE 


Pioneer garden hose! 








We're matching thé qual- 
ity of Pioneer hose with 
this quality package—for 
shipping, stocking, stack- 
ing, displaying, selling, 
and carrying home, it 
beats anything now being 








WEARSO 


Guaranteed for life; chocolate 
brown ribbed cover; 2-braid. 


CRACKPROOF 


15 year guarantee; ribbed 
green cover; 2-braid. 


CLOVER 


10 year guarantee; ribbed 
green cover; 1-braid. 


GOLDEN GATE 


5-year guarantee; jet black 
ribbed cover; 1-braid. 








A FULL LINE OF 


PRICES 


IN RUBBER AND PLASTIC 


FOR SALES AND HANDLING 8 = Ores 


making “extra.” 


From top*to bottom, in 
rubber and in plastic, the 
whole garden hose mar- 
ket is covered by one of 
the eight brands of 
Pioneer hose. It’s a won- 
derful line for wide range 
and simplicity of keeping 
stock. 





Write today for 


PLASTIC HOSE 


GARDEN KING 


10 year guarantee; transparent 
clear and green. 


GARDEN KING 


5 year guarantee; green or red. 


GARDENLITE, JR 





5 year guarantee; ribbed green 


ECONOLITE 


Materials and workmanship 
guarantee; professional type; 
olive green cover. 
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SAN FRANCISCO 11, 


. It’s a money- 


a | 


Catalog Sheets, Price Li 
tising Helps, and name of your distributor! 
DEALERS: Write for descriptions, prices, 

and names of distributors. 


coon ® — BIONEER RUBBER MILLS 


Pioneering in rubber since 1888 


MAIN OFFICE: 345-353 SACRAMENTO STREET, 
FACTORIES: PITTSBURG CALIF. AND LOS ANGELES, CALIF. 


Branches and Distributors in Principal Cities 












CALIF. 
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makes play of spraying 


the first 
consumer-priced 
power sprayer 








You can make money selling this new power sprayer. It is 
the important new piece of garden power equipment you've 
been waiting for. It has been designed to bring to the aver- 
age home owner, at a price he can afford, all the time and 
labor saving advantages of modern power spraying. It 
makes old-fashioned manual methods of spraying as out-of- 
date as the ice box. The Spraymate is being built by John 
Bean (they have been designing and building sprayers for 
almost 70 years) with the consumer in mind. It is the right 
size to meet consumer needs (5 gallon capacity, high pres- 
sure unit). It is rubber-tired, easy to handle, easy to operate 
and will do a long list of spraying jobs around the home and 
grounds. It opens a big new market for you. 





GARDEN TRACTOR * POWER LAWNMOWER * SPRAYMATE 


more and more the trend is to power equipment — 





a 







Mail in this coupon today for the com’ 
plete story of opportunities for new profits 
with the Spraymate and the Spartan. 











| 

| 

j 

} 

| 
} NAME ! 
1 I 
| | 
} FIRM_ ee ee ee ee ait Tee | 
| | 
ADDRESS 
I 1 
city__ new STATE 
L 4 


SA A 


now add this consumer - priced power sprayer to your line 


THE SPARTAN 

Big Brother of the Spraymate 
A ready-made market exists for a 
power sprayer versatile enough to do 
a variety of spraying jobs. The John 
Bean Spartan with a 15 gallon capacity 
and 250 pounds pressure is ideal for nearly 
any job, and is still light enough 

for easy movability. 


Soke BEAN 


SING 4, MICHIGAN @ SAN JOSE, CALIFORNIA 
HARDWARE AGE, OCTOBER 30, 1952 






DIVISION OF FOOD 
MACHINERY AND 
CHEMICAL CORPORATION 














PICKS « 


HARDW 





yer. It is 
nt you've 
the aver- 
time and 
ying. It 
iS Out-of- 
by John 
uyers for 
the right 
gh pres- 
) Operate 
ome and 





}PRAYMATE 


r line 





F FOOD 
f AND 
PORATION 


SRNIA 
, 1952 















No. 134 
DOUBLE FACE 

BLACKSMITH 

SLEDGE 

In Red-E-Pak car- 
tons, with or with- 
out handles, for 
convenient ware- 
housing. Weights 
from 2 to 20 Ibs. 
























No. 1 
CUTTER MATTOCK 


Shipped without han- 
dles. Forged in 3, 5 
and 6 Ib. sizes. Also 
available with pick end 
in 5 and 6G Ib. sizes. 





7 ran 
















No. 30 
RAILROAD OR 
CLAY PICK 
Five to 10 pound 
weights, without han- 
dles. Many other types 
of picks available, too. 














No. 260 
PINCH POINT 
CROW BAR 


Bundled in units of 
two or three, or shipped 
individually. Weights 
from 10 Ib. to 26 Ib., 
pinch or wedge point. 
Also 3 Ib. and 6 Ib. 
pinch point only. 





1856 
for name of nearest distributor 


SINCE 
Order from your jobber or write 











SALES REPRESENTATIVES 


The Surpless, Dunn & Co. 


New York N_Y 


Klein-LoganCo. — .:..... 


Nock 
Nashviile 


South 13th and Breed Sts. - Pittsburgh 3, Pa. The Austin Co., Albuquerque 


PICKS © MATTOCKS © HOES © HAMMERS © SLEDGES © BARS © WEDGES © MINING AND RAILROAD TRACK TOOLS 
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fl _ Sazer_ U.S. HEXLOK 


pu 
a POULTRY NETTING 


pa bed lt / 


The LOCK-TWIST weave in poultry netting was originated by the 
Indiana Steel & Wire Company in 1912. The outstanding superiority 
of the LOCK-TWIST has won it first place for design and construction. 

Now, the originator of this type weave has perfected an improved 
hexagon mesh fabric — SUPER U. S. HEXLOK POULTRY NETTING. This 
superior netting, LOCK-TWIST woven on new, ultra-modern looms of 
revolutionary design, challenges comparison with respect to appearance, 
uniformity, straight alignment, ease of stretching, flat lay and all ‘round 
customer satisfaction. 

You must see and compare SUPER U. S. HEXLOK to appreciate its 
Ask your jobber's representative or write today for a sample. 


Available in the following specifications: 


1” MESH No. 20 — WIDTHS: 12”, 18”, 24”, 36”, 48”, 60” and 72”, 
2” MESH No. 20 — WIDTHS: 24”, 36”, 48”, 60” and 72”. 


PACKED IN NEAT, COMPACT, EVEN-END ROLLS 
CONTAINING 150 LINEAR FEET EACH 


MANUFACTURED EXCLUSIVELY 
by 


INDIANA STEEL & WIRE CO, 
Muncie, Indiana 


merit. 


SHOW IT 
AND THE 
SALE IS 
MADE! 
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feature the easy-to-sell 


- Line 


with no price increase 


mere 


Clemson Mowers will be money-makers for 
you again in 1953—the same three Models with the same great 
features that make them the easy mowers to sell. 
EXCLUSIVE BONUS FEATURES 
Every Clemson Mower has features worth talking about to 





your customers—baked-on yellow enamel finish, non-scuffing *Prices higher Denver west. All 
roller, permanently sturdy box frame construction, exclusive pony hing Rha 
simple height and shear adjustment, palm-fitting hand grips, ject to change without notice. 
shears bracket, highest-grade steel fly knives. Sold Only Through 
Moreover, Clemsons have always been the trade's best-look- Recognized Distributors 


ing, easiest-pushing, longest-lasting mowers. 


EXTRA SALES HELPS 


There’s a model for every budget, and, to make them even 
easier to sell, you'll have the help of hard-hitting advertising 
in The Saturday Evening Post, Better Homes & Gardens, 
American Home and House & Garden. 


You can get—free—a new point-of-sale folder for your coun- 
i EM IN ters. Be sure of your 1953 stock of Clemsons by ordering from 
your jobber NOW. 
Made by Clemson Bros., Inc., Middletown, N. Y. As always, Clemsons give you really worth-while mark-ups. 
@ 1000 Makers of hand and power hack saw blades, frames, metal-cutting band saw blades and Clemson Lawn Machines. 
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CONSISTENT NATIONAL ADVERTISING 


is telling your customers about the 


HIGH QUALITY~-~ REASONABLE PRICE 
of the entire 


Est. 1837 


BOKER 
TREE QD BRAND 


va, CUTLERY ust 


cue Mee / 


Boker Tree Brand Cutlery is popular... it’s reasonably 
priced ...it moves fast. Every item in the line is made of 
the finest cutlery steel. Each number is designed with your 
customer in mind. Good to look at... good to use... it 
means solid customer satisfaction, It will help build up your 
reputation for smart buying. 

An attractive, hard-hitting Saturday Evening Post adver- 
tising program is telling your customers about the fine 
quality and reasonable prices of the entire BOKER Tree 
Brand line. 






















RANCHERO SET 
An example of Boker Tree Brand advance in packaging 
and design for cutlery. Handy vinyl plastic zipper-closure 
carrying case. Moving fast everywhere. A marvelous gift 
item. Of course we have BOKER Tree Brand 
table cutlery in popular block and other styles 
of packaging. 



















POCKET KNIVES DRESSMAKER SHEARS 
Famous everywhere for fine steel And every other type scissors and shears 


a ae, toy ¢* 
Meee ewe ee 
co pe yp 
tastes 


and fine looks. The expert's choice. ... including Pinking Shears — quality 
Hundreds of patterns to choose all the way — priced to sell at a good 
from. profit. 


H. BOKER & CO., INC. 


Established 1837 


Sf~ 101 DUANE ST., NEW YORK 7, N. Y. 
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HARDW 


| g£DI-BOn 


THREADED STEEL RODS 


ANNOUNCES— 





New Assortment 














ap 24” and 36” Lengths 

your Seven Sizes, 4’ to %’ 

fine 

free 

sig New Display Stand 

gift 

les Permanent . . . Colorful . . . Lacquered 
Wood Stand available without 





extra cost with Standard Assortment 











Here are two developments that will bring you new REDI- 
BOLT profits ... REDI-BOLT in 24” as well as 36” lengths... 
and a colorful new sales booster display stand that will stand 


up year after year! 


REDI-BOLT is a fully threaded, precision-cut, steel rod. 
It’s c-o-l-d d-r-a-w-n—20% stronger than ordinary bolts. 
It’s rust-resistant. And it’s the last word in usefulness. Can 
be used full length or cut to any length desired. Easy to heat 
and bend to any shape! It’s the simple solution to your 
“special bolt” inventory problem. 





FAST TURNOVER ASK your sosser on 
sceeeaemmnamamemeammmmmamanenaaes WRITE to 


FOR 
CATALOG 





@ MINIMUM INVENTORY 
@ WIDELY ADVERTISED 
| © “REPEAT” SALES 


REDI-BOLT, Inc., Dept. HA 
5248 Hohman Ave. 
Hammond, Ind. 

Please send me more information 
on REDI-BOLT. 
NAME a 
FIRM ‘ caliente 
ADDRESS___ or ee 
Cir ie ee STATE_ 
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{iT PAYS 
{TO, PUSH 


in (\(\\ \dA\ A\ MAN wut \vhub 


iA“HOT” SELLER 


WATERLESS HAND CLEANER 


atin iil: or green with miracle Chlorophyll 



















In 17 seconds — without water — QUICKEE 
removes: 


PAINT © GREASE ¢ GRIME 
GLUE « CARBON « TAR 
VEGETABLE STAINS 


and many other soils too tough for soap and 
water. 


These ore e the 
Waterless 














mo” S 
Se KEE 
3 r ere 
guie 


HAND 
| . CLEANER 
Quickee Waterless Hand Cieaner Division of 


TUDOR 0 Re 
CHEMICAL SPECIALTIES, Inc >> oe 


Yonkers 2, N. Y. 





. in tubes and 13 oz. cans 


‘Regular “pink” QUICKEE 
> in 13 and 28 oz. cans 





Write for FREE sample 
and judge for yourself. 








GET YOUR SHARE OF QUICKEE PROFITS! 
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EASY TO 
STORE 







READY TO 
USE 











Ideal for Spring Promotion 


Feast your eyes on the grand array of Sherman Nozzles, Sprinklers, Couplings, Menders 
and Fittings arranged around the large attractive 3-color Sherman Display Stand. 
Yes, every piece of this fast-selling merchandise plus the Free Display Stand are in- 
cluded in the No. 53 Sherman ‘Rocket Package’’. All new 3-color Display Cartons tell 
your customers how to use each item. These ‘‘silent salesmen'’, together with the 
Display Stand, make it so easy to arrange a most outstanding and effective window or 
counter promotion. Large Dealers may wish to use several ‘Rocket Packages" for more 
impressive array. 


Package size 20x 14x 8. Shipping Wt. Approx. 30 Ibs. 





1 doz. 
1 doz. 
2 doz. 
1 doz. 
1 doz. 


2 doz. 


1 only 





vA doz. 
Y% doz. 


vA doz. 
Y, doz. 


#85CL “Long Grip" Couplin 
#85CL “Long Grip" Couplin 
#85CL “Long Grip" Couplin 
#85CLF “Long Grip" 


#85CLF “Long Grip" Female 
#12CL “Long Grip’’ Mender.... 
#12CL “Long Grip'’ Mender.... 


#12CL “Long Grip'' Mender.... 


“Gold Label’’ Nozzle...... 
EN SPO ki aces sin's 
“Gold Label" Sprinkler. ... 


PACKAGE”’ CONTAINS THESE POPULAR ITEMS 


List Pack- List Pack- 

Per age Per age 

Doz. Total Doz. Total 

g..$ 5.04 $ 5.04 2sets #72-3 “Stayflat’ Sprinklers ....... set, 2.50 5.00 

oS... see 5.04 lonly #156 BN icc cv ceeseed +. 19.20 1.60 

g... 5.04 10.08 1doz. #250-B Brass Spike Sprinkler......... 2.60 2.60 
Female End 3.36 3.36 3doz. #78-A Hose Washers, clips ........... .70 2.10 





End 3.36 3.36 Plus Big 3-color Display Stand Free 
2.04 1.02 Plus Big 3-color Wall or Window Poster Free 
2.04 1.02 Ample Supply of Booklets, ‘Lawn Sprinkling Is Fun" and 
2.04 4.08 “Make Your Lawn the Best on the Street’ Free 
ma ae ee ee ae ... $61.28 
....54.00 4.50 Dealer Cost (at Current Discount)....... $40.85 





ORDER TODAY — BE SURE YOU 
GET YOUR SHARE OF SALES! 


MANUFACTURING CO. MicHiGan 
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BALANCED UNBREAKABLE 
for more efficient sew- - Neoprene handle with 
ing...less worker fa- mon-sized grip, mould- 
tigue. ed to frame, high dielec- 

tric value. 


RESISTANT 
Nickel ploting resists 
cosrosion...odds eye- 
RUGGED oppeol. 
construction of 
heovy-gouge steel. 


STRONG 


Tension Screw, die 
threaded from bor stock. 


Pin Posts are machined 
from bor stock. 
DESIGNED 


toprovide extra strength 
at points of stress. 


RIGID 
construction assures per- No. 1049 
fect alignment of blades. is the catalog number 
Straighter cuts. .less blade of this fine hacksaw 
breokage! 


These eight features make Crescent’s No. 1049 


A BETTER HACKSAW 


@ In addition to its structural superiority, this 
fine Crescent Hacksaw has a neoprene handle... 


comfortable and resilient to grip... practically in- C R E § C E N T T 0 0 L S 
destructible ... impervious to oil, acids, Give Winege Llbork 
\ jin’ 
“ = -s v 
4 





extreme heat or cold. Sold by Hardware 
Dealers everywhere. Cc Jim 
4 = 7 ~ _— Che 4 ‘ . 
\) - Tz Sign of lhe Cf rtisan 
- Oo 77 Symbol of Crurcllence 
Crescent is our trade-mark, registered in the United States ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere ond made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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only by 








urn 
cw" 


pet 


QUANTITy 


cuMPBELL_=> 


= 





FOR EVERY NEED 


Campbell offers you a complete line to supply 











CamPaniy 


your customers’ every need. Campbell | a! 
manufactures chain for practically every purpose. 
Each type of chain is engineered and designed 


for maximum efficiency and life on the job. Cannan’ 
ee, 0 


Awriry 


Campbell Chain is nationally advertised— 


aii 
nationally recognized for its superior quality. | (pm, 
/{ CAMPBELL <==" 






Campbell gives you complete merchandising 


to help you get more chain business. 





There ts no weak link in the Campbell line <aazaeeds 


CAMPBELL CHAIN Company | gw. 


ee melt 0 ede) | Oe) WM fa) a) en i a ee a 






Chain for every need—INDUSTRIAL, MARINE, FARM, AUTOMOTIVE 
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diaBETTER SALE. ; 





When you sell Wickwire Hardware 
Products you make a mutually better 
sale because Wickwire’s unvarying high 
quality assures lasting customer satisfac- 
tion and continued customer good will. 

With Wickwire Hardware Products 
you have good-will builders working 
overtime for you—fast-selling items that 


you can count on to give your customers 
long-lasting reliable service. Cash in on 
the profitable repeat business Wickwire 
Hardware Products can bring to your 
store. Write or call your jobber and order 
a supply today. 


CLINTON 
STANDARD 
HARDWARE CLOTH 


Sold Under Brand Name of 
CALWICO on the Pacific Coast 


A year-round, steady selling 
item of a thousand and one 
uses. 

Heavily galvanized after 
weaving for longer lasting 
resistance to rust. Offered 
in all standard widths and 
meshes; unrolls flat for easy 
handling. Supplied in steel- 
banded rolls of 100 feet. 
Lends itself to attractive 
eye-catching display. Made 
in accordance with U. S. 
Dept. of Commerce Stand- 
ard CS 132-46. 
















AMERICAN GOLD STRAND 
INSECT WIRE SCREENING 


Easy to handle and install... hard to wear out 
... attractive long-lasting screening—Galvanoid, 
Bronze or Aluminum—that meets every customer 
requirement. Manufactured in standard widths. 
Other widths, meshes and grades can be furnished 
to fit special requirements. Packaged in strong 
convenient cartons. 


CLINTON 
HEX MESH 
NETTINGS 


Made with extra strong 
selvage, it hangs well and is 
easy to handle. Has a wide 
range of usefulness for 
poultry and fur farm en- 
closures, crab traps, stucco 
reinforcement, baseball and 
tennis court enclosures. 
Supplied in all standard 
widths, meshes and wire 
sizes. Manufactured in ac- 
cordance with U. S. Dept. 
of Commerce, Commercial 
Standard CS 133-46, 








Unec 
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rust. 
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and 
Pack 
boxe 
ing | 
stall 
hook 
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PERFECTION 
DOOR SPRINGS 


Unequaled for toughness, 
durability and resistance to 
rust. Made of selected wire, 
available in black japanned 
and galvanized finishes. 
Packaged in clearly labeled 
boxes of one dozen includ- 
ing hooks or eyes for in- 
stallation. Looped or coned 
hooked ends. 












QUICK HITCH GATE SPRINGS 
A rugged spring for heavy doors and gates. 
Made of oil-tempered wire. Quickly applied, 
easily operated. 























WISSCO TV GUY WIRE 


. Flexible and easy to handle, this rugged, depend- 

WISSCO FLEXIBLE WIRE CLOTHES LINE able twisted wire strand makes a permanently 
Long-wearing, strong, flexible, rust-resistant. Smooth, taut guy wire for TV antennas; lends itself to 
lustrous surface. Coils of 50’, 100’ or connected lengths. quick and convenient installation. Wissco’s qual- 
Manufactured in three grades: 4 strand twisted, 6 strand ity galvanizing assures long-lasting resistance to 
twisted, and regular hollow cable. the corrosive effects of the weather. 





THE COLORADO FUEL AND IRON CORPORATION © Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION * Oakland, California 
WICKWIRE SPENCER STEEL DIVISION * Atlanta * Boston * Buffalo 

Chicago * Detroit * New York * Philadelphia 


WICKWIRE 


HARDWARE PRODUCTS (F 





WHAT JOBBERS SAY 


IS MORE 
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Sropaket 
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worm 
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Kay-tite for a 
. nd it to be one of the 
mah purposes. 
intended 


ar Sir: 
Powe have 
many years & 
leading —_ 
It has always 
a ni sell Kay-Tite daily - 
ly the vario' 
ves yeh our vicinity- 
paint . 
1.E.5 
Anthony 
Mgr. Paint 


distribut 








our retail store o8 


Ciarlone 


&Hardw 





KAY-TITE, when applied properly, is ap- 
proved by the Veterans Administration in 
the North Jersey Area. Kay-Tite is used 
by leading building contractors in North- 
ern New Jersey to solve their water seepage 
problems. One U. S. military department 
tested Kay-Tite against seven competitors 
—and then wrote Kay-Tite into their 
specifications! 
We know Kay-Tite is the best— 
but we let users prove it! 
AT YOUR JOBBERS or 
WRITE FOR PRICES 


KAY-TITE 


PROTECTS ‘MASONRY © 
AGAINST 
WATER SEEPAGE 








jumber yards an 


are Dept. 





IMPORTANT THAN WHAT 
WE SAY... 


February 29, 1959 
Our se nth Year 
wi 





























FOR WHITE 
BRICK and 
stucco. Of ‘a 
| CINDER BLOCK | ,,...., a 
4 ‘OU 1 INRY | scanisn purr ae 
COLORS 





x9 





eine cat hes wast 
Pesee * ae a. id 
ee E yact: ee e tT: 


KAY-TITE COMPANY 
WEST ORANGE ° NEW. JERSEY 
ELEVEN FAR WESTERN STATES CONTACT KAY-TITE COMPANY ~ 
1717 WESTLAKE. AVENUE, NORTH, SEATTLE 9, WASHINGTON 
More than 20 years of satisfactory performance...» 
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OW! Shettield Introduces 


EW rg LORS 










The Most Complete Range of Colors... 
All Triple Ground In Oil... All Full Strength 











Sheffield Pure OIL COLORS have become the standard of the 
industry... big sellers in hardware and paint stores across 
the nation. NOW... here are FIVE MORE colors... to make 


this selection even MORE complete . . . making almost any 






“color under the sun” possible! AND... our oil color cabinet 






display sells these oil colors on sight for you . . . shows the 






various colors possible from each tint! 






Order this New Assortment Now! 



















One Coat Covers and Seals 


Sheftield shefkole 


| Asphalt Fibre Roof Coating 


Here is an aluminum asphalt asbestos fibre roof coating that covers 
thoroughly in one coat. Its brilliant metallic finish keeps out heat 
in summer and cold in winter! It stops leaks . . . forms a weather- 
proof and waterproof metallic coating and will not crack, rub or 
peel. Ideal for all types of roofs. 


Shetticld Aroze PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS 


CLEVELAND 19, OHIO 
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THE QUALITY THAT “NS 
MEANS REPEAT SALES! 1 


PLASTI-GLAZE @@lnnes 


America’s Leading Glazing Compound 




















THE Bh5T WHITE GLAZING COMPOUND — easier to 


paint and clean-looking if unpainted. Plasti- 
Glaze is ready for oil-base paint immediately 


re 
after application. No bleeding — ideal for fi 
filling nail holes. 
8 GEEED 
1 


ALWAYS READY TO USE=—needs no mixing or thinning. 
Plasti-Glaze stays fresh, smooth working, non- i 
crumbling throughout —DOES NOT HARDEN 

OR SETTLE in the can. Superior shelf-life te 


saves inventory losses. 


Available in all siz ‘om fasi-selling 1 Ib. 


THE ab-Punrose GLAZING COMPOUND — excellent cans (attractive 3- 


for primed or unprimed wood, steel or alu- ee Se 
minum sash. Plasti-Glaze STAYS ELASTIC — 


display in each car- 
‘or contractor sales. 


a perfect, permanent bond that resists 
weather, vibration and time. 


...in collapsibl@ibes, spouted or 
... an@her money-maker! 
unspouted ridges, quart or 
gallon cans 


... eye-stoppingellow and blue 


labels. 





... Shipped in iractive counter 


the WHITE caulking compound that S display. 


YOU LESS than common gray caulk 
. », Write today for generous FREE _~ 
Rg PLASTI-GLAZE ond STABON 





a = —— - + —————— 


TTT a Lk 


orgia Ave., Detroit 11, Mich. 


and New Orleans 









PLASTI 


General office and laboratory: 6461 Ge 


Factories in Detroit, Chicago, Jersey City 
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HAKD 


Shake hands with a Man who built 


SUT BL AGS 





What’s he got that you haven’t got? Plenty! Every brush he 
sells features his name, his trademark, his label. Every 
customer he makes is his customer because his complete line 
of brushes are made to his specifications, available only from 
him. Every sale made, every repeat order, builds his name, 
means a bigger profit to his dealers and himself. 

Sound interesting? It is! Today thousands of jobbers and 
manufacturers like yourself are building their Own-Name 
Brush Business. Why? Because it’s easy and more profitable. 


Here's how it works: 


You order from a complete line of brushes 
(pure bristle, nylon, bristle-nylon etc.) 
made to your own specifications. 


































Brushes are stamped with your own name or trade 
mark, listed in your own catalog (which we supply). 


Store displays and selling aids are yours 
without charge. 


ar- 


les. 


Construction and materials unconditionally 
guaranteed. 


Who is Manhattan? 


For nearly 50 years Manhattan has been one of the world’s 
largest, highest-rated private-brand brush manufacturers. 
We manufacture a complete line of paint and varnish 
brushes for the paint, brush, hardware, lumber, automotive, 
chain and variety fields. Brush business leaders can testify 
to the quality of our product, the integrity of our dealings 
and the nature of our success. We have established thou- 
sands of jobbers and manufacturers in their own flourishing 
brush business. We can do the same for you. 


IF IT'S FOR = PAINT WE MAKE IT MANHATTAN BRUSH CO., Inc., Dept. H-10 
. 42 West 18th Street, New York 11, New York 


Gentlemen: Please send without obligation complete 
information on your Own-Name Brush Business Plan 


Manhattan Brush Co., Inc. (PSRs steele ania 


, Member, American Brush Manufacturers 
Association 


42 West 18th Street, NewYork 11 (Ee ee een TE ee 
Ea a AIOE oS TOT OT TT 
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- You can make big 
profits by selling 


KENTILE for 
self-installation 


. om in business to make money... and one DESIGN YOUR OWN FLOOR 


of the biggest money-makers you can handle | KENTILE. 


is Kentile...the country’s fastest selling flooring! ‘mo natal tint 


Yes, people everywhere look for Kentile... 
won’t accept substitutes ... because Kentile is the 
Asphalt Tile they know and trust ...the famous 
name that’s backed up by the industry’s biggest 
and fastest moving program of full-color national 
advertising and hard-hitting promotions. 


For full information, write, wire or phone any 
of the conveniently located Kentile, Inc. offices 
listed below... find out how you can profit with 
volume sales of Kentile for Self-Installation. 





HERE’S ALL YOU NEED FOR 
YOUR KENTILE DEPARTMENT 


The Junior KenStyler is your display and 

° e e salesman in one...lets your customers see just 

The Kentile Line is how colorful, long-lasting Kentile will look in 

° their own homes ...on their own floors. And 

your Profit Line it only measures 15144” x 183%” x 1714”. 
Complete with sample tiles, 


OnLy £1000 























KENTILE. 


The Asphalt Tile of 


x a y , ay baigess sEN Enduring Beauty 


So x) = 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York * 350 Fifth Avenue, New York 1, N. Y. * 705 Architects Building, 
17th and Sansom Streets, Philadelphia 3; Pennsylvania * 1211 NBC Building, Cleveland 14, Ohio * 900 Peachtree Street N.E., 
Atlanta 5, Georgia * 2020 Walnut Street, Kansas City 8, Missouri * 4532 South Kolin Avenue, Chicago 32, Illinois * 1113 Vine 
Street, Houston 1, Texas * 4501 Santa Fe Avenue, Los Angeles 58, California * 452 Statler Building, Boston 16, Massachusetts 
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Down on the farm or wherever there’s a heavy 
sliding door — Let the “BIG 4” perform! 


Another For years this sturdy hanger has been demonstrating feats of strength 
in the manipulation of heavy sliding doors. The “Big 4” is one of the 


Bir thday pioneer products of our present extensive line—its popularity with 
the trade has never waned. 


+* This marks our 


51st anniversary. * 

Ww iate th te 99 
lr aed BIG 4 

a lr and Braced Rail 


tevebe one ae Here’s a real efficiency team. A smooth, easy ' 
glide of a ride is assured for the ball-bearing 
hanger wheels of the “Big 4”. The braced rail 
provides an even, perfect tread with brackets only 7 
12 inches apart and double-riveted for rigidity. 
The flexible feature of the hanger comes into play ( 
when any strong pressure is exerted against the 


sliding door. ‘ 
4 


VITA MANUFACTURING COMPANY :- Sterling, illinois 
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GOOD BUILDINGS DESERVE GOOD HARDWARE 


CUnDIN 
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PDWARE BUSINESS- 


4 
is easy to ORDER! 
Listed below is a selection of the Corbin 

items that help you build a successful builders’ 
hardware department. They are easy to order! 
Whenever you need anything on this list, just 
TELL YOUR CORBIN JOBBER. Capitalize on 
the Corbin name! Sell the world’s most widely 
used builders’ hardware — Corbin! 


. 


C IN is easy to STOCK, DISPLAY and PROMOTE! 


Window Signs, and Newspaper Mats are avail- 











Powerful Corbin merchandising aids, and 


a well-planned labeling system help you make 
more money from builders’ hardware. Operating 
Display Mounts, Window Decals, Counter and 


IN is easy to SELL! 


Right now Corbin consumer advertising is 
pre-selling your home customers in THE SATUR- 
DAY EVENING POST, BETTER HOMES & GARDENS, 
SMALL HOMES GUIDE, HOUSE & GARDEN’S BOOK OF 
BUILDING, AND HOUSE BEAUTIFUL’S BUILDING & 
MAINTENANCE MANUAL. 


able — many of them without cost to you. 
IDENTIFY your store with the Corbin name! 
Ask your jobber or write us. 


Corbin professional advertising appears regu- 
larly in PROGRESSIVE ARCHITECTURE, CATHOLIC 
BUILDING & MAINTENANCE, AMERICAN SCHOOL 
& UNIVERSITY, ARCHITECTURAL RECORD, MAGA- 
ZINE OF BUILDING, and HOSPITAL PURCHASING 
FILE. 


This advertising is helping many dealers to sell 
more. It will help you, too, if you stock a good 
selection of CORBIN products and display them 
in your store! Why not give it a try ... ORDER 
CORBIN HARDWARE NOW! 


C Ble is the PROFITABLE line! Buy these items now! 


Door Stop — polished brass 
Door Stop — chrome 
Drawer Knob — brass 
Drawer Knob — chrome 
Drawer Pull 


Friction Catch 








Awning Pulleys 
Barrel Bolts — Black, 2'/2’’ 
Barrel Bolts — Plated Brass, 242" 
Barrel Bolts — Black, 
Barrel Bolts — Plated Brass, 3” 
aoe — — Black, 4” 
Barrel Bolts — Plated Brass, 4’’ . 
Bar Sash Lift — pressure cast aluminum, Hook Sash Lift — brass 
plated brass, 4’’ Hook Sash Lift — plated steel 
Bar Sash Lift — Polished brass, 4” Line Cleat 
Bar Sash Lift — chrome ‘ | 
Butts, wrought brass — a ; 
Chain Door Fastener — cast iron, plated = bea teaaa 
Clothes Line Hoo Night Latches 
et — pressure cast aluminum, oats Sewtonsr — pressure cast aluminum, 
plate rass 
Ye thee Bang A ony com pomenae - oetied brass 
on ash Fastener — chrome 
——— — oe Screen Door Catch rim — brass 
pe ent “elt - nha Screen Door Catch mortise — brass 
Cy 4 “A , ioe : rome Sectional Handle Front Door Sets 
eat we ocksets Sale row rocket — pressure cast aluminum, 
r Closers plated brass 
Door Closers — screen Tubular Latch Sets 





Seer polger Tubulor Locksets 
Door Stop — pressure cast aluminum, Turn Button 
plated brass Unit Lockeuts 
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SALES BUILDER 


















REGULAR READING 
ASSORTMENT 


No. 200 


QUANTITY 


INSIDE READING 
ASSORTMENT 


No. 200F 


QUANTITY 














RULE NO. RULE NO. 








X46F 
066F 







X46 
066 


966 966 






GET MORE SALES—MORE PROFITS 
WITH THIS FREE RED END RULE 
MERCHANDISING UNIT! 


460 A60F 






3 
6 
6 
6 
3 


76 





Buy only a fast moving assortment of two dozen rules and you receive this 
modern merchandising unit free. It’s heavy glass, making a permanent, attrac- 
tive addition to your store. Completely enclosed, it guards against theft. Notice 
that space has been provided for marking prices . . . and that it can be used 
on the counter, in a window, or hung on the wall. Both No. 200 and 200F 


IMMEDIATELY assortments cover a complete price range and are well balanced and fast 
AVAILABLE FROM selling . . . Order your assortment from your jobber today — and get your 
YOUR JOBBER brand new sales builder display absolutely free. 


196 


THE [UF KIN RULE COMPANY 


SAGINAW, MICHIGAN — 132-138 LAFAYETTE ST., NEW YORK CITY — BARRIE, ONTARIO 
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SQUARE TUB 





eS 
it's Ware & 
THA , Wi EARS: / Hand-dipped in Dura-Zinc Alloy 


after it’s made! Every seam sealed against leaks! Every inch 
guarded from rust! 


THA ‘Z ¢ KN OW 'N | / Large consumer ads in 


This Week, Parade and additional Sunday newspapers — 
biggest campaign in Wheeling’s history! 


THA T SELLS : / More point-of-sale aids than ever 


before: booklets, streamers, posters, mat ads, display ideas 
—all proved sellers! 


—/TE WHEELING WARE! 
7 








WHEELING CORRUGATING COMPANY 
WHEELING, WEST VIRGINIA 


Atlante © SBeston © Buffale © Chicago © Columbus © Detroit © Kansas City 
Lovisville © Minneapolis © New Orleans © New York © Philadelphia © Richmond © St. Louis 








52 HARDWARE AGE, OCTOBER 30, 1952 





Multiply your Profits with| Fi 


A BIG BUY AT A SMALL PRICE... 


MASS 
WINDOW DISPLAYS 


More and more women are 
choosing Fire-King Ovenware for 
their own use...and for gift giv- 
ing. This major retailer is cashing 
in on the huge demand with mass 
displays of the entire Fire-King 
line. Results have been excep- 
tionally satisfactory! 











Courtesy of S. H. KRESS & CO. 
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FIRE-KING ovenware Sets! 


WITH A FAT MARK-UP FOR YOU! 








MASS 
COUNTER DISPLAYS 


Smart retailers link counter dis- 
play to window display for maxi- 
mum volume. Wring every last 
impulse sale out of store traffic! 


For record sales... record profits... Display FIRE-KING ovenware sets! 


Your Customers Get 6 great advantages 
with Fire-King! 

1, Fire-King 3, 7, 12 piece gift sets, are handsomely pre- 
packaged—ideal for gift giving! 

2.Fire-King can be used to bake, serve, store and reheat! 


3.Fire-King is easy to clean—won't blacken or discolor 
with use! 


4.Fire-King is crystal clear, mirror smooth—attractive on 
the table! 

5 .Fire-King carries a two year guarantee against oven 
breakage and is backed by the Good Housekeeping seal! 

6.Fire-King is made by the Anchor Hocking Glass Corpo- 


ration—The Most Famous Name in Glass. Every woman 
knows and has confidence in this name! 


FIRE-KING 


OVENWARE 


ANCHOR HOCKING GLASS CORPORATION, LANCASTER, OHIO 


The Most Famous Name In Glass 
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You Get 6 great selling advantages with 
prepackaged Fire-King sets! 


1. Fire-King sets are attractively pre-packaged! 
2. Fire-King sets increase impulse purchases! 


3. Fire-King sets are easy for your customer to pick up and 
carry! 


4. Fire-King sets boost your average sale— AND TOTAL SALES! 
5. Fire-King sets reduce your sales expense! 
6. Fire-King sets are easy to display! 


FEATURE FIRE-KING OVENWARE SETS FOR GIFT 
PURPOSES! DISPLAY THEM BIG...SELL THEM BiG! 
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BRAND NEW 
No. 32 BUDGIT 


Can Opener 


ERRIFIC 
_ SALES MAKER 


This FREE Modernistic Display Board 
Demands Your Customer’s Attention 


wit ee 
RE © Be 





A New-Low Price—DAZEY 
blade cutter can opener. $1.49 
NOT FAIR TRADED 
Rugged and dependable, easier 
operating, longer wearing, faster 


Beautiful natural wood set 
off in modern yellow trim. 
Designed and planned so all 
six items contained are easily 


and correctly DEMON- turnover . . . Meaning Volume 
STRATED. Sales for YOU. ( 
The DAZEY No. 33 


With the purchase 
of following: 
1 No. 80 DeLuxe Can 
Opener 
1 No. 88CR Dual Electronic 
Can Opener 
1 No. 900CR Sharpit 
1 No. 61 Senior Can Opener 
1 No. 810CR Egg Beater 
1 No. 160 Red Ice Crusher 


NEW JUNIOR 


Can Opener with 
MAGNETIC LID LIFTER 










$1.95 


No. 6 

Point - of - Sales Be sure The popular price DAZEY 
Junior: Streamlined—Im- 

Board proved — Redesigned — NOW 





EQUIPPED with a powerful 
permanent alnico magnet lid lifter. 








Sensational... New...Ready to Set Up... By... 2... _ 
Self-Service Display Unit A go ite igs :e 


in any twelue months iad 7 — 
Will you do at least 75% of the 


At Last . . . a satisfactory attrac- 
tive self-service display unit is 





DAZE Y 


available. It’s easy for your shop- 
pers to inspect and examine 
TRANSPARENT BAGGED Can 


Openers 






things we suggest te make this 


increase postible?—I} your answer 
14 yes, then write or wire: 
W. G. Edrington, Vice President 


Yet eneral Sales Manager 
YOU HAVE NO: yd whe Bin tj ‘a 
e Open Packages a od Wh A Ar 
e Shopworn Merchandise as ee eee th 
St. Louis 7, Mo. 


e Missing Accessories 
e Dissatisfied Customers 





No. 80 S.S. (Self-Service) Display Unit Illustrated. 


Unit also available in No. 61 S.S. Featuring Famous 61 Senior Can Opener. 


CORPORAT I 


° $T. 


Louls 





7, MGIissowri 
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. 33 
OR 
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NOW 
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® Exclusive patented safety ringed . 

Kant-Kut-Korners gives smooth — — 

rounded edges that can’t cut or 
snag. ‘ ny 


° Asbestos padding prevents metal a 
from touching surface. : ; 


® Chrome plated on heavy gauge 
steel for greater durability. 


Aristo-Mats ore écay to sell because 
they are nationally advertised. ~ 
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Fair Trade 
Price 98c 


Quick, easy volume sales and fast turnover with these new ARISTO- 
Appliance-MATS, in a dramatic, colorful Blue and Yellow counter 
display package of 1 dozen, size 9 x 11 inch mats. ARISTO-Appli- 
ance-MATS protect fine surfaces from heat burns, nicks, chips and 
stains when you: use electrical appliances on tables, buffets and 
cabinet tops. Heat protection up to 500°F. Heavy gauge chrome- 
plated steel. Heavy insulated asbestos back. Non-slip ribbed sur- 
face. Packed 6, 1 dozen packages in a master carton, shipping 
weight 42 Ibs. 


SEE YOUR JOBBER or write for your nearest distributor. 


PHOENIX TABLE MAT CO.,  chicaco's, ttunois 


Monufacturers of the world’s finest quality all purpose stove and utility mats 
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ON THE LINE 


FOR YOU... Quicker Sales, More Volume! 
FOR SALES PEOPLE... A Direct, many ‘Making Incentive! 


Se va 








OT 


/) ti 
mp yy sl. 
| Ms Bae pes 


w y ail ' 
pr 2 ‘iy 


ma rre a | k-> ¢ 


CHRISTMAS BONUS 
PLAN ee 


> Make It a 





Sept. 1= Dec. 31 


Merrier | 
Here’s a fast-stepping idea certain to brighten’ your sales 
chart... and your sales force! Make sure every sales person : Christmas. ee 
knows about it . . . for his and your benefit. cor 
THE SILEX CHRISTMAS BONUS PLAN puts extra cash in the TSE iu SI LEX: 
pocket of every sales person . . . for the sale of Silex items 
(listed at right) between Sept. 1 and Dec. 31. COFFEEMAKERS 
COUPONS WITH A CASH VALUE will be attached to each ELECTRIC STOVES 
package from Sept. 1 on. Accumulate the coupons... mail b MER 3 
to us. We'll send out a check promptly to your clerks for the COFFEEWARMERS ie 
coupons presented. CARAFES 
START NOW! Be sure everyone on the sales floor knows a“ GIFT SETS 
about this money-making opportunity! It’s the answer to 
their need of ‘more money” at Christmas. It’s the answer 





to your need of an ever-growing volume! 


The SI LEX: Co., Hartford 2, Conn. 
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Bigg ost MET: L ‘TOP 


¢ Promotion in History 
Sale NOW in the Posr/ 








County 
—_ * 


‘ LS t tee 
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CASH-IN... get the 
complete MET-L-TOP story! 


MET-L-TOP’s tremendous, stepped-up adver- 


tising campaign means more sales, more : 4 DEALER SALES 


profits. Everything you need to tie-in is ready a AAA 
for you. Send for the big Sales Promotion Kit a a Sel ledite], Bi dis 


shown at the right. It’s packed with profitable 4h 
ideas and selling helps—all available free: ‘ Send for yours 


CONSUMER LITERATURE® NEWSPAPER AD MATS TODAY 


WINDOW STREAMERS ® COUNTER DISPLAYS ; GEUDER, PAESCHKE & FREY CO. 


RADIO ANNOUNCEMENTS e 1700 West St. Paul Ave. 


MILWAUKEE 1, WISCONSIN 
MET-L-TOP—THE Oxigcual 
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ALL-METAL IRONING TABLE 












GIVE YOUR CORDAGE SALES A DOUBLE L/F7 


HANDY 
COILS. 


AND 


HANDY 
TWINES 
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ee 
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1/4" 5/16" 3/8" 1/2" dia. 
Your choice—Manila or Sisal 
Here’s a double-barreled boost for your cordage sales. These smart 
modern counter display packages make impulse sales that increase your 
rope and twine volume and profit with less selling effort. Boxes come to you 
factory-sealed with the product mill-fresh and clean. You'll find it worth- 
while to order “American Brand’’ Handy Coils and Handy Twines. 
Order from your supplier, or use coupon to get more information and 
name of nearest “‘American”’ distributor. 


American Manufacturing Company, Brooklyn 22,N.Y. 


ROPE - TWINE « OAKUM + PACKING - CARPET AND ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 


Sales Offices: Boston * Chicago + Houston » New Orleans + Philadelphia » San Francisco 


























Please send complete AMERICAN MANUFACTURING COMPANY 
| information and delivery Noble & West Sts., Brooklyn 22, N. Y. | Seeus Popular 
| schedules about: Name | types of “Ameri- 
can Brand” Jute 
| CHandy Coils [) Manila | Company | Twines are packed 
| (Sisal [] Handy Jute Address | in Handy Boxes. 
Twines City. Zone State. 
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A Special Report 
By Hardware Age 




















A report of the 
Atlantic City Convention 


the 58th annual convention of the 


National Wholesale Hardware Assn. 


the 42nd annual meeting of the 


National Assn. of Sheet Metal Distributors 


the 103rd semi-annual convention of the 


American Hardware Manufacturers Assn. 
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Convention Highlights 


The joint convention of hardware 
manufacturers and wholesalers at 
Atlantic City, N. J., during the 
week, Oct. 13-16, drew a record- 
breaking attendance. 

Discussions devoted to _ sales 
training, sales promotions, ware- 
housing, increasing sporting goods 
volume and matters of national 
political and economic interest were 
presented before sessions that were 
packed to standing-room capacity. 

At this, the 103rd semi-annual 
convention of the American Hard- 
ware Manufacturers Association 
and the 58th annual convention of 
the National Wholesale Hardware 
Association, the total attendance 
¢ount passed the 3000 figure. There 
were 1342 manufacturer represen- 
tatives of 363 member firms regis- 
tered, and 729 wholesaler represen- 
tatives of 369 member companies. 
The ladies, too, were present in 
greater numbers, totaling 636. 

The conference booth program 
for the second time was a feature 
which proved to be one of the out- 
standing successes of the conven- 
tion. Its continuance is assured, 
though there is to be further dis- 
cussion as to the most suitable days 
for the program at the next con- 


vention. The present plan is to 
poll the AHMA membership as to 
their preferences. 

At the concluding business ses- 
sion, Herbert B. Megran, Starline, 
Inc., was elected president of the 
American Hardware Manufactur- 
ers Association. Mark J. Lacey, 


Peck, Stow & Wilcox Co., was 
elected a vice-president. 
The wholesalers at their busi- 


ness session elected William A. 
Parker, Beck & Gregg Hardware 
Co., to the presidency of the Na- 
tional Wholesale Hardware Associa- 
tion. Its newly elected Vice-presi- 
dent is Charles L. Wheeler, The 
Salt Lake Hardware Co. 


Tax Equality 


Resolutions passed by the whole- 
salers were concerned with the 
continuing fight for tax equality. 
Expressions of thanks were given 
to the manufacturers’ association 
for its support of the tax equality 
work. 

Seth Marshall and his Commit- 
tee on Co-operatives also received 
endorsement for its fight to place 
co-ops on the same tax basis as 
private enterprise. 








Atlantic City Convention Report 





Resolutions also asked members 
to send their sentiments on the 
taxation of co-operatives to the 
Joint Committee on Taxation, Wal- 
ter F. George, chairman. The whole- 
salers also urged the membership 
to ask Congressmen, now, while 
they are at their homes, to vote for 
legislation to place co-ops on the 
same tax basis as private corpora- 
tions. 

With the program so full of in- 
teresting topics on wholesaler’s op- 
perational problems — sales and 
warehousing, in particular — the 
value of several of the discussions 
were heightened by the showing of 
projected black and white, and 
colored slide films. 

The National Association of 
Sheet Metal Distributors held an 
all-day session on Tuesday, Oct. 14, 
during which industry and guest 
speakers explored the opening of 
new markets for the sheet metal in- 
dustry, and discussed the present 
and future business outlook. 


Entertainment 


The Association re-elected for 
the next year Alexander Thomson, 
Tanner & Co., president, and its 
entire slate of officers. 

But it was not all work during 
the convention for there were a 


Nationcl Wholesale Hardware Association officers, executive committee members 
and some of the advisory board members, who directed the 1952 convention. 
Seated are, left to right: George A. Fernley, managing director; Edward F. Pritzlaff, 
John Pritzlaff Hdwe. Co., advisory board; Charles L. Hildreth, The Emery-Water- 
house Co., vice president; William P. Tracy, The Tracy-Wells Co., president; William 
A. Parker, Beck & Gregg Hdwe. Co., vice president; N. F. Van Hoogenhuyze, Wm. 
Van Hoogenhuyze Hdwe. Co., A. Wessel Shapleigh, Shapleigh Hdwe. Co., and 
Paul W. Anderson, Farwell, Ozmun, Kirk & Co., executive committee. Standing are, 
left to right: Glenn E. Jennings, Wright & Wilhelmy Co., advisory board; L. M. Strot- 
‘ ton, Jr., Stratton-Warren Hdwe. Co., Charles L. Wheeler, Salt Lake Hdwe. Co., and 
Herbert L. George, Marshall-Wells Co., executive committee; Henry J. Allison, 
Allison-Erwin Co., advisory board; Thomas A. Fernley, Jr., executive secretary; S. T. 
Exley, Jr., Harper & Reynolds Corp., and Ernest C. Kieswetter, W. A. L. Thompson 
Hdwe. Co., executive committee; C. J. Whipple, Hibbard, Spencer, Bartlett & Co.. 
advisory board; Robert C. Fernley, secretary, NASMD, and John H. Stauffer, Herr 
& Co., Inc., executive committee. Al der Th , Tanner & Co., president of 
NASMD and NWHA vice president, and some of the members of the executive 
committee and advisory board were not in this photo. 


number of entertainment features 
presented for both the ladies and 
gentlemen. 

Among these were the annual 
Central States stag dinner and floor 
show. Informa] dancing and enter- 
tainment in the evenings; card par- 
ties, teas, fashion shows, and board- 
walk chair rides for the ladies. 

The X-Club met for luncheon on 
Tuesday afternoon. 

Even the weather, except for one 
rainy afternoon, cooperated to make 
this one of the best conventions 
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Have We Turned the Corner? 





Atlantic City Convention Report 








by Saville R. Davis 
American News Editor 
Christian Science Monitor 
Boston, Mass. 


**, .- It doesn’t make sense to 
ask government to cure the evils 
of too much government. Strong 


business leadership must show 
the way back...” 


Estimates of our military situa- 
tion make us conclude that unless 
we can quickly take steps to check 
the drift, our military strength in 
comparison to that of Russia is de- 
clining. This crisis in our military 
strength is by far the most impor- 
tant issue before the country today. 

We are deciding on Election Day 
the direction this country will take 
in the years just ahead; toward or 
away from centralized government. 
That direction will be set on Nov. 








4. But the great military question 


will still confront us. 
I predict that the 


problems 
brought about by the swiftly rising 





Officers, advisory board and executive committee members of American Hardware 
Manufacturers’ Association, serving at the 1952 convention. Seated, left to right: 
Spencer T. Olin, Western Cartridge Div., advisory board; R. H. Coleman, Reming- 
ton Arms Cw., Inc., vice president; Robert G. Thompson, The Lufkin Rule Co., ad- 
visory board; Richard L. White, Landers, Frary & Clark, president; Herbert B. 
Megran, Starline, Inc., vice president; Mark J. Lacey, Peck, Stow & Wilcox Co., 
chairman, executive committee; Franz T. Stone, Columbus-McKinnon Chain Corp., 
vice president, and Walter W. Rector, True Temper Corp., executive committee. 
Standing, left to right: Arthur L. Faubel, secretary; S. Horace Disston, Henry 
Disston & Sons, Inc., advisory board; Geddes Parsons, P. & F. Corbin Div., F. J. Tone, 
Jr., The Carborundum Co., B. B. Wood, The Wood Shovel & Tool Co., and H. M. 
Francis, American Steel & Wire Div., executive committee members; Richard Harte, 
O. Ames Co., Harold F. Seymour, Columbian Vise & Mfg. Co., and George H. 
Halpin, Minnesota Mining & Mfg. Co., advisory board members; Stanley F. Jackes, 
Jackes-Evans Mfg. Co., executive committee; Herbert P. Ladds, National Screw & 
Mfg. Co., advisory board; James G. Geddes, H. K. Porter, Inc., executive com- 
mittee; H. B. Wilson, Mathias Klein & Sons, advisory board; Harold S. Hobson, 
Seymour Mfg. Co., and Philip W. Embury, Embury Mfg. Co., executive committee 
members. Some of the advisory board and executive committee members were 
not in this picture. 
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armed power of Russia, and what 
we are going to do about it, will 
override all other matters on the 
desk of the new occupant of the 
White House in January. The need 
for corrective action in this area is 
our most urgent problem. 

If the Republicans come to power, 
as the Gallup poll suggests—they 
have an immediate - opportunity 
facing them. They have a big 
yawning pit, too. 

The point is superbly illustrated 
by what*has happened to the 
Churchill government. It came 
back into power bearing the hopes 
of conservatives everywhere; the 
tide toward Socialism was at last 
to be turned back. What happened? 

Let me quote from that thor- 
oughly reliable spokesman for con- 
servative opinion, the London 
Economist. 

“Not only is the Churchill gov- 
ernment allowing itself to be 
blamed for the consequences of the 
past; it has also so far failed to 
institute any clear, new policy for 
the eradication of the old mis- 
takes. They have still not done 
much toward putting the British 
economy on a better footing.” 

Obviously, something has gone 
very wrong, and the same thing 
could happen here. There is a les- 
son to be learned. I can only sug- 
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gest it to you because you here are 
better qualified in this field than I. 

I am neither an economist nor a 
businessman. My business creden- 
tials expired when I graduated 
from the Harvard Business School 
20 years ago. I speak, then, as a 
newspaperman whose loyalty is to 
events as they happen. 

My point is this: 20 years ago, 
the left wing in this country looked 
to the government to lead it out of 
the depression. Now, 20 years 
later, the danger is that the right 
wing in this country looks to the 
government to lead it back out of 
statism and centralization. 

The conservatives in Britain did 
just that, and that’s why they 
looked in vain. 

It doesn’t make sense to me, as 
an observer of politics, to ask the 
government to cure the evils of too 
much government; furthermore, 
even a conservative government, if 
that is still possible, is not going 
to cure the evils of too much gov- 
ernment. Neither is a right nor a 
left wing government going to. 
Why? 


Leadership is Needed 


The answer is a fundamental 
fact of our time. The welfare state 
is still too new among us. It is 
still too new and glittering. The 
pendulum has swung only one way, 
and it has not had time to start 
back. The masses of the people 
have benefitted apparently, from 
centralized government, and like it. 

And by accident of wars we have 
had prosperity ever since the wel- 
fare state came on the scene. There 
has been so much prosperity that 
there has been no reconsideration, 
no reckoning. The people of this 
country have not had any chance 
to see the dangers nor to evaluate 
the excesses in the centralization 
idea. 

I believe that strong business 
leadership has to lead the way back. 
I believe that only business can do 
it, and that the job must be done, 
not by making programs for what 
business wants, but in programs 
for what business wants the coun- 
try to do. 

You are already saying what you 
want for business, with some loud- 
ness, unless I misjudged this 
group. But as an observer of poli- 
tics, I believe you are not yet ade- 
quately working out a program for 
the country as a whole. 

Let me suggest a simple test. It 
Is one which the Churchill govern- 
ment flunked. How many of the 
basic new deal centralization meas- 
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ures would you have the country 
repeal? Throw them all out, you 
.ay. But you don’t mean that. 1 
asked you to be realistic; I ask you 
which of these measures you would 
ask a conservative party to repeal, 
in order to survive. 

Where do you draw the line? 


The voters of this country are 
watching to see what conservatives 
will do if they come back to power 
next January. If they are offered a 
program for stability, I am con- 
vinced that they will accept it. 

If we roll around the cycle of 
boom and crash with less than the 





At left, William P. Tracy, president, NWHA, and right, Richard 
L. White, president, AHMA, greet James Q. duPont, E. |. duPont 
de Nemours & Co., guest speaker at the opening convention ses- 
sion. Mr. duPont's subject was, "We're Working While Rome 


Burns." 


What do you keep and what do you 
throw out? That dividing line is 
difficult for the most strong-minded 
to draw. 

It’s one thing to lay about you in 
a campaign; it’s quite another to 
find yourself a majority party, 
faced with economic and political 
realities, and having to make not 
personal, but responsible decisions. 

A conservative party, to be sure, 
cannot have just a negative pro- 
gram. It can’t just repeal things 
and then call it a day. That’s no 
alternative to the appeal of the cen- 
tralized state. 

But these points don’t yet get 
to the core of the problem. The 
test is: What do you, as a conserva- 
tive party, plan to do about the 
business cycle? 


Offer Stability 


Government, with all its pres- 
sures, can’t provide the answer to 
business stability, to minimizing 
the excesses of the business cycle. 
Only business can do so. It must 
act not for itself alone, but also act 
as the custodian of our free enter- 
prise system, for the community, 
for the people as a whole. That is 
the job that is not yet done. 


maximum effort to cope with it, 
then they will reject it. And let's 
not forget that this crisis of free 
enterprise is not for us alone. 

Our system stands on trial before 
the whole world. Everywhere, | 
am convinced from my travels as a 
newspaperman, people want our 
western way to succeed. They 
know it builds these great high 
standards of living. 


Avoid Boom and Crash 


But with the help of the Com- 
munists. I’m afraid they have also 
learned to fear the system of boom 
and crash. If «we crash, and don’t 
do enough about it, they will reject 
our system. Some will even turn 
to Communism. 

This, then, is the problem which 
would face a Republican adminis- 
tration in January. It would be 
asked to unscramble the excess of 
statism, as it has developed in the 
past 20 years. It would be asked to 
create and provide a positive, con- 
structive, politically-realistic, long- 
range policy of getting the bugs out 
of the modern free enterprise sys- 
tem, based on minimum depression, 
maximum stability. 

(Continued on page 266) 
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President's Address 








by William P. Tracy 
President, 

Tracy-Wells Co., 
Columbus, Ohio, and 
NWHA Retiring President 


Since our last convention some of 
the problems then facing us have 
faded, to be replaced with new per- 
plexities. In spite of the steel strike 
and other disruptions to production, 
there are few items in short supply, 
rather are we faced with a surplus 
in many lines. In some few in- 
stances households have bought 
their requirements for some time 
to come, and further purchases 
would seem to rest on the estab- 
lishment of new homes or on re- 
placements. 

To meet the tremendous demand 
of World War II, our economy 
roared to full capacity,—our pro- 
duction and our know how asteund- 
ed the world. Then peace brought 
an increasing volume of domestic 
goods. To be sure, there was a 
brief period in 1949 when demand 
in general sagged a bit, which 
prompted the alarmed query. “Is 
there a salesman in the house?” 
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“‘... It is important that we 
realize that freedom is not free 
and that even here it may not 


be permanent .. .’ 


For the decade as a whole, though, 
business has perhaps been more 
extensively occupied with rationing 
its wares than with selling them,— 
but there is going to be an end to 
this state of affairs. If not already 
here, it is coming sooner than many 
realize. 

Our prodigious production ma- 
chine can turn out enough goods, 
not only to meet our present de- 
fense needs, but to stock civilian 
markets most plentifully. Such a 
situation will highlight the decisive 
role to be played by the salesman. 
Do you believe this? Look how per- 
sonal savings have jumped. We are 
experiencing an increased share of 
our total production, which pro- 
spective customers can take or leave 
without any marked personal in- 
convenience. The difference between 
great prosperity and depression in 
the United States has come to de- 
pend on persuading the American 
people to keep on buying things 
which, however desirable, the con- 
suming public is under no heavy 
pressure of necessity to buy. 


Largest Stockholder 


Another concern of you, gentle- 
men, is the demand for a heavy 
share of your earnings by your 
largest stockholder, the federal gov- 
ernment. At present there is talk 
of more billions for air groups and 
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more billions for more atomic wea- 
pon development. There is little 
talk relatively about the crisis in 
government financing into which 
the defense program is very clearly 
moving. But in a matter of months 
this financial crisis is likely to 
dominate the talk about the defense 
program. 


Tax Bill is Rising 


Dexter M. Keezer, economist, has 
this to say: “The federal govern- 
ment is now scheduled to spend 
between $85 to $90 billion during 
the fiscal year ending June 30, 1953, 
about $65 billion of it for defense. 
It is scheduled to collect only about 
$70 billions in taxes, including 
taxes added by the tax bill passed 
at the last session of Congress. That 
means a prospective federal deficit 
of $15 to $20 billion. If $10 billion 
more were added for more air 
groups, more atomic development, 
the prospective deficit would be $25 
to $30 billion.” 

Well, what of it! Why not slap 
on more taxes to make up the 
deficit? That is right where the 
financial crisis comes. In the judg- 
ment of those people best equipped 
to know, our rickety federal taxing 
structure cannot be geared up to 
collect anything like $25 to $30 bil- 
lion in more taxes, or $15 to $20 
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billion for that matter, without fall- 
ing apart at the seams. 

Both individual and corporate tax 
rates have been pushed to a point 
where those who should know, say 
that further increases would be 
largely self-defeating. And no other 
large sources of new taxes are in 
sight. 

So, we are heading for a situa- 
tion—it might be more accurate to 
say drifting—where to carry out a 
defense program of the dimensions 
now being contemplated will pro- 
duce a federal deficit of truly 
frightening proportions. If a year 
hence, an all-out war seems immi- 
nent, the fiscal problem will take a 
place of minor importance. We will 
be thinking in terms of elemental 
survival. But if all-out war seems 
more remote than it does today, the 
defense program will probably be 
trimmed down to proportions which 
can be carried somewhere near on 
a cash and carry basis. 

The world is in convulsion; 
change is all about us, and the di- 
rection of change is not the direc- 


tion we were formerly led to expect. 
The fundamentals of our own na- 
tional life are being challenged, and 
it is apparent that we cannot con- 
tinue indefinitely on the momentum 
of past enthusiasms. America has 
been built on its basic freedoms, 
and we need to work for their pres- 
ervation. 


Freedoms Are Attacked 


Freedom in America has been our 
assumption for so long that we ac- 
cept it like the air we breathe, as a 
free and permanent blessing. It is 
becoming important that we realize 
that freedom is not free and that 
even here it may not be permanent. 
We do not always describe them in 
the same words, nor agree on the 
precise list, but at the risk of 
threshing old straw, let me name 
some of our freedoms in every day 
terms: the right to believe and to 
worship; the right to think and de- 
cide; the right to communicate with 
others; the right to go and come 
without official restriction; the 
right to assemble in peace and or- 





der for common thinking and group 
action; the right to own and contro] 
property; the right to freely ex. 
change our property with one ap. 
other; the right to work and to 
choose our work; and the right to 
select our rulers through free and 
popular vote. 

Every one of these freedoms is 
sharply under attack wherever 
dictators flourish. My concern is 
that those of us who have enjoyed 
them may forget the fundamental 
character of these rights and the 
brief span of history in which they 
have been obtained. 

Among the freedoms for which, 
as a nation, we have stood, there 
have appeared in recent years two 
new ones—freedom from want and 
freedom from fear. These two, 
along with some of the others 
named before, were proclaimed as 
our ;zoals in the last war, and as 
domestic objectives in times of 
peace. When ranged in view with 
freedom of belief, of speech, of 
ownership and the rest, it requires 
only momentary observation to see 


Sheet Metal Distributors Reelect All Officers 





The entire slate of officers of the National Association of Sheet Metal Distributors was reelected to 
serve for the ensuing year. They, together with members of the executive committee and the ad- 


viso 


board are shown, seated, left to right, Ray P. Farrington, Potts-Farrington Co., advisory board 


member; Eugene Foley, Bayonne Steel Products Co., advisory board; Alexander Thomson, Tanner & 
Co., president; Lee J. Haines, E. E. Souther Iron Co., vice president; Roger K. Becker, Ohio Valley 
Hardware & Roofing Co., vice president. Standing, left to right, John Phillips, Stelwagon Mfa. Co., 
executive committee; A. M. Vorys, Vorys Bros., Inc., advisory board; A. G. Earnshaw, Earnshaw Sheet 
Metal & Supply Co., executive committee; William H. Bowe, Herrick Co., vice president; W. J. 
Busser, Jr., Busser Supply Co., executive committee; Louis F. Demmler, Demmler Bros. Co., executive 
committee; P. M. McKenney, Conklin Tin Plate & Metal Co., executive committee; John P. Speck, 
Tiffin Art Metal Co., advisory board, and Robert C. Fernley, secretary. 
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that freedom from want and free- 
dom from fear are radically differ- 
ent in character, and logically do 
not belong in the same list. 

Protection from enemies abroad 
and from violence at home has long 
been a function of government. Re- 
lief in sickness and in poverty is 
likewise a concern of the state. But 
a legal or even an administrative 
guaranty against want and fear is 
aconcept of such basically different 
character as to imply an entirely 
different concept of the state itself. 

This is not an attempt to ap- 
praise the desirability of freedom 
from want and fear. A sense of 
security is the normal desire of 
most people and its attainment is 
the spur to much of our endeavor. 
Whether our endeavor would be as 
great without that spur is a ques- 
tion at least worth raising. 

But in pursuing this question 
further, one might ask, if in its 
effort to guarantee everybody free- 
dom from want and freedom from 
fear, the government may not have 
to lay so heavy a hand upon the 


Central States Hardware Club Banquet -1952 
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liberties we have hitherto enjoyed 
as to threaten their curtailment or 
destruction. 

The loss of freedoms does not 
always come by sudden violence. 
The people of Rome relinquished 
some of their liberties under the 
seduction of public entertainment. 
Bread and games, at public expense, 
gave the citizens a feeling of secu- 
rity while power passed into the 
hands of a few. Hitler copied 
Rome’s example, and Stalin prom- 
ises that, however meagre your 
highest living standard may ever 
be, you will never absolutely starve 
or freeze. 


Restrictions Grow 


We are concerned about the free- 
dom to work because it means, in 
the long run, our capacity to pro- 
duce. We, here in America, are a 
small fraction of the earth’s people, 
yet we produce a very large frac- 


tion of what the world consumes. 
No other people equal, and few 
even remotely approach our stand- 
ard of living. In consequence, we 
are envied and often hated, in spite 
of global giving on a gigantic scale. 
The predatory hand of aggression 
is stayed, at least for the present, 
by our potential strength, and our 
strength is our capacity to produce. 
Were Napoleon alive today, he 
would no longer align God on the 
side which has the heaviest bat- 
talions; he would enlist Him on the 
side that has the farms, the mines, 
and the industrial plants to engage 
most effectively in total war. 
Apprehension about freedom to 
work springs from the growing list 
of restrictions upon the freedoms 
of America to follow their produc- 
tive bent. Farmers are confronted 
with requirements as to what to 
raise and not to raise. Builders are 
given rations and quotas which de- 


(Continued on page 162) 





More than 500 members and guests enjoyed the 14th annual pre-convention stag dinner and entertain- 
ment of the Central States Hardware Club held Sunday evening in the American Room of the Hotel 
Traymore. Guests of honor and club officers and directors at the guest table are, left to right: John 
F. Ansink, Round Chain & Mfg. Co.; Robert B. Kemp, Irving S. Kemp Co., and Willard B. Dunham, 
Russell, Burdsall & Ward Bolt & Nut Co., directors; James A. Billings, treasurer; John D. McCue, Ed- 
ward Hines Lumber Co., past president; Will J. Feddery, HARDWARE AGE, chairman of advisory 
board; Ben Leve, The Carborundum Co., secretary; R. A. Slack, Huey & Philp Hdw. Co., president, 
Hardware Golf Association; Dwight L. Myers, Swan Rubber Co., director; E. J. Flood, American 
Chain & Cable Co., president; Richard L. White, Landers, Frary & Clark, and AHMA president; W. 
T. McAllister, Southern Wholesale Hardware Association managing director; Rol B. Plumb, Keuffel 
& Esser Co., past president; H. Lee Murphy, Richards Wilcox Mfg. Co.; J. H. Perry, Minnesota Mining 
& Mfg. Co. and Sim Strauss, Arvey Corp., directors. 
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Sales Promotion Program 





by M. G. Kimball 


Vice-President, 
Rose, Kimball & Baxter, Inc., 
Elmira, N. Y. 


Our sales promotion program for 
1952 was not unusual or too much 
different from the one you distribu- 
tors have used or are using. 

The difference was in our method 
of selling the program. 

We are a firm believer in dealer 
advertising to the consumer, but 
we don’t do it out of the goodness 
of our hearts. We do it because it 
increases our dealers’ sales and this 
increases our sales. 

Our 1952 program was laid out 
in late 1951 and we planned a pro- 
gram to give the dealer advertising 
for 10 of the 12 months in the 
form of 4 page newspaper type con- 
sumer folders and what we called 
a “Shopping Guide” for distribu- 
tion in statements, as stuffers, or 
as handouts. 

Our 1952 motto to our dealers 
was “You’ve Got To Tell ’Em To 
Sell ’Em.” 

In October of 1951 we planned 
a series of regional dealer meet- 
ings and invited only the preferred 
dealers, since the advertising 
couldn’t cross one dealer with an- 
other in a small town. 

We sold 88 pct of the dealers 
attending these meetings; 50 pct 
would have been an excellent aver- 
age from salesman contacts. 

Why did we have meetings in- 
stead of going through salesmen? 
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‘‘.- Dealers want consistent 


advertising and insist upon com- 


petitive prices and real low-price 


specials...” 


1. The salesmen are too busy sell- 
ing 35,000-40,000 items. 

2. Because of lack of enthusiasm 
on the part of our salesmen to sell 
advertising without an immediate 
view to immediate profit, or an or- 
der, or personal gain; our men 
work on commission. 

3. The dealer is too busy to give 
full attention to the entire year’s 
program without interruption. By 
having the dealer’s entire attention, 
you can give a good sales talk. A 
night meeting gave the dealer a 
chance to bring clerks and wives, 
and they must understand the pro- 
gram also to make it work. 


Dealer Meetings 


4. This meeting saved having to 
contact dealer 10 or 12 times a 
year, thereby saving time of the 
dealer and our salesman. 

Here’s how we did it: 

We broke the entire territory 
down to centralized points and drew 
dealers in for an 8:00 p.m. meeting 
which lasted about one hour, fol- 
lowed by a buffet supper. Three of 
us, Rose, Kimball and Baxter made 
all these talks in two weeks. 

We gathered advertising slants 
and reasons for advertising. 

We gathered facts and figures on 
national chain store advertising. 

Using the four basic steps neces- 
sary in every large sale and after 
plenty of revision as to phrasing 
and grammar, the speech briefly 


consisted of the age-old points of 
a good sales talk. 

We feel these four steps must be 
followed in consecutive order or 
many sales will be lost. 


The Dealer Approach 


There are many ways of getting 
dealers’ interest. We used our 
name change from Barker, Rose & 
Kimball, and our new system of 
mechanical warehousing, which we 
put in for better service to them. 
We showed enlarged photographs 
of this mechanical warehousing to 
get their attention on us. 

We told of our efforts in the past 
using consumer circulars and ad- 
mitted it had not been successful 
in every instance due to the fact 
that it was not consistent advertis- 
ing for the entire year and stated 
the 1952 program we were present- 
ing was a minimum of advertising 
for any store and should be sup- 
plemented by newspaper, radio or 
TV. 

We gave Sears’ advertising facts: 
Here’s what the man who is in 
charge of all national merchandis- 
ing for Sears-Roebuck says: 

“Sears stores advertise in news- 
papers, circulars, radio, television, 
direct by mail, billboards, fashion 
shows, home shows. They mail or 
distribute 30,000 pieces of con- 
sumer literature a year. 

“Sears stores have white space 
in 3,050 United States newspapers, 


HARDWARE AGE, OCTOBER 30, 1952 








daily—a 
tisement 
000,000 
families 
sistible 
of displ 
000 pag: 
We a 
show th 
place sil 
13% 
died; o 
have ta 
babies | 
all the } 
have be 
years; | 
U. S. to 
War I; 
Republi 
48 pet « 
before | 
The f 
by larg 
we ind 
this and 
to comk 


| 


We | 
panel di 
folders 
color wi 
service, 
month © 
reasona 

One 
overcon 
work of 
circular 


HARDY 





ce 


points of 


9s must be 
order or 


ach 


of getting 
used our 
r, Rose & 
system of 
which we 
- to them. 
otographs 
ousing to 


n the past 
; and ad- 
successful 
the fact 
advertis- 
nd stated 
> present- 
lvertising 
| be sup- 
radio or 


ng facts: 
ho is in 
rchandis- 
= 

in news- 
alevision, 
fashion 
- mail or 
of con- 


te space 
‘spapers, 


30, 1952 








A panel on methods of sales promotion and the training of salesmen was a feature of most of one 
session of NWHA. Left to right are: James P. Townley, Townley Metal & Hardware Co.; John C. 


Atlantic City Convention Report 





Erwin, Allison-Erwin Co.; Thomas A. Fernley, Jr.. NWHA executive secretary; William P. Tracy, 
NWHA president; M. G. Kimball, Rose, Kimball & Baxter; C. E. Dixson, Brown-Rogers-Dixson Co. 
and Joe F. Wood, Corpus Christi Hardware Co. 


daily—and average 3,150 adver- 
tisements per week reaching 47,- 
000,000 or 97 pct of all American 
families. Here is powerful, irre- 
sistible impact! 247,000,000 lines 
of display advertising, about 104,- 
000 pages just to tell Sears’ story.” 

We also gave some figures to 
show the changes that have taken 
place since 1940: 

13% million old customers have 
died; over 17 million marriages 
have taken place; over 30 million 
babies have been born; one-third of 
all the present families in the U. S. 
have been formed in the past ten 
years; 63 pct of the people in the 
U. S. today do not remember World 
War I; 52 pct do not remember a 
Republication administration; and 
48 pct do not remember conditions 
before World War II. 

The public is educated every day 
by large chains where to buy, so 
we independents must recognize 
this and do everything in our power 
to combat it. 


Consumer Mailings 


We had a very large folding 
panel display showing the consumer 
folders and shopping guides in 
color with dealer cost for the year’s 
service, broken down to his cost per 
month which of course was quite 
reasonable. 

One of the worst obstacles to 
overcome with a dealer is the 
work of addressing or mailing the 
circulars. (Sometimes because of 
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illness or too much seasonable busi- 
ness the circulars never do get 
mailed.) 

Therefore, we provided a mailing 
service for each dealer who wanted 
it. All a dealer needs to do is tell 
us the town or towns and the 
R.F.D. routes he wants to cover, 
or in the case of a larger city like 
Elmira, Syracuse or Rochester, he 
gives us the street boundaries and 
this mailing service will drop a cir- 
cular in every home in the desired 
area at a very nominal cost—much 
cheaper than a dealer could per- 
form the task. 


Offer Mailing Service 


These mailing services are avail- 
able most everywhere. Just ask the 
nearest chain store who mails its 
material. Almost all chains use 
local mailing services. 

Prewritten order forms were 
used and samples of the shopping 
guide and consumer circular were 
on hand for the dealer. With 
the mailing service, we could get 
the order that night since the 
dealer didn’t have to tell us how 
many circulars, but only the area 
he wished to cover and we advised 
him later how many it would take. 
In this way, a dealer did not buy 
more than could be used and we 
were sure they would be mailed in- 
stead of being left under the 
counter. 

We used prewritten blank order 
forms for the “One Minute Spe- 


cials” and only then could they buy 
four or five items at a very low 
price. We had samples and offered 
at least two or three standard 
everyday items on which they 
really knew their regular cost. In 
this manner we paid them for com- 
ing to the meeting. 


Dealers Have Changed 


We ended the formal meeting 
emphasizing the fact—‘You’ve Got 
To Tell ’Em To Sell ’Em.” 

Our salesmen were instructed to 
get the order then! We executives 
didn’t make small talk—we asked 
for the order, too. 

These meetings were an educa- 
tion to us! We saw the other side of 
the picture and learned that the 
great majority of good dealers 
have changed since six years ago 
when we did approximately the 
same thing. 


Use Competitive Prices 


Now they want consistent ad- 
vertising and they are insistent 
that we have competitive prices and 
some real honest-to-goodness low- 
priced specials. We believe we re- 
sold our salesmen on selling adver- 
tising and gained respect from 
them. 

The dealers seemed to appreciate 
the fact that the executives went 
out to meet them. You have got 
to tell ’em to sell ’em. 
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Sales Promotion Men 





by C. E. Dixson 


Vice-President 

and Sales Manager, 
Brown-Rogers-Dixson Co. 
Winston-Salem, N. C. 


It is my sincere desire to get 
some ideas from you gentlemen, as 
it is the exchange of ideas and ex- 
periences that make these conven- 
tions valuable to all of us. 

Each morning we are awakened 
by a nationally-known clock, shave 
with a nationally-known razor, 
clean our teeth with a nationally- 
known toothpaste, dress in nation- 
ally-known clothing, and we eat na- 
tionally - known breakfast foods 
cooked on nationally-known ranges. 
We ride to work in a nationally- 
known automobile. Our offices and 
warehouses are equipped with na- 
tionally-known machines and fix- 
tures. In fact, we hardly make a 
move in life without the assistance 
of some nationally-known piece of 
equipment. 


Build Desire to Own 


Did you look inside that watch of 
yours, when you bought it, to see 
what makes the wheels go round? 

Did you look under the hood of 
your new car when you bought it? 
Certainly not. My guess is that spe- 
cialized selling through publicity 
had already created the desire to 
own that car and the salesman who 
sold you it was simply the connect- 
ing link between that desire and 
ownership. 

The manufacturers of the mer- 
chandise we have in our warehouses 
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“«.- We must sell the dealer, 
but foremost in our mind is 
furnishing him all the selling 


helps that we can... 


are, through sales promotion, doing 
a good job of creating the desire 
to own or use that merchandise. It 
is our job to serve them as efficient- 
ly and as aggressively as possible, 
as the connecting link between fac- 
tory and dealer and to assist the 
dealer to do the same thing between 
the wholesaler and the consumer. 

Our organization is one of me- 
dium size, for the southern states, 
traveling 36 men, mostly in North 
and South Carolina. We operate 
three full line distributing houses, 
located at Raleigh, Columbia and 
Winston-Salem.’ 


Check Display Use 


We employ three full time sales 
promotion men, each heading up an 
individual group of salesmen. These 
promotion men are engaged in the 
sale of specialty items, other than 
hardware. 

It is the duty of these sales pro- 
motion men to: set up and tie into 
sales newspaper, radio and TV ad- 
vertising; assist with dealer dis- 
plays and to see that proper use is 
made of dealer helps; see that our 
merchandise in the dealer’s store is 
properly displayed, cleaned and 
priced; supervise and carry out dis- 
plays at markets and to conduct 
dealer shows and dealer sales meet- 
ings. 

One of the sales promotion man’s 
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most important duties is to give 
attention to the needs of each sales- 
man working under him. This can 
best be carried out by working with 
the salesman on the road. 

Many times I have been sold a 
beautiful program or fine merchan- 
dise, only to be let down when I 
find that the factory salesman does 
not have a catalog page, price sheet, 
or anything else with him, to back 
up their sales talk. By the time 
this material arrives from the fac- 
tory, I have forgotten about his 
fine program. Thus, sales were lost 
for both of us. 

I simply cannot understand why 
manufacturers do not require their 
salesmen to carry jobber catalog 
pages and price sheets in their 
cars. This data should be left with 
the distributor at the time the sale 
is made. 


Supply Dealer Helps 


We try to see that our men carry 
an ample supply of all dealer helps, 
price lists and advertising material 
in their cars. 

Our sales promotion men furnish 
our buyers with valuable informa- 
tion. However, they are strictly 
traveling sales promotion men, usu- 
ally attending to office duties only, 
on Saturday morning. 

Compensation for each sales pro- 
motion man is based on the net 
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sales of the group of salesmen 
working under him—=in other 
words, they are on commission. 

Sales promotion in our hardware 
division is directed by the general 
sales manager. This responsibility 
is shared by each of our buyers, 
who has the duty of assisting in 
sales, as well as buying. It is the 
buyer’s duty to see that prices, in- 
yentories and full sales information 
is put in the hands of the sales 
force. 

Our hardware sales force is di- 
vided into three groups, with each 
group working under the manager 
of the branch. The most important 
duty of each branch manager is to 
give the proper care and attention 
to his sales force. It is his duty to 
see that all sales promotion and 
sales policies are followed. 

Sales promotion for our branch 
managers is about the same as out- 
lined for our specialty sales pro- 
motion managers, except that in 
the hardware division their time 
spent on the road is limited. All 
buyers and branch managers are 
available to assist the individual 
salesman on the road upon request. 

In our entire sales force there is 
no group of salesmen of more than 
six men. Each is headed by a 
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branch manager or sales promotion 
manager. 

We are sold on giving proper and 
close attention to the individual 
salesman—after all, it costs several 
dollars to make a call. Why not have 
the salesman prepared for it? We 
all know selling will become more 
competitive as the days go by. We 
must sell the dealer, but foremost in 
our mind is furnishing to the dealer 
all of the selling helps that we can, 
to insure early movement of our 
goods from his floor. 


Sell By Promotion 


In this fast-moving distribution 
business, what is our strongest posi- 
tion as a distributor? I don’t think 
it is mainly the vast warehouses and 
huge capital outlays the manufac- 
turers want most, but I think it is 
sales promotion selling that they 
are seeking. There has never been 
any other method of selling to come 
close to the economy and efficiency 
of the distributor. 

All of us distributors want to 
grow, to go forward and to further 
strengthen our position in the field 


of merchandising. We believe the 
answer lies in sales. 

Sales and salesmen must be 
closely supervised to obtain the ut- 
most in efficiency and productivity. 
It is our thinking that this can best 
be done by the use of sales promo- 
tion men. 

(At the close of the session, Pres- 
ident Tracy asked for questions 
from the floor.) 

Question: On what basis do you 
compensate your special salesmen 
and promotion men? You stated, 1 


believe, that it is based on the 
volume of the salesman in his 
group. 


Answer: When each sale is made, 
the sales promotion man receives 1 
or 1%4 pet commission, depending 
on whether the item is a good mark 
up item or a low mark up item. 

Question: Is that deducted from 
the regular commission the regular 
salesman gets? 

Answer: That was set up after 
the war. It is not deducted, but 
partially contributed by the sales- 
man and partially by the house. 


X-Club Atlantic City Luncheon Meeting 





os al 
The 41st luncheon meeting of the X-Club at the Marlborough-Blenheim on Tuesday was attended by 





35 members and guests. Members of the club are past presidents of NWHA, AHMA, SWHA, 

Texas Wholesale Hardware Association and the Old Guard. James Q. duPont and Jennings 

Randolph, convention speakers, were honored guests at the gathering which was presided over by 

Chief-X Herbert P. Ladds, AHMA advisory board member. Arrangements were in charge of George 
H. Harper, Baltimore, Md., secretary-treasurer of the club. 
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Sales Training Course 





by Joe F. Wood 


Second Vice-President 

and Sales Manager, 

Corpus Christi Hardware Co., 
Corpus Christi, Tex. 


My subject is dealer sales train- 
ing helps. The subject is a great 
deal like Mark Twain said about 
the weather, “There is a lot of talk 
about it, but nothing much is done 
about it.” 

Our firm has a small program 
now in its fourth year. We call it 
Corpus Christi’s College of Hard- 
ware Knowledge. You will recog- 
nize the title as coming from a 
radio program of Kay Kyser. The 
first year we held our college. we 
sent a letter to our dealers, asking 
them to send as many of their sales 
people as possible to Corpus Christi, 
for two days of sales training in 
basic hardware lines. 

We urged the dealers to work on 
the sales floor in their stores for 
those two days so that more of 
their clerks could attend our college. 

We told our customers that their 
only expense would be transporta- 
tion to and from Corpus Christi; 
one night, or at the most, two 
nights’ hotel bill and breakfast. We 
furnished all other meals and en- 
tertainment. We assured them that 
we would keep everyone busy and 
send them back home better pre- 
pared to sell goods than when they 
came to us. 

We emphasized the fact that we 
would refuse to accept an order for 
merchandise from anyone attend- 
ing the college during the tenure 
of the school. If anyone saw some 
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‘* |. .We call our small dealer 
training program the College 
of Hardware Knowledge. 

It consists of two days of 


basic training...’ 


line he wanted to buy, he must go 
back home and think it over be- 
fore placing the order. 

We made arrangements with a 
resort hotel—during its slack sea- 
son at very attractive rates—to 
take over its facilities for our 
school. The hotel was glad to have 
the business and gave us wonderful 
service. It is located on the beach, 
two miles from downtown Corpus 
Christi, which helped to keep our 
students together. 

We mailed a series of letters to 
our customers to outline our plans. 
We also mailed illustrated hotel 
folders and rate cards from the 
hotel. Through our sales force 
we urged attendance at our school, 
and promoted competition between 
salesmen as to who could get the 
largest attendance from his terri- 
tory. 

Suppliers Helped 

The final letter to the dealers 
contained a program of the courses 
to be given. We were reasonably 
successful in obtaining advance 
registrations. 

The college theme was main- 
tained throughout our mailings and 
in the classes. 

People who attended were re- 
ferred to as students. They were 
given colored badges designating 
their classes. A registration desk 
was maintained in the lobby, and 
class essignments were made there. 

Our speakers were referred to as 
professors. 


9 


We worked hard to get top speak- 
ers for the lines we presented. Our 
sources of supply were extremely 
helpful. We had a very impressive 
faculty. It would be hard to get 
such top-flight talent together ex- 
cept under unusual circumstances. 
Our students were divided into 
groups of not more than 50, and 
our sales force was divided into 
the same number of groups and 
assigned to student groups. 

The salesmen escorted the stu- 
dent groups from one classroom to 
the next. Our schedule gave 90 
minutes to each class subject. Ten 
minutes recess was allowed between 
classes. Everything was kept on 
schedule with our salesmen help- 
ing to handle the students. 

We held two classes each morn- 
ing, and two classes each afternoon 
for each group, the entire group 
being brought together for lunch. 
We had an outstanding speaker on 
salesmanship following lunch on 
the nrst day. A professional hu- 
morist spoke after lunch on the 
second day. A rest period was given 
after the close of the last afternoon 
class. 

We held a buffet style sea food 
dinner in the evening for the en- 
tire group. This sea food dinner 
is one of the specialties of the 
hotel. It was definitely one of the 
hits of the school. 

After dinner we provided movies 
in the hotel ballroom. The pictures 
were of fishing and hunting trips 
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emphasizing the sales possibilities 
of sporting goods. The movies 
were very interesting, and the stu- 
dents seemed to enjoy them. When 
we concluded classes on the second 
day, attendance prizes were award- 
ed by drawing registration slips 
from a sealed box. 

On the evening before our col- 
lege began, we held a dinner for the 
manufacturers and our salesmen. 
Here, we instructed our salesmen 
in their duties, and outlined our 
plans to the professors. We asked 
that classes start and end promptly. 
We also asked that no liquor be 
served by anyone during the tenure 
of the school, either to the students 
or to our people. We asked for 
hard work and serious endeavor. 

The cooperation was splendid. 

We also asked our manufacturers 
to depend on display and back- 
ground to emphasize their products, 
to mention their brand names as 
little as possible, preferably not at 
all. You should have seen the 
pained expressions on their faces 
when we asked that. However, 
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after the first class they really got 
the idea of what we were trying to 
do. They fell into the spirit of the 
thing, and all thoroughly enjoyed 
their classes. 

For instance, after our professor 
had lectured on how to sell pocket 
knives, the student knew a lot about 
the history of knives, how they 
were made, how to sharpen them, 
what knife to recommend for a 
specific job and so on. The student 
was a better pocket knife salesman 
for any brand than he had previ- 
ously been. We arranged the class 
room so that the students saw dis- 
plays, samples, window banners, 
show cards, etc. of the brand of 
pocket knife which we sell. This 
procedure was used for each line 
presented at that session of our 
college. 

We were gratified with the at- 
tendance and the enthusiasm at our 
first session. The following year 
when our customers began to write 


and ask when we would hold an- 
other session, we were indeed flat- 
tered. 

You may be interested in know- 
ing that a good many dealers ob- 
jected to our refusing to take an 
order at the college after our first 
and second sessions. After mature 
consideration, which took about 10 
seconds, we agreed with them. 

Subsequent sessions have fea- 
tured a display and sales room 
which is open when classes are not 
being held. Some nice orders have 
been written in that room. 

Truthfully, we do not know 
whether we are doing a lot of good. 
I cannot think of a cheaper way 
for a manufacturer to have the un- 
divided attention of 200 eager re- 
tail sales people for one-and one- 
half hours to present his line. And 
we are having lots of fun and are 
having all our executives become 
better acquainted with our cus- 
tomers. 





Training Salesmen 


by J. C. Erwin 
Executive Vice-President, 
Allison-Erwin Co., 
Charlotte, N. C. 


Because I am a strong believer 
in Red Motley’s theme that, “Noth- 
ing Happens Until Somebody Sells 
Something,” and because I am sure 
that, as the enormous productive 
machinery of this nation grinds 
out more and more things to be 
sold, all of us are going to have to 
devote more and more executive 
time to helping our salesmen to 
sell, I feel that this problem of 
sales training is vital to every one 
in this room, and should have more 
serious consideration than we shall 
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“‘Salesmen can be made through 
training —some are going to 
have to be remade. General 
linemen must compete with 


specialists.” 


be able to give it in the time al- 
lotted. 

Sales training methods are like 
religion in that there are hundreds 
of different systems or beliefs in 
vogue, but all are aimed at one com- 
mon objective. I would no more 
think of saying that any one sys- 
tem or any combination of systems 
is the only way to get desired re- 
sults than I would of saying that 
adherence to the tenets of any one 
denomination is the only way to 
get to heaven. 

To carry this religion simile one 
step further: I believe that any 
system is better than no system. 


I do not subscribe to the theory 
that salesmen have to be born, al- 
though I agree that it helps a lot. 
1 do think that salesmen can be 
made through sales training. I am 
also sure that many of our present 
salesmen are going to have to be 
remade through sales training. 

We have found that our best 
source of raw material for trainees 
is our own organization. Next to 
that our best results have come 
from younger men, who have had 
experience in retail stores. 

As soon as we have decided that 
one of our own men is potential 
sales material, we try to have him 
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work on inside jobs related to mer- 
chandise, and where he can come 
in contact with dealers. In this 
way a man learns much about com- 
pany lines and policies. We also ar- 
range for these potential salesmen 
to attend our sales meetings and 
factory demonstrations as often as 
possible. 

When we do bring in an outsider 
we have to go through a period of 
several weeks of indoctrination, 
which is not the case with one of 
our own boys. 

From the outset we try to lay 
particular stress on three indis- 
pensable assets of any successful 
salesman: loyalty to the house; the 
art of getting and holding customer 
good will, and “selling the indians 
—Not just the chiefs.” 

We do try to pass along to all of 
our salesmen the best of the reams 
of printed matter which we re- 
ceive; both product stories and in- 
spirational pieces. This has to be 
done on a very selective basis for, 
as you know, there are so many 
courses and books written on “how 
to become a super salesman” that 
if any one reads all of them he 
would have no time left in which to 
sell. 

When a new man has gotten what 
we can give him in the house, we 


Atlantic City Convention Report 





frequently find it advisable to 
have him travel for a week or two 
with a seasoned salesman. It seems 
to do them both good. 

After a new man has gone into a 
territory, we always try to have one 
of our sales supervisors travel with 
him for a few days, several times 
in his first few months. Again, 
this seems to do both men some 
good. 

With both new salesmen and old 
we have found that we must con- 
stantly drum on the necessity of 
doing a better and more complete 
job in each town for we find that 
our men are all inclined to do too 
much “hopping” around in an effort 
to skim off the cream. 

As compensation for a lot of this 
kind of inside sales managing, we 
have had good results from trying 
to pass along to all of our salesmen 
any special sales technique, which 
any one of the group may have 
used successfully. 

We do try to take advantage of 
all clinics and schools offered by our 
major sources. As a rule, we have 
found that these schools are well 
planned and very much worth 
while. 


In our specialty departments, 
where lines are shorter, we are able 
to do a better job of sales training 
than we are in our general hard- 
Our salesmen in 
these departments are required to 
hold product meetings with their 


ware department. 


dealers’ salesmen. 


They are also expected to be able 
to offer suggestions on store and 
window display as well as to make 
advertising 
In other words they must 


recommendations on 
media. 
be sales trainers themselves. 


There isn’t any question in my 
mind about why some of the mass 


merchandisers are doing such an 
outstanding job on many of the big 


ticket hardware items—their clerks 


are better trained. 


We all know that there is a limit 
to the number of specialty depart- 


ments which we can support. We 
also know that there is a limit on 
the number of specialty salesmen 
we can afford. 

As I see it, the number one prob- 
lem of every full line hardware dis- 
tributor is that of finding the ways 
and means of getting our general 
line men equipped to compete with 
the specialists. 


Training Salesmen 





by James P. Townley 
Vice-President, 

Townley Metal & Hdwe. Co., 
Kansas City, Mo. 


There are three basic functions 
in the wholesale hardware busi- 
ness — buying, warehousing and 
selling. These three basics are like 
the three virtues — Faith, Hope 
and Charity. 

We buy in good faith from the 
manufacturer. We warehouse in 
hope that we will sell. We sell to 
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“...The problem is training the 
full-line salesman. The most 
important element is the 


selection of the man... 


the dealer who is_ charitable 
enough to give us an order. And 
like the three virtues, Faith, Hope 
and Charity, the greatest of these 
is selling; for only when a sale is 
made do the wheels begin to turn. 

Selling is our most important 
function, and to sell properly we 
must have trained salesmen. How 
to obtain well trained salesmen is 
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our problem today. 

We have two broad classifica- 
tions of salesmen in our type of 
business; the specialty salesman 
and the full line salesman. Train- 
ing the specialty salesman is eas- 
ier and takes less time for he is 
specializing on only one line or 4 
few allied lines. 

We send him back to the factory 
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tory men work with him in our 
place of business and in the ter- 
artmente, ritory. We hold regular sales meet- 
shoe able ings at least once a month for 
en es these specialty salesmen, regard- 
= ard- less of how experienced they may 
ee a be. In these meetings we give them 
— to product information, new ideas 
ae and information on new promo- 
| tions. New AHMA 
= pon We also give them all the objec- ans 
to make tions that a consumer might pos- MEGRAN 
vertising sibly have to buying their line— 
1ey must whether they need the merchan- 
2g, dise, whether its the item and line 
n in my they want to buy, whether they 
the mass are at the right source to buy it, 
such an whether the cost fits their pocket- 
the big book, whether to buy it now or 
ir clerks later—and we give them the an- 
swers to these questions, so when 
3 a limit each is eliminated the customer 
depart- will make the purchase. 
rt. We 
limit on Stage Dealer Clinics 
ees We hold sales clinics for deal- 
1e prob- ers and our specialty salesman is 
are dis- soon teaching dealers how to sell, 
ne Ways which sort of adds a PHD to the 
general selling education of our specialty 
te with salesman. Invariably, our specialty 
salesman with his short line, re- Mew MWA 
ceives far more comprehensive President 
and continuous sales training than WILLIAM A. 
anime does our general line salesman, PARKER 
who carries the big book with 
many thousands of items, on’ each 
of which he is supposed to have a 
thorough knowledge and under- 
standing: 
Your problem and mine is to 
train properly the full line sales- 
man. But by the nature of our 
business and the times in which we 
live that is a most difficult task. The 
most important element is the 
selection of the man. The qualities 
that will make him a good sales- 
man, a mediocre salesman or a poor 
salesman are in him before you 
ever meet him. 
Training Full-Line Men 
Those are the qualities of per- 
sonality, initiative, loyalty, ambi- NASMD 
tion—the traits of character that President 
he developed as he grew from boy- ALEXANDER 
‘ hood into a man. We can polish and THOMSON 
ifica- develop those traits, but we cannot 
re of instill them. 
— Assuming that we have selected 
— the right man, he must then be 
= given training in product knowl- 
ge edge. We look for young men who 
es have had retail hardware experi- 
aii ence. Two years of retail experi- 
ii ence puts them two years ahead in 
cee HARDWARE AGE, OCTOBER 30, 1952 103 











obtaining product knowledge, with 
the added advantage of knowing 
first hand the problems of the re- 
tail dealer. But whether he has had 
retail experience or not, we put him 
through our own “College of Hard 
Knocks,” working in our warehouse 
filling orders. 

Hardware cannot be taught from 
a book, and it cannot be taught in a 
day. It is our desire to give a young 
man two years of experience train- 
ing in our organization, moving 
him from order department to or- 
der department, graduating him to 
order checking and finally to our 
city order desk or mail order de- 
partment before sending him out on 
a sales territory. 

Frankly, in these times it is dif- 
ficult to keep a young man in that 
type of work for as long as two 
years. The young men of today 
get “itchy” and like to move along 
quicker. And with the growth of 
our business and the tempo of the 
times that we have experienced the 
past five years, we have found it 
necessary to push the embryo sales- 
man along faster in this period of 
training. Too often he gets only 
six months of experience training 
rather than the desired two years. 

During this time of training we 
have the prospective salesman keep 
up to date one of our general loose 
leaf catalogues, and he obtains sales 
information and bulletins along 
with the regular salesmen. If we 
have selected the right man, he 
studies and becomes well acquainted 
with that catalogue in preparation 
for the day when he will start sell- 
ing from it. 


Sales Meetings Help 


Also during this time of training, 
whenever his warehouse job per- 
mits, the embryo salesman is in- 
cluded at our regular sales meet- 
ings. We hold one general four day 
sales conference once a year, with 
regional meetings held every three 
or four months. 

At these he is given both product 
information and selling help by our 
sales manager, department heads, 
and factory representatives. The 
associations and discussions with 
other men in our sales force prove 
most beneficial and enlightening 
during these sessions. 

This past year we have tried 
to give our sales force and sales 
trainees a knowledge of how to sell 
as well as knowledge of the prod- 
ucts that we handle. During our 
sales conference the first of the 
year we brought in young men 
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well qualified in personnel work to 
give them an interesting and stimu- 
lating course on human engineer- 
ing. 

The purpose was to help them 
understand what makes people tick; 
to help them analyze their different 
customers and by so doing to do a 
better job of selling each different 
individual. Just recently we gave 
all of our salesmen an analysis of 
how to make a sale, covering each 
point that must be satisfied in the 
subconscious mind of a purchaser 
before a sale is made. 

A good salesman, well trained 
and experienced, is already using 
such information and techniques. 
We try to quicken the training of 
the inexperienced, and to give them 
all a clearer story on how to sell so 
that they may pass that informa- 
tion and know-how on to the retail 
dealer and his clerks. 

During the last few days before 


the embryo salesman goes out on 
the road, he spends from one to 
three hours with each of our seven 
department heads, who are the buy- 
ers of our lines, and spends con- 
siderable time with our sales man- 
ager and credit manager for final 
words and information. He then 
goes out onto his territory with 
our knowing that his real training 
is just beginning, for experience 
is the only real teacher in the hard- 
ware industry. 

He obtains that from the dealers 
on whom he calls. Faith, Hope and 
Charity. We try to give him Faith 
in himself and his house; he has 
high hopes for being a financial 
success, and fortunately in this 
friendly hardware fraternity of 
ours, the retail hardware dealer is 
unusually charitable to the green, 
ambitious kid and takes a pleasure 
in teaching him the hardware busi- 
ness. 





Officers of the 
American Hardware Manufacturers Assn. 


Elected at Atlantic City, N. J., Oct. 16, 1952 


President 
Herbert B. Megran, Starline, Inc. 


Vice-Presidents 


R. H. Coleman, Remington Arms Co., Inc. 
Franz T. Stone, Columbus-McKinnon Chain Corp. 
Mark J. Lacey, Peck, Stow & Wilcox Co. 


Secretary-Treasurer 
Arthur L. Faubel, New York, N. Y. 


Executive Committee 


1953 


B. B. Wood. The Wood Shovel & Tool Co., Chairman 
Geddes Parsons, P. & F. Corbin Div. 
F. J. Tone, Jr., The Carborundum Co. 
' L. G. Pratt, Samson Cordage Works 


1954 


Philip W. Embury, Embury Mfg. Co. 
H. M. Francis, American Steel & Wire Div. 
Harold S. Hobson, Seymour Mfg. Co. 
Stanley F. Jackes, Jackes-Evans Mfg. Co. 


1955 


John C. Cairns, The Stanley Works 
M. H. Geisking, Tennessee Coal & Iron Div., U. S. Steel Co. 
Robert G. Patterson, The Lamson & Session Co. 
R. R. Osborn, Turnbuckles, Inc. 


Advisory Board 


P. B. Noyes, Oneida, Ltd. 
Fayette R. Plumb, Fayette R. Plumb, Inc. 
Isaac Black, Russell & Erwin Div. 

S. Horace Disston, Henry Disston & Sons, Inc. 
Robert G. Thompson, The Lufkin Rule Co. 
H. B. Wilson, Mathias Klein & Sons 
Richard Harte. The O. Ames Co. 
Spencer T. Olin, Western Cartridge Div. 
John S. Tomajan, The Washburn Co. 
Herbert P. Ladds, National Screw & Mfg. Co. 
Harold F. Seymour, Columbian Vise & Mfg. Co. 
George H. Halpin, Minnesota Mining & Mfg. Co. 
Richard L. White, Landers, Frary & Clark 
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Promotional Deals 





by W. A. Parker 
President, 

Beck & Gregg Hardware Co., 
Atlanta, Ga., 

and NWHA Vice-President 


It will require only about two 
minutes to state our views as to 
how we look upon special promo- 
tional deals offered by manufactur- 
ers. 

A quick answer would be that 
we look upon some favorably and 
some unfavorably. 

As we see it—special promotion- 
al deals offered by manufacturers 
fall into different categories. 

Some deals include items not 
normally stocked or handled by us, 
or which seem to be designed pri- 
marily to help a manufacturer 
move some slow stock. Some are 
designed to accomplish something 
for the manufacturer’s benefit only. 
Others do not seem important 
enough to make the effort of put- 
ting on the promotion worthwhile. 
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“*,.- We have a very definite 


policy of passing up assortment 
deals which are unbalanced...” 


Other deals are offered to honest- 
ly help the wholesaler and whole- 
saler’s salesmen become more in- 
terested in a manufacturer’s line, 
and to do a better job of promoting 
his product. Some are interesting 
from the dealer’s standpoint, either 
from a cost saving angle or from 
a promotional angle, or both, and 
seem important enough to make 
effort in putting them on worth- 
while. 


Policy Maintained 


If we are talking about the first 
category of deal, we certainly look 
with disfavor upon deals. I believe 
we would find the wholesale hard- 
ware industry practically 100 pct 
against them. Unfortunately, man- 
ufacturers offer too many deals 
which in our judgment fall in this 
category. 

We have a very definite policy in 
our place of passing up assortment 
deals which are loaded or unbal- 
anced, and those which involve 
items not normally stocked by us 
and which are not, in our judg- 
ment, sound and healthy promo- 
tions for ourselves, our salesmen, 
and our dealers. We try not to 
let the matter of loyalty to a man- 
ufacturer enter into the picture. 

If we are talking about a well 
thought out promotional deal which 
we think is sound and one that will 
help develop our salesmen’s inter- 
est, and our dealers’ interest, and 
one which will promote our sales 
on that line, and will help our deal- 
ers sell, then we look upon it with 
favor and welcome it. 


We feel such promotions not only 
help us establish lines more firmly 
and help us sell more goods, but 
also we think they help overcome 
the humdrum of day-to-day selling. 
They add a little zip and help keep 
up our salesmen’s enthusiasm. 

Special promotional deals have 
been offered to us which did not 
meet our requirements, but which 
were interesting. With a little co- 
operative work between ourselves 
and the manufacturer these have 
been developed into an acceptable 
promotion. 

Occasionally a promotional deal 
has come along which we could not 
use in itself but from which we 
have obtained an idea for a good 
special promotional deal of our 
own. 


Watch Extra Pay 


The question also comes up in 
connection with special promotional 
deals as to spiffs or extra compen- 
sation for our salesmen. We do not 
object to them if they apply only 
temporarily to a particular and 
brief promotion, handling details 
of which are not too complicated. 

We do not usually permit extra 
compensation by manufacturers to 
our salesmen on the regular sale 
of their products. We feel that 
this is wrong, and that such extra 
compensation, either should come 
to the house, or should be used to 
lower prices, or used in some spe- 
cial promotional way. 

This is brief but it covers our 
views on special promotional deals 
offered by manufacturers . 
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Increasing Heating Sales 








by W. J. Busser, Jr. 


Busser Supply Co. 
Lewisburg, Pa. 


Lluis subject is one to which I 
have given a lot of thought over a 
period of time. I have talked to 
many manufacturers, representa- 
tives, and management, as well as 
a number of wholesalers from a 
number of different sections. 

When I was asked to speak on 
this subject, I immediately got in 
touch with a number of manufac- 
turers, as well as various trade 
journals, and therefore, my talk is 
based on generalities, and actually 
covers not only the area that we 
operate in, but also the entire East 
and possibly also the Midwest. 

The following are some reasons 
dealers prefer buying direct: 

Some dealers feel that they are 
improving their position in the 
business world if they can get a 
manufacturer, whom they do not 
know personally, to allow them 
credit. 

The average wholesaler does not 
stock a full line of heating equip- 
ment and cannot deliver an order 
to a dealer at his dock on an “at 
once” basis, but merely acts as a 
brokerage house, ordering one unit 
at a time from the manufacturer 
delivered direct to the job or to the 
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“‘..-A heating distributor must 
do everything the direct-selling 
manufacturer does for the 
dealer —and do it better...” 


dealer, and I have noticed in some 
of the trade magazines, which are 
written for the dealer, that many 
of the trade accounts are advocat- 
ing that the retailer buy direct 
from the manufacturer because 
the distributor is merely taking a 
profit on something he never sees 
and never handles. (I do want to 
qualify this statement by saying 
that I am speaking of the average 


wholesaler and not the stocking 
wholesaler.) There is some justifi- 
cations in the attitude of the re- 
tailer toward the distributor when 
the distributor is acting only as a 
brokerage house. 

Many wholesalers’ salesmen are 
not trained in handling heating 
equipment, and are a bit afraid 
to make recommendations or help 
the retailer in unusual situations, 





Officers of the 


National Wholesale Hardware Assn. 
Elected at Atlantic City, Oct. 16, 1952 


President 


William A. Parker, Beck & Gregg Hdwe. Co. 


Vice-Presidents 
Charles L, Hildreth, The Emery-Waterhouse Co. 
Charles L. Wheeler, The Salt Lake Hdwe. Co. 


Alexander Thomson, Tanner & Co. 


Managing Director 
George A. Fernley, Philadelphia 


Executive Secretary 


Thomas A. Fernley, Jr., Philadelphia 


Executive Committee 
1955 
Sterling Tucker, Fones Bros. Hdwe. Co. 
Spencer E. Cram, The W. Bingham Co. 
Joe W. Pitts, Brown-Roberts Hdwe. & Supply Co. 


1954 
Ernest C. Kieswetter, W. A. L. Thompson Hdwe. Co. 


N. F. Van Hoogenhuyze, Van Hoogenhuyze Hdwe. Co. 
H. L. George, Marshall-Wells Co. 


1953 
Paul W. Anderson, Farwell, Ozmun, Kirk & Co. 
S. T. Exley, Jr., Harper & Reynolds Corp. 
John H. Stauffer, Herr & Co., Inc. 


Advisory Board 
F. A. Heitmann, The F. W. Heitmann Co. 

C. J. Whipple, Hibbard, Spencer, Bartlett & Co. 
Shannon Crandall, California Hdwe. Co. 
Mark Lyons, McGowin-Lyons Hdwe. & Supply Co. 
Glenn E. Jennings, Wright & Wilhelmy Co. 
Edward F. Pritzlaff, John Pritzlaff Hdwe. Co. 
Henry J. Allison, Allison-Erwin Co. 

John H. Mize, Blish, Mize & Silliman Hdwe. Co. 
William P. Tracy, The Tracy-Wells Co. 
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because, in most cases, they do not 
know as much about installing 
heating equipment as the retailer 
himself. In fact, some wholesaler’s 
salesmen are so afraid of heating 
equipment that some of us have 
heard them take the negative ap- 
proach. 

There are many distributors 
who don’t seem to mind this. How- 
ever, it seems to me that the dis- 
tributors would take advantage of 
the I-B-R School and the Warm 
Air School and insist that their 
salesmen attend these sessions, so 
that they could do a selling job on 
heating equipment of all types. 

This may be difficult in some 
cases, aS men who are handling 
many lines do not want to give up 
three days of work when they can 
make commissions to attend this 
school. These wholesalers insisted 
that all of their people attend the 
schools, 


Specialization Required 


The wholesaler also, in many 
cases, has given his salesmen not 
only heating and sheet metal, etc., 
to sell, but also a complete line of 
hardware or industrial supplies. 
This seems to be too much to ask 
of any salesman, because a sales- 
man with anywhere from 14,000 to 
20,000 items to sell certainly can- 
not give the time to heating—to 
make it a successful and profitable 
line. 

Other wholesalers have distinct- 
ly set up two definite sales forces: 


one for sheet metal and heating, 
and one for their other lines, which 
gives a man a chance to specialjize 
in one particular field. 

We believe that a good stock- 
ing wholesaler with salesmen who 
know the business and can talk to 
the customers intelligently about 
their problems and who can help 
the customer on his difficult jobs 
can do a much better job of selling 
to the retailer than the wholesaler 
whose men are not educated in 
heating and who are merely “order 
takers.” 

This goes back to the statement 
made by Clarence Olson at the Na- 
tional Heating Wholesalers’ meet- 
ing in Cleveland two or three years 
ago, when he was on a panel. He 
was asked when the warm air man- 
ufacturers were going to start sell- 
ing everything through the whole- 
saler, instead of to the retailer 
direct, and I quote his answer as 
closely as I can remember it: 
“When the wholesaler starts to 
perform a wholesaler’s function of 
stocking and servicing our mer- 
chandise, then we will sell through 
the wholesaler only, but as long as 
our men have to do the engineer- 
ing work before installation, and 
service the product after installa- 
tion, we cannot afford to pay the 
wholesaler for these functions, 
which he does not perform.” 

We, as manufacturers, have no- 
ticed a trend toward the distribu- 
tion of heating products directly 
by the manufacturers te the re- 





H. J. Allison, left, presenting William P. Tracy, retiring president of the 
National Wholesale Hardware Association with a wrist watch in recog- 
nition of his services to the NWHA. 
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tailer, and do not like it, because, 
as you know, our policy is to deal 
strictly with the legitimate whole- 
saler, but the wholesalers them- 
selves are creating a situation for 
the manufacturer in certain areas 
that is certainly not healthy, and 
although we, as a company, have 
not and are not considering any 
change in our distribution meth- 
ods, we know of several people in 
the heating business who are seri- 
ously considering a change in 
their method of distribution. 

The jobber and all of his sales 
personnel should have a thorough 
knowledge of the heating industry 
if they are to sel] heating equip- 
ment. So very often the jobber 
takes the attitude that he simply 
sells the equipment and doesn’t 
know anything about it. This isn’t 
very much help to the dealer. 


Read Trade Magazines 


The jobber should be a source 
of information about heating for 
the dealer. The jobber should keep 
abreast, not only of the particular 
line that he handles, but also with 
the industry. He should read the 
trade magazines carefully so that 
he is thoroughly conversant with 
the new developments that are 
taking place at a rapid rate in the 
heating field. 

Dealers will have much more 
confidence in a jober that is a few 
jumps ahead of them in knowing 
about the new things and in being 
able to discuss them. 

The jobber should be capable of 
rendering engineering help to his 
dealers. By this I don’t mean that 
he should have to engineer every 
job but he should be able to help 
him on his more complicated jobs 
and to also help the new dealer get 
started by schooling him in proper 
engineering methods. 

The most successful jobbers are 
capable of providing service assis- 
tance for the dealer. Here again, 
this service assistance should be 
more as a means of schooling and 
training. A dealer certainly builds 
a great deal of confidence in a job- 
ber, when the jobber is able to 
give him service suggestions and 
to help him out on the difficult 
trouble jobs. 

The jobber should have a mer- 
chandising plan to stimulate sales 
for the dealer. He should take full 
advantage of the manufacturers’ 
promotions, and take the lead in 
tieing these in with the dealers. 

(Continued on page 168) 
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Trucking Costs 








by John Phillips 
Stelwagon Mfg. Co. 
Philadelphia, Pa. 


Trucking costs offer an avenue 
for exploration in the matter of 
trimming operating costs, the Sheet 
Metal Distributors learned in a 
talk by John Phillips, Stelwagon 
Mfg. Co., Philadelphia. 

Reporting the results of a survey 
he had made among some fellow 
distributors of sheet metal, Mr. 
Phillips said that he found a dearth 
of data on trucking costs. 

However, the interest stimulated 
by his talk on the subject, “Truck- 
ing Expense—Contract versus 
Company Owned Equipment,” led 
to a discussion during which it 
was decided that the Association 
office should collect data on the sub- 
ject. 

Distributors reported to Mr. 
Phillips that their costs now vary 
from a high of 79 cents a mile for 
truck and driver for one company 
to a low of 37 cents a mile for 
truck and driver for another com- 
pany. 

The highest figure that Mr. 
Phillips found in his survey was an 
average of $7 trucking costs on a 
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‘“‘..- Lhe ratio of trucking costs 
to value of goods delivered will 


rise when volume declines...’ 


$100 order. The mean cost of the 
companies surveyed was 4 pct of 
the value of the merchandise. 

In the case of his own company, 
which now operates seven trucks, 
Mr. Phillips reported that its low- 


truck per $100 of merchandise car- 
ried, which was for the year 1948, 
Costs have risen considerably since 
then. 

Mr. Phillips pointed out that “the 
ratio of trucking costs to the value 
of goods delivered will rise when- 


est cost was $3.90 for driver and 





Officers of the 
National Association of Sheet Metal 


Distributors 
Reelected at Atlantic City, Oct. 14, 1952 


President 


Alexander Thomson, Tanner & Co. 


Vice Presidents 


William H. Bowe, Herrick Co. 
Roger K. Becker, Ohio Valley Hardware & Roofing Co. 
Lee J. Haines, E. E. Souther Iron Co. 


Executive Secretary 
Thomas A. Fernley, Jr., Philadelphia, Pa. 


Secretary 
/ Robert C. Fernley, Philadelphia, Pa. 


Executive Committee 
1953 


W. J. Busser, Jr., Busser Supply Co. 
S. A. Moncrief, Moncrief-Lenoir Mfg. Co. 


1954 


Louis F. Demmler, Demmler Bros. Co. 


John Phillips, Stelwagon Mfg. Co. 


1955 


A. G. Earnshaw, Earnshaw Sheet Metal & Supply Co. 
P. M. McKenney, Conklin Tin Plate & Metal Co. 


Advisory Board 


F, O. Schoedinger, F. O. Schoedinger Co. 
A. J. Becker, Ohio Valley Hardware & Roofing Co. 
Eugene Foley, Bayonne Steel Products Co. 
A. M. Vorys, Vorys Brothers, Inc. 
John P. Speck, Tiffin Art Metal Co. 
Ray P. Farrington, Potts-Farrington Co. 
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ever the volume of business de- 
clines.”. 

He pointed out, however, that 
during the past year when there 
was a rise in volume of business, 
trucking costs also rose because of 
increased operating expenses with 
the result that the trucking costs 
for his company now average $5.97 
per $100 of goods hauled. 

For his own company he reported 
that about two-thirds of the total 
of hauling costs is attributed to 
pick-ups and one-third to deliveries. 


Less than 10 pct of the associa- 
tion members attending the meet- 
ing indicated that they are now 
leasing rather than operating their 
own trucks, and several indicated 
that this arrangement is more satis- 
factory, in that it relieves manage- 
ment of responsibility pertaining to 
labor problems, truck maintenance, 
accident liability and the like. 


Others indicated that they use. 


a minimum number of their own 
trucks and use leased trucks for 
most of their hauling. 


The matter of using hydraulic 
lifts versus skid boards was consid- 
ered briefly. While hydraulic lifts 
speed deliveries and, in many in- 
stances, eliminate the use of an 
extra man on the truck, there is 
the question of whether the ex- 
pense of the hydraulic equipment 
warrants its use. 

This, undoubtedly, will be one 
of the questions that will be in- 
cluded in the questionnaire that the 
association office will circulate to 
members. 


Metal Roofing 





“Our industry needs a new type 
of metal roof—safe against fire 
and lightning — one-piece — one 
that will hold paint.” 


About two years ago an adver- 
tisement was run in magazines like 
Time, Newsweek, Businessweek, etc. 
by a manufacturer showing a pic- 
ture of a group of some 30 working 
men standing in front of some dis- 
reputable looking buildings. The 
caption was “‘1892—These were the 
men who made the first asphalt 
shingle in America and now in 1950 
asphalt shingles cover 90 pct of the 
residences of America.” 

Gentlemen, some of you, no doubt, 
saw that ad and some of you, like 
me were vastly chagrined, provoked 
and annoyed by it. 

While most of us do deal in as- 
phalt slate and asbestos shingles, 
some perhaps in wood shingles, we 
are primarily metal men. The men 
under 50 years of age will perhaps 
not be aware of the extent of busi- 
ness done by houses like ours years 
ago in metal roofing. 

Before we had a tinplate indus- 
try in this country—before the 
McKinley Act of 1892 which put a 
protective duty of 24¢ per pound 
on imported tin plate in order to 
encourage the establishment of an 
American tinplate industry — the 
house that I represent had been im- 
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porting terne plate for several years 
and with other similar firms in 
Philadelphia Baltimore, New York 
and Boston had introduced the tin 
roof to America. 

I’ve heard that salesmen out of 
Philadelphia travelled as far West 
as the Rockies. I do know for 
certain that they travelled South 
to the Gulf of Mexico. 

But as the years rolled by, use of 
metal roofing on residences steadily 
dwindled, and if the facts in the 
advertisement are correct that 90 
pet of the residences are covered 
by asphalt shingles the percentage 
of metal in the remaining 10 pct 
after allowance is made for slate, 
asbestos, wood and tile is small in- 
deed. 

That ad should be a challenge to 
this Association, its active and its 
associate members. 

I would like to paraphrase the 
remark of the Vice-President of the 
United States who is best remem- 
bered for his saying “What this 
country needs is a good five cent 
cigar” by stating that “what this 
industry needs is a good metal roof 
—for residences.” 

I don’t need to tell you what the 





by Ray P. Farrington 


President, 
Potts-Farrington Co., 
Philadelphia, Pa. 


availability of the right product at 
the right price would do to enlarge 
our businesses. Frankly, my pur- 
pose in offering these remarks is 
to provoke you. I wish I could make 
you fighting mad,-not at me, but 
mad in general because we do not 
have the product we want—and to 
do something about getting it. 

You may say “What can we do 
about it? We are distributors not 
producers; we don’t create new 
products, we merely act as whole- 
sale distributors. of products for 
which a demand has been created 
by the producers.” 

However, we do sometimes get so 
enthused by the merit of a new 
product that we take it under our 
wings and do creative selling some- 
times with ultimate compensating 
profit, sometimes not. 

It is also true that our minds are 
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so engrossed with the details of our 
businesses, so busily engaged in 
watching competition, not to men- 
tion keeping abreast of the innum- 
erable rules and regulations coming 
out of Washigton, that we do not 
have the time to do creative think- 
ing in spite of the fact that in the 
collective minds of the members, 
their salesmen, their asociates and 
their customers there is a vast fund 
of experience not being used. 

I would like to offer some ideas 
as to the kind of roof I would like 
to have on my dream house that I 
may some day build for myself or 
for my children: 

1. I want metal on that roof for 
protection from fire and lightning. 

Are you aware of the importance 
of those two factors? It was 
brought home to me right within 
a mile of my home in Bryn Mawr, 
Pa. when within the last two years 
three magnificent residences suf- 
fered considerable damage by roof 
fires, two from chimney sparks, one 
from sparks from a brush fire. 


What Kind of Roof 


.So I asked my insurance brokers 
to get me some data and the figures 
astonished me. About 30 pct of all 
fires in houses with wood shingle 
roofs, according to a 12-year tabu- 
lation of the city of St. Paul were 
caused by sparks igniting the roofs. 

So the material of the roof must 
be incombustible. Slate, asbestos, 
clay tile answer that requirement. 
How about lightning? A metal roof 
is easily grounded. As to the others, 
frankly I don’t know. 

2. I want that metal roof to be 
inconspicuous. I don’t want to 
draw attention to the fact that it is 
metal, not as yet; maybe later on 
we'll point with pride. 

The roof should look like a 
shingle roof, a slate roof, a weath- 
ered shingle roof, for that is the 
kind of appearance the architects 
seem to approve. 

3. I want my roof to be one piece 
of metal over the whole house. With 
metal it can be made the equivalent 
of one piece by welding or soldering 
or locking. 

Of course, with one big piece of 
metal over the whole house, you 
would have to have provision for 
expansion and contraction. I think 
that is one problem that can easily 
be solved. 

4. What kind of metal? Some 
time in the near future it may be 
aluminum alodized to take and hold 
paint. 

I would not want to live in my 
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dream house under a bright metallic 
sheen like a new silver dollar, al- 
though it would help to keep the 
house much cooler in summer and 
warmer in winter and would pro- 
duce economies in the amount of 
electricity and cooling water lo 
operate my air conditioning system 
in the summer for, of course, my 
dream house will be air-conditioned. 

The bright reflective aluminum 
would also lower the fuel bill in 
winter by keeping the heat in. 

I would want my aluminum roof 
painted or colored in light pastel 
colors that would be pleasing to the 
eye and add to the beauty of the 
house, but which would not absorb 
much heat from the sun’s rays. 

However, while I believe that 


aluminum ultimately will come 
down in the price of thin strips 
and sheets to a level that will per- 
mit its use for residential roofing, 
it is not yet in that range so we 
must turn our thoughts to the 
metal that is just about the cheap- 
est thing there is, namely steel. 

However, that steel must have 
better corrosion resistance than 
anything currently being made for 
the purpose. It must be a scientific 
coating that will protect the base 
steel without relying on periodic 
paintings. We should consider the 
paint as merely decorative not pro- 
tective and rely on the metallic 
coating or coatings to protect the 
iron. 

I believe that such a material, 





AHMA Membership Rises to 471 


Membership of the American Hardware Manufacturers Associa- 
tion rose to 471, a net gain of 27 members over a year ago, it was 
announced by Arthur L. Faubel, secretary-treasurer. Thirty-eight 
new members joined the association during the year, and 11 firms 
resigned. 

The new members of AHMA follow: 

Akron Hardware Mfg. Corp., Woodside, N. Y. 

Alabama Metal Lath Co., Birmingham, Ala. 

Aladdin Industries, Inc., Nashville, Tenn. 

Alan Wood Steel Co., Conshohocken, Pa. 

Ashaway Line & Twine Mfg. Co., Inc., Ashaway, R. I. 

H. Boker & Co., Inc., New York, N. Y. 

Canvas Products Co., St. Louis, Mo. 

Century Drill & Tool Works, Chicago, III. 

The J. R. Clark Co., Spring Park, Minn. 

Copper Brite, Inc., Los Angeles, Calif. 

Eastern Tractor Mfg. Corp., Kingston, N. Y. 

The Enterprise Aluminum Co., Massillon, Ohio 

Farm and Ranch, Inc., Kansas City, Mo. 

Hardware News, New York, N. Y. 

M. M. Hedges Mfg. Co., Inc. 

Imperial Bit & Snap Co., Racine, Wis. 

Independent Lock Co., Fitchburg, Mass. 

Industrial Synthetics Corp., Garwood, N. J. 

Iwan Bros., Inc., South Bend, Ind. 

Kessler Arms Corp., Silver Creek, N. Y. 

Knox Porcelain Corp., Knoxville, Tenn. 

John Lucas & Co., Inc., Philadelphia, Pa. 

Lincoln Metal Products Corp., Brooklyn, N. Y. 

Mayhew Steel Products, Inc., Shelburne Falls, Mass. 

O. F. Mossberg & Sons, Inc., New Haven, Conn. 

Ox Fibre Brush Co., Inc., Frederick, Md. 

Portable Electric Tools, Inc., Chicago, III. 

Redi-Bolt, Inc., Hammond, Ind. 

Reynolds Metals Co., Louisville, Ky. 

Rubberset Co., Newark, N. J. 

Sandvik Saw & Tool Div., Sandvik Steel, Inc., New York, N. Y. 

Seymour Smith & Son, Inc., Oakville, Conn. 

The Southern Chain & Mfg. Co., Birmingham, Ala. 

E. C. Stearns & Co., Syracuse, N. Y. 

Sterling Hardware Mfg. Co., Chicago, III. 

Washington Steel Products, Tacoma, Wash. 

Weaver Wire Products Co., Jacksonville, Fla. 

Wilton Tool Mfg. Co., Chicago, III. 
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nge so - mill, continuous pickling, galvaniz- such as portable spot welders are this would be a great boon to the 
ts to the ing so that this product which presently available, others can be sheet metal shop. There would be 
the cheap. can be spot welded, soldered, double designed as the problems are not a vast market in reroofing older 
r steel. seamed and will take shallow form- _ too difficult. houses and the sheet metal shop 
must have ord without flaking the coating, I visualize that two men could would get more business in the new 
ance than will take and hold Paint without apply this roof in not too many residence field. 

- made for ee chemical treatment. hours, spray paint it with the de- I’ve heard that many of them 
‘ uelentiie The under side could be painted sired color in less than a day. complain that were it not for the 
- the ba with an aluminum paint to gain It would not be necessary with duct work in warm air heating and 
Se some insulation value which is de- such a metal roof to have a com- air conditioning there would be 


1 periodic 
nsider the 


sirable. It could be factory prime 
coated. 


plete wood deck such as required 
for asphalt shingles, nor perhaps 


little left for them in operation 
building where many of the cheaper 


, past I visualize making it in very long even as much decking as used with houses do not have gutters or down 
rotect th lengths, Say 500 ft, to cut down wood shingles, thereby helping to spouts. 

e waste. This will involve a shipping overcome the lower price for as- If a material such as I have 
see problem because it cannot be coiled phalt. touched upon were available to us, 
= on account of the formations te Some savings in labor and mate- who are the natural distributors 
produce the desired shadow lines. rial will be necessary to let this of such a product, you can let your 
This problem, however, is not in- metal in, for its per square price imaginations run upon the extent 
soluble ; in fact I have a solution in will be in the neighborhood of of increase in the volume of busi- 

mind now. double that of asphalt shingles. An ness that would naturally ensue. 
After measuring the roof or work- advantage will be that if the house- The question I would put to you, 
socia- ing from blue prints, the material owner doesn’t like the color of his then, is what can we, as individua's 
L was will be sheared to length and tai- roof, he isn’t stuck. with it for the or as an Association, do to advance 
eight lored to the job in the roofer’s _ life of the shingles but can change such a product or putting it in 
firms shop. On the job site, certain it to his preferred color for a nomi- another way, what steps can we or 


operations will be performed upon 
it by portable tools, some of which 


nal cost. 
The availability of material like 


should we take to bring about its 
availability ? 





Aluminum vs Galvanized Steel 


When aluminum products came 


We must realize that the product 


into the picture (chiefly because has some unfavorable reaction, 
of the shortage of steel) we were with which we are all familiar, but 
not enthused. We had always sold I believe that further research and 
a substantial volume of steel roof- development on the part of the 
ing and fabricated steel roofing ac- manufacturer will correct this con- 
cessories, and we held off handling dition. , 
aluminum for some time after it Regarding the sales potential 
came into the market. for steel versus aluminum, we feel 
The shortage of steel became that the demand for galvanized 
more acute and then copper, and steel products will resume and 
we were forced into handliag possibly increase -for one reason 
aluminum. At first it did not have alone and that is price. We sell 
much acceptance but due to the a sheet of .024 (26 gauge) 8 ft 
promotion of the manufacturers long corrugated aluminum for 
and the fact the steel and copper $2.87 per sheet the same gauge 
were not available, the trade ac- and length of galvanized steel we 
cepted the products and since then sell for $2.00 per sheet. 
our sales greatly increased. A 20 square job would use ap- 
Now as to the sales potential for proximately 115 sheets. Alumi- 
aluminum products in normal num would cost $330.00. Galva- 
times, it is my persona! opinion nized steel would cost $230.00 or 
that aluminum products no longer $100.00 less for galvanized steel for 





by Eugene Foley 


President, will be sold as a substitute for the job and in our opinion given a 
Bayonne Steel Products Co., steel or copper and the demand difference of $100.00 on a $300.00 
Newark, N. J. will develop and expand par- job most contractors will use gal- 


vanized steel. In our competitive 
territory price is the most im- 
portant factor. 


ticularly in the southern terri- 
tories where insulating and long 
life value is so important. 
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Wholesale Distribution 








by E. C. Kieswetter 


President and 

Chairman of the Board 

W.A.L. Thompson Hardware Co. 
Topeka, Kan. 

And, Chairman, 

Committee on Wholesaling 


The newly created Committee 
on Wholesaling is charged with 
the duty of developing a campaign 
of education to emphasize and to 
reaffirm the essentiality of the 
wholesaler in the distribution of 
goods. This campaign will be di- 
rected primarily toward the man- 
ufacturing industry, but will prob- 
ably be presented to other fields 
as well. 

The wholesale hardware indus- 
try itself is, of course, well aware 
of the necessity and importance of 
the services which it renders. We 
are also well aware that at recur- 
ring intervals and from various 
directions the usefulness and ne- 
cessity of wholesalers have been 
challenged in the past. It must 
be assumed that there will again 
be circumstances that will bring 
about a renewal of this searching 
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“‘,.. We are developing a 


campaign emphasizing the 
essentiality of the wholesaler 


in distribution...’ 


for ways of doing without the 
wholesaler. 

There are many important man- 
ufacturers of hardware and re- 
lated lines who have a 100 pct be- 
lief in distributing exclusively 
through wholesalers. These firms 
have policies and practices which 
reflect that conviction. However, 
new personnel is constantly com- 
ing into influence and power 
within the organizations of these 
manufacturers. It is reasonable to 
expect that this new blood will in 
some instances challenge the wis- 
dom of selling manufactured prod- 
ucts through the wholesaler. 

If the policy making groups in 
firms already distributing through 
wholesalers exclusively can be 
presented with the full facts about 
wholesaling in a persuasive man- 
ner, we might thus confirm and 
entrench in their minds the idea 
that wholesalers are necessary 
and that the policy of distributing 
goods through them is sound. 


Education Is Needed 


There are other manufacturers 
who sell their products to dealers 
without the use of any wholesale 
services. Some of these producers 
might be impressed with the facts 
as to the extensive and varied fa- 
cilities available to them through 
the wholesale hardware industry. 
Who knows but that even now 
some of these companies are 
gravely concerned with problems 
resulting from a direct selling 
policy and that they might be 
tempted and persuaded to use 
wholesale hardware channels if 


9 


the right information were placed 
in their hands these firms might 
also prove to be a very valuable 
target for our educational pro- 
gram, 

In between these two extreme 
policies there is the hybrid who 
sells to both distributors and deal- 
ers. Some of them have specific 
problems and can give valid rea- 
sons for such a policy. Others, at 
least to some of us, appear to want 
to sell the small retail dealers 
through the wholesale distributor 
and to reserve the big, lush, sure- 
pay accounts for their direct busi- 
ness. This third group surely 
would be a fertile field for the kind 
of educational program that the 
Committee on Wholesaling pro- 
poses to develop. 

It is proposed that we present 
our case in a series of three or 
four pamphlets in a year’s time. 

Your committee has concluded 
that each circular should be con- 
fined to one important fact on 
wholesaling and that it should de- 
velop and expand that fact, drive 
it home and clinch it in the best 
way possible. 

Here are the subjects tentatively 
adopted for these mailing pieces: 

1—396 wholesale hardware com- 
panies operating 460 warehouses 
well spaced and geographically 
dispersed throughout the country 
provide a complete, ready service 
of supply to retail hardware deal- 
ers and dealers of related lines. 

2—8,539 trained salesmen em- 
ployed and traveled by these 396 
wholesale distributors and calling 
on dealers every one, or two, or 
three weeks provide a selling or- 
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ganization impossible to equal by 
any other method of distribution. 
8—Credit departments in each of 
the 396 wholesale distributor’s or- 
ganizations give a scrutiny to credit 
and attention to payment of ac- 
counts impossible for manufac- 
turers selling direct. 
4—Advantages to the retail deal- 
ers serviced from wholesale stocks 
rather than factory stocks. We will 
depict the dilemma the retail 
dealer would be in if he had to buy 
everything he carries from a fac- 
tory or even a factory warehouse. 

The members of my committee 
are: Burrows Morley, Morley Bros., 
Saginaw, Mich.; Howard W. Price, 
Salt Lake Hardware Co., Salt Lake 
City; R. C. Neely, Jr., Amarillo 
Hardware Co., Amarillo, Tex. and 
Aaron Jaffe, J. A. Williams Co., 
Pittsburgh, Pa. 

I have exercised the prerogative 
of a chairman, and have succeeded 
in persuading my committee mem- 
bers to do most of the work. 
Three rough drafts of mailers 


have already been prepared and 
have received the approval of the 
Executive Committee of our asso- 
ciation. The first one to be mailed 
will have for its subject the extent 
and magnitude of our distribution 
facilities, namely the number of 
our warehouses and their strategic 
dispersal across the country. We do 
not have multiple copies to present 
to you today, but Tom Fernley has 
prepared slides of this first mailer, 
which I will show to you now. 

The mailing list and methods of 
mailing are matters of importance 
in the distribution of these pro- 
posed circulars. Our association 
office will mail copies of these mail- 
ing pieces to executives of all mem- 
bers of the American Hardware 
Manufacturers Association, and also 
to a list of important suppliers 
to the wholesale hardware industry 
who are not members of it. 

No doubt some of our members 
will want quantities of these mail- 
ers to send direct to their suppliers 





The Committee on Warehouse 
Operations has had a very active 
year. It has developed a consider- 
able amount of information which 
should be of interest to the mem- 
bership. 

Part of this information will be 
presented this morning by speak- 
ers who will follow later on the 
program; part of it has already 
been distributed to the membership 
in the form of surveys and reports. 
A complete report of all the com- 
mittee activities has been sub- 
mitted to the secretary, and is 
available to the membership. 

I would like to present this morn- 
ing a number of slides which show 





operations 
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Slides supplemented with 
running commentary reviewed 
unusual phases of warehouse 


typical operations taken from a 
number of different warehouses. I 
do not mean to infer that these 
operations are idealistic, nor that 
they could be used without alter- 
ation by other members, but they 
do represent unusual approaches 
which I think would be of interest 
to the membership as a whole. 
Many could be altered or adapted 
to meet specific problems that most 
of us have. 

I am indebted particularly to 
Union Hardware & Metal Co., of 
Los Angeles for a number of the 
slides, as well as to Moore-Handley 
Hardware of Birmingham, Ala. 
Most of the other slides I took my- 


with an appropriate letter. This will 
make sure that all suppliers of in- 
dividual distributors will receive 
the circulars regardless of member- 
ship in the Manufacturers Assgcia- 
tion. 

As some of our retail dealers are 
among the foremost exponents of 
doing business without the whole- 
saler, it would seem to me that some 
of these proposed mailings might 
logically and effectively be dis- 
tributed among them. 

Another field in which this mate- 
rial might well serve as a counter- 
agent to thinking hostile to the 
wholesale hardware industry is in 
the field of education. Teachers in 
both public schools and colleges are 
in some instances indoctrinated 
with theories on distribution that 
are not friendly to us and which 
are not soundly based. 

Selection of a mailing list in this 
field could probably be done best by 
distributors within their own areas 
instead of through our Philadelphia 
office. 


Warehouse Operations 





by S. T. Exley, Jr. 


Executive Vice-President, 
Harper & Reynolds Corp., 
Los Angeles, Calif. 


And, Chairman, 


Committee on Warehouse Operation 


self, and I am indebted to those 
who allowed me to photograph 
the operations. 

Mr. Exley then showed slides of 
a number of warehouce and equip- 
ment handling equipment used by 
his own and other hardware whole- 
salers. 

He said, this kind of a presenta- 
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tion is probably not a part of the 
warehousing committee function, 
and presents only interesting oper- 
ations we saw while making oth2r 
studies on the subjects that had 
been’ chosen. 

The first slide shows Union 
Hardware & Metal Co., and I show 
it merely for the benefit of those 
who may not have seen that plant, 
to give some idea of the size of the 
concern, inasmuch as the unique 
operations which it has are ap- 
plicable mainly to very large con- 
cerns. It has a little over 500,000 
sq ft all told in its operations. 


Speeds Will-Calls 


The company’s will call depart- 
ment has gained a reputation for 
very efficient operation and quick 
service. Merchandise is received 
from the upper floors by means of 
conveyers and spiral chutes. The 
conveyer comes through the wall 
just to the right of the tube sta- 
tion, and drops down to table 
height. It extends approximately 
100 ft back of the will call counter 
and assembly rack. 

Assembling is done by the last 
two digits of the register number, 
but the customer calls at the 
counter under an alphabetical des- 
ignation. The charge sheet is kept 
in the location of that designation. 

A three-wheel hoist truck is 
used in filling heavy will call or- 
ders. This truck is very maneuver- 
able, can turn into a 42 in. aisle 
and, as shown in slide 5, it can pull 
as many as 10 flat-bedded trucks 
of a 30x60 in. size and still turn 
into a 7 ft aisle. This is Union 
Hardware’s answer to rapidly fill- 
ing and handling its will call or- 
ders. 

Another interesting development 
is a loading tilt dock, the basic idea 
of which was developed by Mr. Til- 


t 


lery, their superintendent. The 
dock is 5x8 ft, and can be raised 
and lowered a total of 32 in. at the 
lip. It can be extended out 57 in. 
from the dock to reach a car door, 
and its capacity is 12,000 lbs. Rais- 
ing and lowering is done by a hy- 
draulic jack. The in-and-out action 
is activated by compressed air. 

These tilt docks cost about $1,009 
each, which is not too expensive in 
comparison to a good bridge. They 
are far safer and more adaptable 
equipment. 

The company’s conveyer system 
on its upper floors carries all of 
the merchandise back to a two-lip 
spiral chute which serves the will 
call counter. The bottom section 
carries packed, cased or carton mer- 
chandise to the shipping depart- 
ment. Merchandise is not handled 
after an order is completed by the 
packer until it is picked up again 
by the freight checkers in the ship- 
ping department. 


Uses Assembly Racks 


A somewhat different approach 
to packing and checking tables is 
used by Union Hardware. Its 
“packing room assembly racks” 
are used for small orders. They 
are 24 in. by 614 ft. Compartments 
are 18x24 in. The racks are marked 
00 on the top, .20 in the middle, 
and .40 on the bottom. These fig- 
ures coincide with the time sched- 
ules placed on their orders, and 
help the checkers work orders ac- 
cording to time schedule so that 
no orders are overlooked. 

Conventional packing tables are 
also used, as well as a rack system. 
Using the equivalent of a three- 
table system, the order filler ap- 
proaches the layout table or rack 
from what would be the left side. 
The checker works on a small caster 
equipped : tand located between the 


layout table and the check tabie. 
He moves the merchandise as he 
checks. The company feels that 
this gives a positive check for de- 
termining overages or shortages. 
The packer then stands in the third 
aisle, packs the merchandise, and 
puts the completed cartons on a 
floor level conveyer just in back of 
him. 

Although this system appears 
to take considerable room, it ac- 
tually has a tremendous capacity. 
Its use prevents the order filler, 
packer and checker from interfer- 
ing with each other. 


Order-Filling Carts 


In its packing rooms the com- 
pany uses order filling carts. They 
are of steel and measure 30x20x30 
in. Each has a stationary clip 
board slightly above waist height 
for the order filler to clip his 
charges. 

In the assembly and shipping 
room all merchandise is weighed 
on a scale and sorted by an elec- 
tric eye. As cartons progress down 
the belt, they are removed onto 
gravity conveyers extending off 
the conveyer belt into the assem- 
bly sections. 


Flexible Shelving Helps 


The worker weighs merchandise 
and notes its weight on the carton 
as it passes over the scale while still 
on the conveyer. He presses a but- 
ton corresponding with the last 
digit of the charge number, which 
in turn activates an electronic eye. 
When the carton passes down the 
belt conveyer, it is pushed off the 
conveyer by a ram and onto gravity 
conveyers in the correct section de- 
sired by this automatic control. 

These rams will remove package 
1% in. thick or larger and cartons 


Were You There?—Scenes on the Atlantic City Boardwalk 
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weighing as much as 250 lbs. This 
system has proved to be very satis- 
factory where a large volume of 
merchandise is being handled. 
The company’s wooden shelf stock 
fixtures are easily adjustable. The 
top shelf of each unit is 8 ft 6 in. 
above the floor. Large compart- 
ments at the top of the fixtures are 
for storing the balance of a case or 
carton the entire contents of which 
do not fit into a compartment. 
Another style of adjustable shelv- 
ing which, I believe, originated 
with Moore-Handley Hardware Co. 
has uprights made of 3/16 x 14 
in. angle, and horizontal pieces 
made of 3/16 x 1 in. angle. The 
shelving itself is of wood. This 
style of shelving is not as flexible 
as that used by Union Hardware 
but, it seems to me, is sufficiently 
flexible and strong. As near as I 
can ascertain this type of shelving 
costs about $2 less per lineal foot 
than does wood shelving, and from 
$3 to $3.50 less per foot than any 
metal shelving of equal capacity 


1953 Hardware Week 





Atlantic City Convention Report 





that is at present on the market. 

The same type of shelving may 
be used with fewer shelves for 
storing very large merchandise. 

While everyone is familiar with 
the palletizing of items such as 
package goods, etc., many do not 
realize that items such as shovels, 
steel goods and other rather bulky 
merchandise may be palletized with- 
out the use of special pallets and 
without undue waste of floor space. 

Fork lift truck equipment may 
be used to put merchandise on a 
balcony or on a mezzanine, and thus 
increase the usable square footage 
without excessive costs in instances 
where a plant is pushed for addi- 
tional storage areas. 

Cases of bolts may be stacked by 
using fork lift equipment, without 
wasting floor space to the extent 
of using an actual palletized opera- 
tion. Cases may be stacked one on 
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promotion with real impact, 
emphasising manufacturers’ 


famous names...”’ 


One of the most carefully planned 
retail hardware merchandising pro- 
motions ever attempted by the in- 
dustry—the 1953 Hardware Week 
—was described by Mr. Mueller at 
one of the NWHA sessions. 

Describing the 1953 Hardware 
Week plan as a nation-wide hard- 
Ware merchandising event, Mr. 
Mueller said that the primary em- 
phasis this year will be placed on 
manufacturers’ famous. brand 
names. 

The Hardware Week program for 
1953 represents a modification of 
previous efforts, Mr. Mueller ex- 
plained. These modifications are 


‘,..a national merchandising 
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top of the other by use of fork lift 
equipment. 

Some slides showed the use of 
electrical crane trucks for unload- 
ing a carload of pipe, Mr. Exley 
pointing out that it is very easy 
with such equipment to load awk- 
ward material from a specific posi- 
tion without having to move the 
conveyance directly under a crane. 
Another slide showed the use of an 
electric crane truck within a ware- 
house to handle 30 ft. angles. 

The Warehouse Committee has 
seen many special conveyer set-ups 
which were developed for specific 
purposes, but which are not easily 
adapted for normal operations. If 
anyone is interested, he said, in 
securing information relative to a 
specific operation, I am quite sure 
that some of the members of this 
committee might be able to make 
helpful suggestions. 





by Russell R. Mueller 


Managing Director, 
National Retail Hardware Assn. 


designed to overcome some of the 
deficiences that may have developed 
in previous efforts. 

The new program, the NRHA 
managing director said, is an effort 
to tie together the manufacturer, 
the wholesaler and NRHA members 
in a nationwide promotion that 
will have real consumer impact. 
The 1953 Hardware Week will be 
held April 17 to 25. 

From a dealer viewpoint, the 
chief working element in the pro- 
motion will be a comprehensive 
store kit which will be distributed 


only to NRHA members, without 
charge. 

This kit will contain the follow- 
ing elements: Two large posters; 
two window streamers; four verti- 
cal window strips; 12 window post- 
ers; 56 double-faced pennants, each 
illustrating a product; one set of 
2, 3 and 4 column newspaper ad- 
vertisement mat heads; one set of 
2, 3 and 4 column newspaper adver- 
tisement layouts; a set of instruc- 
tions covering the promotion; an 
assortment of manufacturers’ prod- 
uct mats; several typical ads; a 
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copy of the full page Hardware 
Week advertisement that will ap- 
pear in the Saturday Evening Post 
for use in the store window. 


A new feature of the advertising 
material in this year’s kit is the 
“unitizing” of the ad layouts spe- 
cifically for dealer use. Manufac- 
turers’ product mats are all being 
made to a specific size and with the 
new “unitized” layout, the dealer 
will be able to make a selection of 
such product mats as he chooses to 
use in his retail advertising and 
these mats will fit into the sug- 
gested layout without further work 
by the dealer. 


Mr. Mueller explained that whole- 
salers will also be supplied with 
selling aids to use at meetings of 
their salesmen to describe Hard- 
ware Week. In addition, complete 
details of the promotion will be an- 
nounced at all later winter and 
early spring meetings of the vari- 
ous state associations. 

Wholesalers will also receive a 
catalog page folder, in loose form, 









containing catalog pages of the 
manufacturers participating in 
Hardware Week. NRHA will also 
supply wholesalers with mats, pho- 
tos and proof sheets for use in 
any consumer circulars they may 
have developed for their dealers’ 
use. It was also suggested that 
wholesalers could prepare about five 
merchandise specials of their own 
in these consumer circulars. 

Mr. Mueller asked the co-opera- 
tion of the wholesalers in encourag- 
ing the use of the store decoration 
kit. 

An interesting sidelight to the 
promotion is a competition to se- 
lect the most helpful wholesalers’ 
salesman. A postcard baliot will be 
included in each kit which will per- 
mit the dealer to vote for the whole- 
salers’ salesman who has been most 
helpful to him in this promotion. 
The salesman receiving the largest 
number of votes will receive a trip 
to Miami as the guest of NRHA at 
its next annual convention. 


Mr. Mueller also reported that 








NRHA is planning to run a two- 
color full-page advertisement cop. 
cerning Hardware Week in the 
April 18 issue of the Saturday 
Evening Post (on the newspaper 
stands April 15). This ad will ligt 
the names of participating manu- 
facturers and will be followed im- 
mediately by such consumer adver- 
tisements of the participating man- 
ufacturers as may be scheduled for 
that issue of the Post. 

The NRHA managing director 
pointed out that manufacturer par- 
ticipation in the promotion must 
necessarily be limited to a given 
number of manufacturers whose 
names and brand names are na- 
tionally known. 

In closing, Mr. Mueller stressed 
that this new approach to Hard- 
ware Week made the wholesaler the 
co-ordinator of the activity and in 
turn NRHA plans to give the whole- 
saler every assistance possible to 
permit their effective tie-in with 
tke promotion and to assure the 
maximum consumer impact of the 
overall promotion. 


The Warehouse Building 








by William T. Cleveland 


Vice-President, 
The Emery-Waterhouse Co., 
Portland, Me. 


‘¢...In one-story buildings 
greater efficiency and future 
expansion is possible— at less 
cost and effort...” 


What questions are being asked 
by the distributor who is contem- 
plating the construction of a new 
plant? 

I shall discuss what I think a dis- 
tributor should be interested in 
when he plans a new operation, and 
point out some of the many ques- 
tions that he will have to answer. 

The trend that has been taking 
place for the past several years by 
both commercial and _ industrial 
business is towards leaving traffic 
congested areas, seeking a location 
where business can be efficiently 
conducted; where future expansion 
can be possible. 

Thus in the outlying districts of 
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your community there is the mod- 
ern trend—the modern single 
story warehouse. 

Obviously the first consideration 
must be location. Since we built 
our business and our reputation in 
this particular locality, it can be as- 
sumed that it must be properly lo- 
cated geographically in relation to 
our selling area, or to the new sell- 
ing area which we intend to serve 
in the case of a new branch. 

Let’s assume that we have found 
a parcel of land that is satisfac- 
torily located, both in relation to 
our selling area and to the center 
of our own city. What are the 
physical properties of the ground? 
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Order now 






14 OPENINGS 
WITHOUT 
DUPLICATION 





from your 


Barcalo Jobber 
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Heavy duty holder ; 






contains complete <a 









BARCALO 


7- PIECE 
BOX WRENCH SET 


product information 


«/ 





A 
bad 
>) 

to make your selling - 


job easier 






* Complete Range of Sizes, 34¢”- 114%” 
* Drop Forged from Top Quality Steel 

* Accurately machined and scientifically heat treated 

* Gleaming polished chrome finish 

* Balanced weight and improved design 

* 1714” long — Weight 5 lbs. — Individually wrapped 









5 and 6 piece sets also available 
34” - 7” 5645 MHP 34” - ” 5646 MHP 
PRICED EXTRA LOW | 
FOR QUICK SALES 























5-PIECE SET (Shown) No. 5545 MHP 
6-PIECE SET No. 5546 MHP 


Both of these low-priced, fast-selling sets have high 
quality construction features. Durable Barcalite finish. 
. . . Ask your jobber about these and other Barcalo 
wrenches and pliers. 
























Pe & 





BARCALO MANUFACTURING COMPANY, BUFFALO 4, 
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It should be approximately level, 
but with sufficient slope for surface 
drainage. Boring tests should be 
made to determine the bearing 
characteristics of the soil and the 
presence and type of ledge. 

Are services such as electricity, 
water, sewage, fuel, as well as fire 
protection available? 

How is it situated in respect to 
the highway network? Are there 
two or more access roads available? 
Are there parking or trucking re- 
strictions in that area? 
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Can a railroad siding be brought 
in? Bear in mind that a rail siding 
is generally limited to little more 
than 2 pet grade and the effect this 
can have on the location of your 
building on your lot. 

What kind of service will we have 
from common carriers and what is 
the time of their last pick-up. 

Let’s be sure we have plenty of 
room; room not only for this pres- 


ent expansion, but for future 
growth as well; room for proper 
Joading and unloading facilities; 
room not only for customer park- 
ing, but for employee parking ag 
well. When you leave the center 
of town, customer parking seems 
less of a problem, but the employee 
parking problem increases. 

In our own particular case we 

(Continued on page 164) 





by Mark J. Lacey 


President 
Peck, Stow & Wilcox Co. 
Southington, Conn. 


No doubt many of you read the 
various articles which appeared in 
Fortune recently. I concur in the 
view that the powerful, increasing 
productive capacity of this coun- 


Emphasis on Selling 





“, .- if you don’t have more 
and better selling, then you are 
bound to increase overhead ...’’ 


try can be a danger that might 
—and suddenly, too—have mer- 
chants so swamped with inven- 
tories that indigestion and bank- 
ruptcy could become synonymous 
terms. 

It has often seemed to me that 
merchandising or selling firms 
honestly feel whenever their busi- 
nesses are good that they have 
been selling successfully. Like- 
wise, mistakenly, whenever their 
results are poor’ they think that 


their traveling men aren’t good 
salesmen. 

They blame the salesmen in poor 
times and put them “on commis- 
sion” when conditions improve. 

What really is salesmanship? I 
often wonder how many of the 
thousands upon thousands directly 
concerned with attempted selling 
ever tried to think through for 
that answer. 

I started out at the green, small 
town age of 17, selling horse-shoe 


New AHMA Executive Committee Members 





OSBORN 


Turnbuckles, Inc. 


R. R. 





M. H. GEISKING 


Tennessee Coal & Iron 





Div. 





noe /¢)\ 
ROBERT G. PATTERSON 


Lamson & Sessions Co. 
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JOHN C. CAIRNS 
The Stanley Works 
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WINCHESTER Digwledd 








whut You want for 
1 MORE SALES 





Give a 











WINCHESTER * 


\nuo’s FINEST RIFLES & SHOTGUNS “77 


wivcnesTeR —the Lifetime 









Gift | 
















Holds and displays any model WINCHESTER firearm. Puts 
your best-selling WINCHESTER model right in the limelight, 
in your window, on your back counters or display counters, 








SELL YOUR CUSTOMERS ON GIVING 


WINCHESTER 


TRADE - MARK 


FIREARMS THIS CHRISTMAS 
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FULL COLOR WINDOW STREAMER 


Will help you sell WINCHESTER firearms for gifts 
when they see this attractive 9’’ x 24’’ streamer in your 
window or prominently displayed inside your store. 


4 COLO 


Say: “‘Give 
your store 
these tags ( 













L TAGS 


a WINCHESTER” to 
traffic. You can hang 





4’’ diameter) from light- 


cords, gun trigger guards, or barrels 
...in your window or anywhere in 


your store. 


ANOTHER 





oun | PRODUCT 


ARMS AND AMMUNITION DIVISION 
OF OLIN INDUSTRIES, INC. 
NEW HAVEN 4, CONN. 









































nails, and after floundering around 
in my attempted selling work, I 
became acquainted with an experi- 
enced old-style whiskey salesman 
whom I admired because of his ap- 
pearance, so eloquently reflecting 
his success. His topcoat had silk 
facing on the wide outsides of the 
lapels. 

He was probably two-thirds my 
presents age and looked to me to be 
ready for social security—only, at 
that time the Democrats had not 
begun passing out taxpayers’ 
money. 

Traveling on a slow train on the 
upper Peninsula of Michigan from 
Marquette over to Ishpeming, and 
being aware of how ambitious I 
was to become a salesman, he told 
me: “There is only one thing to 
this business of salesmanship, 
Jack.” 

“Only one?” I asked, sure in my 


own mind that I unsuccessfully 
had already tried out at least 1,000. 

“Yes, only one,” he said. 

I impatiently pleaded with him 
to tell me what that one thing was 
that might make a salesman out of 
me. After sufficient pause to make 
me anxious enough, so the infor- 
mation would become a lesson— 
because he meant well, and was 
really trying to teach me—he told 
me these words which I still re- 
member vividly after nearly 40 
years: 

“Jack, the one and only real sell- 
ing part of getting an order is to 
know just when to hand the saloon- 
keeper the pencil with which to 
sign the order.” 

He was exactly 100 pct correct 
—al] the other work before and 
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after is only preparation, to and 
for the processing, in contradis- 
tinction to the selling factor ip 
business. 

I contend that salesmanship in 
one sentence is: Inducing the pros- 
pect to do what you yourself would 
like to have him wish to do. 

When Christopher Columbus in- 
duced Queen Isabella to pawn her 
jewels in order to get the money to 
finance his trip to this side of the 
world, that was a sale that Colum- 
bus made. 

Another excellent example of 
real salesmaking is the circus. It 
reaches the territory, sets up shop, 
rain or shine, sells and moves on. 
It needs to repeat that sale again, 
day after day. That is successful 

(Continued on page 160) 





by R. M. Noyes 
True Temper Corp., 
Fishing Tackle Division, 
Geneva, Ohio 


We have heard much in recent 
years of material shortages, alloca- 
tions, price control, Fair Trade, 
overstocks, understocks, expanding 
markets, declining markets, and the 
other problems which have con- 
tinued to plague the fishing tackle 
industry as well as most other in- 
dustry for the past 10 or 15 years. 

These are important problems 
and have and should come in for 
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Fishing Tackle Outlook 





“‘..- The long range outlook 
depends on selling better tackle 
and creating more and better 


fishing facilities...’ 


‘ 


full attention and discussion. It 
is not intended to minimize or skip 
lightly over them. However, they 
are, by and large, problems of the 
moment, and when as and if they 
are solved or eliminated, they will 
be replaced with other problems of 
equal importance. 

It is a dangerous thing to en- 
deavor to predict the future. Asa 
matter of fact it is impossible to 
do so with accuracy. 

It seems logical, therefore, to 
discuss the “Outlook for Fishing 
Tackle,” not in the sense of 
prophecy or prediction, but rather 
as a viewpoint; how it looks from 
here, under conditions existing at 
the present time. 

Our outlook should include both 
the immediate and the long range 
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viewpoint. The immediate outlook 
for fishing tackle is good. On what 
is this viewpoint based? The fol- 
lowing: 

Materials are adequate; inven- 
tories are healthy; buying is cau- 
tious; selling is energetic, and 
promotion is intense. 

All of these factors indicate a 
vigorous and active business season 
ahead. 

The materials shortage feared 
last year did not develop to the ex- 
tent anticipated, and it would ap- 
pear that with the relaxation of 
materials controls that procure- 
ment will present very little if any 
problem. 

Inventories are unquestionably 
in a far healthier state than they 
were a year ago. This is true of 
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No hardware dealer using the McKay Silent Chain 
Salesman needs a long winded sales story. The 
Silent Chain Salesman shows nine actual chains, 
lists sizes and prices. You can increase chain sales 
easily with this ‘packaged promotion.’ Write and 
find out how! 


THE COMPANY 


440 McKAY BUILDING «+ PITTSBURGH 22, PA. 


Since 1881 
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both retail and wholesale opera- 
tions as well as the inventories of 
manufacturers. 

Buying is cautious indicating the 
availability of more desirable mer- 
chandise in great volume. 

Selling is energetic because of a 
highly competitive industry pro- 
ducing goods in more than adequate 
quantity for its specialized market. 

Promotion is intense which again 
reflects the competitive situation 
of the industry. Each manufac- 
turer, wholesaler and retailer may 
employ different methods of promo- 
tion, but promote he must, if he is 
to enjoy continued growth. 

Therefore the immediate outlook 
is good. 

The long range outlook, unfor- 
tunately, is not so bright. Perhaps 
it is because it is a bit further away 
that we do not see it clearly. Per- 
haps it is because we all are in- 
clined to procrastinate and let to- 
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morrow take care of itself. 

The problems of production in 
the tackle industry are largely be- 
hind us and the problems of selling, 
distributing and promoting are the 
ones that require our attention and 
effort. 

These three functions, selling, 
distributing, and promoting are so 
closely related that at times it is 
difficult to determine where one 
ceases and the other begins. I[n 
fact, it is entirely probable that 
each is a part of the other. 

It would seem that we are con- 
fronted with two basic problems in 
the tackle industry which demand 
correction if we are to continue to 
expand our market. As a matter 
of fact, continuance of our present 
market depends on recognition and 


acceptance of these problems with 
determined effort to eliminate 
them. 

These two problems are: the ten- 
dency to sell our merchandise down 
rather than up, and the failure of 
the tackle industry as a whole to 
take constructive action for the im- 
provement of sport fishing. 

Taking the first problem for con- 
sideration, it is a regrettable fact 
that the per capita annual expendi- 
ture for fishing tackle of the aver- 
age sport fisherman is under $5.00. 
This figure is computed by dividing 
estimated annual retail sales value 
of sport fishing equipment by the 
number of fishing licenses issued 
annually in the United States. 

Estimated sport fishing tackle 

(Continued on page 169) 


A New Shooting Market 





“*, .- Development of the target 
shooting market offers tre- 
mendous possibilities for greater 


sales and profits .. . 


The answer as to how well whole- 
salers are prepared for the new and 
big post-war sports market can be 
found in the great number of pro- 
gressive and successful sporting 
goods departments in operation 
today, contributing so importantly 
to wholesale volume. 

Discarding old ideas about the 
sporting goods business in favor of 
up-to-date hard - hitting buying, 
selling and merchandising policies, 
wholesalers embarked on new pro- 
grams covering all phases of sell- 
ing—from sales training to sales 
trailers; from new accounting sys- 
tems for retailers to improved store 
arrangement plans. 

Alert to the fact that their re- 
sponsibility, as a distributing force, 
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extended right down to the retail 
counter, they knew that it was not 
only necessary for them to have the 
right merchandise at the right 
time, and at the right price, but 
that they also had to show their 
customers how to sell that mer- 
chandise. 

Aggressive sales and promotion 
programs were undertaken which 
began with the education of their 
own salesmen and followed through 
by showing and encouraging re- 
tailers to use ideas for window and 
store displays, store arrangement, 
store promotion, advertising, di- 
rect mail, and all the other tech- 
niques required to move merchan- 
dise over-the-counter to the ulti- 
mate consumer. 








by J. J. Callahan 
Manager, Sales Promotion Div., 
Remington Arms Co., Inc. 
Bridegport, Conn. 


A splendid job has been done and 
I feel that you wholesalers are to 
be congratulated on the part you 
have played—the efforts you have 
extended at considerable cost in 
both time and money toward the 
development of the sporting goods 
market. 

I want to discuss a part of that 
market which may have been a 
little neglected and yet, in our 
opinion, both as a manufacturer 
and a devotee of the shooting 
sports, has tremendous possibili- 


HARDWARE AGE, OCTOBER 30, 1952 




















AS! 


THE F 
nomen 


HARDY 






ems with 
mMinate 


: the ten- 
ise down 
ailure of 
whole to 
r the im- 


for con- 
ible fact 
expendi- 
he aver- 
r $5.00, 
dividing 
es value 
by the 
| issued 
tes. 
tackle 





iv., 


2 and 
re to 

you 
have 
t in 

the 
‘oods 


that 
mn a 
our 
urer 
ting 
bili- 








PEXTO’S NEW 


DELUXE EASILY MOVABLE — ceie.cLEANING 











Jool Bar 


THE WORLD’S GREATEST TOOL SALESMAN 











Aik the merchant whe owns one! 






















Heavy duty swivel, 





rubber wheel Casters 


Overall dimensions: 
60%" long x 30%" wide x 61%" high 





Occupies only 1% sq. yds. 





of floor space 


Wageless extra Clerk 
Works when ever Store is 
open — It helps sell! 


THIS COPYRIGHTED SYMBOL ON A 
TOOL AS PART OF ITS BRAND 
SIGNIFIES THAT WE GUARANTEE IT. 








ASK SALESMEN OF OUR WHOLESALE DISTRIBUTORS 


THE PECK, STOW & WILCOX COMPANY... Since 1785 .. 


THE HARDWARE RETAILERS’ PROFIT-MAKING TOOL SOURCE 





. SOUTHINGTON, CONNECTICUT, U.S.A. 
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ties. It is what we call “inanimate 
shooting” and covers the target 
shooting sports; i.e., rifle shooting, 
trap and skeet shooting, and pistol 
and revolver shooting. 

Let’s start with these questions. 
What is the basis for the belief 
that there are new opportunities 
for more sales of the types of fire- 
arms and ammunition used in the 
target shooting sports? Why is 
the present a favorable time to 
move into this field? In what ways 
can those of us interested in the 
shooting sports take advantage of 
the favorable conditions? Perhaps 
these pertinent marketing facts 
will point up the answers. 

Some of the greatest market 
changes in our history occurred 
between the years 1940 and 1950. 
For example, the population during 
that decade increased by 19,000,- 
000 or about 14 pct. Each month 
it is continuing to increase at a 
rate about equal to a city the size 
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of Hartford, Conn., or Des Moines, 
Iowa. This tremendous and con- 
tinuing growth in population is as- 
surance, of course, of thriving mar- 
kets for the future. 

In that same period, a great up- 
surge of interest in hunting and 
shooting took place. The millions 
of men who served in the Armed 
Forces learned to use firearms skill- 
fully and when restored to civilian 
life, found new pleasure in the 
shooting sports. This was reflected 
by the increased sales of hunting 
licenses and the burst of new 
sportsmen’s clubs which far ex- 
ceeded anything seen in prewar 
years. 

Today more millions of our young 
men are in the Armed Services 
and will follow the same footsteps 
as the others before them. 


A comparison shows that in 
1940 the sales of resident hunting 
licenses totaled 7,580,125 and in 
1950 they were 12,626,539—an in- 
crease of 66 pct. It is estimated 
that this market includes at least 
an additional 5,000,000 people di- 
vided in two groups—“inanimate” 
or target shooters, and field shoot- 
ers engaging in kinds of shooting 
not requiring a license under the 
varying laws of the different states. 
That means a combined total of 
about 17,000,000 hunters and 
shooters. 

With the upswing in hunting 
pressure came the problem of ade- 
quate game supply. However, 
through a program of positive ac- 
tion, we have come to learn that 
our game supply can be managed 


(Continued on page-154) 


Getting More Athletic Goods Business 





i 


‘, .. Retail sales can reach 


$500 million by the wholesaler 
selling merchandising programs 


to the retailer... 


For years I was associated with 
one of the large hardware whole- 
salers, and for a great share of the 
time I was with this wholesaler I 
served in the capacity of sporting 
goods specialty salesman. I en- 
joyed the work tremendously, and 
at the same time gained invaluable 
experience. 

This experience and the fact that 
my present firm distributes its 
products through the hardware 
wholesaling channels naturally has 
tended to develop my interest in 
the distribution problems of the 
hardware wholesaler. 

The study of my subject, caused 
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me to look back to my own whole- 
sale hardware experience begin- 
ning 35 years ago, and to review 
the mental pictures of the hundreds 
of retail hardware stores in many 
different states that I used to visit 
with a catalog and sample line of 
sports equipment. 

What stands out clearest is the 
fact that the hardware trade was, 
for many years before and for 
some years after that period, the 
king bee in the sale and distribu- 
tion of athletic goods. 

Allow me to remind you that 
with the hardware trade and its 
special trade publications, “Sport- 


by Carl J. Benkert 
President, 

Hillerich & Bradsby Co., 
Louisville, Ky. 


ing Goods” is a very general term 
applied to any item for recreation 
and play. But at the same time, to 
many in your field its definition 
does not go beyond hunting and 
fishing. 

The items for these two great 
pursuits certainly come under 
sporting goods. However, there 
are many more products which 
come under the general heading of 
sporting goods, and in this connec- 
tion there is one outstanding major 

(Continued on page 173) 
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EXPLANATORY NOTE OF PRICES 


items 1, 2, 3, 4 and 6 represent dollars per gross ton 
(2240 lbs.) 
Item 5 represents dollars per net CWT (formerly 


quoted per gross ton). 
Items 7 to 19 represent dollars per hundred pounds. 
Item 20 represents discounts from price list which 
would need to be consulted. 














EB pitor’s Note: Hardware Age presents herewith the revised 1952 edition of the Table of 
Values of Iron and Steel, Wire and other Metals Used in Hardware Manufacture. The 
of Hardware Age express their appreciation to Oliver Brothers, Inc., compilers of this ¢ 


permission to publish this chart. 








Col. No. 1 2 3 4 5 6 7 8 9 10 
Item Price Sept. Sept.5 Oct.2  Oct.1 Nov. 1 Dec. 22 July July Mar. | Jan. | Ja 
No. Material Based, 1899 1900 1902 1904 1905. 1906 i907 1908 1909 | 1910 “1 
: Pig Iron, Basic Youngstown 16.75 23.00 22.00 14.50 14.96 | 16.83 | 12 
"| Foundry Pig Iron, No. 2 Chicago 21.00 16.50 | 23.00 13.50 17.75 25.60 24.60 17.50 | 16.60 | 19.00 | 14 
Bessemer Pig loon Pittsburgh 23.75 14.00 21.75 12.85 | 16.85 23.85 22.90 16.90 16.40 | 19.90 | 15 
Steel Billets, Bessemer... Pittsburgh | 38.00 17.60 29.00 19.50 26.00 29.50 34.00 27.00 25.00 | 27.00 19 
Wire Rods... Pittsburgh 33.00 35.60 26.00 32.00 39.00 36.50 33.00 33.00 | 33.00 24 
| | Heavy Steel Scrap Chicago 15.60 9.00 18.50 10.00 14.60 17.50 16.50 11.50 12.60 16.60 10 
| Merchant Steel Bars Pittsburgh 2.50 1.10 1.60 1.30 1.60 1.60 1.60 1.40 1.20| 1.48 1 
| Tank Plates... Pittsburgh 2.75 1.10 1.75 1.40 1.75 1.70 1.70 1.60 1.30! 1.55 1. 
Structural Material Pittsburgh 2.25 1.45 1.85 1.40 1.70) 1.70 1.70 1.60 1.30 1.55| 1. 
"| Steel Sheets, No. 24 Black Pittsburgh 3.00 2.75 2.40 1.75 1.90 2.25 2.25 2.15 2.00) 2.10 1. 
‘Steel Sheets, No. 24Galv. Pittsburgh 2.60 2.70 3.10 3.25 3.05 2.75| 3.00. 2. 
Barb Wire—Galv. Pittsburgh 3.25 2.80 2.60 2.05 2.25 2.45 2.45 2.40 2.40 2.15) 1. 
: Wire Nails --Standard Pittsburgh 2.65 2.20 1.90 1.60 1.80 2.00 2.00 1.95 1.95 1.85 1. 
Cut Nails Pittsburgh 2.40 1.95 2.05 1.60 1.65 2.05 2.05 1.75 1.80 1.80 1. 
| Copper, Ingot. New York 18.50 16.75 11.55 12.76 16.62! 23.00 21.00 12.8715 13.00 13.93 14. 
| Spelter—Zine St.Louis 5.35 4.02'; 5.25 5.00 6.10 6.55 5.80 4.35 4.65 6.00 6. 
17 | Lead—Pigs St.Louis 4.50 4.321) 4.10| 4.20 6.25 6.15 6.00 4.40 3.8215 4.60 4. 
8 | Tin—Pigs.. New York | 32.00 30.75 25.00 27.86 32.60 42.70 40.25 27.20 28.65 32.74 44. 
| Tin Plate Pittsburgh | 4.65 4.65 4.001 3.30 3.45| 3.90 3.90 3.70 3.45 3.60 3. 
| Steel Pipes _.. Pittsburgh | 10% | 67% | 784% 19% 16% 72% 74% 79% | 78% | BL 





Col. No. 1 2 3 4 5 6 7 8 9 10 11 


RINCIPAL IRON, STEEL, WIR 


Used in manufacture of Hardware & K 


tion of the Table of Market 
-e Manufacture. The editors 
compilers of this data, for 











Table of Values of 


From 1899 to Sept. 195 


one ER's Note: Prices under the heading ‘““March 21, 1919,” and those marked by dagger (t+ 
U. S. Steel Corp.’s prices (to which they adhered strictly) and which prior to NRA were 

lowed by the independent mills. From Jan., 1920 to Jan., 1921, in some instances, two sets of p 
on the chart because of the two markets prevailing on certain steel items. In such instances the 
each individual box indicates the one adopted by the U. S. Steel Corp. and the other price indic 
were secured in the open market. These two markets were caused by the Steel Corp. maintaining 
gested in Washington in March, 1919, while the outside market was regulated to a considerabl 
law of supply and demand. This dual price market ceased to exist in November and Decemb 
mand had fallen off. 
Attention is particularly called to the long price movements starting in April, 1915, advanci 


July, 1917, to points that probably will not be surpassed in this generation. In November, 1917, pr 
with or fixed by the Government on a majority of these items. The strong market continued unt 
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ere was a “marking time” or gradual easing off until late 1919, when the market began 
ps and bounds until July, 1920. This was the turning point of the greatest inflationary 
witnessed, which was followed by the Post-War deflation culminating early in 1922. Per- 
however, was the steady recession in prices from April, 1923, to September, 1929, when 
Y mounting, together with profits, to record heights. 

gures represent the period of the culmination of the banking crisis. Those for August, 
Code prices under the NRA filed Aug. 29 of that year. The June, 1938, figures reflect the 
inced near the end of that month when the basing point system was broadened by the ad- 
-ket centers, and differentials in price at the various basing points were eliminated or 


rices marked (*) are based on ceiling prices established by Government Price Adminis- 
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SET No. H 
in box—w 
for. fast chi 





Wew ldeas for Gift Merchandise 


For the Hobby Man 


SET No. H45 — High Speed Steel Drills with 
new fast-starting point for metal—%4’’ shanks 


fit all electric hand drills. In plastic box. 


Here's a Stocking Gift 


SET No. H14 for wood — Carbon Steel 
in box—with new design—wide smooth 


for fast chip removal. 4” shanks fit all electric 
hand drills. Equipped with Christmas sleeve, 


STANDARD [OOL (0. 


we 


EQUALLY GOOD FOR 


YEAR ARO 


You can increase holiday 
sales and profits by stock- 
ing and displaying Standard 
Drill Sets because: 


They are nationally adver- 
tised. 


They are packaged for bigger 
unit sales and ease in stock- 
ing and display. 


They require but little count- 
er or shelf space —give you 
big dollar business in small 
packages. 


They providea range of prices 
to fit the needs of all holiday 
shoppers. 


They are preferred for qual- 
ity. Since 1881—Standard 
Shield Brand Tools have been 
the choice of industry. 


Store selling helps are fur- 
nished free of cost to you. 


There are hundreds of home 
workshop owners, sheet 
metal workers, plumbers, 
carpenters, electricians, farm- 
ers‘and other mechanics 
among your customers who 
will welcome the conven- 
ience of buying these drills 
from you, 


Your distributor supplies 
them in the quantities, you 
want when you want them. 


SHOW THIS ADVERTISEMENT TO YOUR 
DISTRIBUTOR’S SALESMAN. ASK FOR 
AN ASSORTMENT OF STANDARD 
PACKAGED DRILLS AND FREE SELLING 
HELPS TO INCREASE HOLIDAY SALES 
AND PROFITS, 


Drills 
flutes 


UND SELLING 


Companion Pieces 
for Electric Drills 


When you sell an electric drill suggest a 
Sturdy Drill Set for metal. Three new 
sets of strong fast-working metal drills. 


SET No. $8 — 8 drills, 
sizes Y’" to ¥2’" by 16ths 


SET No. $S11—11 drills, 
sizes ,’’ to ¥%”’ by 32nds 


SET No. $13—13 drills, 
sizes Ve’. to %4"" by 64ths 


Attractive set-up packages 
display and protect drills, 


Store Selling Helps — 


We furnish free: 
® Christmas sleeve for Set No. H14 
® Newspaper mats and electros 
® Store banners for your tool dept. 


3950 CHESTER AVENUE 
CLEVELAND 14, OHIO 


New York « Detroit + Chicago « Dallas » San Francisco 
THE STANDARD LINE: Zwist Drills « Reamers « Taps « Dies » Milling Cutters + End Mills « Hobs » Counterbores + Special Toold 
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Easiest Operating 





No.136 — 2Gal.+Mix 


‘MoTO-FAiL 


—A revolutionary new compressed 
air, hand-carried auxiliary gasoline 
tank, with ease of use unmatched 
by any other on the market! MOTO- 
FIL is especially designed for filling 
small gasoline tanks on garden trac- 
tors, power lawn mowers, outboard 
motors, portable saws, camp stoves, 
power-driven farm equipment. No 
more messy spilling, pouring, or 
overflowing the fuel tank. Sports- 
men will appreciate its 4-foot neo- 
prene hose which affords “long 
reach” and permits safe refilling of 
outboard motor fuel tanks in rough- 
est water. Gasoline may be dis- 
charged with one hand using trig- 
ger control; pressure builds up 
quickly with a few pump strokes. 
Curved nozzle does away with fun- 
hels and spouts. A natural year 
‘round traffic-builder that’s low- 
priced, yet allows full mark-up. 


Write for complete details. 
*Reg. Trade Mark. 








NEW CYLINDRICAL 
KNAPSACK SPRAYER 


No. 650 
4 Gal. 


Priced for ex- 
tra volume 
sales. Easy 
operating 
slide pump— 
adjustable nozzle. Zincgrip 14” 
x 914” tank with comfortable 
shoulder straps. 











R. E. CHAPIN 
MANUFACTURING WORKS, INC. 


200 CHAPIN ST. BATAVIA, N. Y. 
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Sporting Goods Shows 





To date, we have put on three 
shows—all three promoting fishing 
tackle. Our first was in January 
50. It was a two-day affair with 
most of our key fishing tackle man- 
ufacturers participating. The fac- 
tories did a swell job for us—not 
only were their individual exhibits 
outstanding but also the personnel 
in charge of each booth were tops, 
and well qualified for the job. 

Naturally, being perhaps the first 
show of its kind put on in Memphis, 
the dealer attendance was very 
good and as a result—we didn’t 
have sufficient sales help to take 
care of the dealers properly who 
came in. 

Our second show took place in 
January ’51, and we made several 
changes. We did not ask our fac- 
tories to participate. We made it 
two weeks instead of two days. It 
was well promoted in advance. By 
this we mean—our hardware and 
sporting goods dealers were not 
only advised but also urged to come 
in. Our salesmen were asked to 
either bring or send in their cus- 
tomers. 

Records indicate about the same 
number attended as at our first 
show, but we wrote up consider- 
ably more business. 

Our third show was in January 
of this year but both attendance 
and sales were somewhat off from 
last year. Whether this was due to 
the glamour wearing off, or due to 
general conditions, we haven't 
determined, but we are going ahead 
with plans for our fourth show 

which will take place some time in 
January ’53. 

We hold our shows in one of our 
local hotels, and we display those 
items we usually carry in stock, 





grouping kindred items; all reels, 








by John W. Morris 


Vice-president, 
Orgill Brothers & Co., 
Memphis, Tenn. 


regardless of the manufacturer in 
one group; all rods; all baits; and 
lines, etc. 

For our floor salesmen we pre- 
pare in advance special order 
blanks — all priced — and lined up 
with the merchandise displayed. All 
the salesman does is simply accom- 
pany the dealer down the aisles and 
fill in the quantities. From there 
the credit man usually takes over 
with his pet hobby, dating. 

We have come to the conclusion 
that if we expect to remain in the 
sporting goods business, we must 
continue our shows, for the time 
being at least, and, of course, our 
biggest problem is, “How can we 
increase our dealer attendance?” 
This we know will call for not only 
more, but also something new in the 
way of promotion. 

We must make our shows at- 
tractive and worth while. We hear 
a lot about super markets cutting 
into our hardware dealers — spe- 
cially on housewares. We feel that 
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ROTARY / 
POWER | 
MOWERS 


introduce 
revolutionary advances 


Loaded with advantages and features far beyond anything found in 
today’s ordinary rotary mowers, these two new Eclipse models are here 
just in time to cut you a big share of the new high demand for power mowers 
forecast for 1953. Designed with the specialized skill that has made 
Eclipse the “buy-word”’ in mowers for over 50 years. . . these 
new models offer undreamed of safety, economy, 
trouble-free performance and maneuverability . . . just what 
your prospective buyers have been looking for. 


HAND 
PROPELLED 


convertible to power propul- 
sion through addition of 
power-driven caster wheel. 


ADD UP these “PLUSES”...and you'll know 
why there’s more profit in featuring Eclipse 


A complete line of hand and power mowers 
identified by the best known name in the busi- 
ness...exclusive and outstanding features. ..prof- 
itable accessories... nationwide acceptance... 
consistent powerful national advertising ...an 
unmatched reputation for quality...a warranty 
with every model... outstanding dealer rela- 
tions...availability of parts and service... hard 
hitting sales and promotion support in your 
local market and a lot more we would like to 
tell you when you... 


BOTH NEW ECLIPSE ROTARY 
MOWERS PROVIDE OUTSTANDING FEATURES 


Extra safety of specially designed Power driven caster wheel turns 
steel housing. Cutting knife does full 180° (can be added later 
not project. if desired.) 

No windrows ...no raking... $ Correctly balanced weight for 


mulches grass...spreads cuttings best performance 
evenly... pulverizes leaves. 


WRITE for the full story of Eclipse Lawn 
Mowers and the Eclipse Franchise 


THE ECLIPSE LAWN MOWER CO. 
Division of Buffalo-Eclipse Corporation 
3810 Railroad Street Prophetstown, Illinois 


@ Finger-tip throttle control and 


adjustment from 1 to 3 inches. governor. 


Exclusively designed cutting knife 1Q Finger-tip clutch control on 
of hardened special carbon steel, power-propelled model. 
full 20” cut. 
Eclipse own shock absorbing 
coupling blade to engine. 

6 Famous Eclipse Natural Grip ¥@ Uniform cut on lawns, weeds x 
adjustable tubular steel handle. and heavy grass. a 


¥q Briggs & Stratton 4 cycle, 2 hp. 
vertical shaft type engine. § 





8 Model names are 
registered trademarks 
of The Eclipse Lawn 
Mower Co. 
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Model L 16” and 18" 
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Vogue 16” and 18” Parkhound 21” Rolloway 25” Rocket 20” Tornado 800-36” Lark 18” 
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REG. U. S. PAT. OFFICE 


SPINTITE 


ORIGINAL 


WRENCH 
WITH THE 
SCREWDRIVER 
ACTION 


@ ASSEMBLY WORK 
@ REPAIR WORK 

@ RADIO 

@ TELEVISION 

@ INDUSTRIAL 

@ AIRCRAFT 


STEVENS WALDEN, Inc. 
WORCESTER 4, MASS. 








by urging our independent dealers 
to visit our shows, we can help 
them modernize their sporting 
goods departments — particularly 
those who are luke warm about 
their sporting goods sales—thus 
keeping this business in the inde- 
pendent hardware store. 

We also feel that our shows are 
very helpful, not only to our deal- 
ers, but also to yourselves. We 
learn a lot from our dealers. They 
tell us what items are “hot,” and 


what they don’t buy, we soon get 
rid of. 

From us, our dealers learn about 
new lines they know very little 
about—lines that other dealers sell. 

At the conclusion of our show, 
we usually manage to sell most of 
the goods on display to one or more 
dealers. This eliminates a lot of re- 
packing trouble. 

To repeat, we think our shows 
are not only profitable, but are a 
necessity. 
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Order Picking 





There are almost as many 
ways of order picking or order 
working as there are wholesale 
hardware distributors. This is the 
result of many diverse types of 
warehouse operations, ranging 
from the latest one story type of 
operations to multi story ware- 
houses in different parts of a city. 

In order to determine whether 
there was any set pattern of order 
picking procedure carried out in 
the hardware industry, I sent out 
a questionnaire to a representative 
group of hardware distributors. 
Some of the questions asked were: 

1. Do you carry broken stock 
packages on all of your floors; or 
in case of a one floor operation, 
in all of your departments? The 
majority answered that broken 
packages were carried all over 
their warehousing operation. 

2. What type of wheeled appara- 
tus do you employ to accumulate 
your broken stock orders? The 
answers indicated that each dis- 
tributor has a cart or platform 
truck that he has worked out in 
his own organization to do this 
job. There is no evident degree of 
uniformity. 

3. Do you have a special depart- 
ment for packing parcel post or- 
ders? The answers were approxi- 
mately 50 pct, yes, 50 pct, no. 

4. Do you have a special depart- 
ment for working up “will call” 


by F. V. Coke 


Vice-President, 
Van Deren Hardware Co.., 
Lexington, Ky. 


orders? Again the answers were 
about 50-50, yes and no. 

5. In working full package mer- 
chandise, do you have all of your 
merchandise of a certain depart- 
ment or type in one section or on 
one floor? The answers indicated 
about 75 pet of the distributors 
warehouse their full packages of 
a department in one location, or 
on one floor. 

6. Do you work your full pack- 
age orders simultaneously in dif- 
ferent departments, or do you use 
a cycle type of operation in which 
an order starts at one point and is 
added to until it is ready to ship 
out? There were a number of an- 
swers to this question that indi- 
cated that the cycle system seems 
to be used by most of the smaller 
distributors, and that the larger 
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IT ALWAYS PAYS 


TO BUY A 


Wherever superior craftsmen are 
working, you'll find "Vaughan" 
appearing on the tools. Vaughan 
hammers, hatchets and axes are 
flawlessly balanced and designed to 
give perfect results for men 

who work with their hands. These 


men invariably report that “It 


Always Pays to Buy a Good Tool." 


\UGHAN & BUSHNELL 


ANUFACTURING COMPANY 
5 So. LaSalle Street 
ICAGO 3, ILLINOIS 
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| distributors 
| method. 

| ‘f. Is your packing for all orders 
| done at one location? Ninety per 
cent of the answers were no. 

| 8 In order to help your order 





use a simultaneous 













RUGG 
POWER 
_ MOWERS 


Rotary and Reel 
> 
There's no lawn 
, too small for 
— RUGG-mobility. 


picker, do you use your own item 
numbering or factory numbers? 
Factory numbers were used by 75 
pct; 25 pct used their own numbers. 

9. Do you have your floors laid 
out so that fast moving items are 
nearest the elevator or chutes? 
There was only one answer, yes, to 
this question. 

10. Do you have any special way 
to work future orders up so they 
will not interfere with current or- 
der working? It seems that most 
distributors are like ourselves, they 
have slack periods at times and 
ITE they try to work their future or- 
ders up during this period. No one 
u 
] seems to have a better way of 
handling this problem, which some- 
times is rather acute in our own 
warehouse. 







































Mowers for the millions who want power 
and periormance at their price! 
Lightweight, equipped with 2-position 
clutch . . . can be throttled up 

or down to any walking speed. 

Easy starting, cleaner cutting, 
with high “grass per 
gallon” performance. 


UBURB 
8” and 









How We Operate 





















SI a 

naar ttl From the answers to the above 
Pe questionnaire, it was obvious that 
ff each distributor has worked out 





his own order picking problem in 
such a way that is at least ade- 





SPECIFICATIONS 





SUBURBANITE 21”: 1.5 h.p., 4-cycle engine @ 21” 
cutting width e 2” to 2” cutting height e spring 
loaded clutch for automatic re-clutch and permanent 
de-clutch @ crucible steel knife blade @ ‘‘Floating 
handle,"’ vibration-free. 


SUBURBANITE 18”: same as above except 1 h.p. 









quate to serve his own operation. 

It might be of interest to get a 
picture of our own warehousing 
operation. We are a local hardware 
distributor, with 16 salesmen sell- 










engine and 18” cutting width. F 
ing only merchants who buy for 


inventory, for resale to consumers. 

We have no industrial supply or 
contractor business. We operate ex- 
clusively wholesale. 

We employ 15 men in our ware- 
house, or less than one warehouse 
man for each salesman. This in- 
cludes the warehouse foreman and 
two truck drivers. 

































Mulches as it mows. Unique new principle 
throws grass cuttings forward for 
re-cutting to eliminate windrows and raking. 
Weighs only 36 pounds. Easily 
maneuverable on short wheel base. 
Safety-slip clutch stops blade instantly. 
Sucks up weeds and crab-grass seed stems. 


SPECIFICATIONS 


ROTO-RUGG 18”: 1.3 h.p., 2-cycle en- 
gine with direct drive @ 18” cutting 
width e %” to 3” cutting height e 
crucible alloy steel cutting blade, 21/2” 
wide e blade pitched to create upward 
suction @ safety-slip disc clutch pre- 
vents breakage e@ ‘Floating handle’’ 
vibration-free. 


RQTO-RUGG 
18" 


Use Modified Pallets 


Our full package merchandise is 
worked on a modified pallet system. 
The pallets are placed on our ware- 
house trucks (standard 8 by 5 ft) 
| and the merchandise is placed on 

the pallet on each floor and depart- 
| ment until the final point for ship- 
| ping out storage is reached. 
There the pallet with the mer- 
chandise on it is taken off the ware- 
house truck by a fork lift truck 
and put on wall shelves, or in spe- 
cially designated spots for the 
various truck and rail lines that 
| handle our merchandise. We are 
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now operating five fork lift trucks 
and use about 300, 3 by 5-ft oak 
pallets and 200, 3 by 3-ft oak 
pallets. 
Recently in our broken stock de- 
partment, which is all on one floor, 
we have been using super market 
type of carts to work up our or- 
ders. These are easy to manipulate 
around our crowded aisles and seem 
to answer the purpose better than 
our old warehouse type trucks. 


From our recent experience with 
this type of cart, we believe it 
would be most helpful if we could 
have a cart of this type with a 
removable basket. 


Carts Ease Work 


The order picker then could bring 
his order to the check bench, and 
simply lift the basket containing 
the merchandise off the cart, keep- 
ing all of one dealer’s merchandise 
together. This would save the time 
of unloading the cart and also save 
the time of the order checker, and 
finally the packer. 

We have found that there are 
many advantages to using a pallet 
system of operation in a multi 
story warehouse of our type. We 
seem to be continually crowded for 
space, consequently we must utilize 
out 15-ft ceiling by stacking our 
merchandise up as high as possible. 
Without fork lifts, this is a costly 
procedure. With fork lifts, it is 
easy for one to handle up to 2,000 
pounds of merchandise. 

We find that by using a fork lift 
in checking out our orders on to 
the trailers, our checking out time 
is shortened considerably since we 
can set a pallet up in the back of 
a trailer where a man in the truck 
or trailer can store the goods in 
his truck while our checkout man 
can take his fork lift back to pick 
up the next pallet load. 


Fork Lifts Cut Time 


We recently had a group of 
trucking companies tell us that 
they could check out their trailers 
more rapidly at our shipping out 
dock than at any other place in 
the city due to our system with 
pallets. This procedure, of course, 
can be reversed in receiving goods 
since the fork lift operator merely 
has to put a stack of pallets in the 
trailer for the trailer operator to 
load, and than take the loaded pal- 
lets into a storage spot for transfer 
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| RUGG | 
HAND 
MOWERS | 


At a Price for All 


There’s no price f 
you can’t meet. 
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The aristocrat of hand mowers! Never 


before a mower with so many exclusive 
selling features. Set it high, set it low 
by fingertip adjustment, the fixed per- 
fect cutting angle never varies as cutting 
height is changed. Aluminum alloy parts 
for lightweight strength. It’s truly the 
most deluxe, most perfect performing 


mower on the market today. 
af 
. poe 


oe : 


SPECIFICATIONS 


The HI-LO-MATIC: Reel 6”, 5-knife blade double 
riveted to steel spiders @ yoke contains entire 
cutting mechanism, raises and lowers vertically 
@ completely enclosed wheels, 101” diameter 
@ cutting width 17” @ cutting range %4” to 
2%” e@ semi-pneumatic balloon tires @ 


sectional roller. 


eile ee sortase 
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Typical of a complete line of RUGGed 


That Dis 
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hand mowers, realistically priced to appeal 
to all your customers. Each is precision 
built with exclusive RUGG features to in- 
sure years of trouble-free mowing. Each 
has full profit margins and “sell up” fea- 
tures to increase your profit opportunity. 


SPECIFICATIONS 


The E-Z WHEEL: Reel 6” @ 5-knife blade @ 
10” wheels @ semi-pneumatic baloon tires @ 
hardened spring steel bottom knife % cutting 


i 
OAK y, 


range %” to 1%”. 
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Co-op Taxation 





*¢, .. Continued support will 
bring ultimate victory for 


tax justice... 


Important advances in the na- 
tionwide fight for tax equality were 
reported to the National Wholesale 
Hardware Association by Seth Mar- 
shall of Duluth, Minn., chairman of 
its Committee on Co-operatives. He 
attributed a large measure of the 
gains made to the hard work and 
substantial support of the members 
of the association. 

“Continuance of this work and 
support must be relied upon to 
bring ultimate victory in the battle 
for tax justice,” he stated. 

Tracing the series of steps that 
have brought the tax equality fight 
to its present climax, he called par- 
ticular attention to the fact that 
the tax experts of the treasury de- 
partment and the Joint Committee 
on Internal Revenue Taxation have 
stated unequivocally to the tax- 
writing committees of the Congress 
that the corporate earnings of co- 
operatives are fully taxable to them 
at the corporate level before dis- 
tribution of such profits to mem- 
bers, patrons or shareholders. 

He noted that the Committee on 
Ways and Means of the House of 
Representatives came within three 
votes of taxing the co-ops in the 
last Congress. “This was the most 
favorable vote we ever had in that 
committee,” he said. 

Also, he pointed out, the Senate 
Finance Committee voted at one 
time to bring the co-ops under Fed- 
eral income tax, but later reversed 
its earlier action by the close vote 
of 7 to 6. He attributed the adverse 
reconsideration to election-year jit- 
ters on the part of some members 
of the committee. 

In spite of this, Mr. Marshall re- 
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ported to the convention, the Con- 
gress wrote into the bill provisions 
that require co-operatives to report 
te the Internal Revenue Bureau all 
allocations of patronage dividends 
of $100 or more, together with the 
name and address of the recipient. 

“This,” he stated, “has resulted 
in widespread complaint by mem- 
bers and patrons of co-operatives 
that they are being required to pay 
personal income tax in cash on 
patronage dividends they do not re- 
ceive in cash and, perhaps, never 


Were You There? Snapped at Atlantic City 


a | 
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by Seth Marshall 


Duluth, Minn. 
Chairman 
Committee On Co-Operatives 


will.” Farmers and co-op patrons 
in general, he stated, are complain- 


ing to their Congressmen and Sen- | 


ators that the tax should be levied 
at the co-op corporate level. 
“They are demanding that the tax 


should be levied against the co-op | 


which makes the money and keeps 
the money, rather than against the 
farmer or patron who usually re- 
ceives little in cash and the balance 
in script, stock, certificates or book 
credits which, in many instances, 
(Continued on page 139) 
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O-op patrons 


re complain THE ONLY COMPLETE LINE OF 
eo COLORFUL BRUSHES WITH 
sige age ‘IMPACT PLASTIC’ HANDLES 


level. 
2y and keeps 





1 against the A sensationally new innovation that gives 
» usually re- brushes that ‘‘eye and buy’”’ appeal for REAL 
1 the balance . ; 

ae amp tah | IMPULSE buying. 

y instances, | Brushes GUARANTEED against breakage 
e 139) under normal use. Made of durable Sparklene 


bristles in a handsome array of Fiesta colors. 
All price tagged and made with convenient 
handle hang-up hole. Brooms and mops also 
available in attractive assorted colors. 

And the patented CLEANSBEST self-serv- 
ice floor display rack insures rapid turnover. 

With more profit per square foot of floor 
space—and with the new ‘IMPACT PLASTIC’ 
handles, you’ll 

CLEAN UP WITH 





EG. U.S PAT OFF 


H. HERTZBERG & SON, INC. 


2300 FIFTH AVENUE + NEW YORK 37, N.Y. 
Established 1889 
MANUFACTURERS OF BRUSHES, BROOMS, AND MOPS 





Deal 1100 
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HOUSEWARES... 
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& 
KEEPSAKE Stainless Steel Flatware—26 pc. set -8727—$8.95 ' ; bl 
wing athe aaa dessert spoons, salad forks. z {and very profita e} 
he . * 
LES e . ” 
ak. 
ss ; Gift Merchandise 
s BS » by 
SS > | . 
r M4 Let Ekco’s beautifully gift-packaged merchandise put 
ee a ane o Christmas excitement into your housewares sections this 
nar = Fall. In single pieces or handsome sets, they’ll make 
* the heart of your Christmas displays. Be sure you 
2 feature Ekco gifts—America’s most wanted housewares. 


Nationally advertised in leading magazines. Your 
customers are always “open to buy” Ekco and 
Flint, the gifts they give with pride. 







FLINT Holdster Set -7006—6 Knives—$17.95 
6 most used knives in handsome hang-up Holdster 
Other Flint Cutlery Sets $3.95 to $37.95 


















FLINT Stainless Steel Kitchen 
Tool Set -1900—$13.95 
Other Sets $5.95 to $15.95 
So good they're guaranteed 
for 15 years 





FLINT Steakster 7036—6 pc. $10.95 
Hollow-ground, rosewood handles 
Other Sets $4.95 to $19.95 


FLINT Food Mixer 676—$4.95 
Always handy ... does every mixing job better 








EKCO Wall Can Opener 
#891—$4.95 

Recently awarded the 
Can Manufacturers’ 
Institute Seal of Approval 
for excellence 


THE GREATEST NAME IN HOUSEWARES 


e EKCO PRODUCTS COMPANY « 1949 N. Cicero Ave., Chicago 39, Ill. 


Also sold in Canada by Ekco Products Co. (Canada) Ltd., Toronto 
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may never be redeemed in actual 
cash. 

“This understandable reaction on 
the part of the farmer-patron is 
having a profound effect upon the 
thinking of many Congressmen and 
Senators,” he said, “‘and will have 
areal bearing upon their actions.” 

In support of this, he stated that 
many members of Congress have 
been going to our friends there and 
voicing their opinions that the issue 
of tax equality is not only economi- 
cally sound, but politically smart. 

He drew an analogy between the 
Taft-Hartley act and the tax equal- 
ity fight. Mr. Marshall reminded 
the convention that the rank and 
file of laboring people favor the pro- 
visions of the Taft-Hartley act, as 
was demonstrated in Ohio when la- 
bor leaders set out to defeat Sena- 
tor Taft. He stated that the co-op 
promoters will suffer the same dis- 
illusionment as did the labor lead- 
ers, because they will find out that 
the rank and file of farmers and 
co-op patrons are not opposed to 
having their co-ops fairly and 
ecually taxed. 


Looking to the future, he re- 
ported that the coming session of 
the Congress, which convenes in 
January, 1953, must take up tax 
legislation as an important consid- 
eration. This is so, he stated, be- 
cause the individual income tax 
rates that were increased after 
Korea will expire in 1953, and the 
excess profits tax on corporations 
will expire early in 1954. 

“This means that we must be 
ready to renew our fight for tax 
equality in the forthcoming general 
revenue bill with increased vigor 
so that we may translate our pres- 
ent gains into victory,” he declared. 

He outlined a plan of action, 
already developed and set in mo- 
tion by the National Tax Equality 
Association, to accomplish that end. 

“We need more than ever the ex- 
ample and leadership of this asso- 
ciation and all its members if this 
program is to produce the results 
intended,” Mr. Marshall said. “I 
am confident this example, support 
and leadership will be forthcoming 
in the vital months ahead.” 
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Secretary's Report 





The National Production Author- 
ity has been extremely inactive. 
The production facilities of this 
country are such that we have not 
suffered for lack of raw material 
or facilities to fabricate them into 
both military and civilian require- 
ments. 

I am sure that you will all re- 
call the unnecessary restrictions 
which were contemplated during 
the closing month of 1951 and'early 
this year. Happily, these restric- 
tions never took place and appear 
far in the distant past. 

One of our more troublesome de- 
fense agencies is the Office of Price 
Stabilization. It has been manned 
by many able businessmen who 
have endeavored to do a construc- 
tive and intelligent job. 

However, a number of bureau- 
crats and planners have been di- 
recting the policy of OPS and have 
been blocking every effort which 
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by Thomas A. Fernley, Jr. 


Executive Secretary 
National Wholesale 
Hardware Association 


has been made to get practical and 
simple regulations. 

These officials of OPS are ap- 
parently intent on disregarding 
the so-called Herlong Amendment 
which provides that customary per- 
centage markups be allowed. 

They not only tried to do it in 
connection with iron and_ steel 
products but they have now come 
out with Supplementary Regula- 
tion 120 to GCPR which, they 
state, is to provide for increased 




















DASHER WITH 
ADJUSTABLE SCRAPERS 





easy & ASSEMBLE 


WAY AHEAD 


e In Features 
e In Performance 


e In SALES! 





PEERLESS 


Super Value 


FREEZERS 


Beautiful in appearance, 
smooth in operation. The 
PEERLESS Super Value Ice 
Cream Freezer is a superior 
performer. Famous triple- 
action freezing means smooth, 
fine textured cream. Fully 
enclosed, easy running gears. 
Ask your jobber about this 
fast-moving, quality freezer. 


2 to 10 Ots. 
12 to 20 Qts. 


Household Sizes: 


Hotel Sizes: 


Peerless Features: 


GEARLESS CAN TOP 
GEAR FRAME Twas con 


GEARS INCLOSED 






HARD WOOD 
SCRAPER 


STEEL CAN BOTTOM 


The PEERLESS FREEZER Co. 


WINCHENDON, MASS. 
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in-bound transportation charges. 

The paper work involved and 
the complicated and impractical 
methods outlined must have taken 
months of dreaming. It is hoped 
that on April 30, 1953, OPS will 
appropriately retire into oblivion. 

Some of our members are affected 
by the Renegotiation Act of 1951. 


We are keeping a close watch on 
this law and the various regula- 
tions issued under it. 

The monthly business conditions 
report of the Association, covering 
September, is as follows: 


SALES—Sept. 1952 vs _ Sept. 


Nine months 1952 vs 9 months 


INVENTORY—Sept. 30, 1952 vg 
Sept. 30, 1951 

ACCOUNTS RECEIVABLE — 
Sept. 30, 1952 vs Sept. 30, 


(146 firms participating) 


Preserve Free Enterprise 





by James Q. du Pont 


Public Relations Department, 
E. 1. du Pont de Nemours & Co., 
Wilmington, Del. 


If you have come to hear your- 
selves and your fellow business 
leaders patted on the back for your 
fabulous production and sales rec- 
ords, you are wrong. And don’t get 
me wrong, either, on that. I have 
the deepest respect for production 
and sales, and, more importantly, 
for those that can and do produce. 

Production, whether it be grow- 
ing a potato crop to feed a hermit 
or to feed a nation—these things I 
have always deeply admired. 

Just as there is honor and respect 
for material effort and accomplish- 
ment, so, also, I think there are 
dangerous pitfalls. And one pitfall 
is dangerous precisely because we 
are working so hard. We are work- 
ing while Rome burns. 

There is a challenge in work. 
There is a complete, absorbing 
power about good, urgent work, 
making one deaf to the call, on the 
national or international plane, that 
makes us blind to the red hand- 
writing on our wall. 

There are exceptions, I know. 
Great strides have been and are 
being made by small, medium and 
large businessmen and leaders in 
taking up the torch of freedom and 
liberty when threatened by govern- 
ment edict; be it in Russia or Ar- 
‘gentina, or wherever. 
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‘‘... Lhe story of free enterprise 
and freedom needs to be told to 
Mr. Average Man...” 


luptuous lady, production, sitting 
not on the rocks in the River Rhine, 
but in and around the assembly 
lines of American industry combing 
her golden hair and leading us by 
songs of cost reduction, dividends, 
pay increase, pay envelopes; lead- 
ing us slowly but surely to the red 
rocks of destruction. 

I think there is a way out of this 
dilemma, but I am quite sure it 
will take more than full steam in 
the production boilers or full per- 
formance in our sales and research 
departments. 

It will take men with keen and 
deliberate eyes who can see far 


into the darkening social curves 
ahead, and who then can appreciate 
it, but not become or remain totally 
preoccupied with this beautiful 
siren, Production, this wonderful 
wife, called “Work.” 

Rome, our Rome, is_ burning. 
These great and good and once so 
boldly free United States are burn- 
ing. In more spots than one I have 
seen and felt it, and I know it. The 
fires of statism and bureaucracy 
are burning, night and day—some 
so quietly that one could hardly 
realize it, where others in different 
situations find galloping statism; 
not creeping statism. 





New NWHA Executive Committee Members 


a I 








STERLING TUCKER 


SPENCER E. CRAM 
Fones Bros.. Hdwe. Co. 


The W. Bingham Co. 


My first point is this: Many lead- 
ers of American business are still 
dangerously engrossed by this vo- 


JOE W. PITTS 
Brown-Roberts 
Hdwe. & Supply Co. 
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| Arita tecric cook 


Gets Top Christmas Billing! 


Steak Grill 











Double Griddle 





It’s like selling 4 appliances for the price of ONE 


No wonder it’s a Number One Christmas favorite in so many busy appli- 
ance sections! Gleaming glamor, cooking convenience, ample capacity 
for a crowd or a twosome. Sandwiches, steaks, pancakes, hamburgers— 


there’s no end to Lectric Cook’s versatility. Converts in a jiffy to a fully 
automatic waffler with heat control and signal light. Sell it—and profit. 


including 
grids 


Arvin Electric Housewares are loaded with gift appeal! 





Arvin Electric Heaters 


Arvin Automatic Arvin Electric Irons 
$11.40 to $34.95 


Arvin Automatic 
Toaster, $22.95 $9.95 to $12.95 


Coffee-Perk, $29.95 
Electric Housewares Division 


ARVIN INDUSTRIES, INC. COLUMBUS, INDIANA 
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YOUR CUSTOMERS 
KNOW..... 


Nationally Advertised 


STERLING 
KORD 


The modern all- 
purpose sealer! 
on D pro- 
tects best! . . 
Goes farthest! 
Keeps out mois- 
ture, dust and 
cold air . . Does not crack, dry out or 
discolor. KORD Weatherstripping is the 
perfect temporary or permanent sealer. 





STERLING KORD — in the 
5 oz. roll is enough for one 
average window. The 24 
oz. roll is enough for five 
or six average windows. . 
Send today for full infor- 
mation and price list. 





The Nation's’ Most Complete Caulking 
And Weatherproofing Service. 


STERLING PAINT 


& VARNISH CO. 


Malden, Mass. 


181 Commercial St. 
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Most of you, I expect, feel this 
perhaps more painfully even than 
do I, but what do any of us do? 
What do we do when we think of 
this thing? 

What do far too many of us do 
aside from applauding little speech- 
es like this—sending around notes, 
“Dear Joe, I heard this in Atlantic 
City, I thought you would like to 
read it,” or they say, “This is a 
must—read it.” Pitiful! 

What do any of us do when we 
hear the fire alarm of freedom ring- 
ing or see the handwriting on the 
wall? Do we drop our good essential 
work and grab for the fire hose of 
faith and high ideals without which 
world slavery cannot be met and 
then defeated? 


Take Time To Think 


No, we are working while Rome 
burns. And so, we simply press 
down harder on the pedal of pro- 
duction. 

We should take time off from our 
business to do another equally im- 
portant work; to do another equally 
important thing, called THINK. 

And don’t think that you can do 
good work and deep thinking at one 
and the same time. I think you will 
find it is very hard for any one in 
this room to do good, deep think- 
ing, and also do good work or per- 
formance at one and the same time. 

I feel many of us in America, in 
business and in the professions, 
must take time off from our work 
to think and think deeply about 
this specific problem of creeping 


Seen on the Boardwalk 





statism and final, or very often 
final, despotism. 

And, having thought as best we 
can in our own individual ways and 
in our communities and under our 
own local conditions, having 
thought deeply, then we must de- 
vote a generous portion if we can, 
of our time; not money—it doesn’t 
take much of your money, but it 
takes a part of your time to do 
something about this battle for 
men’s minds. 

Some can speak; some can carry 
the ammunition. Some of you, or 
your wives can write television 
scripts or radio talks; some of you 
cannot do these things—but you 
can do other important things. 

You can see to it that the cap- 
able speakers and writers in your 
company or in your community are 
handled wisely, and utilized to the 
hilt. 

Beiter still than all these things, 
here is what we can and must do. 
In the light of our deeper thinking, 
we must improve our behavior; not 
our words. 

We must improve what we are as 
business men. We must improve 
our inner beings because it is our 
actions and what we are as busi- 
ness men that will either be our 
salvation, or. our defeat and de- 
struction. 


Make Men Listen 


Never forget that this Mr. Aver- 
age Man that business must reach 
in telling its story is a man of re- 
action; not action. 

What does that mean? It means 
that if we as business leaders act 
fairly and squarely, to the best of 
our ability, seven days a_ week, 
every day of the year, Mr. Average 
Man of reaction will react properly 
toward us, and begin to listen to 
our story—the story of free enter- 
prise and of freedom. 

Whereas, if we are not right in- 
side, as human beings, then this 
Mr. Average Man will react against 
us, and all, or most of our free 
enterprise and investments and in- 
stitutional advertising, and every- 
thing else of that nature will be 
so much money right down the 
drain. 

Many of you have read Toynbee’s 
great book “Study of History.” 
This great historian has reached 
this conclusion, “. . . that all civili- 
zations follow the same pattern, and 
that the growth or decline of any 
society is almost entirely the re- 
sult of the challenges it has to meet, 
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‘ee enter- MAKES EASY WORK out of painting SEALING GARMENT BAGS against dust NO WONDER “Scotch” Brand Masking 
—masks in a jiffy and strips off clean and moths... holding glued parts... Tape is the one to stock! The “Scotch” 
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r the re- & Mfg. Co., St. Paul 6, Minn.—also makers of ‘‘Scotch” Sound Recording Tape, ‘‘Underseal’”” Rubberized Coating, ‘‘Scotchlite’’ Reflective Sheeting, “‘Safety- 
3 to meet, Walk” Non-slip Surfacing, ‘“3M”’ Abrasives, “3M” Adhesives. General Export: 270 Park Avenue, New York 17, N. Y. In Canada: London, Ont., Can. - 
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WITT CANS! 


The long-lasting satisfaction of WITT CAN owners is 
reflected by jobbers and dealers. They know these 
sturdily built Cans will take any sort of a “licking”... 
recommend them confidently for the roughest service. 
Their faith in WITT's superiority in design, materials 
and workmanship is backed up by a famous guarantee 
.-. WITT CANS outlast 3 to 5 ordinary Cans! 


HERE ARE A FEW REASONS WHY WITT 
IS THE “LAST” WORD IN CANS: 


STRAIGHT SIDES—assure extra re- 
sistance to rough handling. 

DEEP ROLLING CORRUGATIONS — 
run full length of Can, adding 
further rigidity. 

HEAVY GAUGE STEEL—provides bat- 
tleship ruggedness. 

STRUCTURAL STEEL BANDS —protect 
top and bottom of Can and act as 
shock absorbers. 

HOT DIP GALVANIZING—<a hand pro- 
cess after fabrication, insuring heav- 
iest possible rustproofing. 

PINCH-PROOF HANDLES — for easy 
handling. 

STURDY LID—snug fitting, yet easy to 
remove, 









WITT CANS HAVE THE “RIGHT” Wf 


“Originators of the THE WITT CORNICE COMPANY 
Corrugated Can" Cincinnati 14, Ohio 
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and the response it makes to those 
challenges.” It is called “The theory 
of challenge and response.” And he 
documents that with an illustra- 
tion. 

Once, as he tells it, the deserts 
of North Africa were wonderfully 
fertile and supported a big popula- 
tion of hunters. As time went by 
these plains dried up, the game fled 
and the hunters were faced with a 
great challenge—how to survive. 

Some of these hunters were not 
up to this challenge. They couldn’t 
change their ways. They insisted 
on remaining hunters and either 
died out or lived on only in a pet- 
rified form as backward savages. 


Challenges of Society 


Others met the challenge head- 
on, and completely remade their 
lives. They migrated to the Nile 
valley, cleared away the jungles, 
drained the swamps and laid out 
fine farmlands. As a result, they 
prospered and created the splendid 
Egyptian civilization which lasted 
for 4,000 years. 

Toynbee also discovered that the 
challenges a society has to meet 
may be of several kinds. And that 
successfully meeting one challenge 
always evokes a new challenge, but 
Toynbee has found that one suc- 
cessful response to a challenge does 
not lead to a_ second success. 


No Second Chance 


Say that you as a hardware 
group both the sales and manufac- 
turers end of it in your past met 
one great challenge with a very 
successful response. Don’t think 
you can pull the same one over, be- 
cause Toynbee has discovered, as I 
said, that one successful response 
to a challenge does not lead to a 
second success. 

Usually the people become self- 
satisfied, and as one writer has put 
it “The elasticity of thought and 
effort, which is essential to success- 
ful response, is lost. The forms 
(government, culture, habit) in 
which the successful response has 
been made tend to freeze and im- 
pose themselves on the solution of 
the new challenge for which they 
are wholly unsuited.” 

Another observation about busi- 
ness leaders is this: It appears that 
far too many of the too few busi- 
ness leaders who do smell the smoke 
of this fire, who do hear the fire 
alarm of freedom, do little about it. 
Few do anything about it—as I am 
begging you to do—to go back home 
and help fight this battle. 
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DISTINCTIVE, SALES APPE 


You get not one but TWO 
highly attractive packages to sell 
your Oley line of Safety Door 
Stops on sight. Each unit is indi- 
vidually boxed and stocked in a 
24 unit self-selling display box. 
Set it up in a prominent spot 
and watch your sales roll in auto- 
matically. 


SELF-SELLING 
POP-UP DISPLAY 
BOX 


Holds 24 units in a 
complete, compact dis- 
play. Cutaway front 
panel maintains prod- 
uct visibility right 
down to the last unit. 
The display has the 
same attractive, color- 
ful design to identify 
the Oley line of prod- 
ucts your customers 
are looking for. Dis- 
play it in your window 
and near your cash reg- 
ister to give your extra 
impulse sales a big lift. 


RIGID, COMPACT 
BOX CONSTRUCTION 


No more clumsy paper bags or 
crushed “toothpaste” boxes. Oley 
Safety Chain Stops are packed in 
flatter, crush proof boxes for 
factory fresh sales appeal. The 
eye-stopping overall design is 
varnished to sparkle and stay 
clean. Also note inside platform 
tohold chain and fittings rigidly 
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Oley 





See Your Local Distributor 


in place. or Write Direct to Our New York Office 


OLEY Products, Inc. 


OLEY, PA. 
New York Office: 199 Wahl Avenue, Inwood, L. I., N.Y. 


°° OLEY 


> SAFETY CHAIN STOP 


‘ts, 
a 
ee 
peeeeneeeeet 


=F UDPLDDADDE Abobo 


MULL Ty 


{ 
| 


i 
: [/ 
No. 202 


This unusual door stop chain 
assembly provides 50% greater 
strength than any other leading 
make on the market! The heavy 
duty chain is welded for lifetime: 
service. Two springs offer extra 
protection. High lustre, weather- 
resistant plating. Includes all fit- 
tings and screws. Fully guaran- 
teed against defects of materials 
or workmanship. 

Packed: 24 to the display box 
Shipping Weight: approx. 15 Ibs. 





Flat Rolled Steel 


Steel supply and demand should 
reach a reasonable balance during 
the second quarter of 1952. A no- 

' ticeable easing of flat-rolled steel 
. 4 4 items should occur during the first 
quarter. 

But, in the foreseeable future the 


é 
|e 
j business outlook is excellent. De- 
fense spending, which affects busi- 
fe 





ness so greatly, is scheduled to 
reach a peak about mid-1953. It is 
ee expected to continue on a high pla- 

teau for the balance of the year. 
Barring all-out war, steel de- 
mand, next year, will probably re- 
om quire no more than 105 million net 
tons of raw steel production—or 
enough for about 80 million net 

tons of finished steel items. 

Steel capacity is already adequate 
by W. V. Packard to take care of demand. Most prod- 
News—Markets Editor ucts were getting in relatively good 
The Iron Age supply when the industry was shut 
New York City down by strike during last June and 


Atlantic City Convention Report 





July. This strike cost 19 million net 
tons of lost production. 

Capacity as of the first of next 
year will probably be close to 116 
million net tons. In the five-year 
period, 1950 to 1955, capacity will 
have grown from 100 million tons 
to about 125 million tons—a 25 mil- 
lion ton increase. 

The President’s Materials Policy 
Committee estimates that 150 mil- 
lion tons of steel capacity will be 
needed in 1975. This means that 
only 25 million tons of new capacity 
will have to be added in the 20-year 
period — 1955 to 1975. Compared 
with the present great expansion 
program, this would be a very mod- 
erate rate of expansion. 

Although supply and demand will 
be generally in balance by mid-year, 
some products which go largely to 
defense and defense supporting pro- 
grams, will continue in short supply 
for some time. 

Among these are heavy plates 
and structurals, pipe and large 
sizes of bars, both hot-rolled and 
cold-finished. 


The Current Outlook 





The outlook for business is 
favorable. We ought to have ac- 
tive production and sales, and 
firm prices for the next several 
months. After that, as has hap- 
pened from time to time in these 
years since the war, we can prob- 
ably expect a testing period 
around, say, the middle of 1953. 
That is the way the whole picture 
adds up. 

Now, what lies behind it? 

When you approach the ques- 
tion of looking ahead in business, 
I think the most important thing 
to do is to stop and look carefully 
at where you are and how you got 
there. This is particularly impor- 
tant right now, I think, because 
there are so many people who sub- 
scribe to what a friend of mine 

by Robert R. Williams, Jr. 45 called “The Economic Law of 
‘ j Gravitation” — which of course 
Vice-President doesn’t exist—namely, what goes 


Girard Trust—Corn Exchange Bank up must come down. 
Philadelphia, Pa. That so-called “Economic Law 


. 


of Gravitation” has served us 
well, because it has kept us cau- 
tious; made us avoid any specu- 
lation in this post-war period, ex- 
cept on a couple of occasions, or 
in a couple of periods. 

But it isn’t that simple. As I 
see it, there are, or have been, 
operating in these years since the 
war, conditions bringing us to the 
point where we now stand in the 
midst of three economic forces. 

First of these major economic 
forces, has been the tremendous 
demand. We have had the regular 
civilian demand, blossomed up. 
People had accumulated great 
needs during the war when we 
were, as we said at that time, 
“producing guns instead of but- 
ter.” 

Then we had the growth of de- 
mand just from the growth and de- 
velopment of the country. And 
we had increased demand reflect- 
ing new methods and new proc- 
esses and new materials, particu- 
larly in the chemical and elec- 
tronics industries. 

On top of all that we have had 

(Continued on page 153) 
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Editor's Note: Presented herewith is the 1952 edition of the Table of Values of Manu- 
factured Hardware and affiliated lines compiled by Oliver Brothers, Inc., information 
and buying service for wholesalers. This table supplements the Table of Values of 
Iron, Steel, Wire and Metals which is also published as an insert in this issue. 





Dec. 
MATERIAL Unit 1913 


100 Lb. 1.50 


rack bolts, square nut, 3 34x B15 - 100 Lb. 2.15 
100 Lb. 1.90 


| ‘St eel railroad spikes, ? 6 X x 6/2 
Tr. 


Cr row bars, 10 to 26 Ib., average all sizes. 


4 | Striking hammers, Oregon pattern, 6 Ib. : Meadpemaead [ny oy the pice | 4.74 


Doz. 2.43 


3 


| 
| 
| 





5 i Railroad picks, 6 lb 


6 | Machine bolts, 7 54 x 4, C. T., ‘Sq. & ‘Sq. * carload. 100 Pcs. ha 61 
*. 7 |x Hot pressed i nuts, square, bl blank, ‘9 in., hvy., carload. ee stone. Weostons taste ibe | 2.60 2.2 

8 Iron turnbuckles, Ez 6 in., take 1 up, , with stub ends... bandages 100 Pcs. 27.80 26.34 67. 20 

9 |S Spring cotters, steel 3%, x £11, - és ; 1000 Pcs. 0.44 0.41 0.96 


10 | RH. iron rivets, 1{ x 134, in kegs . , 100 Lb. 2.56 2.40 | 8.21 


11 | Upholsterers cut tacks, No. 4, blued, in bulk* . Sana 100 Lb. 5.20 | 4.96 16.25 
12 | Wood screws, flat head, iron (new list prices July 1, 1947). ¥ — Per Cent Off List 0.926 0.920 0.784 





| Shovels, plain back, No. 2, C grade. 


| Ball: tip, loose pin, steel butts, 314 x 316, 25 plated, ‘No. ‘241F 











| Wrought brass butts, 2 in. narrow 





| Stillson pattern wrenches, 10 in., wood handleo 





| Monkey wrenches, knife handle, 10 in. 








Files, 10 in. flat bastard. 


Carbon twist drills, y in., round straight ‘shank, , Jobers ‘Lengths. 


Chisels, plain handle and edge, 1 in. socket firmer. 


Soldering 5 coppers, 3 Ib. per | pr.. nese oor , 0. 201. 2} 0.19 
6.00 5.00 


| Car movers, Badger 9. | . 24.00 25.00 
Wire rope, plow steel, 6 by 19, 5 5% in. bright, non-preformed, f.c... . . e ; 4.41 
(Prices previous to ‘1948 on crucible cast steel, now discontinued. )} 


Post-hole diggers, Eureka pattern. 











Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven®@. Roll of 600 Sq. Ft. 
(Prev. to Sept. 80, 1947 were quoted on galv. after woven n only. ) carload 


nae 100 Sq. Ft. 
Led 








Wire screen cloth, 12 mesh, black, less than carload 
(Prices prior to "1949 quoted per 100 sq. ft.) Now per roll, 36 in. 
width, black 12 mesh, galvanized 18 x 14 mesh. 


Galvanized water pails, 10 qt., light pattern, less than carload soa Gross estes 18.14 33. 60 











Each ~~» 1.80 ~«|:*«+1.80 


29 Finished brass compression bibbs, standard pattern, for I. P. 5 in.#| Doz. . | 3.59 


«Doz. 3.50 | 11.50 


Enameled cast iron sinks, flat rim, 18 x30....... 











30 | Axes, handled, first quality standard grade, single bit, base 
| (Prices prior to Sept. 30, 1951 on unhandled.) ; 
31 Circular spring balances, 30 Ib. c...... a Each 6.00 


32 | Lawn mowers, 16 in., ball-bearing, ‘medium grade, 5-blade (prices Each 2.90 


previous to 1944 based on 14 in., 4-blade, cast iron) 














Col. No. 1 2 

* Prices previous to June, 1926, were on American Cut Tacks now discontinued by most manufacturers. by O.P.A. In many cases this was 

+ June, 1926, to Aer 31980, prices on 13 in.; other prices on 12% in. 942, in other instances by specific 
# 5%” size generally discontinued a 


t New list Nov. 21, 
@ Ceiling prices éstablished by Government Price Administrator in 1941; or later through to 1946 production. spaneenerare ot finishe 
‘i. 





Compiled by Oliver Brothers, Inc.. 


Published by Hardware Age, 100 E. 42nd St., New York 17 


421 Canal St., New York 13, N. Y. 


arket Values of Manufactured Hardw 
From December 1913 to September 30, 1952 

































































































































































































































3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 
July Nov. Jan. March Dec. |, Dec. Dec. Dec. Dec. | March | Aug. July July July June June 
isl? 1918 i920 1922 «= 923° «1926 «= 1926 += 928 | 1929 | 1933'| 1938 i934 i936 | 1987 | 1938 , 1939 
5.00 3.90 3.600 2. 10 3.15 2.80 2.90, 2.80 | 2.80 | 2.15 | 2.40 2.40 2.60 x 3.00 7 3.00 / 2.90 
7.00 4.90 | 5.50 3.00 4.00 4.00 4.25 | 3.81 | 3.81 | 2.86 | 3.41 3.81 | 3.81 4.22 4.22 | 4.31 
6.50 7.60 | 6.25 | 4.60 | 5.75 | 5.75 6.25 — 5.89 | 5.9 | 6.89 — “6.00 6.00 | 6.00 6.30 | 6.30 | 6.15 
10.80 10.80 | 9.23 6.41 8.75 | 8.75 8. 10 | 0.70 | 0.70 | 0.70 | 0.68 0.68 0.68 | 0.60 | 0.65 | 0.59 
(7.29 «9.00 7.69 | 4.86 | 6.20 | 6.10 | 6.00 6.70 5.70 | 5.70 | 6.70 | 5.70 | 6.70 | 6.16 | 6.73 | 6.05 | 
“4.97 3.83 | 4.05 | 1.68 2.43 | 3.04 = 3.04 «3.33 | 8.83 | 2.49 © 3.00 2.70 | 3.16 | 3.42 | 2.78 2.58 
6.50 | 6.50 | 6.50 | 3.25 6.20 4.95 4.95 : 0.656 | 0.555 | 0.41 0.6 50 0.45 | 0.627 | 0.87 0.43 0.44 
57.20 57.20 | 61.60 | 39.60 39.80 49.50 55.00 56.00 | 55.00 | 39.60 | 55.00 | 55.00 65.00 | 55.00 | 55.00 | 46.00 
0.96 1.02 | 0.78 | 0.62 1.05 0.75 0.75 0.78 | oe | 0.78 0.78 0.80 0.76 ++ 0.95 +» «(0.84 ~~ 0.95 
"8.21 | 7.20 | 7.20 , 3.70 6.10 410 4.10 4.32 | 4.82 | 3.90 | 4.10 4.56 | 4.56 | 4.80 5.05 | 4.79 
“16.25 16.10 17.16 | 11.75 12. 40 14.65 «11.255 11.93 | 9.91 | 6.45 8.10 8.37 | 7.63 | 9.15 9.15 | 9.30 
"0.784 | 0.784 (0.82 | (0.885 (0.894 =«0.87 0.882 | 0.646 0.629 | 0.811 0.680 0.726 | 0.783: | 0.700 | 0.783 0.784 
8.60 | 11.61 10.90 | 9.90 | 9.16 | 8.47 8.47 _ 8.28 6.62 | 7.45 | 7.45 8.75 | 8.75 | 9.60 | 9.60 | 9.60 | 
2.76 3.00 3.60 | 2.40 | 2.76 | 2.16 | 1.62 1.97 | 1.62 | 1.61 | 1.81 2.00 | 1.83 | 2.92 | 1.85 | 1.80 
7.17 | 7.81 | 7.02 | 6.49 | 7.20 | 7.90 7.20 7.20 7.20 | 5.84 | 6.48 | 6.48 | 6.48 | 7.20 | 6.48 | 6.83 
9.00 | 10.00 | 10.00 | 8.78 | 9.00 | 7.50 7.60 | 4.86 | 5.13 | 3.25 | 4.63 | 3.92 | 6.13 | 6.80 | 6.38 | 4.85 
10.49 | 11.66 | 11.88 | 7.18 | 9.62 | 9.62 | 9.62 | 9.62 | 9.16 | 6.94 | 5.94 | 6.93 | 7.70 | 7.70 | 7.70 | 7.70 
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1.42 | 1.46 | 1.39 | 1.08 | 0.97 1.41 | 1.41 | 14d | 21622 | tad) 12) 1.83) 01.93) | 143) | 142 | 1.48 
4.01 4.70 56.35 6.49 | 5.35 5.34 6.34 | 5.35 | 5.36 | 5.35 5.35 5.35 5.35 | 5.65 | 6.65 | 5.65 
0.42 0.48 0.29 x ae 0.19 0.21 : 0.2034 0.2834 | 0. 284 7k 0.1: 1234 | 0. 16 0.1635 | at 22% | Ez 48 
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3 4 5 6 7 8 9 10 i 12 13 14 15 16 17 18 
es this was automatic by fixing price ceilings at selling price in effect March, A Price ceiling, March, 1942. 






is by specific O.P.A. ruling. 
scontinued as of March, 1942. %” 


947. 


re of finished all brass bibbs was 


figures show lower price because of greater 
temporarily discontinued on March 17, 


‘j) Later advance allowed by O.P.A. 


In Feb., 1942, 


1942, 


excepting for defense housing, 


manufacture of enarneled sinks was orde! 
of July 31, 1942. A 5 per cent increase was allowed. Their manufacture has been res 


Compiler’s Note: Lists and discounts have been reduced to unit prices or unit quan- 
tity prices as required. In doing this consideration has been taken of the fact that list 
prices on some items have been changed from time to time and the net prices shown 
are based upon the lists and discounts in effect on the dates given. The data for Wood 
Screws represent the discounts reduced to a unit percentage. The prices shown rep- 
resent what would be recognized as a reasonable wholesale price allowed by the manu- 
facturer to the wholesale merchant (the jobber). 
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7 | 1938 1939 1940 | 1941 1942 1944 1945 1946 1947 1948 1949 1950 | 1961 1962 | No. 
) «3.00 2.90 3.00 8.00@ 3.000 3.000 | 3.250 3.65@ 4.85 5.35 | 5.35 6.90 | 7.50 8.00 1 
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Denotes ceiling price. 
Diseontinued temporarily. ' 
© Wood handle permanently discontinued, steel handles only. 


@ 19 gage discontinued, 20 gage now standard. 


' enameled sinks was ordered stopped as 
manufacture has been resumed in Acid 








THE FERRY CAP & SET SCREW CO. 


e e CLEVELAND 13, OHIO 


2155 SCRANTON ROAD e 


\ 
; 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished ae m head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not requized and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


7 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


. SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in poacotins 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


a 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves o different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16”, 3/4",15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 





* 
SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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This hardware store manager installed a new Pittsburgh Store Front the dem 
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end proved set modernization means betfer business ! |: 
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“We have experienced an increase of business since installing our new front and 
have attracted additional traffic to singer while passing the store as well as lure 
prospective customers inside the door,” 

reports W. Howard Connolly, Devils Lake, N. D. 
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MODERNIZED FOR A BETTER SALES OUTLOOK with Pittsburgh Structural Glass; Twindow—Pittsburgh’s window glass with appeared, 
Products . . . including beige, black and wine colored Carrara built-in insulation; and Pittco De Luxe Store Front Metal. paid off, 
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contracted 
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OU, too, can build better business It will help you extend your trading For information about Pittsburgh 

by bringing your hardware store area... boost your sales volume! modernization materials and photo- 
up-to-date with a modern, inviting When you remodel your store be graphic examples of actual Pitts- 
Pittsburgh Store Front. A smart, eye- sure to do a thorough job. Give it a burgh installations, write for our Will’ 
catching front makes your store new sales personality inside as well booklet, “How To Give Your Store That ha: 
stand out from its competitors . . . as out, for it’s the complete job that The Look That Sells.” No obligation, | —it hasn’t 
gives it an air of progressiveness that pays the biggest dividends in in- of eourse. Just fill in and return the Most of 
will impress today’s critical shoppers. creased business. coupon below. nanced by 
; term gover 


Ce nn nr nn nr nr nr nr nr nnn nnn nnn eee 71 governmen 
eee curities th: 


Store Fronts com 2121, 632 Duquesne Wat, into the ba 


Room 2121, 632 Duquesne Way, Pittsburgh 22, Pa. 
Without obligation on my part, please send me a FREE copy of After W 
d Interiors 


ra your y dernizati booklet, “‘How To Give Y St The Look : 
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PAINTS - GLASS + CHEMICALS - BRUSHES - PLASTICS 
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the demand from foreign coun- 
tries to try to rebuild or to main- 
tain their living standards, and 
to get their productive plants back 
on their feet. 


Finally, we have had this ter- 
rific increase in demand recently 
from the necessity of arming our- 
selves once again for self-defense. 


All of that has added up to very 
active markets—and the problems 
have not—in most  instances— 
been the problems of selling, so 
much as they have been the prob- 
lems of supply and financing. 


Bigger Money Supply 


Now, the second major factor in 
this condition that has developed, 
has been the increased money 
supply. This is kind of a techni- 
cal field, but it is terribly impor- 
tant. 


After World War I we had an 
increased money supply, too, but 
there has been a substantial dif- 
ference. The money supply that 
we had after World War I, was 
based in large part on short-term 
debt. We financed a lot of that 
war by short term productive 
loans—manufacturing loans, etc. 


When the war was over, and the 


need for the money disappeared, 
and the need for the credit dis- 





WHY SELL ONE . .- 





INSECT WIRE 
SCREENINGS 


You triple your chances of making a sale when you stock all 
three Cortland Insect Wire Screenings. Homeowners prefer 
Cortland Brand because it comes in three popular price ranges 
. .. gives years of service and insures a better screening job. 


Cortland Brand Wire Screening is fine for windows, doors, 
porches and breezeways . . . has been a favorite screening for 
over 75 years. It meets U. S. Department of Commerce Na- 

































vith appeared, a lot of that credit was tional Bureau of Standards’ specifications. In 18 x 14 mesh, 
paid off, and, accordingly, the 24” to 48” widths, 100 linear foot rolls. Extra wide widths 
money reflecting the credit was also available. 
contracted and we got back some- Because of material shortages, you may not be able to get 
ittsburgh where in the neighborhood, at immediate delivery on all types of Cortland Brand Wire 
di shee least, of a norm. Screening. However, place your order now ... we'll supply 
sal Pitts your jobber as quickly as we can. 
wig = Will The Debt Be Paid? ’ ® Cartland GRAY-WICK Popular, all-purpose wire 
our tore That has not happened this time screening. Doubly protected against corrosion by electro-zinc 
bligation, | —it hasn’t for several reasons. galvanizing and "glare-proofed'’, enameled finish. 
eturn the § Most of World War II was fi- “ ea err 
nanced by long-term debt—long- Cortland UST-FrESISTGNT. Vnawected by 
term government bonds or at least weather, salt air, acids, gases. Stronger, longer-lasting than 
-——=—— I sovernment bonds and other se copper screening. Bright or dark bronze 
| | curities that had to find their wa “antique” finish. 
| | into the bank J 7 
into the banking system. ~ 
| Cortland ' : 
copy of | After World War I there was a e A ALUMINUM Won't 4) 
5 het Shad : rust or stain because it's made of 
| iquidation of this money whereas olumi lad wi St dd 
| — after the Second World War there Se eo ee ee oe, 
stecces | has not b d th able. Weighs less than half as much Contains colorful folders and 
| 8 not been—and there probably as steel insect wire screening. streamers to identify your store as 
ee will not be until sometime into the Wise Gesseniang Hesdeuarten. Jive 
| long, dim future, when govern- window queues. ad tee — 
pins | — ment surpluses are enough to pay A 
—_——_f the debt. But we certainly are 
ek malig tach ooemunes ta Gat NAILS & BRADS * HARDWARE CLOTH 
way, so far. = POULTRY NETTING 
, ad there is this alternative: Bo 
When the money in the banks has | MWACo @0L S41 Soh] 4 Sea lo 
een sifted out into the non-bank- 
(Continued on page 176) CORTLAND, N. Y. 
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A New Shooting Market 


(Continued from page 124) 


to support not only the present 
population, but even a greater one. 
It’s a big market now—it’s going 
to be a bigger one in the future. 

The babies of 1940, for example, 
are now 12 years old and in a few 
more years will have reached the 
age when they become potential 
customers for the equipment used 
in the shooting sports. More peo- 
ple, naturally, mean more sales, and 
the carryover of interest in the 
shooting sports from one genera- 
tion to the next, means an en- 
larged market for the many prod- 
ucts used by shooters. 

Another part of this picture, 
which is of special interest because 
of the direct effect it has on today’s 
business in sporting arms and am- 
munition, includes the changes 
which have taken place in the farm 
market. From your own first-hand 
experience, you undoubtedly know 
that our farms are growing fewer 
in number. The population on 
farms has decreased to about 16 pct 
of the total population, or about 
24,000,000 people. It is predicted 
that this trend will continue in- 
definitely. 


People Are On The Move 


At first glance, it might seem 
that such a trend would have an 
adverse effect on sales volume. 
However, the opposite effect has 
been experienced. Because of 
mechanization of farms, better 
seeds, feeds, fertilizers, and farm- 
ing methods, the productivity per 
worker, and per acre, has increased 
and it is estimated that this im- 
provement will continue at a good 
rate. In other words, the numeri- 
cal shrinkage has been offset by 
the growth of productivity and in- 
come, resulting in better farm po- 
tential than ever before. 

It’s a prosperous market—pros- 
perous today and with excellent 
prospects for the future—and one 
in which the trend, when related 
to arms and ammunition sales, is 
highly encouraging. 

Ours has become a highly mo- 
bile population and the events of 
the recent past have simply added 
both to the volume and speed of 


movement. Between March of 
1941 and March of 1945, more 
than 15,000,000 civilians had 


moved from the county in which 
they were living to another county, 
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but in a single year, between April 
of 1947 and April of 1948, almost 
30,000,000 Americans had changed 
their residence. 

That is an amazing record of a 
nation on the move. 

However, the important consid- 
eration for those concerned with 
sales, is to know where these peo- 
ple have settled because migration 
brings with it the breaking of old 
habits and the formation of new 
ones—the establishment of a new 
way of life with new buying and 
spending habits. 

Let’s look at another aspect of 
the changes which have taken 


place. There has been a concen- 
tration of people to a surprising 
degree for a country as young as 
ours which started out as an agri- 
cultural nation. This is the side 
of the market which deserves much 
attention if success is to be achieved 
in developing the opportunities in 
the shooting market. 

Today, more than half the na- 
tion’s population lives in 168 cen- 
tral marketing areas. When we 
speak of such markets today, we 
are no longer thinking in terms of 
city size alone, but of a central 
city and the surrounding territory 
dominated by it. These 168 im- 
portant areas account for almost 
two-thirds of the total retail vol- 
ume and about nine-tenths of the 
total wholesale volume. 

Surprising, too, is the fact that 





The Marshall Field Day Farm 


The Marshall 
Field Day Farm 
is entirely due 
to the insistence 
of Charley 
Hunter, whom 
many of you 
know, who kept 
at the board of 
directors until 
they agreed to wager about $200,- 
000 that the hunters and fishermen 
in that area wanted a place to shoot 
clay targets, year around, under 
conditions simulating actual hunt- 
ing in the Fall. 

He also was betting that there 
was many a beginner who was not 
going into sport shooting because, 
when he went to the club, he felt 
embarrassed by his lack of ability 
as compared with that of the many 
experts around who would be 
watching him. He believed the be- 
ginner wanted privacy, and I am 
quite sure that in the instruction 
phase of it, Charley Hunter is 
right. 

The fields themselves are remark- 
able in that they actually simulate 
real conditions—woodcock traps are 
in the alders. There are 40-ft. tow- 
ers to simulate crossing shots, to 
get the duck and goose hunter, and 
so on. 

Of course, there is going to be 
the problem of overhead in operat- 
ing six days a week. This will be 
offset by plans for a complete gun- 
shop, gun-repair shop, under the 





Comments 
by J. D. Mitchell 


Remington Arms Co., Inc. 


direction of Henry Voch, the fa 
mous gunsmith. 

In addition to this, there will be 
an outdoor clothing shop which will 
sell everything from goose calls to 
red flannel underwear. If all goes 
well, there will also be a restaurant 
and gift shop. 

The company has its eye on the 
fisherman as well as the hunter and 
the shooter, and it plans to have an 
artificial lake, amply stocked with 
blue-gills and bass so that the pros- 
pective customer can try out the 
tackle, take class or private in- 
struction in bait-casting, spinning 
and fly-casting, and he may catch 
a fish while doing it! 

Those publicizing this venture 
Time, the Wall Street Journal, etc. 
are receiving many inquiries from 
the trade itself, from wholesalers, 
retailers, and other department 
stores. Perhaps the most encour: 
aging thing is that we have re 
ceived many letters from all over 
the country. 

The official opening is to be on 
October 25th, and Charlie Hunter 
extends a cordial invitation to come 
out and look around to see what 
is going on. 

This project can, of course, be 
organized on a much smaller basis. 
It need not be elaborate, and I am 
certain if you saw this interesting 
experiment in shooting and fishing 
promotion, you would enjoy your 
selves and learn a lot. 
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New Stanley Displays “have everything” to... 


Boost your 
Cabinet 

Hardware 
Sales and 
Profits! 


%* Modern, eye-catching design 



























% Adaptable for post, wall or counter 
display use 


%* No charge for display — pay cost 
of hardware only 








DB 521 


%* You'll sell more Stanley Cabinet Hardware 
if you show it! These new point-of-purchase - 
displays are designed to get this handsome 
Stanley hardware out front—where your 
customers can admire it, handle it . . . see for 
themselves how smoothly it works. 


Each display is equipped with automatic 
“swing-back” hinges (for post or wall mount- 
ing). They can be removed easily, in one 
motion, for outside sales use. Also designed 
for counter use. To make these silent 
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salesmen doubly effective, each is equipped 
with a pocket for booklets describing the 
complete Stanley Cabinet Hardware line. 





How to get yours 


Displays, smartly styled in blue, maroon and yellow, 
measure #DB521— 23'2” high x 1842” wide 
— #DB520 — 1412” high x 17” wide respectively. 
Order whichever one you prefer by number from 
your distributor today. Use it to stop traffic and 
stimulate interest in Stanley Cabinet Hardware. You'll 
sell more — and make more! 


STANLEY 


Reg. U.S. Pat. Off. 


HARDWARE e TOOLS e ELECTRIC TOOLS 
STEEL STRAPPING e STEEL 


The Stanley Works, New Britain, Conn. 
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Everybody 
wants the 


new TORO 


SNOW HOUND 


@ ACTUALLY THROWS SNOW — spe- 
cial rotor design throws (does not 
blow) snow 10 to 15 feet either 
right or left. 


@ QUICK-STARTING— carburetor 
heater prevents icing. Clutch dis- 
engages rotor for easier starting, too. 


@ POWERFUL— 2.5 h.p. engine won’t 
bog down in slush. Clears a 17-inch 
path in snow as deep as 16 inches! 


@ CLEANS CLOSE—height adjustable 
from 0 to 1% inches to prevent 
scraping. Narrow front wheels of 
steel for close trimming. 

@ WINTER-TESTED in Minnesota— 
SNOW HOUND can take it! Built 
to the same standards as dependable 
TORO power mowers. 


@ LOW-COST—retails for about 
$157.95, depending on area. 





CHRISTMAS “NATURAL” 


Promote it as a family 
Christmas gift for Dad! 
Locally advertised. Mats, 
window poster, display 
materials available. 





Order from your 
nearby Toro Dis- 
tributor today! 
He’s listed in the 
classified section 
of your phone 
directory. 


TORO MANUFACTURING CORP. 








Dept. S-1, Minneapolis 6, Minn. 
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of the tremendous increase that oc- 
curred in population between 1940 
and 1950, 80 pct of that increase 
has concentrated in these same 
markets. Anyone who travels the 
country must surely recognize the 
heavy trend of population to the 
suburban portion which is made up 
of people who come not only from 
the surrounding rural territory, 
but those from the central city as 
well. The growth can be gauged by 
a comparison of population increase 
in central cities, as a group, which 
shows that they increased 13 pct, 
but that the suburbs had an in- 
crease of 34 pet. 

What we have been saying might 
be summed up this way. First, the 
level of interest in the shooting 
sports reached a new high in the 
last decade. This interest will not 
only continue, but with an increas- 
ing population and a knowledge of 
how to manage and provide for an 
adequate game supply, an enlarged 
market for the future is assured. 


Farms Are Bigger 


Second, our farms today are 
fewer, but they are bigger. Fewer 
farms but more prosperous ones 
make for a thriving business now 
as well as in the years to come. 
Third, the concentration of people 
in central marketing areas is one 
which concerns us most when we 
think about the greater develop- 
ment of the target shooting sports, 
i.e., rifle shooting, trap and skeet 


shooting, pistol and_ revolver 
shooting. 
This concentration of people 


points up that the place to marshal 
our best sales efforts is where the 
most people and money are located. 
When it comes to having advan- 
tages for shooting, there is no 
comparison between the rural citi- 
zen and his city brother. In the 
country one only needs to step out 
of the back door and be afield. 

Of course this trend is not a new 
one except in one respect—the 
rapid growth of cities and suburbs 
has intensified the need for pro- 
viding places for people to shoot. 
As a result, the potential shooter 
market is comprised of-millions of 
men and women, boys and girls, 
whose demand for shooting facili- 
ties is unsatisfied. Specifically, 
these include four major groups, as 
follows: 

Licensed hunters who have an 
established interest in shooting, but 
relatively few of whom engage in 
it beyond their hunting trips; 
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Seen on the Boardwalk 





Sportsminded families who are 
interested in shooting games in 
which all the family can partici- 
pate; 

Sportswomen — an _ increasing 
number of whom now engage in 
other sports such as bowling, fish- 
ing, skiing, tennis and golf and who 
might be induced to participate in 
the target shooting sports; 

Youngsters between the ages of 
15 and 20. Of the various groups 
that make up the total shooting 
market, none are more enthusi- 
astic for the target shooting games 
than these boys and girls. 

A source of much encouragement 
and support, is the numerous ser- 
vice and fraternal organizations 
and summer camps which have 
adopted programs to educate boys 
and girls in the safe handling and 
use of firearms. Such activity 
stimulates shooting interest in any 
community and, of course, brings 
many benefits to the boys and girls 
who practice on the range. 


Build Confidence 


Perhaps immediate dividends 
come from the reduction of juvenile 
delinquents, or of “didn’t know it 
was loaded” type of accident, but 
most important, of course, is the 
confidence which is instilled in a 
boy or girl when they are capable 
of handling a firearm. Starting at 
15, usually with a rifle, they still 
are enjoying the shooting sports at 
65. What other sports customers 
will stay as long, or spend as 
much? 

Millions of people have moved 











into a higher income bracket dur- 
ing the last 10 years. Right now, 
all important elements of our 
economy—production, employment, 
construction and retail sales—are 
headed for an all-time high in the 
last quarter of 1952, and will con- 
tinue right on booming as far as 
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Americas Smoothest Casting, Most Rugged Reels 


Turn Customers Into Y 





Sensationally different, new advanced design Direct 
Drive Reels not only sell themselves, but actually 
turn your customers into salesmen for extra busi- 
ness! Dealers coast to coast report Direct Drive 
Reels have been their fastest sellers this past year. 
And little wonder! For smooth, effortless casting 
... for toughness... and for true dollar value, no 
other reels can match Shakespeare Direct Drive Reels 
with Nylon Gears! Exclusive 2-gear design does 
away with extra gears ...gives the sturdiest con- 
struction ever built into reels. Stock up now... 
quantities will again be limited! 


yiglter Guirer Yiuighor 


NYLON gears NYLON gears are Scientific tests 

weigh only “% as quieter. Nylon prove Nylon's 

much as metal. absorbs — metal resistance to wear 
conducts sound. end abrasion. 


AND NOW! 


A Shakespeare 
DIRECT DRIVE 
Reel with Ty-Bo 
STAR DRAG! 





Here’s something brand new to 

please the light salt water, and heavy duty fresh 
water fisherman. The Ty-Bo Star Drag lets the 
spool slip while you brake the run of a big fish. 
Helps absorb the shock of a hard strike—prevents 
broken line. Prevents fingers and palms $1250 
from getting burned, too! 1924S ... . List 13 


LOOK TO THE LEADER FOR ALL THAT’S NEW 


Shalaseease 


WONDERODS « REELS * LINES » BAITS 
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1990 
Heavy duty, Special chrome ‘LIST 
DIRECT stee!. Corrosion resistant. $2750 


A lifetime precision reel. 


DRIVE 


1924 
DIRECT DRIVE 
Rugged Chrome- 
Plated Brass — 


List $1200 


1973 D 
DIRECT DRIVE 
“Sportcast" with Car- 
boloy Bushings— 


LIST $165° 










1926 , = 
DIRECT DRIVE : aes , 


Sporty, Lightweight 
Aluminum- 


tist $1200 


All Prices Include Federal Tax 


Send your free 1953 Cataiog and Cutaway Wonderod 
sample section to: 


Name. 
Address. 
City. 














Casenenenencsanenanalll 








THREE GREAT ADDITIONS 
TO THE ACP LINE 


ACP Soil Conditioner 


AL Essential Mineral Elements 


ACP Soil Conditioner contains the two 
most effective soil stabilizing elements— 
PAC (modified polyacrylonitrile) and 
VAMA (vinyl acetate maleic polymer) 
with essential mineral hor- 
mones and fertilizer added. Can be used as 
dustor spray. ACP Soil Conditioner turns 
hard clay or similar problem soils into 
easily cultivated earth. 


List—'-lb. shaker canister $1; 2'2-Ib. 
shaker canister $3.55; 10-Ilb. can $10.90 


GRO-STUF. . . 


A Concentrated Liquid Fertilizer 


Contains nitrogen, 20%; phosphoric acid, 20%; 
potash, 20% —ail the proved chemicals, plus hor- 
mones, plus necessary trace elements needed to 
make stuff grow—trees, shrubs, vegetables, flow- 
ers, lawns. A complete plant food. Simply mix with 
water and apply. 

List—1-lb. can $1.25; 4-lb. can $3.75 


ACP Rose and Floral Dust... 


Complete protection against bugs and plant diseases in 

one product. A fungicide, insecticide, aphicide and 

miticide all in one! May be used as dust or spray. 
List—1-lb. canister $1.49; 3-lb. canister $3.59 


elements, 


USE AS Dus} 


ACD | 


ey 








THESE 3 HIGHLY EFFECTIVE 
ACP PRODUCTS JOIN: 


+ Weedone Crab Grass Killer - Weedust - Rootone 
- Transplantone - Fruitone - ACP Fruit Tree Spray 





Weedone 
Rosetone 
Yes, the ACP line is more complete than ever. For proved formulations to 
control weeds and insects, to stimulate growth and improve tilth, you 
can always rely on ACP. 

LIBERAL DISCOUNTS 
Write us for descriptive material and complete details 


a AMERICAN CHEMICAL PAINT CO., AMBLER, PA. 


Originators of 2,4-D and 2,4,5-T Weed Killers 
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can now be forecasted. 

Thus, the time was never more 
favorable for further development 
of the target shooting sports. The 
core of our particular problem then 
is, how are these prospects to be 
turned into customers for the 
shooting sports? 

In a survey made recently among 
hunters as to the reasons why they 
did no target shooting, such 
answers as these were given: 
“Didn’t know how to get started.” 
“Never been invited to a club.” 
“Didn’t know any target shooters.” 

Those answers spotlight the first 
step that leads to a solution—the 
obvious need of getting interested 
people together. It isn’t a difficult 
task, but it all depends upon some- 
one sparking the idea in each com- 
munity. 


Form Shooting Clubs 


The ideal setup is one where a 
local retailer undertakes to or- 
ganize and operate a shooting club. 
His chief. role is that of organizer 
and co-ordinator. He should fol- 
low through with suggestions on 
shooting programs, league competi- 
tion and the other proposals which 
stimulate interest and activity. 

When people have a place to 
shoot, they change immediately 
from prospects into customers. 
Thus, the incentive for his work 
should come from the sales of the 
long list of equipment and acces- 
sories which shooters need, and 
want. 

There’s an excellent example of 
this principle in action in what is 
taking place now in Chicago. Let 
me tell you about it briefly. One 
of the country’s outstanding de- 
partment stores, Marshall Field & 
Company, are about ready to open 
a completely new type shooting 
club—what might be termed “De- 
partment of Shooting Fun and 
Practice.” 


A Shooting Farm 


On their Fieldale Farm, 30 miles 
Northwest of Chicago, target shoot- 
ing is being used to simulate about 
any kind of shooting you can 
imagine. For example, two 40 ft. 
towers have been put up deep in a 
35 acre tract of heavy woods. Tar- 
gets will be thrown through the 
trees for duck hunters to shoot at. 

Similar rustic ranges have been 
contrived to simulate hunting for 
the elusive grouse and the erratic 
woodcock. There’s also a quail 
walk which provides practice in fast 
shooting and is an ideal place to 
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teach a beginner as well. In addi- 
tion, there are eight trapshooting 
and eight skeet fields. 

Marshall Field has a large finan- 
cial stake in this new undertaking. 
Why do you suppose they ventured 
into a new shooting club? 

It is quite apparent that Marshall 
Field & Company recognize the 
tremendous unsatisfied demand of 
shooters in the Chicago area. The 
pattern which they are establishing 
of giving shooters what they want, 
is essentially one that can, in vary- 
ing degres, be duplicated anywhere. 


Need Places to Shoot 


The evident need of places to 
shoot is emphasized by a compari- 
son With the availability of other 
sports facilities. For example, al- 
though there are about 12,600,000 
licensed hunters, representing the 
best market for inanimate shooting, 
there are only a combined total of 
1621 trap and skeet clubs to serve 


to about 7700 people. 

Do you not agree then that the 
full advantage of the great inter- 
est in the shooting sports will not 
be realized until such time as ade- 
quate shooting facilities are made 
available to the nation’s shooters? 

The task is one that requires the 
complete and full cooperation of all 
of us interested in the shooting 
sports—manufacturer, wholesaler 
and dealer alike. The size of the 
job is too big for any one of us 
to do alone. There is need for 
teamwork—where concerted action 
can be applied to a program that 
utilizes all of the sales aids, tools, 
strategies and techniques that are 
available. Your part should revolve 
around these ideas: 


A Suggested Program 


To alert your salesmen in the new 
opportunities in the shooting mar- 
ket, and to acquaint them with the 
many helps that are available to 
assist them on every phase of the 
shooting sports; 

To work closely with retailers on 

plans for effectively organizing and 
profitably operating a new type 
shooting club suited to the needs 
of their community. 
_ We have an expanding economy 
in this country and we must keep 
it going. We will soon be at the 
crossroads when defense production 
will absorb a much smaller part of 
our productive capacity, and it will 
then be up to us to carry on and 
maintain a balance between produc- 
tion and distribution. 
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‘wit! EVERSHARP 
7 


ROTARY POWER 


MOWER ) 


a 


2 CYCLE 1.6 HP. 


‘8 7°° 


tax incl. 


Nationally Advertised! 
25,665,515 ads os 


in seven big 
magazines 


NOW! A COMPLETE LINE OF EVERSHARP ROTARYS! 





Here’s your pace-setting sales maker in the complete line of 
EVERSHARP Rotary Power Mowers! Every one features the 
smartest styling in the field . . . each is precision built with famous 
EVERSHARP engineering . . . and all are priced to offer unparal- 
led value! 


IT’S THE ONE LINE COMPLETELY REDESIGNED FOR ’53 


—now more than ever the one most complete, profitable source for 
your every power and hand mower need! 





ROTARY MOWERS: 18 and 21 inch models— 
gasoline and electric. 

REEL TYPE MOWERS: 18 and 21 inch models— 
gasoline and electric. 

HAND MOWERS: Three 16-inch models. 


MIDWEST MOWER CORPORATION 


1006 OLIVE STREET « ST. LOUIS 1, MISSOURI 


Send for new, illustrated 
catalog showing: 
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Keep after 
this brand 








for so many 
good reasons! 





>! : 

They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart” casters 
and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 
ville, Ont. 

STEWART 


Bassick 


MAKING CASTERS DO MORE 


MAKING MORE KINDS OF CASTERS 
















Emphasis on Selling 
(Continued from page 120) 


selling work. 

You may bet your sweet life 
selling isn’t easy. This is why so 
many traveling men (I am pur- 
posely not saying salesmen) soon 
find that eypense account, hotel 
food, does not agree with their 
stomachs. 

Of course, time away from home 
that is used shooting Kelly pool, 
watching ball games, etc., is not 
all correctly classifiable as “hard- 
ships of sales-work.” 

This brings me to what might be 
proper remuneration for salesmen. 
To succeed at selling requires 
plenty of genuine “oomph’”—also a 
lot more that is not common among 
men, nor called for in most walks 
of life. Its successful performance 
is well worth bountiful monetary 
return to the doer. 

What a friend who is a director 
of one of this country’s life insur- 
ance companies recently told me 
may surprise many people. It is 
that no less than five of their 
agents earn and are paid consider- 
ably more money than that com- 
pany pays to its president. 


Help Train Men 


Manufacturers who succeed in 
selling their products to distribu- 
tors can and gladly will help train 
the latter’s best selling material— 
if and when the wholesalers begin 
with doing their part in the 
schooling. 

Of paramount importance among 
the many requirements are robust 
health and ambition - to - succeed. 
Expose them to your manufactur- 
ing sources for knowledge about 
such factories’ products. Doing 
that will help wholesalers’ inter- 
est, provided that the salesmen are 
then kept working-to-sell. 

Naturally, some of you will con- 
clude that I am overemphasizing 
the salesmanship factor in your 
business operation. 

My firm conviction is that if you 
don’t have more and better selling- 
work carried out, then you are 
bound to increase overhead ex- 
penses. 

Whenever that becomes unsup- 
portable, then and there, new ways 
or methods of getting products 
from factory to user will be found. 

Changes are inevitable when 
your way or my way can’t hold its 
own. Television time is expensive. 















AFCO-LITE NO. 134T 
U.S. PAT. NO. 2,610,285 


.--5ell the 
AFCO.-LITE 


NO. 134T SAFETY 
BROODER 


— THE ONLY PATENTED 
U.L.-APPROVED INFRARED 
CLUSTER BROODER 

Check its many advantages: 

© LARGE CAPACITY—up to 500 chicks 

© UNDERWRITERS LABORATORIES’ APPROVAL 
(File E 23464) 

* PATENTED HEAVY WIRE GUARD prevenis 
fire in case brooder is accidentally 
dropped. Guard keeps hot lamps from 
touching litter and directs heat away 
from it. 

© WIDE LAMP-PROTECTING SHIELD (17” in 
aomgptg 52 eh moisture from fall- 
ing on infrared lamps and _ breaking 
them. 

© WAFER THERMOSTAT automatically main- 
tains right heat day or night 

# LOW COST No. 134T 4-lamp brooder. 
complete with wire guard, thermostat 
and 6 ft. cord: and plug and individu: 
ally boxed (without 
lamps), lists at...... 








Other nationally-advertised 4-lamp A fco-Lite 
Brooders for as little as $6.75 list (withou 
lamps). Single lamp model at $2.75 lis 
(without lamp). Write for catalog! 


AFCO ALARM 
Warns Instantly 


When Power Fails 

If electricity is interrupted to 
brooders, water pumps, elec- Pat... 
tric fencing or other electri- Pending 
cally operated equipment, 
this device rings bell and 
shows warning signal. NO ai LIST 
BATTERIES! NO EXTRA WIRING! sust 

plug in any 110-115 volt A.C. outlet! $795 


DISTRIBUTORS WANTED 
A few territories still open. For detail 
write Dept. 10-H. 


AFCO-LITE CORPORATION 


1234 No. Paulina Street 
Chicago 22, Illinois 
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special a7 requests 


Here’s your best answer to a big 


ba new demand! It’s Empire’s improved brush 


) | for applying the popular rubber base 
“=e paints. It gives both professional and home 
aa painters best results because its 

bristles are taper-tipped to hold the 
heavier paint particles better... they’re 
of finer diameter to eliminate flow marks 
and streaking. More and more customers 
are asking for the right brush for =A 
rubber base paints. Answer these special Beau 
requests with the new, improved 
Empire rubber base paint brush. 


#5063 Retail $1.49 each. Order through your 
Wholesaler. This is an EMPIRE brush— 
Empire Brushes, Inc., Port Chester, New York 
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can supply you with Judsen Knee Pads 





Amarillo Hardware Company—Amarillo, Texas 
American Hardware Supply Co.—Pittsburgh, Pa. 


Baird Hardware Company—Gainesville, Fla. 
Baker & Hamilton—San Francisco, Cal. 


Bay Cities Wholesale Hardware Co.—San Francisco, Calif. 


Beckley Hardware & Supply Co.—Beckley, W. Va. 
Belknap Hdwe & Mfg. Co.—Louisville, Ky. 
Benson, L. A. Co.—Baltimore, Md. 

Billings Hardware Co.—Billings, Mont. 
Bluefield Hardware Co.—Bluefield, W. Va. 
Bluefield Supply Co.—Bluefield, W. Va. 
Bostwick-Braun Company—Toledo, Ohio 
Boyer-Campbell Company—Detroit, Mich. 
Bruce-Rogers Company—F ort Smith, Ark. 
Buchanan- Williamson Supply Co.—Grundy, Va. 
Budrow & Company—Los Angeles, Cal. 

Buyrn, Old & Eaton, Inc.—Norfolk, Va. 
California Hardware Co.—Los Angeles, Cal. 
Carlisle Hardware Co.—Springfield, Mass. 
Central Wholesale Co.—Boise, Idaho 
Charleston Hardware Co.—Charleston, W. Va. 


Dawson, G. R. & Son—Chester, S. Carolina 
Drumheller Company—Walla Walla, Wash. 

Dunham, Carrigan & Hayden Co.—San Francisco, Cal. 
Emmons-Hawkins Hdwe Co.—Huntington, W. Va. 
Erb Hardware Co.—Lewiston, Idaho 

Ernst Hardware Co.—Seattle, Wash. 

Famport Hardware Co.—New York, N. Y. 
Farwell-Ozmun-Kirk & Co.—St. Paul, Minn. 
Foster-Thornburg Hardware Co.—Huntington, W. Va. 
General Hardware & Supply—Philipsburg, Pa. 
Goshorn Hardware Company—Charleston, W. Va. 


Hall & Company—Spartanburg, $. Carolina 
Hardsocg, Martin The, Company—Pittsburgh, Pa. 
Hibbard, Spencer, Bartlett & Co.—Chicago, Illinois 
Holmes Hardware Company—Pueblo, Colorado 
House-Hasson Hardware Co.—Knoxville, Tenn. 
Hulfish, Worth & Sons—Alexandria, Va. 

Hunt & Mottet Co.—Tacoma, Washington 
Janney-Semple-Hill & Co.—Minneapolis, Minn. 
Jellico Hardware Co., Inc.—Jellico, Tenn. 
Jensen-Byrd Company—Spokane, Wash. 

Kane & Keyser Hardware Co.—Belington, W. Va. 
Kruse Hardware Company—Cincinnati, Ohio 
Leonard, Chas. Hardware Co.—Petersburg, W. Va. 
Loewenstein & Sons—Charleston, W. Va. 

Logan Hardware & Supply—Logan, W. Va. 

Lovett & Company, Inc.—Wrightsville, Ga. 


McClung, C. J. & Company—Knoxville, Tenn. 
McComb Supply Company—Harlan, Ky. 
McMaster-Carr Supply Co.—Chicago, Ill. 


Judsen Rubber Works, Inc., 4107 W. Kinzie St., Chicago 24 
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Marshall- Wells Company— Duluth, Minn. 

Maxwell Wholesale Hdwe Co.—Oakland, Cal. 
Miller, C. H., Hardware Company—Huntingdon, Pa. 
Momsen-Dunnigan-Ryan Co.—E! Paso, Tex. 
Moore-Handley Hardware Co.—Birmingham, Ala. 
Morton, Chas. E. Company—Les Angeles, Calif. 


Newark Specialty Company—Newark, N. J. 
Northern Wholesale Hdwe Co.—Portiand, Oregon 


Oklahoma City Hardware Co.—Oklahoma City, Okla. 
Orgill Bros. & Company—Memphis, Tenn. 
Ott-Heiskell Company—Wheeling, W. Va. 


Pacific Tent & Awning Company—Fresno, Calif. 
Paxton & Gallagher Co.—Omaha, Neb. 
Persingers, Inc.—Charleston, W. Va. 

Persinger Supply Co.— Williamson, W. Va. 
Phillips, 1. W. & Company—Tampa, Fla. 
Pritzlaff Hdwe., John—Milwaukee, Wis. 
Prutzman, H. C. Company—Altoona, Pa. 


Raleigh Hardware Co.—Beckley, W. Va. 
Ravel Bros., Inc.—Albuquerque, N. Mexico 


Schelly, C. Y. & Bros.—Allentown, Pa. 

Schlatter Hardware Co.—Fort Wayne, Indiana 
Selier Bros. & Company—San Francisco, Cal. 
Shapleigh Hardware Co.—St. Louis, Mo. 

Somers, Fitler & Todd Co.—Pittsburgh, Pa. 
Southern Hardware Company—Charleston, W. Va. 
Southern Hardware Co., Inc.—Helena, Ark. 
Southwestern Hardware Co.—Oklahoma City, Okla. 
Sovetts, R. D.—Los Angeles, Calif. 

Strange-Jones Hardware—Clinton, Okla. 

Stratton & Terstegge Co.—Louisville, Ky. 
Summers Hdwe & Supply Co.—Johnson City, Tenn. 
Superior-Sterling Company—Bluefield, W. Va. 
Swank Hardware Co.—Johnstown, Pa. 


Thomson-Diggs Co.—Sacramento, Cal. 

Townley Metal & Hdwe Co.—Kansas City, Mo. 
Tracy-Wells Company—Columbus, Ohio 

Tryon, Edw. K. Company—Philadelphia, Pa. 

Union Hardware & Metal Co.—Los Angeles, Calif. 
Valley Supply Company—Elkins, W. Va. 
Watkins-Cottrell Company—Richmond, Va. 

Weed & Company—Buffalo, N. Y. 

Western Wholesale Hdwe Co.—San Francisco, Cal. 
Willis, R. F. & Bros., inc.—Penns Grove, N. J. 
Wilmington Wholesale Hardware Co.— Wilmington, Del. 
Wilson-Pugh Company—Cumberland, Md. 
Wimberly-Thomas Hdwe Co.—Birmingham, Ala. 
Woodbury Hardware Company—Portland, Ore. 
Woodward Hardware Co.—Cairo, Illinois 
Woodward, Wight & Company—New Orleans, La. 
Worth Hardware Company—New York, N. Y. 








President's Address 
(Continued from page 95) 


termine the kind and quantities of 
houses they can provide. Alloca- 
tions of materials and prices deter- 
mine the kinds and quantities of 
goods manufacturers can produce 
and the kinds and numbers of 
workers who will produce them. 
Where shortages result and prices 
rise, government assumes a major 
role in fixing both prices and wages, 


We all realize the necessity for 
controlled economy under artificial 
conditions, such as war, but we also 
recognize a growing reluctance to 
remove emergency restrictions after 
the emergency has passed. In short, 
the desire for the kind of freedom 
we call security, furthered by the 
crisis engendered by depression, 
emergency or war, threatens slowly 
but surely to eat away one of our 
fundamental freedoms—the free- 
dom to work and produce. 


Maintain Freedom 


War and emergency may be be- 
yond our control, but we can recog- 
nize the trend and adopt an aitti- 
tude about it; we can adopt an atti- 
tude of acquiescence and drift; or 
an attitude of assertion and effort. 
We can weigh security against op- 
portunity. We can measure pater- 
nalism with freedom. We can use 
our leadership to maintain the lib- 
erties we have had, or we can let 
them slip away until once again, in 
the cycle of history, freedom is only 
for the few. 

And this brings up freedom to 
choose, because abstractly free 
choice is the essence of freedom 
itself. It is our concern concretely 
because we are speaking mainly of 
legal freedoms, and legal freedoms 
depend upon the political choice of 
public officers. We have been star- 
tled to a degree, unique in the recol- 
lection of all of us, by the recent 
assertion that our chief magistrate 
has inherent powers unlimited by 
law or the constitution. The presi- 
dent has said that he, himself, will 
abide by the ruling of the court, 
but the bare assumption of such 4 
claim takes us back to those critical 
days in the growth of English free 
dom, when King James declared 
that he ruled under God but above 
the law. 

In our last presidential election 
almost half of the voters stayed at 
home. Many less important elec 
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tions are decided by minorities. 
This general apathy not only dis- 
enfranchises those who abstain, but 
it weighs the scale of special in- 
terest groups who do go to the polls. 
Voting according to interest is the 


standard practice and doubtless will | 


always continue, but the creation 


of voting interest, through depen- | 


dence on the government itself, is 
on the increase, and if half the 
people stay away from the polls, the 
perpetuation of any given regime 
is made relatively easy. 


Vote on the Record 


In November, therefore, we will 
have the privilege of expressing 


our free and uncoerced choice of | 


the man who may be our next chief 
executive. May God grant us un- 
selfish wisdom in the selection. 

The two-party system has been 
one of the supporting pillars of our 
freedoms, and an independent, con- 
scientious Congress stands firm and 
level against all opposing forces. 
However, in the past decade there 
has developed a serious crack in 
this column. 

The terms, Democrat and Repub- 
lican, have no longer the same con- 
notations as they have had histori- 
cally. There are many shades of 
Democrats and Republicans, and 
the time has come when it is vital 
to select a candidate on what he 
stands for, what his record has 
been. Does he believe in the consti- 
tution or in inherent powers? Is he 
for free enterprise, or for a con- 
trolled economy? Does he believe in 
living within our national income, 
balancing the budget, and taxing 
for national expense, eliminating 
those activities more properly re- 
ferred to the states? 


Elect the Right Men 


The real, patriotic Democrats and 
Republicans in our recent Con- 
gresses have been the bulwark upon 
which extremely radical legislation 
has been turned back. 

In choosing a chief executive, 
let’s not overlook the importance, 
yes the imperative necessity, of 
electing to Congress both Demo- 











crats and Republicans who have the 
best interests of our country at 
heart, men of integrity who will 
Push aside personal aggrandize- 
ment for the glorification of Amer- 
ica. Such statesmen are the watch 
dogs of democracy, the trustees of 





our republic. 
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/ LOOK FOR THE 
- BLUE MARKER 


Exclusive patented interlocking 
reel arrangement. Sell 100 feet, 
200 feet, or 300 feet as a single 
unit or pull off any cut length— 
without kinking. 


IF YOU HANDLE THE 


WATERBURY 
ROPE RETAILER! 


Why get all tangled up with pulling loose rope 
from a coil when the Waterbury Rope Retailer 
eliminates your struggle? The patented reel ar- 
rangement invites the customers to buy a reel ata 
time. If he wants cut lengths, you simply unreel 
the required amount. Since the reels turn, the rope 
comes off straight, without the kinks you may get 
when rope is pulled from the center of a coil. 


Not only does the Rope Retailer save labor, it 
saves space, (it's only 26” x 19) and increases 
sales (the rope is out where your customers can see 
it). It's a complete rope department containing all 
six popular sizes of top quality “Blue Marker” 
rope — 1/4”, 3/16", 3/8", 1/2", 5/8", 3/4". 
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STOCK THE 


...in constantly 
improving quality 
and performance 


HOLD-E-ZEE 


The Original 
Automatic Grip 


SCREWDRIVERS 


... the leader, too, in increasing 
sales and customer satisfaction, as 
thousands of experienced hard- 
ware men know. In addition to the 
famous Gripper, Hold-E-Zees fea- 
ture extra values in chrome vana- 
dium blades, hand ground bits, 
transparent, unbreakable handles 
and the fine finish typical of fine 
tools . . . quality unsurpassed— 
performance unequalled. 





Super-tension Grip 
now holds flat and 
oval head screws 
better than ever. 


MODELS 
AVAILABLE 
FOR ALL 
TYPES OF 
SCREWS 





ORDER THRU 
YOUR JOBBER ! 


UPSON BROS., INC., ROCHESTER 14, N.Y 
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Warehouse Building 
(Continued from page 118) 


purchased more than 260 acres in 
order to obtain the space needed. 
That put us in the real estate busi- 
ness. This of course was many 
times in excess of our requirements 
so we proceeded to interest other 
industries to move to that particu- 
lar location. Today there are 
eight different types of industry 
in that location, each building of 
single story construction. 

Now we want to determine the 
type of building best suited for our 
operation. From a construction 
cost standpoint it is generally 
shown that a one story building 
can be erected at less cost per 
square foot but square footage is 
not the only factor in designing a 
building because there is another 
measurement of area that is im- 
portant, not only for construction 
but even more so for economy in 
operation—the cubic footage. 


Study Your Costs 


How many of you are today op- 
erating from buildings with high 
inside story heights, making such 
operations expensive if the cubic 
footage is used or impractical to 
use? 

In an endeavor to arrive at costs 
a study was made with contractors, 
architects and members who had 
built new plants in order to arrive 
at some average cost figures. It 
should be understood that the cost. 
figures as developed were the re- 
sult of study primarily in the New 
England area. These costs could 
be interpolated to the various sec- 
tions of the country by consulting 
the Engineering News Record con- 
struction cost charts. 


A building is we will call 
A-1, a one-story building of 100,000 
sq ft 13 ft 0 in. clear storage 
height, bays 20 by 20 ft, con- 
crete floor on the ground, stee] 
frame, poured concrete roof, con- 
crete foundations below frost line, 
brick walls, having an entrance 
feature, aluminum windows, coy- 
ered loading platforms, inside 
truck bays, insulated side walls and 
roof, having a trucking surface on 
the floor; 90 pct storage; 10 pet 
offices, toilets, lobby and display; 
heated to 60 pct in storage areas 
with offices heated to 75 pct. 

This type of building costs ap- 
proximately $9.20 per sq ft. The 
same type of construction in a mul- 
tiple story building would be about 
$10.25 per sq ft. 


Consider Manpower 


Type B-1, is the same type as A-l 
except bays, are reduced to 16 by 
16 ft cinder block for brick face 
walls, no insulation or air condi- 
tioning; ventilation in toilets only, 
no entrance feature, loading plat- 
forms not covered, no special wear- 
ing surface on floors. This type 
of building costs about $6.65 per 
sq ft. 

This same type of building in 
two or more story construction 
with basement $8.70 per sq ft. 

Again in planning that multiple 
story or single story warehouse, 
we must consider the return from 
manpower. Can our little man be 
more flexible in the operation of 
the one story building, thus giving 
us a better work load at an easier 
pace than our big man in the multi- 
story building? 

Cost wise and effort wise, let’s 
liken our two types of building to 





Committee on Catalogs 


In an informal 
report on the 
work of the 
NWHA Com- 
mittee on Cata- 
logs its chair- 
man, John S. 
Stiles, vice pres- 
ident and secre- 
tary of Morley- 
Murphy Co. of 
Green Bay, Wis., 
emphasized that the only reason for 
issuing a catalog is to use it as a 
sales tool. 

He cited Dun & Bradstreet re- 
ports for 1951 that showed that 





827 wholesalers, in all fields, failed 
in 1951. Nearly 400 of these fail- 
ures, or more than 47 pct, were due 
to inadequate sales volume. The 
big problem is to increase sales 
volume. 


Although some members have ex- 
tensive catalogs the committee has 
no intention of making specific rec- 
ommendations as to content and 
size. He urged members of the as- 
sociation to cooperate in answering 
inquiries from his committee and 
to suggest phases of the problem 
of proper use of this potent sales 
tool for study by this committee. 
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BROADEST LINE—Most complete line available any- 
where—by types of products, sizes, head styles, 
finishes. Simplifies ordering and reduces errors. 
LARGEST STOCK—Largest finished inventory in the 
screw industry. Speeds order completion—mini- 
mizes back-orders. 

PRE-SOLD MARKETS— Acceptance built in 45 years 
of. superior quality manufacturing makes Pheoll 
products easier to sell. 

SALES-CLOSING HELPS — Catalog and price lists tell 
you everything you need 'to know ina jiffy. In- 
formation easy to find. 

CONSISTENT ADVERTISING—Reaches all of your 
customers and prospects month after month in 
23 leading national magazines. 

TROUBLE-FREE CARTONS — Premium quality ma- 
terial—sturdy design to resist rough handling. 
Labels easily read at a distance. 

PLEASANT RELATIONSHIPS—Courteous, co-opera- 
tive service backed by enthusiastic, distributor- 
minded management. 


PHEOLL MANUFACTURES: 

® SCREWS—Machine, wood, drive, cap, socket, ete. 
® BOLTS—Stove, machine, corriage, lag, etc. 

© Sems and Phillips recessed head fasteners. 
e ng and tapping screws. 

® Nuts, washers, threaded rods, special fasteners, etc. 


> 
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vo With PHEOLL’S CLEAN-CUT, 





AGGRESSIVE DISTRIBUTOR 
PROGRAM ves: whether or not you are now han- 





dling a line of screws, nuts and bolts, you can make 
important gains in both sales volume and profits through 
Pheoll’s sensational new distributor program ! 


This straightforward sales policy... never before offered 
by a full-line screw manufacturer ... recognizes the dis- 
tributor’s useful function. It takes the manufacturer out 
of competition with you, and clears the track for volume 
sales of packaged fasteners. Here is a positive statement 
of how the Pheoll Plan operates for your benefit: 


_ PHEOUYBEUEVES That the sale of screws, nuts and 
olts in packages should be made primarily through dis- 


tributors. 


ois screw manufacturers should not 
compete wit istributors in selling fasteners for mainte- 


nance and supplies direct to consumers. Therefore, 









o immediately refer both inquiries 
and orders tor packaged fasteners to qualified Pheoll dis- 
tributors. 


The Pheoll line also offers many other real advantages 
to “make life easier” for distributors. That’s why smart 
merchandisers everywhere are hurrying to get on the 
Pheoll band wagon. Let us show you how you can qualify 
to participate in the profitable business now being de- 
veloped in your own locality. Just mail the coupon below 
for complete details... or wire us for faster action! 


PHEOLL 







SCREWS 


PHEOLL MANUFACTURING COMPANY 
5700 Roosevelt Road, Chicago 50, Illinois 


Show me how | can participate in your fastener program for 
distributors ! 














YOUR NAME 
FIRM NAME 
STREET ADDRESS 

CY, ZONE AND STATE 
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the multi-story building represent. 

i / 4 ed. A snowball rolling down the 

at AY the blade / OHA hill represents the growth in costs 

for the travel of goods down many 

floors in a manner similar to the 

way that snowballs grow in down- 
hill travel. 

Conversely, think what effort and 
cost is required to push the same 
snowball up hill to any one of the 
several stories. Your costs are 
riding on this snowball. 

Then let’s look at the single story 
building, and here we see the snow 
ball, which of course does not re- 
quire the same effort, or costs, for 
moving in a more level line. Can't 
we apply this same factor to mer- 
chandise moving on one floor. 


Plan for Your Needs 


Now we have been thinking of 
moving from the congested center 
of our city to the outlying districts. 
We have given thought to the loca- 
tion and characteristics of our 
building site and to the facilities 
at that location. We have given 


Peo | i thought to the type of building. 
p e who know quality ask for We have realized that cubic foot- 
age is an important measurement 


Griffi k 

ri in Hac Saw Blades of area. Economy and operation of 
the plant is another consideration 
and we have brought into the pic- 
ture manpower and its return and 
again costs of operation covering 


4 betel know that for a straight clean cut, even under 

the worst conditions, Griffin is the blade to buy. Your b  buildi h 
customers will also like the long life no other blade can - a poe of ‘wes cae 
equal. snowball. 


G. W. Griffin Co. has been making hack What next is there for us to 
think about in our planning? We 


saw blades since 1880. The knowledge . ; 

and experience of over 70 years of manu- must think of means to increase 

facturing goes into every Griffin Hack our efficiency by incorporating all 

Saw Blade. possible modern material handling 
equipment for from time waste 

Griffin Blades are there can be no salvage. It is the 

available in High easiest of all to waste and the hard- 

Speed Molybdenum est to correct. 

or Standard Steel, 

hand and power sizes. | Watch New Trends 


Experience has shown that floors 
should have a very hard cement 
surface, particularly where heavy 
material is stored, because you can- 
not help but damage a softer floor 
in moving this type of merchan- 
cise. 

There is a growing trend toward 

1 rT a BD) a mae oe SE ie air conditioning, at least in the 
( ye \\ : €; R | k | | N\ ‘& (). office part of the building. This 

is of course a greater necessity in 

FRANKLIN, N.H. the southern and central areas. 
General Sales Agent aoe ae —— 
sample rooms in their new plants. 
J OHN H. GRAHAM & Cco., INC, The average size seems to be about 
105 Duane St., New York 8, New York 4,000 sq ft but in reality they are 
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Seen o 


usually proportionate to the size 
of the plant. 

Surely economy dictates that our 
new location must have available 
railroad siding facilities. Inside 
dock facilities both for loading and 
unloading are desirable, especially 
in the northern areas, giving more 

rotection to the crews and to the Tf a 
Soiameilien and thus speeding the Bui S T em Stro ng! 
process. 


Can you by any stretch of the Erie PIPEMASTER WRENCHES 


imagination visualize changing 
your locations and not planning for greatly surpass Government 


this facility? Well, I’ll bet that specifications—yet Weigh Less! 
there are many here today, myself 
included, who are operating under 
several roofs and with some build- 
ings having no sidings. 

In fact we haul freight quite a 
distance to one of our warehouses, 
and that haul is through a busy Hook and Heel Jaws are 


section of the city and is a costly triple-heat treated to the 
one. correct hardness—to pre- 
vent crushing and chip- 


Check Transportation ping of teeth. af 4 ee sta 
Speaking of trucks, again trans- : Reenest rade ie Pa 
portation enters our picture. Our Maximum Tensile Strength. 
new location must have, for eco- This combined with Lighter 
nomical operations, major highway Weight—means less Fa- 
access. Not only is this important tigue per Man Hour. 
if you have a large customer call 
service but even more important, 
we must have the proper facilities 
for receipt of incoming freight by 
truck and outgoing freight for de- 
» livery to our trade. 
| These particular phases of ware- 
; housing are the subject of a com- 
» prehensive study of the warehouse 
© building by my associate, Mr. 
» James F. White of the Rice & 
ef Miller Company, Bangor, Maine, 
» through questionnaires returned by 
| practically all of the country’s dis- 
» tributors. 





Seen on the Beardwalk 


PIPEMASTERS are covered by a broad 
guarantee against defects in materials and 
workmanship. Every one is performance- 
nearest PIPEMASTER tested to exceed all Federal Specifications 
pase: Soonggtines tata for Heavy Duty Pipe Wrenches. Available 


For the name of your 


catalog, write Erie 
Tool Works, Erie, Pa. 


TOOL WORKS 


735 West Twelfth St., Erie, Penna. 


in 6, 8, 10, 14, 18, 24, 36 and 48-inch sizes. 
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THE 


Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


Keep a representative 
selection of Klein 
Pliersin stock for your 
best customers—the 
men who know good 
tools. They just won’t 
settle for anything less 
than Kleins—the 
standard of quality 
“Since 1857.” 

Write for your 
free copy of | _ 
the Klein | 
Pocket Tool 
Guide today! 
Contains use- 
ful informa- 
tion. 

















DISTRIBUTED 
j THROUGH JOBBERS 
Y Foreign Distributor: 
International Stand- 
ard Electric Corp., 
New York. 





eK LEINESs 


3200 BELMONT AVE.,CHICAGO 18, ILL 
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Heating Sales 
(Continued from page 107) 


When a manufacturer chooses 
to sell his product through the 
jobber, he should not have direct 
contact with the dealer himself 
but instead should work entirely 
through the jobber. It is necessary 
that the jobber provide the same 
kind of promotion on heating 
equipment that the manufacturer 
would follow were he selling di- 
rect to the dealer himself. 


Wasted Merchandising 


When you appraise the mer- 
chandising effort of many of the 
manufacturers who sell direct, it 
becomes very apparent that the 
jobber must be very active in this 
field. The biggest argument that 
manufacturers use against selling 
direct to the jobber is the fact that 
the jobber doesn’t want to promote 
the sale of the manufacturer’s 
product, or at least is not willing 
to put forth the effort that the 
manufacturer feels should be used. 

It is most disheartening for a 
manufacturer to prepare merchan- 
dising material and to run ads and 
then not have this material ex- 
ploited to the fullest extent by the 
jobber. The jobber must realize 
that he is more than simply a field 
warehouse, but instead is very 
definitely in partnership with the 
manufacturers in promoting the 
sale of the equipment. 

Maintain a complete stock of 
equipment at all times. By this I 
mean not simply a stock of heat- 
ing units, but a stock of all the 
various and sundry items used in 
connection with heating equip- 
ment. This would include controls, 
duct work, registers and all of the 
sundry items used in heating. You 
should be the first to have the new 
items of merit that are coming on 
the market from time to time. 


Exploit Benefits 


In short, the jobber should pro- 
vide al] the services that a manu- 
facturer provides when:selling di- 
rect to the dealer, plus the services 
that only a jobber can provide for 
the dealer. He must do everything 
the manufacturer can do, only, do 
it better and then in addition, ex- 
ploit the advantages of jobber dis- 
tribution to the fullest. 

Most important of all, he must 
show the dealer how he can have 


more profit left at the end of the 
year by dealing with him. This can 
be proven if the jobber is carrying 
out all of the functions that he 
can, rather than the stocking of 
equipment or simply ordering mer- 
chandise from the manufacturer 
which many jobbers feel is their 
complete operation. 

I would also like to note the fol- 
lowing: In the past 15 years of 33 
prominent furnace manufacturers, 
22 have gone out of business. 
Twenty of those 22 manufacturers 
had the sales policy of selling di- 
rectly to the dealer, i.e., by-pass- 
ing the wholesaler. 

I would also like to quote from 
the talk of Ray G. Bookhout, edi- 
tor-in-chief, of the Plumbing and 
Heating Wholesaler, in his recent 
talk to the heating wholesalers. | 
cannot help but feel that there isa 
lot of food for thought in this 
statement: 

“Most business is small busi- 
ness. Independents in 1951 did 
more than 75 pct of all retail busi- 
ness. The small manufacturer can- 
not sell direct. Few retailers could 
take the time to see salesmen from 
all the manufacturers whose 
goods they stock. Distant manu- 
facturers could not give quick de- 
livery. Most business needs the 
wholesaler. 


Service Is Strength 


“Some business is too small to 
be profitable, but not all small 
business is unprofitable. The extra 
volume it provides, beyond the 
break-even point, may mean the 
difference between profit and loss. 
Small customers may be the eas- 
iesi for wholesalers to keep. Large 
customers are the easiest to lose 
to competing wholesalers or to di- 
rect selling manufacturers. 

“The manufacturer needs whole- 
salers to secure complete coverage 
of his market, and investigation 
may show that this means, using 
wholesalers to a greater degree 
than he at first thought necessary. 


“The strength of the wholesaler 
is his service to customers. The 
wholesaler, among all those who 
sell the retailer, is likely to be one 
who takes the most interest in the 
retailer’s set of problems, in keep- 
ing him alive, and not simply try- 
ing to sell him a bill of goods. He 
is least likely to over-sell the re- 
tailer—it must always be remem- 
bered that overstocking is a prin- 
cipal cause of retail failures.” 
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Fishing Tackle 


(Continued from page 122) 


sales are approximately $60 mil- 


lion. This includes rods, reels, 
creels, artificial lures, baits and 
flies. Fishing licenses issued in 


the United States in 1951 ap- 
proached 16 million. 

This means that Mr. Sport Fish- 
erman «pends less per year on his 
fishing tackle than he does on the 
tankful of gasoline to transport 
him to his fishing waters. He 
spends less for tackle than he does 
for the bottle of whiskey which 
guards him against chill and snake- 
bite. He spends less for tackle 
than he does for boat and outboard 
rental for his fishing trips. 


Go After Sales 


In short, the tackle industry re- 
ceives much less revenue from Mr. 
Fi_herman than do the allied indus- 
tries, which are after all secondary 
to the basic sport of fishing. 

Thus it would appear that our 
selling, distributing and promoting 
have not been as effective as we 
might have once thought. Because 
of the tendency to manufacture, 
distribute and sell fishing tackle at 
cheaper and cheaper prices, we 
have not captured our fair share 
of the revenue to be derived from 
the sport of fishing. 

Actually, the sport fisherman, has 
not demanded this. He is basically 
a hobbyist, an individual motivated 
largely by his sense of accomplish- 


ment. Fishing is a competitive 
“port. It is competitive in two 
ways. 


Play on Desire 


First, the ability to outwit and 
out-maneuver the fish is of primary 
importance to the average sport 
fisherman; second, the ability to 
outfish his companions is also a 
dominating desire. 

The sport fisherman is perfectly 
willing to pay for good, quality 
tackle to accomplish these pur- 
poses. We miss the boat when we 
do not encourage his desires. 

Pride of ownership is a domi- 
nant characteristic of the sport: 
fisherman. What fisherman do you 
know that does not enjoy boasting 
of his ownership of quality tackle? 
What fisherman do you know that 
does not spend hours going over his 
tackle, feeling the rod, tinkering 
with the reel, sorting and resort- 
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My 


Stillson Wrench 
with the new | 
rust-resistant finish \ 







the ' 
Walworth 








DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT 


Genuine Siillson 


— Standard of Quality Since 1869 







For 80 years the Walworth GENUINE Stillson 
has always stood for the best of its type in pipe 
wrenches. Today, while the design remains 
basically unchanged, metallurgical improvements 
give the Walworth GENUINE Stillson even greater 
strength, hardness and toughness... and all parts 
have a special electroplated zinc coating to resist rust 
and corrosion. You can tell a Walworth GENUINE 
Stillson by its world-famous diamond trademark and its 
red handle. It comes in sizes from 6 to 48 inches... 

and is sold through recognized wholesalers — order now. 


WALWORTH 


valves e fittings e pipe wrenches 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 


THE WORLD 
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YOUR CUSTOMERS asked us to make 
this outstanding new product ..... BE 
AMONG THE FIRST TO FEATURE IT! 


For several years we've made PEG-BOARD in large sheets 
for display use—and during that time hundreds of people 
have written to request smaller pieces for household use. 
We conducted a survey . . . and found that 93% of the 
women and 87% of the men want the PEG-BOARD Hook 
Rack for one or more rooms of their homes! So here it is! 
The PEG-BOARD Hook Rack is 20x23 inches of gleaming 
white perforated hardboard with 24 instantly interchange- 
able hooks and 4 spring clips. Feature and share in the 
profit of what is destined to be the HOTTEST new house- 
wares item for years to come. 





EASY-TO-STOCK, 
EASY-TO-SELL 
DISPLAY PACKAGE. 








CONTACT YOUR NEAREST 
DISTRIBUTOR 


e NEW YORK 
PEG-BOARD OF NEW YORK, 131 E. 64th St. 


e CLEVELAND, OHIO 
THE DAVIS PLYWOOD CORP., 12555 Berea Road 


e MIAMI, FLORIDA 
A. H. RAMSEY & SONS, INC., 71 N.W. 11th Terrace 


@ LOS ANGELES, CALIFORNIA 
PEG-BOARD OF CALIFORNIA, 4833 Exposition Bivd. 
The PEG-BOARD Hook e MINNEAPOLIS, MINN. 
Rack will be backed by |: E- HEIR DISPLAY EQUIP. CO., 23 N. Sixth St. 
STRONG NATIONAL ae at Rag BUTLER MFG. CO., INC 
ADVERTISING BELLWOOD, ILLINOIS es 
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ing his baits and lures in the tackle 
box? 

Like the hunter, which he often 
is, the sport fisherman appreciates 
fine tackle the same as he appre- 
ciates fine firearms. What is more 
important, to the tackle industry, 
is that he is willing to pay for it. 

Obviously, there is and probably 
always will be a market for low- 
priced merchandise in the fishing 
tackle field. This market consists 
largely of youngsters, beginners 
and a few that cannot afford to 
purchase better quality tackle. 

This is the market that does not 
require selling. They take it away 
from you. As long as the sport 
of fishing exists this market will 
continue to varying degrees. This 
market, however, is not the profit- 
able market, and it is the segment 
of our fishing population that 
causes the extremely low per capita 
expenditure. 


Emphasis Is Wrong 


As the result of this overempha- 
sis on the low-priced market we 
find our merchandise on the count- 
ers of outlets which should never 
be in the fishing tackle field. It is 
not necessary to name these out- 
lets. You are all familiar with 
them. They are the operations 
which today are selling fishing 
tackle and tomorrow will be selling 
anything that is in demand at the 
moment. 

Such operations contribute noth- 
ing to the growth of the sport or 
the industry. They accept no re- 
sponsibility for customer service or 
satisfaction. They sell on price 
and price alone. 

Sport fishing tackle requires 
specialized selling. It should be 
sold by those that understand not 
only the requirement, but the 
proper use and purpose of the 
many different types of tackle now 
being offered the fishing public. 

The first problem therefore is 
selling better tackle. The remedy 
is to sell up rather than down. Sell 
quality, satisfaction, pride of own- 
ership, pride of accomplishment 
rather than the cheapest rod or the 
cheapest reel or the cheapest lure. 
Cheap fishing tackle never created 
an additional fisherman, never ex- 
panded our market for sport fi.h- 
ing tackle. 

This brings us to consideration 
of our second problem. You may 
very well ask, “What does expand 
our market?” “What does sell more 
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NEVER BEFORE A CAN OPENER SO VERSATILE! 









eee ON TABLE 
TT or WALL _ 



































as = 

—, 

pa 

eno 
Beautiful i 
Chrome— manta . 
Gay Color Lis = 
Combination A TOUCH OF YOUR FINGER CAT. NO. 285 $ 598 

CHANGES IT With Magnet 


ee 
FOR TABLE OR WALL USE! 





Without Magnet $4.98 
Prices in U.S.A. 


VAC-O- - MAT 


2 WONDERFUL CAN OPENERS IN 1 


















The most amazing can opener ever made! The only can opener 
with a two-position head ... use it anywhere! Powerful Zz 
vacuum disc adheres to any flat, non-porous surface. It’s 
portable. Popularly priced, beautifully designed! Combina- j 
tion eo with — of a Avy 8 yellow baked 
ename ere’s your chance to sell that A can opener Use on refrigerators, 1 
every home needs. Ask your distributor today or write direct. Se Se, Saas i Range MM ys 
RIVAL HAS A COMPLETE MERCHANDISE PLAN FOR Vale dee 
YOU GUARANTEED TO INCREASE YOUR BUSINESS 25% Geel Beerierag 
Ses sores OS 
RIVAL re a, lak’ Gi For tables, breakfast 
a = 2 See | bars, Formica or tile 
Advertised wae © | , drain boards, 
in leading "? 
Magazines ae 4 a AMERICA’S MOST COMPLETE LINE OF CAN OPENERS 


ge 





new © “Gm | 
CAN-O-MAT BAR , Pe 
CAT. NO. D-9. 18 


4 DISPLAY , ied Model DL245 Model 255 Model 265 Model 270 

ASSORTMENT (| i RIVAL MANUFACTURING CO., KANSAS CITY, MO. 

CAT. NO. M-4. i Rival Manufacturing Co. of Canada, itd., Montreal 
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DROP FORGED 


SNIPS 


NOTHING FINER... 
- . « at ANY price! 








COMPARE BLUE BIRD 
in QUALITY 
SALES APPEAL 
and PRICE! 


and you'll know why more people 
than ever before are demanding 
Blue Bird snips. 


® Drop Forged 

© Heat Treated 

® Accurately Adjusted 
® Hand Polished 

® Attractively Boxed 
® Fully Guaranteed 


Canadian Office 
Room 6—570 Queen St., East 
Toronto 2, Ontario 















gi tt Bip, 
@ Bergman TOOL MFG. CO.. INC 


1573-1575 MIAGARA ST BUFFALO 13, mY 
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and better quality fishing tackle?” 

The answer is: more and better 
fishing facilities. If ficthing is 
good, tackle sales are high, if it is 
poor, tackle sales are low. 

Tackle sales in the South, South- 
east and Southwest have increased 
fantastically in the last decade. 
This is attributable almost entirely 
to the creation of new lakes and 
waters in which intelligent fish 
management has been practiced. 

Such programs should be ex- 
tended to every suitable geographic 
area of the country, for on such 
programs depends the continuance 
of the great sport of fishing, and 
from the mercenary angle the con- 
tinuance of the fishing tackle in- 
dustry. 

Unless we are successful in ex- 
panding these programs, the 
tackle industry is facing a declin- 
ing market rather than expansion. 
Sixteen million fishermen and 
women will not continue to fish if 
their efforts are not rewarded. 

Fortunately, due to the foresight 
of several sportsmen and business- 
men, both in and out of the tackle 
indu:try, an independent organiza- 
tion was formed in 1949 known as 
Sport Fishing Institute. It is di- 
recting the effort to solve the 
problems of depleted fishing condi- 
tions. It is a national non-profit 
organization dedicated to improve 
sport fishing. Its stated purpose is: 
to maintain more fishing waters; 
to work toward the creation of 
more fishing waters; to promote 
greater conservation of fish life; 
and to renew natural fish resources. 


A Program That Helps 


Sport Fishing Institute has pro- 
gressed steadily since its organiza- 
tion in 1949. The institute pro- 
gram is one of direct service, re- 
search and education. 

This three-point program gives 
direction, counsel and assistance to 
private state and federal agencies 
in the development and operation 
of their fish conservation programs. 

Sport Fishing Institute has re- 
cently established four fellowship; 
for graduate students. These fel- 
lowships serve a double purpose. 
They help to train top-notch men 
and at the same time give answers 
to important problems. 

One of the chief jobs of the In- 
stitute is to check the programs of 
some of the state and federal agen- 
cies. They are in constant touch 
with the Fish & Wildlife Service. 
Recently the Federal Park Service 
requested the Institute to check its 


entire fish conservation program. 

The Institute has had consider- 
able influence in the Federal Aid 
program. This is the program bet- 
ter known as the “Dingell-Johnson” 
Act, now in its second year of op- 
eration. 

The program enables states to 
make an inventory of their sport 
fishery resources and on the basis 
of this information, to undertake 
measures which will be useful in 
producing better fishing. The 
revenue for the Federal share of 
the program comes from the 10 pct 
excise tax on rods, reels, creels, 
artificial lures, baits, and flies paid 
to the government by the manufac- 
turers of these products. 


Need to Sell Up 


In the two years of operation of 
this program, somewhat over two 
and one-half million dollars each 
year has been apportioned to the 
48 states, Alaska, Hawaii, Puerto 
Rico and the Virgin Islands. Inci- 
dentally, do you know what your 
state accomplishes with these 
funds? Your State Game and Fish 
Department should be able to tell 
you. 

Sport Fishing Institute pub- 
lithes a monthly bulletin which 
goes to a select list of 5000 outdoor 
writers and conservationists. The 
bulletin stresses the important 
needs in conservation and points 
out what progress is being made. 
As education is one of the main 
points in the Institute program, it 
is evident that the bulletin is serv- 
ing this purpose efficiently and con- 
structively. 

Here is an organization whose 
entire efforts are devoted to the re- 
duction of time between bites. 
Their program is already produc- 
ing results of benefit to the fisher- 
men and to the tackle industry. 

It’s opportunity for the improve- 
ment of sport fishing is limited 
only by the extent to which you 
and I as sportsmen and business- 
men support it. Surely, no one in 
our industry can doubt its need 
or its benefits. 

The basic problems of our long 
range “Outlook for Fishing 
Tackle” are recognized. We have 
the weapons with which to combat 
these problems which are detri- 
mental to the sport of fishing and 
indirectly to our business of pro- 
ducing, distributing, and «selling 
fishing tackle. Let’s sell up, rather 
than down; not only the quality of 
our tackle but the quality of the 
great sport of fishing, as well. 
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deral Aid (Continued from page 124) 
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a line, athletic goods, which embraces 
; > equipment for baseball, softball, PKEE 
basketball, golf etc. These repre- 
states to sent a very important part of the 
ene sport sporting goods industry and they 
So | foe LAYAWAY 
useful in From its once enviable position 
gz. The as the main channel throuzh which 
share of athletic goods flowed, the hardware "4 0 STER S 
he 10 pet trade ang! on goer ps my 
3, creels, own mind, the decline started many 
feign [yrs 0 AVAILABLE 
manufac- Records may show—and _ prob- 
” ably do—that the yearly average of NOW 
your volume in athletic goods in re- 
cent years has been greater than in 
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“y! gm former years. = “ . 
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is. Inci- Volume Has Been Lost {/ _s 
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e to tell tention. What hurts even more— \ 1 Se. 
not only you and your dealers, but x 
e pub- those in the athletic goods industry beans 
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ts. The sense of loss of that unknown vol- 
1portant ume of items that might have been “ie 
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z made. work’s promotion and merchandis- ; 
le main ing of athletic goods kept pace with 
pram, it the rest of the field. & 
~ Fac What caused the hardware trade a Mode! | 
to lose interest in a great line like SS 
athletic goods, which offers large T 
whose sales and profit possibilities? Why he trend is toward earlier Christmas shopping. To help you 
the re- does the hardware trade fail to ex- promote this trend and to help you avoid that last minute rush, we 
bites. ploit a potential that offers greater offer these colorful window or counter banners for immediate use. 
produc- volume each succeeding year? Our advertising program, including full pages in four colors, 
fisher- The causes of these negative ef- starts in October and continues into December. This program, 
try. fects, as I see them, are several. plus our participation in the LIFE-Voy Mfrs. promotion, will 
Sentted Foremost is the oversimplification Tors, yf alles Model 
rn | aft, was. too busy wth other | [please send yourrequest | naz™, Order your levee 
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3 nee cies tain so order NOW! 
r long At the same time you failed to 
hing fully realize what a giant athletic 
» have goods would develop into. It was 
wiahes either neglected entirely or failed THE CHAS. WM. DOEPKE 
detri- to receive attention commensurate 
g and with what later proved necessary. MANUFACTURING CO., Inc. 
f pro- We now come to the ways and 
elling means by which the hardware ROSSMOYNE, OHIO 
rather trade can obtain a greater share 
ity of of the athletic goods business. We 
f the are assuming that you wholesalers ! . 
HI. are of one mind in that athletic wa iPS 4. GM, 
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|. ADVANTAGES THAT MAKE THE DIFFERENCE 


provides EXTRA Value 
and Sales Appeal! 


Largest Variety — 
MODERN TO TRADITIONAL 


1. 


Your customers want the truly complete 
chime line. With Rittenhouse, there’s a 
door chime ideally suited to any house 
design. 15 stunning chimes from 10-volt 
2-note models to large 4-tube styles 
with rich cathedral tones. Value-plus 
... and priced to sell! 





Stunning New 
1953 Models 


THE AVALON 


Beige boucle grille 
covering, gold brass 
trim. 2-notes for front 
door, one for rear. 
BIA” x7", $9.95 list. 


THE COLONIAL 


New colonial design 
in ivory plastic and 
gold brass, 2-notes 
for front door, one 
for rear. 8” x 7”, 
$6.95 list. 











THE CONCORD > 
Superb quality solid cherry clock-chime. | i 











4-note Westminster melody for front 
door, 1-note for rear. 9%” x 61”, 
$69.50 list includes transformer. 











Exclusive 
= Revolutionary 
R°E*P-E-A-T°E°R Transformer 


Provides Multiple-Tone Per- 
a 


formance On Any* Regular 
r see 1 and 2-Note Chime 
Cat. No. 50 
* For 10-volt chimes 





wn cA 







Feature the new Repeater 

Transformer for louder, auto- 
> matically repeating signals for 
both front and rear doors, plus 
regular signals for third door 
and other signaling purposes. 
Adds dollars to chime value for 
only $4.65 list. 


Sparkling New 
Display Boards 


Six attention-commanding 
displays, from spots to 
72” x 53” “chime depart- 
ments". All shipped com- 
pletely wired ... ready to 
sell for you. Price is just the 


FY. i 7 cost of chimes alone. 





Call your wholesaler or write direct for 
facts about full line of Rittenhouse 
Chimes, Transformers, and Push Buttons. 


THE RITTENHOUSE CO., INC. 
210 Owen St. « 


Honeoye Falls, N. Y. 
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goods are a line promising suffi- 
cient volume to be worthwhile, but 
I am wondering if a high percent- 
age of your dealers properly esti- 
mate its potential volume and if a 
similar percentage are without 
prejudice in their considerations of 
athletic goods. 

Also, is the dealer without fear 
of the job of educating himself 
thoroughly in athletic goods? And 
is he willing even now to give it 
decent space and display in his 
store? 


This Is Your Market 


The hardware trade can get its 
share of the athletic goods busi- 
ness. What is equally certain, you 
can develop, with very little effort, 
business in athletic goods that no 
one is getting now. I’ll go so far 
as to say that in countless commu- 
nities the business not yet tapped, 
alone will make the venture a 
steady profitable one for your deal- 
ers. 

These assertions are based on the 
fact that it is in your area where 
lies the greatest possible field for 
expansion of the athletic goods 
business. 

Approximately 50 pct of all hard- 
ware business is done in communi- 
ties of less than 10,000 people. 
And approximately 59 pct of the 
retail hardware stores are in these 
communities. It’s in these commu- 
nities, and the hundreds more of 
the 10,000 to 50,000 population 
group, that the opportunities are 
greatest. 

You may say that your dealers 
in the towns and smaller cities are 
not unmolested by competition 
from others, including strictly re- 
tail sporting gdods stores. And 
you may point out, too, that you 
find competition in these same 
communities from strictly sporting 
goods wholesalers. 


Increase Your Volume 


All that is true. But you’ll find 
very, very few retail sporting 
goods dealers in this vast number 
of communities, and, when you do, 
it is because your dealers practi- 
cally invited someone in to do the 
job. 

As for your competition from the 
sporting goods wholesaler, he’s only 
using more effectively the same 
tools that you have and have had 
since long before he came into be- 
ing. 

The annual retail sales level of 


“WIPE-ON PULLs 

PROFITS EVERY 
MONTH IN 

THE YEAR!” 









says 
Mr. L. Wachman, Owner, 
WACHMAN HARD.- 
WARE STORE, 

5622 NORTH 5th ST., 
PHILADELPHIA, PA. 
“I get calls for Plastic Wipe-On all 
through the year. It’s a product 
that sells! Consistent national ad- 
vertising keeps reminding the peo- 
ple to buy Wipe-On and I cash in 
by giving the product 
extra counter and 
window display!” 
Embree Mfg. Co. 
Elizabeth 4, N. J. 


Contact your 
distributor 
today for 









: STAINLESS STEEL 
‘G@> FASTENINGS 

: QVOF ALL TYPES 

1 RICH OFF THE SHELF 


: ERATOR age 
te dia Rng ines Sean 








ePtes Bowed 


Rey 
Ras. 


In-Stock-Service on small or 
large quantities * Cap Screws 
© Machine Screws ¢* Sheet 
Metal & Wood Screws « Set 
Screws * Nuts, Washers, Etc. 
Class 3 AN Drilled Fillister Heads 
Fast service on special screw 
machine products. 


WRITE, WIRE OR PHONE TODAY 


NEW CATALOG JUST OFF THE 
> PRESS—WRITE TODAY. 


2 STAINLESS SCREW CO. 
ARmory 4-/240 


232 Union Avenue °* Paterson 2, N. J. 
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: athletic goods has reached approxi- t 
ULLS mately $200,000,000. I don’t hesi- Ou can t 
tate in saying that this volume 


Y could be increased, without great 


difficulty, to $500,000,000—by prop- 

er planning and an aggressive mer- 

chandising and selling program by an - | ” er 
the hardware wholesaler and his 
retail hardware customer. 


With more than 500 wholesale # 
hardware houses strategically lo- in é 0 0 S 
cated from coast to coast, serving 
approximately 35,000 hardware re- 
tailers who are located in every HERE’S WHY . 
; : 7 -.-1. Circle ® bolts are 
aly SON, SU RRS 2B SO Se made from high quality selected steel by 


try, you are in a favorable and en- ‘ 
viable position to secure a large the most modern methods and machines. 
2. Circle © bolts are packed in clearly- 

















e-On all part of this potential volume. 

product There are many among you who labeled, sturdy corrugated board con- 

nal ad. are curious as to how I arrived at | ‘mers that simplify your handling and 

he peo- this potential volume figure, which | stocking. 3. Circle ® bolts are concisely ; 
I consider reasonable. Within the | cataloged in a useable book that makes 17 


cash in last decade, sales of athletic goods | specifying and ordering easier, faster and 
have doubled, and even with that | more efficient. In addition, this complete 
tremendous increase, participation | line of quality fasteners, with all the 

continues to grow. As it does grow, plus features, is no high- 
athletics will become more and | ef than ordinary 
more a “must” in our daily lives. bolts alone. 











The Field Is Broader 


The fabulous athletic program 
launched during World War II for 
the benefit of millions in our Armed 
Forces set things in motion which 
did not end with that war. The 
influence of that program will be 
felt from now on, because millions 
of those who participated in it re- 
turned to their homes thoroughly 
sold on the importance of athletics 
to young and old. 

Hand in hand with that develop- 
ment are the shorter working hours 
and long week-ends. These circum- 
stances appear to assure the future 
of the athletic goods business. 
































. And now, if you will stop and 
EL think, you will realize that there l 
are millions of boys and girls and | 
men and women standing on the | 
1 4 sidelines who are eager to partici- 4 y 
4 pate in some form of athletics. For 
LF s years the opportunity to partici- 
a pate was limited, due to lack of 
va facilities. BOLT COMPANY 
However, throughout the land to- ae : : 
ane day there are football fields, bas- Division of Buffalo-Eclipse Corporation 
© Sheet ketball courts, baseball and soft- North Tonawanda, N. Y. 
i. a ball diamonds, golf courses, etc., Sales Offices in Principal Cities 
Agel ye cord onthe yrs PRODUCERS OF CIRCLE ® PRODUCTS 
th ee: te nae en og came BOLTS « NUTS e RIVETS AND SPECIAL FASTENERS 
E TODAY ’ ’ 
profit organization, the Athletic 
NUMBER 51 identifies the latest j 





- Institute, which is cooperating with 
schools and colleges, city and state 





catalog available. If you don’t 








CO. : va . oF 
agencies, and many other groups aie" i 

ry 4-1240 in the development of facilities, in 

N. J. the organization of leagues and 
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WHALE 
HACK SAW 
FRAMES 


Mabe 


<< 
we 











Here's a popular Whale brand Hack Saw Frame 
#W6I for mechanics and electricians. Nickel- 
plated stock . . . rubber composition handle... 
reinforced back for additional strength . ° 
adjustable for 8"' to 12'' blades. Complete with 


@ WHALE 


BRAND 






50° Stronger, Bal Projecting Wings 


onced Ferrule of on Shank Prevent 
Greater Diometer Blade from Turn 
Reduces ing in Handle 


Splitting 


AI 


An ingenious Shoulder 
Formed in Blade Gives 
Added Strength to Super 
Grip Hondle 


SCREW 
DRIVER 


This husky screw driver can really 
take it . . . the blade, shank 
and shoulder are forged from 
one piece of TOOL STEEL. All models and sizes 


aELEX 


oc 
HACK SAW 


HY” BLADES 


Use HY-FLEX blades for all tough cutting jobs. 
Heat treated for extra hardness and flexibility. 







orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S, A. 





programs, and in the training and 
instruction of leaders. 

This work is being done on a 
nation-wide scale, in both large and 
small communities. There is noth- 
ing in America that develops more 
interest and enthusiasm than 
keenly-contested sports which at 
the same time develop the mind 
and body. 

The possibilities in the athletic 
goods field are excellent, and if I 
were you I would start simply by 
copying the methods of some of 
your fellow members in the whole- 
sale hardware trade who have 
started doing something about the 
situation in the past few years. 

There is one wholesale firm that 
went into this athletic goods pro- 
gram with real enthusiasm and zeal 
and ambition, and in the course of 
several years’ time they increased 
their business about 200 pct. And 
I can say definitely that this 200 
pet increase was on the basis of 
an already sound volume of busi- 
ness. 
Naturally, I was interested in 
their method of accomplishing 
these extraordinary results. I 
learned that they first analyzed 
their complete athletic goods de- 
partment; then they called in repre- 
sentatives of the various athletic 
goods manufacturers, upon whose 
counsel they decided to bring the 
department up to date. 

The revamped line included team 
equipment for all sports, and to 


complete the line there were added 
the necessary intermediate and 
popular-priced numbers in all the 
various sports. (I might mention 
that the athletic goods business on 
the manufacturers’ level is a keen, 
competitive business, composed of 
a fine group of manufacturers who 
are always seeking an opportunity 
to counsel with you and can offer 
you invaluable assistance in your 
athletic goods sales and promotion 
projects.) 

Their next procedure was to 
build within their own organization 
a well-trained group of personnel, 
which included a specialty salesman 
with a special trailer for covering 
the trade. With this well-planned 
program, backed by sound knowl- 
edge and real enthusiasm for ath- 
letic goods by the entire depart- 
ment, including the salesmen, they 
were successful in convincing the 
dealer that he not only was passing 
up a good profit line but was ac- 
tually losing money by not stock- 
ing a complete line of athletic 
goods. 

There are hundreds of millions 
of dollars being spent in this coun- 
try by boys and girls and men and 
women for various articles for 
pleasure and entertainment, and I 
am confident that if the hardware 
wholesalers, through their sales- 
men and dealers, will plan, promote, 
and merchandise in an aggressive 
manner, the hardware trade will 
obtain a greater share of the ath- 
letic goods business. 





The Current Outlook 


(Continued from page 153) 

ing investors, only then will the 
assets disappear, from the asset 
side of the bank balance sheet and 
the corresponding deposits disap- 
pear from the liability side. But 
that is not likely to happen in any 
significant amount. 


An Easy Money Period 


What does it all mean? It 
means that our economy has had 
to grow up to this increased 
money supply. We have had a 
catching-up period, so to speak, 
during this time of active demand 
—we have had all our regular 
physical requirements expanded 
or accelerated by “easy” money. 

And, as usually is the case, it 
has not been possible to increase 
our production as fast as we need 
it, to absorb all that money. You 





know, money has a way of being 


spent and if it is not going to be 
spent for new goods, coming off 
the production lines, people start 
bidding against each other for the 
old. 

We had, then, a very substan- 
tial adjustment to make—an econ- 
omic adjustment after World War 
IlI—adjusting ourselves and our 
whole business structure to this 
greatly expanded supply of money. 

Such an adjustment never has 
been smooth in the history of the 
world, and particularly when it 
is of the magnitude this one was. 
We did pretty well, though. And 
that is where our third factor 
comes in. 

The third factor, in my judg- 
ment, has been the remarkable 
absence of general speculation 
during this post-war period. It 
is almost unique if not absolutely 
unique. We came out of the war 
with higher prices, of course, be- 
cause we couldn’t expand out pro- 
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duction fast enough. We adjusted 
to the money supply by raising 
prices, as well. But, we did not 
go wild about it and get clear over 
into the field of speculation. 

We went along relatively 
smoothly until 1948, when we be- 
gan to get a little ahead on in- 
ventory, and it spoiled the mar- 
kets a bit through ’49 and we had 
a little recession. That was to the 
good. 

Then we moved along to mid- 
1950 and we had pretty well 
reached a balance between our 
supply of money and our supply 
of goods and our price level. We 
seem to have accomplished this 
major adjustment, then, without 
any really serious economic dis- 
tortions. 


Korean Scare 


Then came Korea. It was a 
little too much strain for us. We 
bought everything—all of our pro- 
ductive needs as well as our cur- 
rent needs—in fact, as if there 
were no more shirts to be had or 
TV sets, or anything else would 
ever hit the shelves again. We 
thought we were going to go back 
into wartime shortages. 

We simmered along for a few 
months, and then the Chinese 
Reds crossed the Yalu River, and 
we got nervous again, and began 
buying worse than before: But 
again we did not get into this 
realm of speculation, but we did 
horde and accumulate inventories 
and seriously hurt our markets. 

We can expect, certainly, to 
have continued business cycles. 
We are not always going to have 
things move smoothly along, but 
so long as we avoid speculation 
as we have done, I see no reason 
for thinking we are going to have 
disastrous liquidation. 


Excessive Stocks 


We have, in this last 18 months, 
had a readjustment, however, a re- 
adjustment to this over-accumula- 
tion of consumer and business in- 
ventories, and that kicked the day- 
lights out of our markets. 

That is about where we stand 
now. We have just come through 
a substantial recession in the tex- 
tile industry—and substantial, al- 
though perhaps not quite as acute 
as a variety of readjustments in 
other industries, and we have now 
apparently reached the point where 
we find our needs are more press- 
ing than they were before, and we 
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ONLY THE NEW 


I 


SAWZALL 


provides ALL these features 


1. SINGLE-UNIT, ALL-PURPOSE, 
PORTABLE POWER HACKSAW. 


” stroke). 








Not an attachment, 
but a complete heavy- 
duty, portable power 
hacksaw. 



















2. 2250 strokes per minute (44 
3. Lifetime lubricated . . . ball and 
roller bearing equipped. 
4. Milwaukee-Built 9-point 
motor, famous for MORE 
“motor guts”, 
5. Lightweight — only 
634 Ibs. 
6. Fully guaranteed. 
7. Blades for cut- 
ting all materials. 


$7850 


including Blades and 
Steel Carrying Case 





BETTER QUALITY 
LONGER LIFE@ 


for less money 


WITH MILWAUKEE 
PORTABLE ELECTRIC TOOLS 








This versatile new Milwaukee SAWZALL 
cuts all materials, including light-gauge and 
heavy metals. Cash in on today’s big demand 
for this amazing tool. 





Write for folder SW-5. 





MILWAUKEE ELECTRIC TOOL CORP, 


5312 W. STATE STREET © MILWAUKEE 8, WISCONSIN 
Canadian Distributor: MATTHEW MOODY & SONS CO., 740 Inspector Street, Montreal 
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#205 X-ACTO HOBBY TOOL WORK BENCH 
(Size: 20” wd. x10” dp.x 15/2” ht.) 
and Complete SET of X-ACTO TOOLS—$48.00 


Think ahead, Mr. Dealer—think of the young hobbyist! 
Sell X-acto Craft Tools——professional tools—not toys! Car- 
penters, mechanics, cabinet makers and craftsmen as well as 
hobbyists choose X-acto Tools because they're manufactured 
with the quality, precision, sharpness and exacting standards 
of surgical instruments. Feature X-acto now and train the 
youngsters to buy all their requirements in your hardware 
store. 

X-acto Tools are ‘‘bread 'n butter’ items with fast turn- 
over and constant repeat order business in X-acto Blades. For 
holiday selling, attractively packaged X-acto Tool Sets will 
be the fastest-moving, gift items you can offer. 

X-acto Hobby Craft Tools are carded for easy display, 
quick sales or are “‘in stock’’ in smart, space-saving, counter 
merchandiser displays. For more Sales * protected Profits ° 
greater Prestige, feature X-acto Tools, Knives and Sets— 
retailing from 25c to $30. X-acto now sells directly to top- 
rated Jobbers—contact your jobber today or write direct. 


Write today for our new illus- 
trated Catalog of the complete 
X-acto line. 





X-acto Crescent Products 
440 Fourth Avenue, New York 16, 







m . 
= in 


Co., Inc. 
New York 























No. 46 “'C’ CLAMP SET—$1.80 





Ne. 120 DRILL STANO—$6.50 


Ne. 70 SCREW DRIVER 
SET —$1.80 








eae) (\ 


| 


No. 37 TWEEZERS—S5c 


Nos. 1D & 2D PIN VISES—90c ec. 


cur} 


are willing to go out and spend. 

An over-inventoried position in 
fabrics generally had been cor- 
rected, particularly in synthetics. 
Rayon, you remember, had a rough 
time of it. 

There has been a lull, but a re- 
cent pick-up in the purchase of ap- 
pliances, TV sets, and so on, across 
the board. Everything has bright- 
ened up. 


Stocks Lower Now 


Why is this? Because we have 
pretty well run down the inven- 
tories in both the consumer and 
business hands. Certainly they are 
reasonable, if not low, in relation 
to the business that seems now to 
lie ahead. 

It seems to me that the psychol- 
ogy of the country has shifted 
around now from fear of shortages 
to confidence that our business 
structure and our industrial facili- 
ties are adequate to meet the needs 
of both the civilian economy and 
defense requirements, provided we 
do not get into total war. 

We have also had in this period 
a very substantial shaking out of 
some prices that had gotten out of 
line. Not strangely, perhaps, be- 
cause they are mostly prices on im- 
ported goods. 

There has also been adjustments 
in the wholesale and retail fields. 

All of this came to pass over this 
period since Korea. Then we had 
the surge upward. It did not be- 
come speculative. We seemed to 
have worked that off and shaken 
out prices that have gotten out of 
line and are readying to go again. 

We have come through a period 
of very active demand, we have had 
rising prices, but in a relatively or- 
derly way, and we now have the 
great monetary forces on the side 
of economic stability, so that it 
seems to me we can look ahead to 
a reasonably stable platform now, 
instead of feeling that we are bal- 
ancing on the brink of an abyss as 
we were in ’29 or ’26 or 1920. 


4 Prime Factors 


Now, as we look ahead there are 
just four factors that seem to me 
to be of primary importance: 

The first of these is our defense 
program. That is going along at 
the rate of about $50 billion a year, 
and is scheduled to go up to about 
60 billion dollars a year. We must 
continue to think of that as an im- 
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portant economic support. 





That will probably level off about 
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spend. : the middle of the next year. 
Sition in : 
een cor- The second factor, that is im- 
mthetics. portant, is the fiscal program of the 
| a rough government. When the government 
takes more money out of our pock- 
ut a re- ets, in taxes, than it puts back in, 
se of ap- in its spending program, that is de- 
n, across flationary, and is politically pretty 
; bright- unpopular. So as a result we usu- 
ally have it the other way around, 
as it is now. The government puts 
, more money into our pockets 
through the spending program than 
we have it takes out. The result is it stimu- 
2 inven- lates business. 
— and The third factor that is impor- 
med a tant here to my way of thinking is 
soap te the capital expansion program of 
industry. That has been tremen- 
paychol- dous. It reached a record in 1951 
shifted and it now appears in 1952 there is 
ortages going to be a little more expansion. 
business That has been a tremendous sup- 
1 facili- porting force, but it would seem to 
1e needs me that it is bound to run off at 
my and least before too long. 
ided we A lot of plants have been ex- 
panded as much as they want them 
; period expanded now, and tremendous 
out of modification programs have been 
| out of undertaken and are to a large ex- 
ps, be- tent completed. 
on im- 
a Building Is Strong 
ena nae The fourth and final strong sup- 
we had porting force we have had as I see 
not be- it has been residential building. 
med to Again, even in 1952, residential 
shaken building stayed reasonably close to 
out of the record of the year before. There 
again. has been a tremendous volume of 
period it. A lot of people had looked for a 
ive had sharp drop in residential building 
ely or- long before this. However, we had 
ve the about 20 years of relatively inac- | 
1e side tive building while the population | 
hat it was still expanding and people were 
ead to getting married and raising fami- 
n now, lies, so there was a great accumu- 
re bal- lated demand then. 
_ - There has been a great movement 
ae of people from one area to another, 
and a great suburbinization, as I 
call it, and it has supported build- LIFE-TIME WRENCHES 
re are ing tremendously. 
to me Finally, there has been a raising ® S C oa Pp H 
of the pce lower income level Quick ales ! ompetitively riced l 
efense and there has been such a remark- ‘ ’ 
ng. at ible easiog of mortgage terms that | Modern Merchandisers to Boost Your Sales 
1 year, great numbers of people have been 
— brought into the housing market = i 
> mus who were not there in years past. _ 
an 1m- So, we have all of those forces that |: THE BILLINGS & SPENCER CO. HARTFORD 1, CONN. 
about a eae cae a et Order em from your Billings Wholesalers 
» 1962 HARDWARE AGE, OCTOBER 30, 1952 = a 











IDEAL 
Christmas 


Gifts 
DESMOND-SIMPLEX 
UTILITY VISES 


WOODWORK 


Use Desmond- 
Simplex Utility 
Vise for wood- 
working until 
you're ready for a 





LEATHERWORK 


Leather working 
enthusiasts appre- 
ciate the hardened 
cut-off tool — a 
special Desmond- 





Simplex feature. 


‘REPAIRS 


Mount your Des- 
me. mond-Simplex vise 
so that jaws ex- 
tend over edge of 







E? 


hench, hold 
screens, doors and 
other objects. 






SHARPENING 


Grip portable drill 
in vise jaws to use 
as a grinder for 
Sharpening variety 
of tools. 


A basic tool for the average man—that leads 
to increased sales and use of all types of 
hand tools. 





Ready for immediate delivery. Write now for 
Distributor’s Price Sheet 1. 


THE DESMOND - STEPHAN MFG. CO., URBANA, OHIO 








DESMOND-SIMPLEX 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


Bicycle Industry, Jan. 18-23 at the 
Boca Raton Club and Hotel, Boca 
Raton, Fla. Sponsored by Bicycle 
Institute of America, 122 E. 42nd 
St., New York City 17. 


Industrial Supply Convention, April 
12-15 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions at 
Dinner Key Auditorium. Sponsored 
jointly by the American Supply & 
Machinery Manufacturers’ Associa- 
tion, 814 Clark Bldg., Pittsburgh 22, 
Pa. R. Kennedy Hanson, general 
manager; the National Industrial 
Distributors’ Assn., 1900 Arch St., 
Philadelphia 3. H. H. Rinehart, ex- 
ecutive secretary, and the Southern 
Distributors’ Assn., 712 Volunteer 
Bldg., Atlanta, E. L. Pugh, secre- 
tary-treasurer. 


Motor Boat Shows: National Motor 
Boat Show, Jan. 9-17 at Grand Cen- 
tral Palace, New York City; Feb. 
6-15 at International Amphitheater, 
Chicago, and Sports, Travel & Boat 
Show, March 6-15 at Civic Audi- 
torium, San Francisco, Cal. 


National Housewares and Home Ap- 
pliance Exhibit, Jan. 15-22 at Navy 
Pier, Chicago. Sponsored by Na- 
tional Houseware Manufacturers’ 
Assn., 1140 Merchandise Mart, Chi- 
cago. A. W. Buddenberg, executive 
secretary. 


National Retail Hardware Assn., Con- 
gress, July 13-16 at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing Director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis 4, Ind. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National — 
Goods Association, 1 No. Salle 
St., Chicago 2. Marvin Shutt, sec- 
retary. 


Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd.. St. Louis 
8, Mo. 


Regional Events 


Ace Stores annual convention and ex- 
hibit, Feb. 2-4, 1953 at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by Ace Hardware Corp., 2355 S. 
Blue Island Ave., Chicago 8. 


American Hardware Supply Co., Mer- 
chandise Fair and Steuckholders’ 
Meeting ,Jan. 26-27 at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh, Pa. Wm. M. 
Stout, executive vice-president and 
general manager. 


Coast-to-Coast stores annual meeting 
and merchandise exhibit, Feb. 8-11, 


at Minneapolis, Minn. Sponsored 
by Coast-to-Coast Stores Central 
Organization, Inc., 29 Main St. 
S. E. Minneapolis 14. 


Cotter & Co. Spring show and annual 
stockholders meeting, Feb. 2-3, 1953, 
at company headquarters, 365 E. 
Illinois St., Chicago, 11. 


Franklin Hardware and Supply Co., 
annual convention Feb. 3 at com- 
pany headquarters, 918-28 N. Dela- 
ware Ave., Philadelphia 23, Pa. 
F. Leon Herron, president and gen- 
eral manager. 
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Gift Show, 36th annual California 
Gift Show, Jan. 18-23 at the Mer- 
chandise Mart, Brack Shops, indi- 
vidual showrooms, and the Alex- 
andria and Biltmore Hotels, Los 
Angeles, Calif. Sponsored by Los 
Angeles Trade Fair, Inc., 1151 S. 
Broadway, Los Angeles. 


Hardware Wholesalers, Inc., annual 
convention and exhibit, tentatively 
Nov. 18-20, 1952, at company quar- 
ters, Fort Wayne, Ind. A. H. Ger- 
berding, manager. 


Lamp and Picture Show, 7th annual 
California Lamp and Picture Show, 


Jan. 25-29, at the Biltmore Hotel 
and individual showrooms in Los 
Angeles, Calif. sponsored by Los 
Angeles Trade Fair, Inc., 1151 S. 
Broadway, Los Angeles. 


Northern Wholesale Hardware Co. 
convention and merchandise exhibit, 
Feb. 15-17, at Portland, Ore., Spon- 
sored by Northern Wholesale Hard- 
ware Co., 805 N. W. Glisan St., 
Portland 9, Ore. 


Rehm Hardware Co. annual conven- 
tion and exhibit, Jan. 27-28 at com- 
pany quarters, Blue Island Ave. and 
15th St., Chicago 8, J. B. Moore, 
vice-president and secretary. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, April 19-21 at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-7 Frank Nelson Bldg., Birm- 
ingham 3. 


Arkansas Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-23 at 
the Robinson Auditorium, Little 
Rock. Hotel headquarters, La- 
Fayette Hotel. Secretary, J. Wayne 
Tisdale, 908 Rector Bldg., Little 
Rock. 


California Retail Hardware Assn., 
convention and exhibit, Feb. 9-11 at 
the Fairmont Hotel, San Francisco. 
Secretary, Kreuger B. Jacobsen 
1355 Market St., Suite 262, San 
Francisco 3. 


Connecticut Hardware Assn., conven- 
tion Jan. 21 at the Hotel Taft, New 
Haven.. Secretary, Ned Russell. 
Southport, Conn. 


Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 24-26 at 
Chicago. Convention headquarters, 
Sheraton Hotel; exhibit, Navy Pier. 
Secretary, William F. Ewert, 1194 
Merchandise Mart Plaza, Chicago. 
54. 


Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan 27-29 at 
the Murat Temple, Indianapolis, 
Secretary, G. F. Sheely, 964 No. 
Pennsylvania St., Indianapolis 4. 


Intermountain Assn., convention, Jan. 
25-27 at the Hotel Utah, Salt Lake 
City, Utah. Secretary, Leon L. 
Weeks, 211 Continental Bank Bldg., 
Boise, Idaho. 


Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13 at Des 
Moines. Meeting, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., Fair- 
grounds, Des Moines. Secretary, 
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Philip R. Jacobsen, Mason City. 


Kentucky Retail Hardware Assn., con- 
vention and exhibit, Feb. 10-12 at 
the Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501-2 Republic 
Building, Louisville 2. 


Michigan Retail Hardware Assn., con- 
vention, Feb. 17-19 at Detroit. 
Meetings, Hotel Statler. Exhibit, 
Masonic Temple. Secretary, Harold 
W. Schmacher, 1916 Olds Tower 
Bldg., Lansing 8. 


Minnesota Retail Hardware Assn., 
convention, Jan. 20-22 at the Curtis 
Hotel, Minneapolis. Exhibit, Audi- 
torium. Secretary, C. J. Christo- 
pher, 2110 Nicollet Ave., Minne- 
apolis 4. 


Missouri Retail Hardware Assn., con- 
vention and exhibit, March 3-5 at 
the Jefferson Hotel, St. Louis. Sec- 
retary, Harry Scherer, 1189 Arcade 
Bldg., St. Louis. 


Mountain States Hdwe & Impl. Assn., 
convention, Jan. 27-29 at the Cos- 
mopolitan Hotel, Denver, Colo. Sec- 
retary, Francis W. Reich, 1233 
Spruce St., Boulder, Colo. 


Nebraska Retail Hardware Assn., con- 
vention, Feb. 17-19 at the Hotel 
Paxton, Omaha, Exhibit, Audi- 
toruim. Secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., convention and exhibit, Feb. 
23-25 at the Hotel Statler, Boston, 
Mass. Secretary, A. C. MacHardy, 
185 Dartmouth St., Boston. 


New York State Retail Hardware 
Assn., convention, Feb. 10-12 at 
Syracuse. Exhibit, Onondago Coun- 
ty War Memorial Auditorium, Sec- 
retary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


North Coast Retail Hardware Assn., 














Cheney 





SILVER KING | 


NAIL HOLDING 
HAMMER 


Order your Silver King Xmas gift 
boxes —now. A practical most 
useful holiday gift packed in a 
bright, cheerful box. Every man 


will welcome this fine hammer 





on Christmas. Order now for 


immediate delivery 


JOHN H. GRAHAM 4 CO.,Inc.,NewYork,N.Y. 
SANFORD BROTHERS, Chottenoege, Tenn. 





EStaAs. 1838 


ueney CHENE 


HAMMER 


CORP. 


GITVGE FALLS. W. V., U.S. a. 
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SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7,N.Y. 


POWER - 


Magor’s Eastern Pattern 16 gauge 
scoops are available in three popu- 
lar Brands— Arrow, Bull’s Eye, and 
Gold Target. Their non-splitting,non- 
curling normalized steel blades and 
seasoned ash handles will ring the 
bell with your quality-minded cus- 
tomers... keep them coming back for 
repeat sales and more profits for you. 

To dig into this profitable field 
with the simplified Magor line...sim- 
drop a postcard for illustrated 
price list, NOW! 





MAGOR 
CORPORATION 








DIGWELL - 
GOLD TARGET 


ARROW 


















can Bldg., Seattle 4. 


Conklin, 198 S. High St., Columbus. 


Oklahoma Hardware & Impl. Assn., 
convention and exhibit, Feb. 3-5, at 
Municipal Auditorium, Oklahoma 
City, Okla. Secretary, Robert K. 
Thomas, 515 Midwest Bldg., Okla- 
homa City. 


Pacific Northwest Hdwe. & Impl. 
Assn., convention, Nov. 9-11, 1952, 
at the Davenport Hotel, Spokane, 
Wash. Secretary, J. Malcom Smith, 
614 Empire State Bldg., Spokane. 


Pacific Southwest Hardware Assn., 
convention and exhibit, Feb. 17-19, 
at Long Beach, Calif. Meetings, 
Wilton Hotel. Exhibit, Auditorium. 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., convention and 
exhibit, Jan. 20-22, at Convention 
Hall, Philadelphia, Pa. Secretary, 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


South Dakota Retail Hdwe, Assn., 
convention and exhibit, April 7-9 at 
the Sioux Falls Coliseum. Secre- 
tary, O. R. Baily, 1300 S Jefferson 
Ave., Sioux Falls. 


convention and exhibit, Feb. 1-3, at 
Olympic Hotel, Seattle, Wash. Sec- 
retary, D. D. Stewart, 741 Ameri- 


Ohio Hardware Assn., convention and 
exhibit, Feb. 2-5 at Cleveland. Ses- 
sions, Hotel Statler; exhibit, Pub- 
lic Auditorium. Secretary, John B. 


Tennessee Retail Hardware Assn., 
convention Feb. 22-24, at Peabody 
Hotel, Memphis. Secretary, Morris 
Jones, P. O. Box 784, Nashville 2, 
Tenn. 


Texas Hdwe. & Impl. Assn., conven- 
tion and exhibit, Jan. 26-28 at the 
Shamrock Hotel, Houston. Secre- 
tary, R. M. Souder, 822-23 Texas 
Bank Bldg., Dallas 2. 


Tri-State Hdwe. & Impl. Assn., con- 
vention and exhibit, Feb. 9-10, 
Herring Hotel, Amarillo, Tex. Sec, 
M. D. Shepherd, Canyon, Tex. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, 
at Roanoke, Va. Meetings, Hotel 
Roanoke, exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville. 





Western Retail Impl. & Hdwe. Assn., 
convention and exhibit, Jan. 19-21, 
at the Municipal Auditorium, Kan- 
sas City, Mo. Secretary, William J. 
Shaw, 214 Werby Bldg., 39th and 
Main, Kansas City 2, Mo. 





West Virginia Hardware <Assn., con- 
vention and exhibit, March 16-18, 
at the Daniel Boone Hotel, Charles- 
ton. Secretary, James C. Fielding, 
1628 McClung St., Charleston. 


Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 3-5, at 
the Auditorium, Milwaukee. Secre- 
tary, H. A. Lewis, 200 Strongs 
Ave., Stevens Point. 











Kelly Hardware, Waukegan, 





A Simple But Effective Window Trim 









bs hie 
ee 


Ill., achieved an interesting holiday effect by 
spraying the outlines of a Christmas tree on one of its store windows. It was 
dene by cutting a cardboard outline of a tree, pasting it to the window and 
then spraying the edges with artificial "snow'—the same artificial snow that 
is sprayed on real trees. Tinsel snow crystals suspended in the windows 
heightened the effect. 
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Strongs . ‘ sae 
RABLER Package-Protected Pipe Fittings are 
G easier to sell because packaging protects 
fittings and nipples from rust, dirt and damage. 
With Grabler Square “Gee’”’ Fittings you can 
get more pipe fitting business because each fit- 
ting is clean, usable, saleable and profitable. 
They reduce handling cost to a new low; one 
size and type of fitting and nipple packaged in 
a small carton; label plainly indicates type, size 
and number of pieces. Grabler’s 35 years of 
packaging experience has determined the correct 
quantity of fittings and nipples for each size of 
carton. Cartons are shipped in sturdy master 
containers convenient for easy handling and 
storing. Order Grabler Package-Protected Pipe 
Fittings and Nipples from your wholesaler. 








THE GRABLER MANUFACTURING COMPANY e¢ 6565 Broadway, Cleveland 5, Ohio 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings + 
AAR Fittings * Unions « Rail Fittings * Cast Iron Steam and 
Drainage Fittings * Patented Drainage Fittings * Copper 
Tube Solder-Joint Fittings * Steel Pipe Nipples * Hangers 






































Just take a few 
strokes with a 
HELLER Saw File 
and see how easi- 
ly it cuts and 
smooths! How 
quickly it puts a 
sleek, keen edge 
on saw teeth! No 
wonder dealers 
keep telling us so 
many users 
WON’T ACCEPT 
ANY SUBSTITUTE 
FOR A 
HELLER 
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Reports on Events Affecting the Hardware Business 


NEWS and VIEWS 





FTC Warns on Use Of 
"Free" in Dealer Ads 


Hardware and other retailers 
must be careful how they use the 
word “free” in their advertising, 
otherwise, they may run foul of the 
Federal Trade Commission’s rules. 
In effect, the FTC rules that “a 
gift” is a gift—and must be just 
that. 

In two cases now on the way to 
settlement, charges of misuse of 
the word have been brought against 
mail order houses which have of- 
fered one or more “free” items to 
persons joining a club. But the 
same restrictions are seen as apply- 
ing equally fo all retailing. 

Under the FTC ruling, an offer 

























Only HELLER Saw Files 
Have All These Features 


Precision milling of the blank; 
uniform tooth structure; ad- 
vanced edge design minimiz- 
ing breakage or shelling; 
exacting accuracy in texture 
and out; the right temper that 
means lasting service and more 
effective filing—these and other 
features put a HELLER Saw 
File in a class by itself, 
Send for full information 
on these quick-selling files. 
Lengths 4” to 8” in regular 
taper, slim, extra slim and 
double extra slim. 







































_BROTHERS COMPANY. 
bot A New Jersey Corporation | 
America's Oldest File Manufacturer 
_~ _ NEWCOMERSTOWN, OHIO 


os Sg 








Ask also about our complete line ot 
Hammers; Masterenches; Scrapers; 
Trowels and other quality tools, 


cannot be called “free” unless it is 
actually a gift with no strings at- 
tached — without conditioning of 
any kind. This means that it 
would be improper under the rul- 
ing for a hardware store to adver- 
tise a free item to attract cus- 
tomers if the offer is contingent 
upon purchase of other items, or 
even a set dollar volume of buying. 


OPS Delays Date Of 
Revised Paint Order 


The Office of Price Stabilization 
has postponed the mandatory effec- 
tive date of its revised paint, var- 
nish and lacquer manufacturers’ 
pricing regulation from October 
13, 1952, to November 13, 1952. 

This action is covered by Amend- 
ment 1 to Supplementary Regula- 
tion 6, Revision 1, under Ceiling 
Price Regulation 22. 

Since issuance of the revised 
SR 6 to CPR 22 on August 13, 
1952, some questions have arisen 
as to whether manufacturers were 
required to submit new filings even 
though they had reported under 
the original SR 6 and did not in- 
tend to invoke any of the new op- 
tional pricing methods contained in 
the revised regulation. Also, some 


| manufacturers have been uncertain 


(Continued from page 10) 
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as to the precise extent of filings 
they would be required to submit. 

Because of delaying issuance of 
an official interpretation clarifying 
the filing requirements, the man- 
datory effective date of the revised 
SR 6 has been extended to Novem- 
ber 18, 1952. 


Ceilings Re-Imposed On 
Radio, Television Parts 


Price Stabilization Director 
Tighe E. Woods,, effective Oct. 27, 
ordered price ceilings restored on 
radio, television and phonograph 
parts. This order marks the first 
recontrol action taken by OPS. 

The parts, along with radios, tele- 
vision sets and phonographs, had 
been suspended from price con- 
trols since August 29, 1952. 


Price ceilings on parts were sus- — 


pended at that time, OPS explained, 
on the basis that parts prices nor- 
mally parallel the prices of the fin- 
ished products—the radios, tele- 
vision :ets and phonographs. Radio 
and television sets were at that 
time, and still are, selling below 
ceiling prices. 

This new action (General Over- 
riding Regulation 5, Revision 1, 
Amendment 7, re-established price) 
ceilings are re-established on all 
radio, phonograph and television 
parts, including antennae and 
boosters, with the exceptin of cab- 
inets. The “across-the-board” sus- 
pension from price controls for 
radio and television cabinets con- 
tinues in effect. 

Restored ceilings are the same 
ceilings which applied before the 
suspension of radio and television 
parts. Except for certain new parts 
introduced during the suspension 
period, the new action cuts across 
existing contracts for sale or de- 
livery of radio, television and phon- 
ograph parts. 

Parts first sold or offered for 
sale after August 28, 1952, may be 
sold until 30 days after the effec- 
tive date of the action at a price 
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Whatshe doesrit know about BRASS 
he could thd out ho Fash fl 


It takes plenty of Brass to make a star. For stars 
must shine, and that takes light. But take Brass 
away, and she’d be dancing in the dark. Ask any 
stage electrician or Hollywood ‘“‘top juicer” . . . he’ll 
point out scores of unseen spots where only Brass 
can do the job that’s being done so well. For that 
matter, look around your own home, from light bulbs 
to fuse box. 

The reasons are not far to seek. Only Brass com- 
bines the qualities of relatively high conductivity, 
resilient strength, and almost endless service life. 
That’s why in lighting, as in so many other fields of 
application, there is no substitute for the golden- 


yellow alloy . . . cast, drawn and rolled as carefully 
as any precious metal . . . the way it’s done here in 
the modern mills at Bristol. Now you may have a 
job, too, for which Brass is best, whether it’s in 
electrical equipment or in costume jewelry. Want 
more light on this profit-laden possibility? Write: 


The Bristot Brass CoRPORATION, makers of Brass 
since 1850 in Bristol, Conn. Offices or warehouses 
in Boston, Chicago, Cleveland, Dayton, Detroit, 
Los Angeles, Milwaukee, New York, Philadelphia, 
Pittsburgh, Providence, Rochester. 


 Gitel Faint meus Bross at ite Best 

















No. 00, Ratchet 
¥%,”’ to %”" pipe 


Toledo Power Drive 
operating No. 25BR 
Geared Threader, 214”’ 
to 6”’ pipe. 


SAVE LABOR...CUT COSTS 


Advanced features throughout the line of Toledo Pipe Tools and 
Power Pipe Machines help you do the job right! 

% Better workmanship ... you can depend on Toledos to produce 
smooth, clean-cut threads . . . assuring trouble-free jobs and all- 
around satisfaction. 

% Faster production . . . whether it’s hand tools or power, you'll 
find Toledos unbeatable for easy cutting and easy handling. All 
Toledos designed to speed the work! Especially you'll like Toledo 
Power Drives to operate the large geared tools... Toledo Power 
Pipe Machines for pipe up to 4” 

% Lower costs... you can use the finest — Toledo Tools — and be 
ahead in economy, because of the extra long life and low mainten- 
ance with Toledo dependability. Write for catalog. The Toledo 
Pipe Threading Machine Co., Toledo, Ohio. New York Office: 
165 Broadway, Room 1310. 


50 YEARS OF 
LEADERSHIP 


PIPE TOOLS .. . POWER PIPE MACHINES ... POWER DRIVES 





Washington 


NEWS and Views 


not to exceed the highest price 
charged between August 29, 1952, 
and the effective date of the action. 


Wages Under $1.00 
Freed from Control 


All workers paid $1 per hour or 
less are now exempt from wage 
controls. 

This new ruling, put into effect 
by the Economic Stabilization 
Agency, followed a Wage Stabili- 
zation Board decision to permit 
wage increases for less-than-$1- 
per-hour workers without govern- 
ment approval. The board says such 
raises may include employees paid 
on an incentive, commission, or any 
other basis. 

Defense Production Act exempts 
only those workers who are paid 
“hourly wages at the rate of $1 
per hour or less.” The new ruling 
includes other workers who are 
paid on an other than hourly basis. 


Lift Price Lids Off 
Small Manufacturers 


Price controls and the record- 
keeping entailed by them now no 
longer apply to some small man- 
ufacturers with annual gross sales 
of less than $25,000. 

By issuing two amendments ef- 
fective on Oct. 17, Office of Price 
Stabilization allowed exemption to 
any manufacturer whose gross 
sales by all producing units under 
his ownership or control did not 
exceed $25,000 in the last fiscal 
year completed before July 1, 1952. 

This exemption also applies to 
any manufacturer who did not com- 
plete a fiscal year before last July 1 
and who does not expect to show 
gross sales of more than $25,000 
in his first complete fiscal year. 

Retention of controls on these 
manufacturers, OPS says, meant a 
heavy record-keeping burden for 
industry men and an unneeded ad- 
ministrative chore for the agency. 

Exemption authorization was al- 
lowed by Amdt. 38, Ceiling Price 
Reg. 30 (general manufacturers), 
and Amdt. 1, CPR 150 (small pneu- 
matic compressors). Previously, 
OPS had given a similar exemp- 
tion to small manufacturers pric- 
ing under CPR 22 and the General 
Ceiling Price Regulation. 


(Resume reading on page 11) 
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SELL VLCHEK 





of high grade tools... 


tools that are well and 


favorably known for 


over half a century 


. tools that sell fast, 


bring repeat business, 
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THE VLCHEK TOOL COMPANY 


3001 East 87th Street ¢ Cleveland 4, Ohio 
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WHAT'S NEW 








®@ For more information on these products and services 
use free post card on page 191. 


(Continued from page 13) 
in cleaning paint spatters. A few 
tablespoons in oil paint will serve 
as a deterrent to slow up drying 





where lapping is inexperienced. 
Brux contains Lanolin, which pro- 
tects the hands, does not evaporate, 
and can be used over and over 
again. E Z Painter Corp. 


For more data circle No. 8 on postcard, p. 191 


New Linoleum Design 


Called the Jackstraw design, this 
new pattern on inlaid linoleum is 
contemporary and fits any room in 
the house. The jackstraws, on a 
striated background, come in sev- 
eral colors, making it easier to 
choose a wall color and accessories 
to blend. Added to the Gold Seal 





line, it has neat flecks of color on 
backgrounds of green, gray, red, 
beige or white. The colored inlays, 
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inset cross-directionally to stria- 
tions of the background material, 
draw the eye focus across the floor, 
seemingly enlarging the room. 
Available in 6-ft. wide, standard 
gage material, on Duplex Felt 
backing, it will retail for about 
$2.69 per yd. in the East; slightly 
higher in the West. Congolewm- 
Nairn, Ince. 

For more data circle No. 9 on postcard, p. 191 


New Outboards 


Two outboards, a 7.5 and 10 h.p., 
each with complete shift, remote 
6-gal. gas tank and Twist Grip 
speed control, have been added to 
the Gold Pennant 1953 line. Their 
trim lines are set off by an attrac- 
tive two-tone finish in gold and 
green. The Twist Grip speed control 
embodies a new two stage gear 
ratio, giving the operator precision 
speed control in lower speeds for 





easier trolling, and giving quick re- 
sponses to the throttle in higher 
speeds. Also in the line are a 5 and 
16 h.p. motor and a non-shift 3.6 
h.p. single. National trade and con- 
sumer magazine advertising will 
promote the line. Complete mer- 
chandising kits to help dealers are 
also available. Scott-Atwater Mfg. 
Co. 


For more data circle No. 10 on postcard, p. 191 


Bow Saw 


This free-flow bow saw, known 
as the DA-211, has the combina- 
tion of the features in a 9 h. p. unit 
with a 25-in. bite. The free-flow 
feature speeds up cutting and re- 


duces friction at the same time. It 
can also buck close-lying logs with. 
out first moving them. It cuts at 
the rate of better than 1-in. a sec- 
ond on 17-in. seasoned Beech logs, 
Instead of riding around the groove 
of a continuous steel rail, the new 
bow chain, after traveling the 25-in. 
span of the bite, is carried inside 
the bow casting on four ball bear- 
ing idlers. As a result it travels 
faster and wears less. It has a 
lower handle, for use in two-man 
operation, which folds compactly 





against the frame permitting one 
man to buck logs close to each other. 
It is powered by a Mercury gaso- 
line engine. Henry Disston & 


Sons, Inc. 
For more data circle No. 11 on postcard, p. 191 


Tank Cleaner 


Equipped with a suction regula- 
tor, this tank cleaner is designed 
to overcome the difficulty of vacu- 
uming carpets with the long-cut 
pile or of long-looped cotton. Suc- 
tion power has been increased 30 
pet and cleaning effectiveness has 
been increased 25 pct. The suction 
regulator is a sliding valve located 
in the handle of the Veriflex hose. 
An improved method for holding 
the disposable paper bag has been 
devised, so it is much easier to in- 





sert the clamp into place. Model 51, 
the Deluxe Tank type cleaner, re- 
tails for $78.95. The tank weighs 
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FINGER TIP 
POSITIVE LOCK 


2 SPRINGS, FEATHER © 
TOUCH ACTION 






STAY-TITE 
SET SCREW 







FOR SCREEN AND 
COMBINATION DOORS 
Easier to install — 


just bore two %”’ diameter holes. 


DEXTER LOCK COMPANY 
GRAND RAPIDS, MICHIGAN 


Marafaciarse of Cmericas Origical Tibilte Loe 


ta Conode: Dexter Lock Canada Ltd, Guelph, Ontario 


TRANSPARENT 
DISPLAYS 














WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 191. 


only 141% Ib. and the all metal sheil 
is finished in beige hammertone 
enamel, while the end covers, handle 
hardware and vinyl plastic strap 
handle are dark blue. The switch 
button is red plastic and the suc- 
tion end cover latch is of polished 
metal. It has a 19-ft. blue attach- 
ment cord. Hoover Co. 

For more data circle No. 12 on postcard, p. 191 


New Plier Design 


Added to the Channellock line. 
this plier has been redesigned so 
that the undercut tongue and 





groove adjustment gives it greater 
positive adjustment. The triangular 
shaped tongue and grooves provide 
strength far in excess of require- 
ments and the addition of a forged 
rib on the tension edge of the joint 
provides the strength required for 
the toughest jobs. Called the No. 
420, its jaws have been redesigned 
to give maximum utility in gripping 
small objects. Champion DeArment 
Tool Co. 

For more data circle No. 13 on postcard, p. 191 


Portable Outdoor Grill 


Constructed with a vertical char- 
coal box, this portable outdoor grill 
cooks meat up to 1/3 faster, be- 
cause the heat in the front of the 
coals is much hotter than the heat 
above the fire. Cooking the meat 
from the side of the fire also elimi- 
nates possible burns from splash- 
ing grease. A sauce pan catches 
the meat juices, which can be used 
to baste the meat. Complete pack- 


190 





age includes all steel grill, alumi- 
num drip pan, spit, forks, cooking 
grids and an attractive suitcase- 
type carrying case. Retail price is 
$7.95. May & Scofield. 


For more data circle No. 14 on postcard, p. 191 


Gift Lamps 


Three new lamps have been 
added to the manufacturer’s line 
—Model No. 1000, called the Trio, 
left, consisting of three Cocker 
Spaniels at the base; Model No. 
2000, called Piggy Safe Lamp- 
Bank, right, consisting of a little 
pig on top of a safe; and Model 
No. 500, called Solo, consisting of 
a single Cocker Spaniel serving as 





the lamp base. The Trio, 16 in. 
high with shade, has an attractive 
10%4-in. oval parchment shade, 
comes in russet, blonde or black, 
and retails for about $4.98. The 
Piggy Safe, 18 in. high with 
shade, has a slot*in the neck and 
an opening at the bottom. Silver 
and gold parchment shade is 844 


in. high and blends with silver or 
bronze safe and red, blue, pink, 
black or ivory pig. It will retail 
for about $3.98. The Solo, 16 in, 
high, has parchment shade 12 in, 
in diameter. Comes in blonde, rus- 
set or black and retails for about 
$3.98. A. N. Brooks Co. 


For more data circle No. 15 on postcard, p. 19] 


Rotary Power Mower 


This rotary power lawn mower, 
Called Flying Cloud, has 20-in. cut- 
ting width, automatic rewind 
starter, throttle control at opera- 
tor’s finger tips, normal engine 
speed of 3,200-4,000 rpm., blade 
speed of 2,250-2,800 rpm. and 1% 
h.p. engine with air vane type gov- 
ernor, oil bath air cleaner and 2:1 
gear reduction for additional 
torque. Slip disc clutch will “give” 
if blade strikes hard object, pro- 
viding added protection against 
damage to engine or transmission. 





The 3-in. wide blade is made of 
special heat-treated high carbon 
steel and has a 30 deg. bevel. The 
mower is the front trimmer type 
and is made entirely of steel. Reo 
Motors, Inc. 

For more data circle No. 16 on postcard, p. 191 


Electric Hand Drills 


General duty type with %%-in. 
chuck and 1%-in. capacity special 
duty mold, these two electric hand 
drills have spindle ball-bearing con- 
struction to absorb radial load and 
end thrust. They have Jacobs gear- 
type chucks for slip-proof gripping 
of bits and powerful Universal mo- 
tors. Housings are satin finished 
die-cast aluminum with aircool 
vents located to avoid covering by 
hand. Model 107, at bottom, with 
¥,-in. chuck is designed for all- 
around use. It has full-hand pistol 
grip with push-button lock, idle 
speed of 2,000 rpm. and can drill 

(Continued on page 194) 
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A NEW 
HARDWARE AGE SERVICE 


A successful hardware dealer 
keeps up to date on What's 
New in merchandise. The new 
Quick Check Card on the 
bottom of this page will help 
you get more information on 
new products described in 
this issue, quickly and easily. 
HARDWARE AGE brings 
you more new product de- 
scriptions than any other 
magazine. The new Quick 
Check Card service will now 








nsmission. ° , 
get you all the information 


you need, quickly. 





Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 
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Here is the new Quick Check Card 


What it is . . . How it works 


© Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


© When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


® Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


® Be sure to give your full narne and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 
complete addresses. 
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— wile ——-—-, 


10/30/52. | 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. | 
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BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 











Be sure to give your 
full name and your 


full address. 


POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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st . 
FOR 
yu 
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» j 
; CAN OPENERS 
» 
Chances are your customer needs a new Con Opener because 
her present one is defective or inefficient. 
, Chances are the new SWING-A-WAY models will inspire 
your customer to replace her old, but still usable 


Can Opener, 


Chances are she’s looking for just such a practical, useful 





gift for a friend or relative. 
COMBINATION 


wH Y SWING:A'Way 


Cos ‘ead Jar Opener On every point—LOOKS ... PERFORMANCE... PRICE... 
SWING-A-WAY outshines all others. 


WN 
WS 













2 EIR TERT RNY ne mere ete rg oe oor 


All models 


are available 


Are you getting your share of the annual 12 million 
Can Opener market? If not, let us show you how. 
with the wonderful 


Magnetic Lid-Lifter 


Phone, write or wire: 


SWING-A-WAY MFG. CO., ST. LOUIS 16, MO. 





OI a PN ya an a tee 


HARDWARE AGE, OCTOBER 30, 1952 193 











ON Ae 


for nails, tacks and 
allied items means 
LESS PAPER WORK 
PROMPTER SHIPMENTS 
EASIER TO INVENTORY 


Buy ATLAS 


and have 24,000 items 
i oMNd slolek t= iaelii ke 


REG. U.S. 
PAT. OFF 


ff. 





Shown here are but a few of the thou- 
sands of fasteners made by ATLAS to 
meet your customers’ needs. One order 
to one wholesaler will keep your bins full 
of fast selling items such as tacks, nails, 
rivets, staples, glazier points and allied 
products. Ask your wholesaler to show 
you how ATLAS “One Source” buying 
can bring you multiple profits. 








Qs 


we ATLAS wo 


TACK CORPORATION 


FAIRHAVEN, MASS. + HENDERSON, KY. 


sale 
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© For more information on these products and services 
use free post card on page 191. 


within *% in. of a parallel surface. 
Being 814,x2%4 in., it weighs 3 Ib., 
6 oz. Model 109, at top, has %-in. 





chuck and is designed for use where 
plenty of power is needed. A spade 
handle at rear can be changed to 
vertical or horizontal position, or 
removed entirely, and the lower full- 
hand grip has a trigger lock-bottom 
switch. It drills within 144 in. of a 
parallel surface, has double com- 
pound reduction gears and idles at 
450 rpm. It is 10°4x3%4 in., with- 
out rear handle, and weighs 9 lb. 
Porter-Cable Machine Co. 


For more data circle No. 17 on postcard, p. 191 


Baseboard Door Stop 


This baseboard door stop has a 
414-in. projection, designed to fill 
requirements where an extra long 
door stop is needed. Cast in perma- 
nent-mold aluminum as well as solid 
brass, it is reasonably priced and 





—{_ 





— 


available in all standard finishes. It 
is known as Door Stop No. 62. H. B. 
Ives Co. 


For more data circle No. 18 on postcard, p. 191 


New Paint Lines 


Two new lines of paint, called 
Gold Seal Flat Enamel, come in 
pastels and deep tones. The paints 
include alkyds, a new substance that 
replaces the oil element in paint. 
The new ingredient makes possible 
this one-coat flat paint that needs 
no primer and is washable, even 
scrubbable, many times over with 
no sign of color fading or marring. 
Seal Rite Caulking Co., Inc. 


For more data circle No. 19 on postcard, p. 19? 


Lawn Sprinkler 

All-over coverage is provided by 
this lawn sprinkler, called Old 
Faithful, constructed of die cast 
zinc and painted in an attractive 
yellow. It has a pulsating head 


==) 





and adjustable spring which con- 
trols the radius of coverage. Maxi- 
mum coverage is 700 sq. ft. and 
blind spots are entirely eliminated. 
Its sturdy rod type base holds the 
unit firmly in the ground so that 
there is no heavy base to mar lawn 
surfaces. Retails for $2.48. Wil- 
ton Tool Mfg. Co. 


For more data circle No. 20 on postcard, p. 19! 


Safety Flare 


This safety flare is 100 pet water- 
proof, fully guaranteed and visible 
at 1,000 ft. Ideal for motorists when 
making repairs on highways as 
well as numerous other uses, it 
has an amber colored lucite plastic 
transparent cover over a neon tube. 
The tube, 4% in., is specially de- 
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signed to be visible 1,000 ft. in clear 
weather and 300 ft. in night fog. 
It uses a 6-volt lantern type battery, 
which can be replaced by removing 
all screws holding the cover. 
Rugged in construction, it has an 
ali metal case. All component parts 
are Underwriters Laboratory ap- 
proved. It will burn more than 100 
consecutive hours. List price is 
$12.50. A model that will burn for 








more than 2,000 consecutive hours 
has a list price of $25. On Watch 
Fire Equipment Co., Inc. 


For more data circle No. 21 on postcard, p. 191 


Coil Spring Joint Rule 


Smoother folding rule action, 
greater accuracy and joints that 
will not get loose are features of 
the new coil spring joint rule. A 
coil spring is included in the in- 
terior mechanism of each joint of 
this wood folding rule. According to 
tests by the manufacturer, the coil 
spring joint rule shows no sign of 
failure after 75,000 cycles, equiva- 
lent of a carpenter using the rule 
50 times a day for six years. Eagle 
Rule Mfg. Corp. 


For more data circle No. 22 on postcard, p. 191 


Plant Box 


Added to the Carlco plant box 
and floral planters line is this gal- 
vanized plant box which has a sub- 





irrigating feature. Water applied to 
well openings at both ends of the 
box reaches the plant or flower 
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24” high, 24” wide, 


Meosures: . 
6" deep. Holds 120 screw drivers. 





@ All the screw drivers you 
need...in one package 


© Steck control at @ glance 

© Fast moving screw drivers, 
only 

© Versatile... can be used in 
@ny errangement 

© Visible self-service prices 


© Attractive display stops traf- 
fic, steps up impulse sales 


Rapid screw driver turnover is a 
proven fact with Vari-Board! No 
more guesswork about screw drivers 
paying their way...because complete 
product visibility and variety assure 
greatly increased turnover! Hang 
versatile Vari-Board on the wall or 
use it on the counter to produce 
bigger profits. And remember... 
never an argument, because every 
Vaco screw driver is unconditionally 
guaranteed! 












Completely new! Modern as tomorrow! Con- , 
tains Rounds, Squares, Phillips, Reversibles, Off- 
sets, Stubbies, Pocket Clips! Versatile...displays may 
be used in any arrangement! Profitable...C 120 
produces $40.20, profit; C 72 produces 
$23.64, profit! No charge for board! 






Cc 72 
Measures: 24” high, 12’ wide, 6’ deep. > 
Holds 72 screw drivers. 







VACO PROobucts co 


t 
! 317 
E. Ontari ; 
Gentlemen,” Chicago 11, 1, 
O) Please rush 

full detail 
Oo Please mer ae a $C 120 and Cc 72 Vari-Boards. 


FREE 32-page Vaco Catalog. 


fear an ae 


Street Address 


My Nome 


— — a 
—_— 
— — as 





tin Canada: Vaco-Lynn Products Co., itd. + 204 Laurier Ave., W., Montreal 8, Que. 
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© For more information on these products and services the b 
use free post card on page 191. groun 
large 
roots through a perforated metal ara 
tray at the base of the box, giving lied 
plants nourishment from the boi- the le 
tom an deliminating top soil crusts. ie ‘a 
It also eliminates the need for daily the ‘} 
watering. The box itself is rust- Pack : 
| proof and waterproof and finished on . 
in green baked on enamel. Available ~ aaa 
| in six sizes: 834x6x15, 18, 24, 30, a 
| 36 and 42 in. Carlisle Mfg. Co., Ine. olen 

For more data circle No. 23 on postcard, p. 191 
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| Single Hat Rack The 

The right tools, in the right | P : 

designs, weight and power, built right for serv- | Added to the K-Venience line of ful to 
ice and priced right for volume sales. clothes closet fixtures, this single it = 
water 















No. 150 SpeedSander 
An all-ball-bearing, 
orbital-motion, finish- 
ing sander with power- 
ful 3450 r.p.m., A.C. 
induction motor and 
cast aluminum body. 


No. 150-K SpeedSander Kit 

The Sander with Accesso- @ 
ries including: deep con- 
tour pad, finishing plate, 
felts for free abrasives 
and wet rubbing, 
lamb’s wool bonnet,/ 
90 sheet abrasive cov- 
ers, etc. in fitted steel 
carrying case. $49. 





No. 1000 SpeedSaw 













cast aluminum _ housing, 
safety shut-off switch. 


depth to1%”". $29. 


SpeedDrills 
(for metal or wood) 
Extra power, high 


cases, and geared 
chucks. 


No. 200-J 4" SpeedDrill 


e No. 400 
4%" Speed Drill 
$39.50 


also other sizes, types. | 
Drill Kits 


Several fast selling | 
kits. Painters and | 
Householders Kit | 
(illustrated) is typical. 

It has: 4%” Hornet 

Drill, Abrasive Discs | 
and rubber back- | 
er plate, grinding 

wheel, wire brush, | 
buff, etc. in at- | 
tractive display | 
carton. . ‘$19.95 
Write for catalog | 


o Way MANUFACTURING CO. 
1836 So. 52nd Ave., Cicero 50, lil. | 









\% H.P. Universal Motor, | 


Cuts all angles to 45. any | 


speed, electric drill | 
with cast aluminum | 


hat rack has rubber discs to pre- 






Neen 9 


vent hat from slipping and includes 
a sturdy garment hook. It may be 
used singly or installed in series on 
walls or inside Closets. Chrome- 
plated, the rack retails for 75¢, 
with screws furnished, and _ is 
shipped completely assembled. Rack 
is known as Model No. 1179. Knape 
& Vogt Co. 


For more data circle No. 24 on postcard, p. 191 


Electric Ranges 


Two new apartment model elec- 
tric ranges, Models L200, shown 
here, and L201, are 21 in. wide and 
have seven heat speeds. Model 
L201 has four double coil Chroma- 
lox surface units and an automatic 
oven pre-heat. L200 has three sur- 
face units. Otherwise the ovens 
and broilers are identical. Both 
are banquet-size, with automatic 
heat control and both have smoke- 
less, conveniently placed broilers. 
The broiler units are 3000 watts, 


the bake units 2100 watts. Each 
has an electrical outlet on the con- 
trol panel and a pan storage com- 
partment below the oven. Front, 
sides and top are finished in white 
titanium porcelain enamel. The 
ovens have satin-black porcelain 
enamel linings. Perfection Stove 
Co. 


For more data circle No. 25 on postcard, p. 191 


Leaf Mulcher 


Here is a leaf mulcher attach- 
ment for the Whirlwind rotary 
mowers, ranging from the 18-in. to 
the 3l-in. machines, The unit is 
easily attached under the housing 
of the mower and traps the leaves 
pulled in by the machine and shreds 
them to tiny particles. Then they 
are returned to the earth to act 
as fertilizer. This fall units are 
available for only the 20-in. Whirl- 





wind, pictured here. The 18-in. re- 
tails for $5, the 20-in. for $15, the 
31-in. for $26. Toro Mfg. Corp. 


For more data circle No. 26 on postcard, p. 191 
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Ratchet Screw Drivers 


Designed to possess the ultimate 
in positive action and ease of opera- 
tion, these ratchet screw drivers 
come in two sizes, %4x5 in. and 
14x1% in., and with recessed or 
slotted blades. Made of tool steel, 
the blades are highly polished, 
ground and tempered. The extra 
large plastic handle and chrome 
plated ratchet mechanism form a 
balanced unit. The smaller size 
slotted blade is known as T4161; 
the large size slotted blade, T4165; 
the smaller recessed blade, T812; 
the large recessed blade, T802. 
Packed 12 to a dual purpose, two- 
color display and stock package. 
Amalite, Inc. 

For more data circle No. 27 on postcard, p. 191 


Water Filter 


The Wantz Water Filter is help- 
ful to users of steam irons because 
it eliminates the need for distilled 
water. The unit is placed over a 





jar or milk bottle allowing the tap 
water to flow through it. A pint of 
de-ionized, or mineral-free, water is 
filtered in four to five minutes. De- 
ionized water is also good for use 
in vaporizers, bottle warmers and 
batteries. Funnel-top unit and tube 
of filter compound will retail for 
under a dollar. Illinois Water 
Treatment Co. 

For more data circle No. 28 on postcard, p. 191 


Lopping Shears 


Produced in three sizes, these 
lopping shears are called the Tiffany 
long handled pruners and have 100 
pet hammer forged alloy steel 
parts. The shape of the cutting 
blades is said to draw-in the mate- 
rial being cut so that the thin 
blades bite through easily. The 
tangs, which go all the way through 
the handles and are locked tight 
by a riveted washer at the end, 
cannot possibly loosen. Desired 
tension on the cutting blades is 
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CASH, BOND 
and UTILITY 
op @ 


FAST SELLING 
POPULAR STYLES 


PREFERRED for durable 
construction = x4 
HEAVY GAUGE STEEL 


e > 
PREFERRED for beauty 
HAMMERED SILVER FINISH << 


e @ 
PREFERRED for styling x 
SEAMLESS ONE PIECE ax 
CONSTRUCTION 
All corners rounded 
or CORBIN ee 
COMBINATION LOCK 
No. 10 Series (Shallow Box) 


Choice of 
FLAT KEY LOCK 
SIZE: 11% x 6x 2%” 


Mode in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 


No. 23 Series (Large Box) 
SIZE: 114 x6 x 4%” 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 


tock or combination lock. 
YQ” 


=e Comey 


2415 WEST 19TH ST 
CHICAGO 


Export Representatives 
Frazer & Co., 50 Church Street, New York 7, N. Y. 
Cable Address "*FRAZAR"’ New York 
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@ For more information on these products and services 
use free post card on page 191. 





| controlled by a locking nut at the 


joint. No. 530, 30-in., retails for 
$5.75; No. 525, 25-in., at $5.50, 
and No. 520, 20-in., at $5.25. Sey- 


mour Smith & Son, Ine. 
For more data circle No. 29 on postcard, p. 191 


20-In. Chain Saw 


Featuring faster-cutting chain 


| and increased motor power, this 20- 
| in. chain saw has been added to the 














Woodlot Wonder line. In the Model 
3 class of the line, the new saw has 
all the features of the others in the 
line, which now has a 16-in. and 
20-in. model. It has cutting-speed, 





ease of handling, extra power and 


is light in weight. Lombard Gov- 


ernor Corp. 
For more data circle No. 30 on postcard, p. 191 


Fluorescent Fixture 


Three-ring circline fluorescent 
fixture, Model 53 WE, features a 
40-watt outer lamp, a 30-watt 
middle lamp and a 22-watt inner 
lamp. It operates without a starter 


and lights with trigger-speed ac- 
tion. Called the 3-Ringer, it is 
available with either a _ white 
enamel or an all chrome body finish. 
A special lamp holder design makes 
the fixture easy to clean and main- 





It is 51%4 in. high with an 
Interna- 


tain. 
outer diameter of 17 in. 
tional Lighting, Inc. 


For more data circle No. 31 on postcard, p. 191 


Gas Heaters 


Two new vented gas space heat- 
ers, the X930 and X920, are cir- 
culator models specially designed 
for the budget shopper. The X930, 
shown here, is a 30,000 B.t.u. heater 
and the other has a 20,000 B.t.u. 
input. The attractively - louvered 
fronts permit maximum circulation 
of warm air. The cabinets are ma- 
hogany-blend all-porcelain enam- 





eled, and the welded-steel combus- 
tion chamber and radiator are por- 
celain enameled inside and out. The 
combustion units and draft hood 
carry a 20-year guarantee against 
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of Rule Tapes, 
Utility Knives, and 
Padlocks is a 

perennial favorite. 








NO. 505C 


50 ft. Steel Tape in Chrome or Zinc 
plated finishes. 


NO. 45 PADLOCK 
Plated Steel shells and shackles. 
Brightly colored centers. Various 
sizes. 2 keys with each lock. 





~ E NO. 101 PADLOCK 


Die cast, rustproof, baked enamel 
\\ finish. Many sizes to choose from. 











UTILITY KNIFE 
A popular, all-purpose knife with 5 
adjustable replacement blades to retail at 75¢. 






NO. 406W 
Die cast, chrome plated or baked 
enamel cases. White tape with 
black markings. Automatic 


brake. Replaceable blade. 
«<< IN 


Order from your jobber now. 
Write for complete catalog. 


acaba 
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Only 


TEL-O. POST \ 


| has the green safety locking pin 





= SAFETY! 


@ Safety sells itself... that’s why you'll 
enjoy greater sales if you stock and 
| display TEL-O-POST. Only TEL-O- 
| POST has the green patented safety locking pin. 
Only TEL-O-POST has all these safety features. 














Upended screw which cannot 
be turned out of the post. No 
chance of accidental collapse. 


Exclusive rust-proof painting 
inside and out. 


Green patented safety locking 
pin which insures tamper- 
proof adjustment. 





Load capacity to 22,000 
pounds... far above ordinary 
residential loads. 


TEL-O-POST also provides you with the 
greatest advertising and promotional 
support. Readers of Better Homes and 
Gardens, Popular Mechanics, Popular 
Science,.and Farm Journal know the 
TEL-O-POST name. Steck and display 
TEL-O-POST . .. you'll find it profit- 
able! For complete information see your 
distributor or send coupon. 





r BRAINARD STEEL DIVISION, Dept. E-10, 
Sharon Steel Corporation 
Griswold Street, Warren, Ohio 





STEEL DIVISION 


WARREN, OHIO 


Send complete information on Tel-O-Post and have your 
representative or wholesaler contact me. 


Name 





Company____ 


Address ae teeth eae echnical 





bee a ame em amenan amen anal 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 191. 


burning through. The burner is 
made of porcelain enameled pressed 
steel and has a life-of-the-heater 
guarantee. Perfection Stove Co. 


For more data circle No. 32 on postcard, p. 191. 


Underwater Pump 


This underwater pump, called the 
Diver, slips right down into the 
well, with tank and automatic con- 
trols at the surface. Available in 
two sizes, 34 h.p. and 1% h.p., it 
features more water from greater 
depths and increased efficiency. 
Compact and streamlined, it is easy 
to install with less installation cost. 


1 
: 


No priming is required. It is most 
efficient for use when water levels 
are 75 ft. down or more, and it is 
noiseless. Uniflow Mfg. Co. 


For more data circle No. 33 on postcard, p. 191. 





Repeating Shotgun 


Three-shot bolt action repeating 
shotgun with six-position adjust- 
able choke and recoil-reducing com- 
pensator is known as Model 30C. It 
permits instant shot pattern con- 
trol by dialing any of six positions, 
from open cylinder bore (skeet) to 
full choke (long range). The posi- 
tions include long range, No. 1, 
medium range, No. 3, short range 
and skeet. A chart tagged to the 
gun guides the user in selecting 
positions. Reducing recoil up to 45 
pet, it has a one-piece barrel and 
breech, one-piece genuine walnut 
stock with contoured fore-end for 


200 


positive bolt action 
sidefires, easy- 
permanent 


better grip, 
which eliminates 
action thumb safety, 


" eeieaai 


type magazine for smooth loading, 
special rubber recoil pad and 
strong, thick-walled chamber that 
will take all 214 and 234 in. factory 
loads. Retail price is $31.95. Kessler 
Arms Corp. 


For more data circle No. 34 on pos‘card, p. 191. 


Oven Cleaner 


Designed to remove burnt-on food 
and grease from oven interiors, 
burners, grills, ete., this oven 
cleaner eliminates rubbing and 
scraping. Called Easy-Aid, each 
package is equipped with a handy 
cellulose sponge applicator. Intro- 
ductory offer includes free merchan- 
dise and will be followed by radio, 





television and space advertising. 
The 8 oz. size retails for 69¢, the 16 
oz. size for 98¢. G. N. Coughlan Co. 


For more data circle No. 35 on postcard, p. 191. 
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Flying Scale Jets 


—have been added to the Simplex 
line of kit models. All sheet balsa 
parts are diecut, tail surfaces are 
solid sheet, and wing edges are 
shaped and notched. Bulkheads 
lock into special keels, therefore, 
the typical model is ready for coy- 
ering after two or three hours 
spent assembling the pre-cut parts. 
Pre-bent landing gear wire, hard- 
wood wheels wet-or-dry tissue and 
multi-color decals are included in 
these complete dry kits (no glue or 
dope). The F84F Thunderjet and 
the F-88 Voodoo each have a 15-in. 
span and 18-in. fuselage. The F-89 
Scorpion has an 18-in. span and 
1814-in. fuselage. All kits sell for 
$1 each. Cleveland Model & Supply 
Co. 


For more data circle No. 36 on postcard, p. 191. 


Electric Rotary Mower 


Called Model 18-E, this 18-in. 
electric rotary mower weighs only 
45 lb. and has a blade that turns 
at 3,450 rpm., producing higher 





frequency of cut as well as a good 
cutting job. It mows forward and 
backward with the handle swing- 
ing from front to back, eliminating 
the need of turning the mower 
around at the end of the pass. Jacob- 
sen Mfg. Co. 


For more data circle No. 37 on postcard, p. 191. 


Correction 
The item entitled, “3-in-1 Jig 
Saw,” which appeared in the 


What’s New section of the Sept. 18 
issue of HARDWARE AGE incorrectly 
stated that the jig saw was manu- 
factured by Atkins Industries, Inc. 
However, the saw was actually 
manufactured by Clinton Specialty 
Works, 2645 N. Paulina St., Chi- 
cago 14, Ill. 


(Resume reading on page 13) 





Three new flying scale jets—the 
Thunderjet, Scorpion and Voodoo 
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5. Save stacking space 
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Write for information and prices on CAPITOL’S 
complete line of packaged fittings. 
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MFG. & SUPPLY CO. 
COLUMBUS, OHIO 


COUPLINGS — NIPPLES — UNIONS — _ RADIANT HEAT FITTINGS 
FURNACE COILS — WELL SUPPLIES — STEFL PIPE FITTINGS 





AMERICA’S MOST SUCCESSFUL 


Rubber 





Noiseless! [ 
DY Shock Absorbing! 
xP Outlasts Steel! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel ... absorb shock . .. and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It’s like putting wings on your feet! 





SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO's SILENT FLASH 
outwears steel! Bigger wheels 
make skating faster. Noise- 
less! Shock absorbing! 














The SILENT FLASH is made only by the 
great name in skates for over 40 years 


“CHICAGQ: 


Ch Skate Company 
4456 West Lake St., Chicago 24, Illinois 
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@ For more information on these products and services 
use free post card on page 191. 


(Continued from page 13) 


provides for the imprinting of the 
individual firm name on the tool 
bag as well as on the driver handle. 





Called the X-4 Holiday Kit, it con- 
sists of a 3/16 in. regular X No. 1 
Phillips reversible blade; 14 in. 
regular X No. 2 Phillips reversible 
blade; heavy duty interchangeable 
Amberyl handle, 1x3% in., and a 
plastic carrying case with pockets 


| for holding the blades and handle 





intact. The gift box, 444x614x1% 
in., is artistically decorated in holi- 
day motif as it displays the driver 
set. Vaco Products Co. 


For more data circle No. 39 on postcard, p. 191 


Solder Gun Promotion 


Designed to gain extra Christ- 
mas gift sales of Weller electric 
guns a holiday merchandising pro- 
gram features colorful holiday 
packaging, special Christmas panels 
for display cartons and attractive 
posters for use on walls and win- 





dows. In any combination these 
sales aids may be used for island 
floor displays, counter and window 
displays. Also available are red 
and green post cards for direct 
mail promotion. The entire pro- 
gram is being supported by na- 
tional trade advertising by the 
manufacturer. The gun has many 
home uses in adddition to soldering. 
Weller Electric Corp. 


For more data circle No. 40 on postcard, p. 191 


Paint Roller Display Box 


Designed for the Flo-Matic paint 
roller, this die-cut, pop-up display 
box makes a smart appearance 
through the use of a chartreuse 
and black color combination. Brief, 





crisp sales messages on the box are 
supplemented by a tray insert sheet 
which informs the customer of the 
advantages of the product. The re- 
verse side of the insert gives the 
consumer picture story instructions 
on the use and care of the roller. 
The roller itself is lifted out of the 
tray and held by a die-cut in the 
pop-up top of the box, inviting the 
customer to pick it up for closer 
inspection. Versatile and compact, 
the box incorporates some of the 
best features of impulse buying. 
The new package is a carry-home 
container eliminating the need for 
wrapping. Rubberset Co. 


For more data circle No. 41 on postcard, p. 191 


Cabinet Hardware Displays 


Two new cabinet hardware sales- 
makers, for point-of-purchase dis- 
play, have blue, maroon and yellow 
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There’s an Eagle Oiler to meet 
every lubrication need. Household 
Oilers for home use, Harvester Oil- 
ers for the farm, Handy Pump Oil- 
ers for home hobby shops and farm 
machine repair shops, Copperite and 
Welded Steel Bench Oilers for the 
mechanic— 





Eagle Oilers are in constant demand 
—that means steady sales and profit- 
able turnover. Eagle Oilers’ high 


give them ready acceptance. Keep 
Eagle Oilers displayed for your 
customers at all times . . . it means 
paying business. Attractive display 
cartons available. Order from your 
Jobber. 











MANUFACTURING COMPANY 
Wellsburg, 






W. Virginia 
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quality and dependable reputation. 











Select area 





Adjust elevation 
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wershow’r 


Other makes 


Does not upset 


ELKAY 








ee er i iil ais 
**"ALL-IN-ONE”! YOU BET—LOOK AT THIS: 








@ Can be adjusted to revolve at any 
speed desired. 


@ Gives even distribution at all points 
within circumference. (The same 
amount of water 1 foot from the 
sprinkler as at 20 ft.) 


@ Can be set to water a semi-circle or 
° ‘ 
small area as well as a full circle. 


@ Twin spouts can be set to control 
elevation—water foliage or only 
reach the base and leave foliage 
dry if desired. 

@ Lighter and more convenient than 
any sprinkler of equal quality. 
(8 oz.) 

@ Base designed to hold it upright at 
all times. Does not upset even when 
being moved from place to place. 


@ Absolutely no clogging (rain-drop 
spray controlled by slot rather than 
pin-point holes). 


@ Will retail for $3.50. 


*in House Beautiful, American Home, Household, Esquire, 
True, Sunset, House & Garden, Flower Grower, etc. 











(Advertisement) 


HOW TO GET 
YOUR SHARE OF 
SCYTHE SALES 


You, too, can be one of the 
many hardware dealers who are 
making extra sales and profits from 
scythe sales by making use of the 
8 basic retail sales principles—ef- 
fective display—a quality product 
—the right price. 





Effective Display 

You don’t have to remodel your 
store to build an effective display. 
Put scythes on a rack, counter or 
cabinet with other garden cutting 
tools where they can be easily 
seen and handled. Such displays 
encourage pick-up sales and that’s 
what you want. 


Quality 
Of course, for repeat business 
you must display a scythe of 
known quality, one that is guar- 
anteed to satisfy your customers. 


Little Giant “ALL DAY EDGE” 
Scythes have long been recognized 
as the “best buy”. That’s because 
they are Maine-made from 3 types of 
finest quality carbon steels, scien- 
tifically welded together to insure 
a blade that gives perfect support, 
resists breaking, and makes pos- 
sible a long lasting, tool steel cut- 
ting edge. This, together with 
Little Giant’s exclusive MONITOR 
HEEL, lets you guarantee your 
customers a scythe with perfect 
hang and balance that meet their 
every requirement. 


To further stimulate sales, Little 
Giant Scythes are also factory 
ground sharp, beautifully polished 
and finished, packaged in display 
cartons, and attractively priced. 


They are available in plain set, 
half set and single or double bead 
in assortments of: Grass 26”-80” 
to 34”-38”; Bush 14”-18” to 20”- 
22”; Weed 207-24” to 28”-80”. 
Order From Your Wholesaler. 


WRITE TODAY for colorful 
catalog giving complete details on 
“Little Giant” Scythes and many 
other garden cutting tools which 
build sales—it’s FREE. 


FREE SHIRT 
We wonder if Mr. Ned Baldwin of the 
Baldwin Hardware Co., Tecumseh, 
Mich., will read this advertisement. 
If he does and will write us on his 
business letterhead, giving his shirt 
size, we will send him, without 
charge, a famous Hathaway shirt, 
which, like the Little Giant Scythe, 
is Maine made. No strings attached. 


North Wayne Tool Co. 


Ockland Maine 
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@ For more information on these products and services 
use free post card on page 191. 


backgrounds. They have _ easel 
backs for counter use and auto- 
matic swing-back hinges for post, 
wall or counter-edge mounting, 


v 





which may be easily removed for 
outside sales use. They are also 
equipped with a pocket for at- 
tractive, free booklets describing 
the complete cabinet hardware line. 
Front of display boards feature 
matching sets, with other hardware 


mounted on back of doors. Avail- 
able in two sizes: No. DB521, 
1814x2314 in., and No. DB520, 
17x14% in. Stanley Works. 


For more data circle No. 42 on postcard, p. 191. 


Tackle Cards 


Three new self-seller cards to 
help dealers display and sell more 
Bead Chain rustproof swiveling 








tackle are now available. Cards dis- 
play spinners, swivels and keel- 
leads. Printed in green and black, 
they are 10% in. high and 7% in. 
wide. No. 11 card, Keel Leads, has 


12 1/16 K Leads, 12 1/8 K Leads, 
24 32 swivels and lists for $8.40; 
No 35 card, Keel Leads, has 12 3/8 
K Leads, 12 5/8 K Leads, 24 62 
swivels and lists for $9.60; No. 112 
card, Spinners, has 12 6/1 spinners, 
12 6/12 spinners and lists for $6. 
Bead Chain Mfg. Co. 


For more data circle No. 43 on postcard, p. 191, 


Pruner Display 

This 13-pruner pack-display fea- 
tures Snap-Cut pruners on the 
theory “Let the customer try and 
he’ll buy.”” Also featured are tough 





wooden dowels. Known as No. 98, 
the pack gives the dealer a 55 pct 
markup. Compact, the display con- 
tains nine No. 119 Snap-Cuts 
and four No. 118 Snap-Cuts. 


_ Dealers price is $21.40, his selling 


price is $33.15. Seymour Smith & 
Son, Ince. 


For more data circle No. 44 on postcard, p. 191. 


Radio-Television Aids 


Local promotional and merchan- 
dising material is being offered to 
dealers for development of their 
radio and television business dur- 
ing the fall and winter. A wide 
array of colorful material for win- 
dow trim or interior and counter 
displays includes special banners, 
pennants and strips; also stream- 
ers and special display racks for 
radios. Two silk banners feature 
the radio and television lines as do 
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The American Housewife’s Favorite 














NOW GIFT WRAPPED 


for those 


The famous ball-bearing beater EXTRA CHRISTMAS SALES 
Ss preferred by housewives for over 
ruices twenty years. They like its quiet, PROFITS 
smooth action — its and 
eight beating edges 
. for greater speed. The new Daura-b&lt 
8 K Leads, Individually packed 
for $8.40; — popularly priced POWER AUGER BITS 
has 12 3/8 —a sure-fire year 


ads, 24 62 
10; No. 112 
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For those extra Christmas Sales and Profits as 
well as throughout the year order your Dura- 
Bilt Power Auger Bits today. 

Each box comes attractively encased in a gaily 
Christmas decorated sleeve which can be re 
moved after the Christmas season is over. 





6 Piece Set Self-Display No. 46-6B 


Made of the highest quality Swedish tool steel, yet priced lower 
than any Power Auger Bits on the market. Sells readily to car- 
penters, cabinet makers, hobbyists, woodworkers, home owners, 
contractors, maintenance, electricians, etc. Bore 50% faster than 
other bits. Bore at any angle. Will not bind. Their precision 
machining assures accuracy. 

Set No. 46-6B shown in a 6 Piece Set Self-Display Package, Sizes: 

Ye", Va", Se", Ya"", a 


Dura-bilt yes 


PLASTIC KIT SET 





s No. 98, Two , sioreee — 
4 ermit this Ro it to 
a 55 pet be hung over beach. 
play con- eeps tools in place, 
neat and orderly. Can 
nap-Cuts Su ‘ae be rolled and ¥ ~ 
- tie lace attac 
1ap-Cuts. YOCr outside work. Reinfore- 
: . e plastic insid 
‘ ae f eo ff — heads ‘when net 
mith Yb n use. t is of yellow 
V background with bl 
&, YA <a . binding and proves “e 
~ very effective sales aid. 
ard, p. 191. Deluxe e Furnished in 6, 4 and 
piece sets in all stand- 
Die-Cast ard size bits. 
s Set No. 46-4K shown is 4 
Beater Piece Set, Sizes: ‘/"', 
nerchan- Y2"", %"", and 1". 
ad te For those who want the finest. Dura-Bilt Plastic Kit Set No. 46-4K 
. I ie- f d stainl 
of their te Gip-cnet feuaus ane etnuatens OPEN STOCK SIZES & PACKAGING 
aa an steel blades are long-lasting 
A ide and beautifully finished. Quiet Power Bits are packaged in dozen boxes for open stock and 
a action — colorful plastic han- . ore also packed individually. Sizes range from '/4" up to 2". 
‘or win- dies, Individually boxed. \\ Bits are also manufactured with square shanks for bit brace 
counter < Daf use. Write for our catalog BB-I or inquire at your local 
yanners, Write for prices and b S Quality Products For wholesaler. 
stream- complete information. Ca Over A Century Y 
Dura-ilh TOOL CO 
—— THE TURNER & SEYMOUR MFG, CO. ura - lilt ° 
a TORRINGTON, CONNECTICUT NATICK ° MASS. 
S$ as do 
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Mul dd PLIERS 


This amazing 3-piece tool is in a 
class by itself! Pressure applied 
on handle is increased on jaws 10 
times. Jaws open parallel in 4 
positions, giving non-slip grip on 
nuts, bolts, pipe, etc. Doesn’t 
chew off corners of nuts! Forged 
chrome-moly steel. 8” long. 





Diagonal 4-posi- 
tion slots give 

easier jaw 
adjustments — 
eliminate wedge 
action and wear. 





Amazing com- 
pound leverage 
really pays off in 
hard-to-reach 
places and diffi- 
cult angles. 





Powerful grip— 
cannot be pulled 
off tang of file— 
will not slip off 
cotter keys. 


Dealer & Jobber Response Invited 
For more information write— 


H. R. BASFORD CO. 


235 15th Street 


° Dept. M-2 


San Francisco, California 











@ For more information on these products and services 
use free post card on page 191. 


plastic window and outside signs 
and toppers. A planterette piece, 
shown here, for placement in the 
new recessed grille Arvin television 





sets or for use in general display is 
also being offered. A salesmaker dis- 
play for island or wall use is being 
made available at low cost. Arvin 
Industries, Ine. 

For more data circle No. 45 on postcard, p. 191. 


Saw Blade Display 


Colorful counter and window dis- 
play board features Arco Safecut 
safety saw blades, holding an as- 
sortment in 6, 7 and 8 in. sizes. 





Available to dealers at the cost of 
the three saw blades alone. The 
display measures 12%4x14% _ in. 
Colorful window streamers are also 
available free. Arrow Metal Prod- 
ucts Co. 


For more data circle No. 46 on postcard, p. 191. 





Garden Hose Brochure 


This large, colorful, 16-page 
brochure contains many _photo- 
graphs of hardware merchants, 


their stores, and testimonial letters 
commenting on their experience 
selling Swan garden hose. The 
brochure also contains a_ seven- 
color insert which illustrates and 
describes the 1953 line of hose. It 


a a”, 
CN MUONS TRS Ms OR AINA ts ae tay tare Soins on ye 





advises retailers on building a suc- 
cessful garden hose department 
and lists other valuable informa- 
tion for garden hose dealers. Avail- 
able free upon request. Swan Rub- 
ber Co., Sales Dept. 


For more data circle No. 47 on postcard, p. 191. 


Plastic Pipe Display 
Featuring lightweight plastic 
pipe, this display permits the cus- 
tomer to lift, bend, assemble and 
feel the pipe in addition to seeing 
it. Two sections of the manufac- 
turer’s EF pipe are connected with 
a plastic tee and an ell is attached 


ad * 


4 CARLON PLASTIC 
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plastic 
the cus- 
ible and 
0 seeing 
nanufac- 
ted with 
attached 





a: one end to show the type of con- 
nection used with this new pipe. 
Made of sturdy paperboard and 
iliustrated in three colors, the dis- 
play is 26 in. high and 23 in. wide. 
Applications of pipe, fittings avail- 
able and method of connection are 
shown. Display has easel back for 
counter or floor use and holes for 
wall mounting. Shipped assembled, 
it is available free. Carlon Prod- 
ucts Corp. 


For more data circle No. 48 on postcard, p. 191. 


Display Tables 


These display tables, called Versa- 
Flex, can be stacked, arranged in 
step displays or put side by side. 
The units are good for window dis- 
plays, floor units, feature spots and 











Fi 








special promotions. Easy to. build 
up and reassemble, the units take 
a minimum of floor space. When 
not in use they can be nested. 
Finished in durable polished 
chrome, they come with rubber feet. 
The bottom of each leg is hollowed 
and the top, which extends 1% in. 
above the frame, is narrowed to 
form a solid joint which will not 
wobble or slip when weight is 
placed upon the stands. When 
nested there is a 12-in. clearance 
between each stand for either an 
8-in. or 12-in. glass to be inserted 
and used as a tray. No. C3073-4, 
four stands, sells for $17.70; No. 


C3073-3, three stands, sells for 
$13.50, and No. C3073-2, two 
stands, sells for $9.30. Reflector- 


Hardware Corp. 
For more data circle No. 49 on postcard, p. 191. 


Power Tools Display 


In a space of only 4 ft. dealers 
can install a complete Darra-James 
power tool merchandising depart- 
ment with this portable display that 
can be used on floor or in window. 
Actual floor dimensions are 4 ft. 
wide, 2 ft. deep and 5 ft. high. It 
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Waterloo boxes are COM- 
PETITIVELY PRICED. Made to 
outlook, outlast, outsell com- 
petition. 


Stock your counters with 
eye-catching Waterloo 
Boxes. Write your jobber or 


‘send for free catalog. 


Gentlemen: Please rush me the new 1952 Catalog. 








MORE BEAUTY 
Only Waterloo Boxes have the exclusive WEIGHT SAVING 
DESIGN that catches and holds customers, first glance. 


MORE MODELS : 

The Waterloo line is a COMPLETE LINE with a box for 
every job. No customer need buy a box unsuited to his 
specific requirements. 


MORE VALUE 

Waterloo boxes are PRECISION MADE—PRECISION 
ASSEMBLED—PRECISION INSPECTED. Give cus- 
tomers the finest box money can buy. 


WATERLOO VALVE SPRING COMPRESSOR CO., WATERLOO, IOWA § 
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@ For more information 
on these products and 
services use free post 
card on page 191. 


\ 
includes adjustable shelves, illumi- 
| nated shadow design and a durable 
| finish of washable plastic colors. 
| Darra-James seven major power 
* | tools sold with the display are 


WE'VE GOT 
KESTER 
SOLDER” 





Your customers know Kester Solder. They’ve seen it 
advertised for years, and they know Kester Solder’s 
reputation for top quality and matchless 





performance. Confidence in a product builds 
sales .. . that’s why it’s good business for you Model 36, 8-in. tilt arbor saw with 
to stock the best — Kester Solder. extensions, V-belt, motor mount and 
motor pulley; Model 212, jig saw; 
Model 325, belt and disc sander; 





THIS IS OUR ACID-CORE SOLDER ; Model 350, 12-in. drill press; Model 

095, 914-in. band saw; Model 900, 

The ideal Flux-Core Solder for 9-in. gap bed lathe; Model 395, 41- 

general work about the home, on in. cast iron jointer. Complete unit 

the farm, in the small or large shop seils to dealers for $294.50. Tool- 
—anywhere. Made from new kraft Corp. 

metals only. On 1 Ib. and 5 Ib. For more data circle No. 50 on postcard, p. 191. 


spools ...the economical sizes. 


Electric Tool Promotion 


THIS IS OUR PLASTIC ROSIN-CORE SOLDER Advertising in national consumer 
F ae magazines will highlight the Fall- 

Finest for all electrical, radio and TV Christmas Sales Round-Up, port- 

work. No corrosive after-effects . . . no able electric tool promotion, that 
electrical leakage. Same as used by was launched earlier this month. 

original equipment manufacturers. The campaign opened featuriag the 


_On 1 Ib. and 5 Ib. spools. Utility No. 44 Sander and will later 
swing into the Christmas gift 
ae pan theme for the complete Utility line. 
~ Satin ee ena The promotion will also be sup- 
S — . ported by extensive advertising in 





Move 


FREE! 16-page booklet 
“Soldering Simplified,” 
tells how to solder every- 
thing. Write for your 
supply today! 


7, of trade publications. A new 52-page 
5 KESTER ih , booklet of home job hints, Handy 
| SOL Tips for Handy Men, is being of- 
DER ; ~ 

3 fered free in all consumer advertis- 
= ing; it acts as a Christmas buying 
guide as well as a service piece. A 
459047 new display program, a Christmas 

KESTER SOLDER COMPANY display contest and newspaper, ra- 


4207 Wrightwood Ave., Chicago 39 , oe te si 
SOLDER ened & ae Sonar @ tall @tiate dio and television advertising helps 
| are other important phases of the 


Sell KESTER and you sell the BEST!) promotion. Black & Decker Mfg. Co. 


For more data circle No. 51 on postcard, p. 191. 
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Gun Salesman's Manual 
SELL Retail salesman’s manuals on 
how to sell more of the manufac- 
turer’s firearms are available free 

on request. Titled, “About Guns 
and Mossberg and You,” the 16- 








ago page booklet is pocket-size, 5x7 in., 
» post with much of the material con- 
: densed for quick and easy refer- 
ence. It contains several pages of | 
general information on firearms | 
for the clerk who is completely un- 
s, illumi- familiar with such merchandise. 
a durable 
ic colors. 
r power 
play are 
of CLEVELAND’S 
3 Each model is dealt with separate- 
ly and the reader is told what points 
about the model have most con- Add to the known advantages of socket screws, 
w with sumer appeal and how best to de- a 
unt and scribe them. O. F. Mossberg & the extra strength and accurate forming that 
‘7 saw: Sons, Inc. 
ds oa aia die tie ed ecine owe, results from Kaufman Process manufacture — and 
; Model you have extra values without extra cost. By this effi- 
a ae. Fishing Rod Catalog 
5, 442- . ' cient double extrusion method, steel qualities are 
te unit This 28-page catalog contains the 
Tool- manufacturer’s 1953 line of fishing actually improved. With modern heat treatment added, 
rods, including Nyglax (tubular 
ni glass), solid glass, bamboo and steel Cleveland Socket Screws are extra tough. And the true 
= seed ent waa aee hex sockets, formed in one operation, are clean all 
oe how to select, rig and care for a the way to the bottom with sharp corners that give firm 
- Fall- fishing rod. The Buyer s Guide will 
eal. be helpful to retail clerks. Also purchase to the key. It pays you to stock and sell 


ilable is - fold f 
, that aa pone ine preg eer T. - T Cleveland Socket Head Screws. 





ee bowling shoes, which describes and 
| later illustrates the newly designed line, 
gift both for rental and individual own- 
line. ership, in three price ranges. Both | 
sup- catalog and folder are obtainable | % 


ng in on request. Union Hardware Co. “he 


-page For more data circle No. 53 on postcard, p. 191. 


oer Floor Tile Brochure | CLEVELAND Top ual FASTENERS 


= New consumer brochure on self- 
gr installation of Ken Rubber flooring, 
hatne now available to dealers, gives step- 
: by-step instructions on everything 
nelps the home-owner needs to know to 
the install his own rubber tile. The 


. Ce. four-page brochure covers how to 
measure a room to determine the 








p. 191. 
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FIT 


Te 


See:Sate 


selling year 


ns novne GD) 


* FAST MOVING 
* NATIONALLY PROMOTED 





* PROFIT-PACKED 


See-Safe 


PLASTIC FREEZER 
PACKAGING 
Complete line of 
freezer bags, boxes 
and roll wrappings. 





See-Safe 


PLASTIC STORAGE 

and TRAVEL BAGS 
For suits, 
blankets. 
sizes. 


dresses, 
Standard 





See-Safe 
PLASTIC BOXES 


Unbreakable! Prac- 
tically indestructiblel 
Reusable — for year- 
round freezing, food 
saving, etc. 





See-Safe 
PLASTIC 


=n 


ALL-PURPOSE COVERS ii 
Heavy plastic, 9 x 12 
foot size. Has hun- 


dreds of uses, iP nays 


alse See-Sale 


PLASTIC STORM WINDOWS 


Start selling SEE-SAFE plastic 
line NOW! Call your distribu- 
tor or write us direct today. 


SYDNEY-THOMAS CORP. 


and its division 
MEHL Manufacturing Co. 
. 2063 Reading Road, Cincinnati, Ohio 
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@ For more information 
on these products and 
services use free post 
card on page 191. 








number of tiles to be used; shows 
how to plan a border and how to fit 
and cut it. In detailed text and il- 
lustrations, it explains how to fit 
tile to door trim, around pipes, radi- 
ators and other irregular shapes. 
It tells how to prepare the under- 
floor, spread the adhesive and firmly 
cement down each tile. Kentile, Inc. 
For more data circle No. 54 on postcard, p. 191. 


Cleanser Window Streamer 


This attractive window streamer 
is designed to increase sales of Zud, 
a specialized cleanser for rust and 


Removes 


STAINS 


RUST 
BATHTUBS, SINKS 


“2 CLEANS and POLISHES 
COPPER POTS and PANS 





stains. The colorful streamer is 
available on request. Rustain Prod- 
ucts, Inc. 

For more data circle No. 55 on postcard, p. 191. 


Holiday-Wrapped Tools 


Many tool and screw driver kits 
in the Oxwall line are now available 
in attractive, multi-colored Christ- 
mas boxes with plastic windows. 
Being promoted extensively for the 
men’s Christmas gift market, illu- 
strated literature on sets both in 
regular and Christmas wraps can 
be had on request. Oxwall Tool Co.., 
Ltd. 


For more data circle No. 56 on postcard, p. 191. 


Pruner Display Material 
Colorful window streamer and a 

pop-up display card add point-of- 

purchase sales impact to the new 





Green Thumb advertising campaign 
for pruners now running in trade 
and national magazines. DuraCut 








eceensiaieiiiaiinnends aia 
Ee” Hold the heads of axes | 
hammers, sledges 
mallets, hatchets, 
and other handle- 
type tools. 
Available in a 
complete 
range of 
sizes. 


Rod Devil, 


GRADY WEDGES 










Counter- 
salesman holds 
36 No. 5 and 24 No. 10 Wedges 
service and impulse sales. 

Rust- resistant, chip- proof - —Pp 





A PRODUCT OF 


Fi 


IRVINGTON 11, N. J., U.S.A. 








SHARON 
STOVE BOLTS 


WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! 


From Sharon, the line with the talking 
labels, comes once again one of our mos¢ 
popular packages—round or flat head 
stove bolts with nuts already on... at 
no extra cost. For detalis, ask your Jjob- 
ber or write us. 


S Zd 
Shavon Bott an Serta Co 











10, MASS. 


BOSTON 
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and DuraShear, one-handed prun- 
ers, are highlighted by the window 
streamer. Both pruners feature 
cushion-comfort grips that never 
slip or blister hands. Streamer and 
pop-up are packed one each to every 
six-box carton and are available on 
request. H. K. Porter, Inc. 


For more data circle No. 57 on postcard, p. 191. 


Battery Display 


Called the Profit Maker, this bat- 
tery display holds 24 flashlight 
batteries and occupies only 3/10 of 


one sq. ft. of counter space. The 
unit is a sturdy, all-metal display 
finished in three baked on colors, 
blue, white and red. Its design also 
permits easy wall installation. Bur- 
gess Battery Co., Dept. P. R. 


For more data circle No. 58 on postcard, p. 191. 


Water Repellent Bulletin 


A new catalog section, Bulletin 
L-6097, descriptive of Rain Rem, a 
silicone base fabric water repellent, 
is illustrated with photographs and 
line sketches and lists features and 
application methods for the prod- 
uct. Rain Rem is a colorless liquid 
which is ‘reputed to form an in- 
visible coating on fabrics. It is said 
to render a cloth water repellent 
but does not seal out air. The cata- 
log sheet lists the industrial and 
home uses for the product and in- 
cludes prices and shipping informa- 
tion. Speco, Inc. 

For more data circle No. 59 on postcard, p. 191. 
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PURITAN PACKAGING . ... 
(LIKE PURITAN QUALITY) 
_. INCREASES YOUR PROFITS 















® Packaged for added protection 
® Nationally advertised 
® Unconditionally guaranteed 






<n oe Slump o 


* Guaranteed by > 
Housekeeping 
J 






* 





wr 4s AdveRTISED ws’ 


Suulen Coulage Mill, Swe. 


(Manufacturers) 


LOumsvitte 6, KENTUCKY 
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A HU O HOPS! 






Here’s one game hardware 
dealers can always win be- 
cause it’s always Dealer’s 
Choice .. . as well as Cus- 
tomer’s Choice. 
SANDVIK HAND SAWS 
and SHARK BRAND 
CHISELS are two of a 
kind—both are made from 
the same premium Swed- 
ish Steel — both are un- 
excelled in design and 
performance—both prove 
aces high with your pro- 
fessional customers — the 
carpenters. 

When your customers use 
SANDVIK HAND SAWS 
or SHARK BRAND 
CHISELS, substitutes are 
a gamble because it’s a 
sure bet they expect the 
best steel... Swedish 
Charcoal steel. 





jandvik faw & Joo/ 
: ponthremime | 
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SWEDISH 
CHISELS 


WRITE FOR THE 
CATALOGS ON 
SANDVIK HAND SAWS 
AND SHARK BRAND CHISELS 


47 WARREN STREET 
NEW YORK 7, N. Y. 
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Snip Display 

Colorful snip display features a 
cut-out hand which holds the snip 
in a realistic manner. Easel back 
holds it upright on the counter. 
Display is offered free with snip 
assortment DB20, which includes 
12 snips, one of which is mounted 
on the display. The assortment con- 
sists of standard and circular snips 
ranging from 7 in. to 12 in. The 
display, 124% x 10% in., calls atten- 
tion to some of the unusual uses 


for snips. Crescent Tool Co. 
For more data circle No. 60 on postcard, p. 191. 


Cord and Twine Catalog 


A 16-page, two-color catalog with 
information on the King Cotton line 
of cord and twine is now available. 
Completely illustrated, it shows the 
line’s integrated packaging pro- 
gram which has each item individ- 
ually packaged for shelf and coun- 
ter display merchandising. John H. 
Graham & Co., Inc. 


For more data circle No. 61 on postcard, p. 191. 


Window Materials Aid 


To build sales on V-Lite, all-pur- 
pose window material, a new device 
is being offered to dealers. The new 
sales aid is a continuously printed 
slip-sheet inserted in every roll of 
V-Lite, recently added to the R-V- 
Lite line. As the V-Lite is unrolled, 
two full repeats of the design ap- 
pear on every yard of slip-sheeting 
with small sketches illustrating 
dozens of V-Lite applications for 
farm and home. Designed to create 
impulse sales, it also includes a sell- 
ing message for companion mate- 
rials, R-V-Lite and Vimlite. Arvey 
Corp. 
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For more data circle No. 62 on postcard, p. 191. 
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SELL THERE’S A THOUSAND AND MORE CUSTOMERS 
—— WHO’LL BE ® 
nation Ld ov -: 4 fs pi 
3 and LOOKING FOR °//l00@?7 | 
ep post 1 
PRECISION SMALL TOOL SETS 
Ten of the top national 9 
are telling the world about our line. 
eatures a Every man and woman is a potential cash 
the snip customer for Moody Kit small tool sets. Try a 
yl a trial order near your cash register—see how 
n 
vith “i fast they ring up profits for you. Here’s the 
includes SC-5 and PA-5 Moody Kits in use. Ask your 
mounted jobber to show you the complete Moody line 
nent con- of small tools. If he doesn’t stock them give 
lar Snips us his name and address, with your own and 
<a ‘MI see he gets them f long with 
lls atten- we'll see he ge : “ne ‘or you along with a 
ual uses free catalog. Write Right Away. ; 
we 191 Visit us at Booth #288 — National Hard- 
sitios: AGAIN IN ‘52 THE ware Show, Grond Central Palace, New York, J 
MOODY LINE HAS BEEN October 6—10. ¢ 
‘alog AWARDED THE 
log with 
tton line 
vailable. 2 CULVER STREET, PROVIDENCE 5, RHODE ISLAND 
ows the 
ig pro- ee : a 
individ- 
d coun- 
Tohn H. 
rd, p. 191. 
id ) 
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he new gS Whe 
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roll of E = z 
e RV. : <>] +‘ WOODRUFF KEYS 
song eens . : FA MACHINE KEYS === 
iséting 7 | : © AZsC«MACHINE RACK 
rating 3 pedi TAPER PINS = 
—— -COTTER PINS = 
create = 
a sell- *SPECIAL PARTS = 
mate- 
Arvey PWOOD FIBERS FILL and other Stanho products 
UNEVEN THREAD Bulk or Packaged 
= | The threads on Connecticut Valley bits are cut a B 6SsSWRRIITE for CATALOG 2 
i smooth because they are milled from solid stock. _ = and PRICES ims 
t Smooth threads are always on the job; drawing the — —- = 
Oar, bit steadily with every turn. There are no rough edges 
7 ‘ | to snag wood fibers and clog them between threads. 
iy ... Write for Catalog 
| THE CONNECTICUT 
y NEW BRIGHTON, PA 
‘ [ae VALLEY MFG. CO. 
MAIN STREET . CENTERBROOK CONN. 
,p. 192. —_———= — = ss = = ee 
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‘You can see the difference! 








sand you can sell the difference! 


Boost your carpet sweeper sales by selling “that extra 
something” you'll find only in a Wagner. 


Show your customer that only the Wagner has Mov-O-Matic 
Combs that move in and out of the brush to keep it clean 
. . . SO it can sweep clean. She'll never settle for anything 
less. Mov-O-Matic Combs are just one of 10 exclusive 
features found in a Wagner. 


If you're not satisfied with a 5% market when there is a 55% 
market available, write us for information. 


You need a Vacuum Cleaner once a week 


Menai YOU NERD A 


// eyeRY DAY 


E.R. WAGNER MANUFACTURING CO. 
Dept. HA, Milwaukee 16, Wis. 
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services use free post 
card on page 191. 





Threaded Rod Display 


This attention-getting display 
stand for the merchandising of 
threaded steel rods in two stand- 
ard lengths and seven sizes, is a 
durable and colorful sales booster. 
Finished in red, blue, yellow and 





black, it is available free with new 
assortment. The rods come in 24 
and 36-in. lengths and in a new size 
—7/16 in.—as well as the six regu- 
lar sizes. Produced from cold 
drawn steel, the rods have preci- 
sion-cut threads and are coated with 
a rust-resistant finish. They can 
quickly be cut to any length with 
a hacksaw or heated and bent to 
any shape. Redi-Bolt, Inc. 


For more data circle No. 63 on postcard, p. 191. 


Correction 


An item entitled, “Builders’ 
Hardware,” which appeared in the 
To Help You Sell section of the Oct. 
2 issue of HARDWARE AGE, on page 
114, dealt with the line of builders’ 
hardware manufactured by Oley 
Products, Inc., and mentioned the 
new three-color packaging of the 
products. The address of the man- 
ufacturer was erroneously given as 
Bethpage, L. I., N. Y. The com- 
pany’s correct address is Inwood, 
ee A 

(Resume reading on page 14) 
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MADE RIGHT...PRICED RIGHT... 


You can’t beat this R/M quartet of clean-burning, long-lasting wicks. They’re made right to 
keep your customers contented. They’re priced right to fit each customer’s purse and to give 
you a generous profit. Ask your jobber for R/M...the pick of the wicks. 


WOVEN GLASS m 


The acme of perfection 
in stove kindlers, assur- 


on 






@ QUIK FLAME 


The most efficient kin- 
dler ever developed for 
range burners. Patented 
open mesh construction 
provides best possible 
results with distillate 
oils. The extra-heavy 
wire core yarn keeps the 
kindler upright in the burner 
channel. Glass yarn at burning edge facilitates 
the removal of carbon deposits. Packaged 6 ft. 
to the box, 7/8” and 1-3/8” wide. 


@ KINDLERITE 


R/M’s standard quality woven asbestos 


hewnk 






ing long life and maxi- 
mum stove performance. 
The only glass wicking 
woven with a wire core in 
every strand to protect the 
burning edge. Packaged 5-1/2 ft., 6 ft. and 100 
ft. to the box, in widths of 7/8”, 1”, 1-1/4” 
and 1-3/8”. 


QUIK FLAME SETS & 


The same Quik flame 
wicking that has proved 
popular in continuous 
lengths is now available in 
crimped sets to 
fit all standard 
8” range burn- 
ers. Packaged in 
sets of 4 over- 
size (1” wide) 
wicks. 






kindler. A sturdy long-lived wicking with 
wire core in both warp and filling yarn. 

if Packaged 5-1/2 
ft., 6 ft., and 100 
ft. to the box, in 
widths of 7/8”, 
1”, 1-1/4” and 





RAYBESTOS-MANHATTAN, 


ASBESTOS TEXTILE DIVISION 


INC. 


e MANHEIM, PA. 
Factories: Manheim, Pa.; No. Charleston, S.C. 
RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles 
Mechanical Rubber Products « Abrasive and Diamond Wheels « Brake Linings « Brake 
Blocks ¢ Clutch Facings « Fan Belts « Radiator Hose « Rubber Covered Equipment 
Sintered Metal Products « Bowling Balls 


© Packings 
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HARDWARE AGE FORICTOBER 
W. Murray. The store will Hawaii Builders Supply Name Bl. 
NRHA Reveals Plans for 1953 continue to be known as Opens Retail Outlet Reo Law 
Day’s Hardware and all pres- ‘ ‘ 
ent personnel will remain Hawaii Builders Supply William 
Hardware Week, Apr. 17 to 25. is mnan ay a ens oo En sate 
9 a According to Mr. Murray, Ply firm, recently opened a for the Li: 
= . . _ the store’s services will be $100,000 retail sales center Reo Mot 
The 1953 irha Hardware vertisement layouts, mats with an invitational party, | Mich. 
Week will be a truly na- for ad headings and a large attended by 700 building Prior t 
tional merchandising event assortment of mats of manu- trades leaders and civic dig- | Blackburr 
with real consumer impact, facturers’ products to be nitaries. 


according to Russell R. 
Mueller, 
of the National Retail Hard- 
ware Assn., sponsor of the 
event. 

In disclosing plans for 
Hardware Week, which will 
be held April 17 to 25, Mr. 
Mueller said that the 1953 
event represents an industry 
approach to the subject and 
includes some modifications 
of previous Hardware Week 
methods. 

These modifications, he 
said, are designed to more 
thoroughly integrate all ele- 
ments of the trade and to 
give the promotion more im- 
pact at the consumer level. 

Keystone of the 1953 pro- 
motion will be well known 
brand names. Participation 
in the event by manufac- 
turers will consist of a lim- 
ited number of manufac- 
turers of nationally known 
products. 

The wholesaler, Mr. Muel- 
ler explained, will act as the 
co-ordinator of the program. 
It is hoped, he said, that 
wholesalers will make avail- 
able circulars for dealers to 
distribute to consumers dur- 
ing Hardware Week and will 
also make available a few 
specials of their own to use 
in these circulars. 

Chief dealer activity in 
the promotion will be the use 
of a comprehensive kit of 
store decorations and adver- 
tising aids which will be sup- 
plied without charge to all 
members of NRHA. 

In addition to window 
streamers, banners, posters, 
ete., the kit, which contains 
more than 100 pieces, will 
also include newspaper ad- 
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managing director 


used in newspaper advertise- 
ments. 

The April 18 issue of 
Saturday Evening Post will 
spark the celebration of 
Hardware Week with a full 
page two-color advertise- 
ment. This ad will be fol- 
lowed by such ads as may 
be run in that issue by man- 
ufacturers participating in 
the event. 

A more detailed discussion 
of the 1953 Hardware Week 
plans will be found on page 
115 of this issue, containing 
a talk made by Mr. Mueller 
at the recent Atlantic City 
Convention of the National 
Wholesale Hardware Assn. 


Murray New Owner 

Of Day's Hardware 
Day’s Hardware store, one 

of the oldest businesses in 

Elyria, Ohio, has been pur- 

chased recently by Howard 





HOWARD W. MURRAY 


expanded and new lines of 
merchandise will be added. 
The first step in this direc- 
tion will be a basement store 
with entrances on two 
streets. 

Mr. Murray for the past 20 
years, until Sept. 1, was asso- 
ciated with the George 
Worthington Co., Cleveland, 
Ohio, hardware wholesaler. 
He had been the firm’s sales 
manager for several years. 








18-Week Builders’ Hardware Course To 
Open Nov. 6 at New York City College 


The City College Midtown 
Business Center Builders’ 
Hardware course has been re- 
vised to give even greater em- 
phasis to blueprint reading, 
take-off, and scheduling. The 
18-week course will begin 
Thursday, Nov. 6, at the Cen- 
ter, 430 W. 50th St., New 
York 19, N. Y. 

Students will work with 
four sets of blueprints, deal- 
ing with residences, office 
buildings, schools, and hospi- 
tals. The course material 
covers in detail product sub- 
jects, including metals and 
finishes, hinges, cabinet hard- 


ware, and locks; blueprint 
reading, take-off and sched- 
uling, underwriters’ require- 
ments, estimating, and inter- 
pretation of specifications. 

The course is taught by 
outstanding hardware special- 
ists, including Henry Kahn, 
William V. Paine, and 
Charles G. Smith. They are 
assisted by guest lecturers 
whose respective specialties 
are handled separately in the 
curriculum. 

Classes meet Thursday 
evenings from 6:30 to 9:35. 
Tuition is $60. 


Heavy newspaper display 
space, arranged with coop- 
eration of several of the 
firm’s Mainland suppliers, 
drew large crowds to the 
subsequent two-day open 
house. 

Albert F. Hastings heads 
the firm, which was founded 
in 1946. Sales have increased 
substantially every year 
since and the new facilities 
are expected to attract an 
even heavier share of Hono- 


lulu’s retail building ma- 
terials volume. 

Two distinct newspaper 
advertising campaigns are 


utilized, one slanted toward 
retail customers and the 
other designed to reach con- 
tractors. The firm currently 
is sponsoring Sam Hayes’ 
transcribed weekly quarter 
hour sports program on & 
Honolulu radio station. 





K-D-L Hardware Now 
Exclusively Wholesale 


The K-D-L Hardware Sup- 
ply, Seattle, Wash., formerly 
in the wholesale and retail 
field of the hardware busi- 
ness, has recently sold the 
Snyder Key Hardware and is 
presently engaged in whole- 
sale operation exclusively. 
The Snyder Key Hardware is 
now an independent retail 
outlet. 

Catering to the locksmith 
and hardware trade, the 
K-D-L company features 
keys, door closers and locks 
and covers the states of 
Washington, Oregon, Idaho 
and Montana and the terri- 
tory of Alaska. 

The firm is headed by Hal 
N. Snyder. 


HARDWARE AGE, OCTOBER 30, 1952 





a 


WILLIA 


ager of T 
Equipmer 
Park, L. I 
ford, Pa., 
The Trin 
is one of t 
distributo 
den powe! 
lawn is a 
sidiary of 

Mr. Blz 
several 
managem 
various f 
States an 


Elect G: 
Of Serv 


James 
elected p1 
vice Tools 
nual mee 
held in ! 
cently. 

Mr. Gee 
K. Porte 
Mass., wi 
position 
year. Lot 
hand tool: 
dustry, h 
dent of tl 
and Macl 
ers Assoc 


HARDW: 





WAR 








E AGE FOR 


's Supply 
Dutlet 


srs Supply 
uilding sup- 
y opened a 
ales center 
onal party, 
0 building 
d civic dig- 


oer display 
with coop- 
al of the 

suppliers, 
‘ds to the 
ay open 


ings heads 
as founded 
2 increased 
2ry year 
y facilities 
attract an 
» of Hono- 
ding ma- 


newspaper 
ligns are 
od toward 
and the 
‘each con- 
currently 
n Hayes’ 
quarter 
am on @ 
tion. 


Now 
‘sale 


are Sup- 
formerly 
id retail 
re busi- 
sold the 
re and is 
1 whole- 
lusively. 
dware is 
t retail 


cksmith 
le, the 
features 
id locks 
ites of 

Idaho 
e terri- 


by Hal 


), 1952 





AGE while 


THE 


it's NEWS 


TRADE sscsuss 








TOBER 30, 1952 





Name Blackburn to Head 
Reo Lawn Mower Sales 


William J. Blackburn has 
been appointed sales manager 
for the Lawn Mower Div. of 
Reo Motors, Inc., Lansing, 
Mich. 

Prior to joining Reo, Mr. 
Blackburn was general man- 





WILLIAM J. BLACKBURN 


ager of Trimalawn Mower & 
Equipment Co., Inc., Floral 
Park, L. I., New York; Straf- 
ford, Pa., and Rockville, Md. 
The Trimalawn organization 
is one of the country’s leading 
distributors of lawn and gar- 
den power equipment. Trima- 
lawn is a wholly-owned sub- 
sidiary of Masback, Inc. 

Mr. Blackburn was also for 
several years a sales and 
management consultant for 
various firms in the United 
States and Canada. 





Elect Geddes President 
Of Service Tools Group 


James G. Geddes was 
elected president of the Ser- 
vice Tools Institute at the an- 
nual meeting of the group 
held in New York City re- 
cently. 

Mr. Geddes, president of H. 
K. Porter, Inc., Somerville, 
Mass., will serve in his new 
position during the coming 
year. Long prominent in the 
hand tools manufacturing in- 
dustry, he is a former presi- 
dent of the American Supply 
and Machinery Manufactur- 
ers Association. 





The Service Tools Institute 
includes in its membership 62 
manufacturers of mechanics’ 
hand service tools. Mr. Ged- 
des succeeds Morris B. Pen- 
dleton, president of the Plumb 
Tool Co., Los Angeles, Calif., 
who has served for the past 
year. 


Pipkin Elected Head Of 
Amarillo Hardware Co. 


E. W. Pipkin has _ been 
elected president of the 
Amarillo Hardware Co., 
Amarillo, Tex., wholesaler, 
by the company’s directors. 
Mr. Pipkin succeeds Ed W. 
Hardin, who passed away last 
month. 


Mr. Pipkin was formerly 
first vice-president and has 
been associated with the 
Amarillo company for the 
past 38 years, having joined 
the firm as a bookkeeper. 

At the same time, the di- 
rectors elected Mrs. Ed Har- 
din a member of the direc- 
torate, a post held by her 
late husband. 

Other officers of the firm 
include G. C. Ratcliff and R. 
C. Neely, Jr., vice-presidents ; 
Jim Tolleson, secretary-trea- 
surer, and Bruce Cathey, as- 

(Continued on page 224) 





New Distribution Policy Set 
For Delta’s Power Tool Line 


Delta Power Tool Div. of 
Rockwell Mfg. Co., Pitts- 
burgh, Pa. announced ’a 
change in distribution policy 
that will eventually increase 
the number of retail outlets 
for its home workshop line 
of power tools more than ten- 
fold. 


The change in method of 
distributing Delta’s “Home- 
craft” line of tools coincide 
with the introduction by 
Delta of a new multi-purpose 
tool designed especially for 
home owners who need wood- 
working equipment for home 
maintenance and improve- 
ment but do not have suffi- 
cient space in which to as- 
semble a complete workshop. 

Under the new distribution 
system, the “Deltashop” and 
other tools in the “Home- 
craft” line will be made 
available to retail hardware 
stores through wholesalers. 
In addition, they will be fea- 
tured by over 300 leading de- 
partment stores and mer- 
chandisers of home appli- 








President of Miller Bros. Hardware Co. 
Presents Easton Store to Nine Employees 


Philip Miller, co-founder 
and president of Miller Bros. 
Hardware Co., 17-year-old 
concern, recently presented 
the firm’s Easton, Pa., store 
to nine employees for “many 
years of faithful service, 
loyalty and diligence.” Mr. 
Miller will, however, continue 
as head of the company’s 
Hellertown, Emmaus and 
Lansdale stores, all in Penn- 
sylvania. 

The plan to switch owner- 
ship of the Easton store to a 
new employee-owned firm 
was conceived more® than 
three years ago after the 
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death of Albert N. Miller, 
also co-founder of the firm. 
The nine men were told of 
the plan and have been guid- 
ing their business thoughts 
ever since toward the day 
they would own their store. 

That day arrived earlier 
this month and the firm of 
Miller Bros. Easton Associ- 
ates, Inc., was born. The 
nine new owners are Russell 
J. Hahn, Anthen C. Morrow, 
Russell R. Campbell, Michael 
Scarano, Elwood R. Young, 
Arthur L. Siebel, Walter L 
Fingeldie, Frank M. Hahn 
and Emroy C. Hetherington. 


ances. In the past, this 
equipment has been available 
to the consumer only through 
franchised dealers, who 
bought direct from Delta. 

Delta officials emphasized 
that the change in marketing 
the “Homecraft” or light tool 
line does not in any way af- 
fect the present system of 
marketing industrial tools 
manufactured by Delta. The 
industrial tools will continue 
to be sold directly to fran- 
chised dealers only. 

A distribution organization 
that will eventually number 
150 wholesalers throughout 
the United States is being 
developed at present, accord- 
ing to W. F. Rockwell, Jr., 
president. Arrangements al- 
ready have been made with a 
large portion of them to 
stock Delta home workshop 
power tools, and others will 
be added as rapidly as ma- 
terials become available for 
increased production. 

In the past, Delta tools 
have been on sale at only 5% 
of the hardware stores in the 
United States. It is esti- 
mated that an excess of 50% 
of them will carry all or part 
of the Delta home line when 
distribution plans have been 
completed. 


Essex Hardware Opens 
New Jersey Showroom 
The Essex Hardware & 
Metal Co., Nutley, N. J., has 
announced the establishment 
of a new showroom and ware- 
house for the sale and distri- 
bution of builders’ showcase 
and cabinet hardware. The 
is also a mill dis- 


company 
tributor of ferrous and non- 
ferrous metals in all mill 
forms. 

The new showroom and 


warehouse occupy 10,000 sq. 
ft. of space. 
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IT’S 


NCE 


THE BEST CABINET 


LINE TO CARRY 


Solel ror BATHROOM BEAUTY 


Saeal FOR BETTER VALUES 
Saeal FOR GREATER PROFITS 
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500 Attend Annual Dealer-Manufacturer 
Merchandise Market of Auburn Hardware 


The Auburn Wholesale 
Hardware, Inc., Auburn, Ind., 
recently held its 21st Annual 
Dealer - Manufacturer Mer- 
chandise Market which was 
attended by approximately 
500 hardware men. 

New lines of hardware, 
housewares, stoves, garden- 
lawn tools, sporting goods 
and kindred lines were dis- 
played by 157 manufacturers 
during this convention and 
market which was held in the 
Silver Moon Exhibition Hall. 

One of the industries fin- 
est sample-display rooms 
was also just completed for 
the benefit of the Auburn 


The meeting was opened 
with a luncheon at the Au- 
burn Hotel, at which C. E, 
Frederick, chairman, and 
C. K. Frederick, vice-presi- 
dent and general manager, 
spoke upon the growth of the 
business. 


Three Elected to RB&W 
Board of Directors 


Russell, Burdsall & Ward 
Bolt & Nut Co., Port Chester, 
N. Y., maker of bolts, screws, 
nuts and rivets, has elected to 
its board of directors, Wil- 
liam V. Cigliano, assistant 
general manager; Price Ber- 
rien, Los Angeles plant man- 








SPECIAL LOW PRICED 
Model “RC-DS” 


Here’s the most popular 
and fastest selling cabi- 
net in the entire IDEAL 
line. Anexceptional value 
of IDEAL dependable 
quality, offering features 
of the finest cabinets made! 


Hardware Dealers. Merchan- ager; John B. Gates, assistant 
dise is properly displayed, treasurer and assistant secre- 
tagged and priced to make it tary. 

convenient and pleasant for The elections were made at 
the dealers to select and or- the recent annual meeting of 
der their requirements. RB&W stockholders. 








A Big Profitmaker 
with Fast Turnover 





Model “RC-DS” 


ECONOMICALLY PRICED 
Model “DF-SS” 
Stainless Steel Rim 


Outstanding bathroom 
beauty and high quality 
utility is built into model 
““DF-SS”’ recess type cab- 
inet. Stainless steel mir- 
ror rim gives safe, sturdy 
door construction. 
Here’s another IDEAL 





Wholesaler’s Mobile Display Unit 





For the past several months the Shefheld Hardware Co., 
Americus, Ga., wholesaler, has been operating a Dealers 
Mobile Display, outside view above, inside view below, which 
has been touring the firm's territory to bring its lines directly 
to the retailer. During August and September the mobile 
unit was used to display Shefheld’s Christmas toy line and at 





present it is outfitted with the firm’s housewares line. Be- 

fore each trip the company sends notices to dealers advising 

them of the display van's contemplated visit. The van is 

operated by Jack McCrary and takes approximately eight 

weeks to completely cover the company’s territory. The 

mobile unit will next carry displays of fishing tackle and 
other spring and summer sporting goods. 


cabinet favorite .. . eco- 
nomically priced for 
faster turnover and 
greater profits, 





Model “DF-SS” 
OUTSTANDING FEATURES OF “RC-DS” AND “DF-SS” 


Chrome spring, rod, and ball door check @ Quality bullet type door 
catch @e Heavy gauge welded cabinet ¢ Chrome plated tooth brush 
holder @ Non-yellowing baked-on white enamel @ Razor blade slot 
Full length chrome plated piano hinge @ Bulb edge glass shelves 


STYLE, QUALITY AND ECONOMY SINCE 1888 


Ideal Cabinet Corporation has been a leader in bath- 
room medicine cabinet design for many years. Distribu- 
tors and dealers from coast to coast sell the IDEAL line 
for better values and greater profits. 


WRITE TODAY—FOR ILLUSTRATED CATALOG AND PRICE LIST 
IDEAL CABINET CORPORATION 


Division of Deslaur Mould Co 


7722 JG" ROAD | 
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NEW 


PROTECT-O-SHIELD DESIGNS 
Build Sales 


Your profits can easily double 
when you sell these modern deco- 
rative and colorful wall protectors 
with every switch plate sale. They 
are molded of durable acid-resist- 
ing Polystyrene and come in a 
complete range of lustrous colors 
to harmonize with any wall or 
wall paper. Colorful counter dis- 
play furnished free to each dealer. 


Stock No. 1645—single gan 
List: Ts ea. 


Stock No. 1415—double gong 
c ea. 


List: 
SWITCH PLATES TO MATCH 
GITS offers the finest quality 


switch plates in regular, luminous 
and deluxe styles and in colors 
to perfectly match those of the 
PROTECT-O-SHIELDS. 
Regular—single 15¢ ea.— 
double—20c ea. 


Luminous—single 18¢c ea.— 
double—30c ea. 


DeLuxe—single 20c ea. 
DeLuxe Luminous—single 25¢ ea. 


1S. 











Order 
A ainst Your 4612 W. HURON ST., CHICAGO 44, ILL. 
g rapes Manufacturers of the Famous Gits Flash- 
Listings lights, Knives, Games, Savings Banks. 





RP Everyone needs a 
tree holder! Get your 
share of this business -3 
with the HANDY CHRIST- 
MAS TREE HOLDER. User can & 
FR set up his tree in less than a * 
BE: minute. Holder is sturdy, well- 
E> balanced — will last a lifetime. Na- ~ 
tionally advertised in BETTER HOMES & * 
GARDENS, HOUSEHOLD MAGAZINE and ** 
ROTARIAN. Sells on sight! 


: Comes Coast prices . 
sizes. Retails from 


= $1.00 to $2.50 | 


in four } West 
4 


slightly higher 


p 





Ask your distributor or write direct for descriptive folder. 


handy things mfg. co. S ludington, michigan 
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no play 
no sagging 
with AJAX 


door hinge 


Order today or write 
for detailed 


catalog information 


a snug fit 





iother quality hardware ite 


n AJAX. A sen 





HAROWARE OF PRESTIGE 


Ajax Hardware Mfg. Corp 
4351 Valley Bivd., Los Angeles 32 Calif 
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No. 9341 Bulk Packed 
No. 19341 Individually Boxed 


er 
—- 


SINGLE EXTENDING THIMBLE RODS 

Judd’s exclusive ‘Walls of Troy” design in baked off- 
white enamel on heavy steel extend from 18 to 48 inches 
and have a 2-inch projection. 





These Judd Thimble Rods are 


Sales 
Boosters! 


The built-in thimble threads through starched 
or sheer curtain headings without danger of 
tearing or snagging — that’s why Judd thimble 
rods are favorites with women everywhere. 
You’ll do your customers a real service by 
stocking plenty of these — available in bulk 
or unit-packaged, complete with brackets. 


No. 9342 Bulk Packed 
No. 19342 Individually Boxed 


DOUBLE EXTENDING THIMBLE RODS 


Extension 28 to 48 inches, projection 214 inches. 


No. 9340 


er euciiittl 


te 





28-INCH THIMBLE ROD EXTENDERS 


Finished to match the thimble rods above. These 
extenders will add 28 inches to the usable length of the 
rods, single or double. Heavy gauge steel will not sag. 


Drapery 


Wallingford, Connecticut 


ttardware 


H. L. JUDD COMPANY, 87 Chambers St., New York 7 





Monsanto Chemical Co.’s 
Rez line of clear and color- 
toned synthetic resin wood 
finishes was transferred from 
the company’s western divi- 
sion to the merchandising 
division. 

Along with the transfer of 
the sales responsibility for 
Rez products was the trans- 
fer of the sales personnel for- 
merly connected with Rez 
sales. Sales representatives 
of the Merchandising Div. 
will have the combined re- 
sponsibility for the sales of 
Krilium soil conditioners and 
Rez products. 

Sam Mullin of Seattle has 
been appointed product sales 
manager in the Merchandis- 
ing Div. Mr. Mullin, who 
formerly was sales manager 
of special products for the 
Western Div., was transfer- 
red to St. Louis, Monsanto’s 
home office. 

Other personnel included in 
the transfer to the Merchan- 
dising Div. were W. W. 
Hayes of San Francisco who 
was named northwest district 
sales representative, in 
charge of northern Califor- 
nia, Oregon and Washington. 
Working with him as terri- 
tory salesmen are G. A. 
Nethercut, formerly Mon- 
santo’s advertising and pub- 
lic relations representative 
on the West Coast, who will 
be located in Seattle, and 
W. R. Burnett, who will be lo- 
cated in Portland, Ore. Mr. 
Burnett has been Western 
Div. sales correspondent in 
Seattle. 

Lloyd Miller, who came to 
the Merchandising Div. from 
the Western Div. in May, 
was appointed southwest dis- 
trict sales representative 
for southern California, Ari- 
zona, New Mexico, Nevada, 
Utah, and Colorado, with 
headquarters in Los Angeles. 
Territory salesmen working 
with him will be K. J. Grim 
and J. C. Wright, both of 
whom formerly were located 
in Seattle. 

E. L. Weil was named sales 
representative in charge of 
the Atlantic district. E. J. 
Kuntz, who was transferred 
to Cleveland in May, will be 
territory salesman in Mr. 
Weil’s district. 

J. E. Phalon, who has been 





connected with Rez sales in 


News of the Trade 





Monsanto Transfers Sale of Rez Line To 
Merchandising Div., Lists Staff Changes 


the Atlanta area for the past 
several months, was named 
sales representative for the 
Southeastern district, includ- 


ing North Carolina, South 
Carolina, Georgia, Florida, 
Alabama, Mississippi and 


part of Tennessee. 

J. W. Schinzing, Jr., was 
named territory salesman in 
the Texas district, and will 
continue to live in Dallas. 
M. C. Couvion will be terri- 
tory salesman in the Central 
district with headquarters in 
St. Louis. 


J. S. Imirie Promoted 
By Carborundum Co. 


The appointment of Joseph 
S. Imirie to the newly created 
position of assistant to the 
president, has been an- 
nounced by Clinton F. Rob- 
irson, president of the Car- 
borundum Co., Niagara 
Falls, N. Y. 

In his new position, Mr. 
Imirie will render staff as- 
sistance to the president and 
executive vice-president in 
the general management of 
the business of the company 
and will assist in the devel- 
opment and promulgation of 
company objectives, policies, 
organization structure and 
programs. 





JOSEPH S. IMIRIE 


Mr. Imirie has been with 
the Carborundum Co. since 
January, 1952, serving in 
the investigation of new 
products to be added to the 
company’s present line. 

Prior to joining the Car- 
borundum Co., Mr. Imirie 
was Deputy Under Secretary 
of the Air Force. 
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Castator Sales Head for 

Pittsburgh Plate Glass 
Appointment of Alan B. 

Castator as general sales 


manager for Pittsburgh 
Plate Glass Co. brush divi- 





ALAN B. CASTATOR 


sion factories at Baltimore, 
Md., and Keene, N. H., has 
been announced by E. D. 
Peck, vice-president in charge 
of the firm’s paint and brush 
division. 

Associated with Pittsburgh 
Plate Glass since 1931, Mr. 
Castator previously served 
in sales capacities at Phila- 
delphia, as manager at the 
Atlantic City store, and dur- 
ing the past five years as 
assistant manager at the 
Detroit warehouse. 

As general sales manager 
for the brush division, his 
headquarters will be located 
at the Baltimore brush pro- 
ducing plant. 





Wilson, Midland Firms 
Announce Separation 


Wilson Plastics, Inc., San- 
dusky, Ohio, announced a 
complete separation of Mid- 
land Plastic Molding Co., 
producers of Econ-O-Tile 
plastic wall tile, from the 
original Wilson plant. The 
Midland company is moving 
into an enlarged plant at 
310 Boalt St., Sandusky. 

Larry K. Peabody will 
head the new company as 
president. Jack Sampson, 
who formerly handled both 
Wilson plastic wall tile and 
Econ-O-Tile, will now devote 
full time as sales manager 
of the Midland company. 

The Wilson company also 
announced the appointment 
of A. Donald McGrath as 
eastern representative. 


Mr. McGrath will cover 


News of the Trade 





the New England states and 
eastern New York state. He 
was formerly a Pabco dis- 
tributor. 








E Z Paintr Corp. Moves _ 
To Larger Quarters 


E Z Paintr Corp., manufac- 
turer of paint rollers, an- 
nounced removal of its entire ! 
operations to a large, modern | 
factory building in Milwau- | 
kee, Wisc. The new address 
is 4051 S. Iowa Ave. 

The new, enlarged plant 
will house under one roof 
operations formerly con- 
ducted in seven adjacent} 
buildings in Butler, Wisc. E 
Z Paintr employs 250 produc- 
tion workers. This marks the 
third move and major expan- | 
sion for the firm. 

Additional land adjacent to 
the new plant will enable the 
firm to expand, as planned, to 
double its present capacity, 
according to Vern T. Tou- 
chett, E Z Paintr president. 











Burns Made Assistant To 
Arvin Vice-President | 


Leo W. Burns has been | 
appointed a special assistan 
to Harlan B. Foulke, vice- 
president of Arvin Indus- 
tries, Inc., Columbus, Ind., | 
and will assume charge of 
planning and projects for 
the company’s radio and tele- 
vision division. 

Mr. Burns has filled an 
executive post in the com-| 
pany’s electric housewares | 
division for the past three| 
years and prior to that was | 
for 15 years with Sears, Roe- 
buck & Co., Chicago, as elec- 
tric range and appliance 
buyer. He is a native of | 
Peoria, Ill., where for some 
time he was in the retail 
radio and appliance business 








LEO W. BURNS 
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Thy this combination, 


VOLUME SALES! 





© Permanent Beauty 
¢ Simple Installation 
© Trouble-Free Service 


«ee ALL IN ONE SCREEN AND 


STORM DOOR SET 


Where else can you find a proven unit like this that makes 
every customer a prospective buyer? Made of permanent- 
beauty solid brass, this efficient screen and storm door set 
has a guaranteed Trigger Type Locking Device that can’t 
catch clothing. Its unique spring type construction auto- 
matically compensates for slight drilling errors in installa- 
tion. And its seamless brass case can’t fail mechanically. 
Details on prices, weights, finishes and new franchise ar- 
rangements on request. Write today! 





HARDWARE MANUFACTURING CO. 
Reading, Pa. 


221 
















Easier 
Installation 


One Piece Steel 
Construction 2 
















Model 
No. 278 


MEDICINE 
sf 7 CABINETS AND 
MIRRORS 


Give your customers the best—and they'll 
come back for more. Since 1908, HESS has 
pioneered in building cabinets that lead 
their field . . . in construction . . . in design. 
34 styles from which to choose, all of them 
the latest in appearance and construction, 
models with and without incandescent or 
fluorescent lights. Piano-type hinges, bullet 
door catches, completely wired for installa- 


tion. Yet HESS fixtures cost no more! 





Write for free catalog on our complete line of cabinets and mirrors 


THE HESS COMPANY 


1859 SOUTH 54th AVENUE 
CHICAGO 50, ILLINOIS 


MANUFACTURERS OF METAL CABINETS SINCE 1908 
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Arrow Lock Corp., Recently Acquired By 
Segal Lock Co., to Operate Separately 


Meade Johnson, president 
of Segal Lock & Hardware 
Co., Inc., told stockholders at 
a special meeting in New 
York, Oct. 14, that the Ar- 
row Lock Corp., recently ac- 
quired by Segal, will continue 
to be operated as a separate 
unit in Brooklyn, but under 
the supervision of the com- 
pany’s Norwalk production 
organization. 

A feature of the meeting 
was a display of Arrow cylin- 


drical, tubular and key-in- 
knob locks, Segal security 
locks and Norwalk door clos- 
ers, night latches and build- 
ers’ hardware. 

Stockholders voted 1,480,- 
815 to 54,074 to grant an op- 
tion to Mr. Johnson, former 
sales manager of Yale & 
Towne who became president 
of Segal Lock in May, to pur- 
chase 50,000 shares of the 
company’s stock at prices 
from $2 to $6 per share. 





Roth Sales Director 
At New Haven Clock 


The New Haven Clock and 
Watch Co., New Haven, 
Conn., has appointed Herbert 
D. Roth as sales director of 
consumer goods, according to 
Dr. Max A. Geller, president 
and chairman of the board. 
Mr. Roth will direct the sales 
of all consumer goods, in- 
cluding watches for men, wo- 
men, and children; home and 
travel clocks; pedometers and 
novelty jewel boxes. 

Coincident with his an- 
nouncement of Mr. Roth’s 
appointment, Dr. Geller 
stated that New Haven is 
presently redesigning its con- 
sumer line for 1953. 

Mr. Roth comes to the New 
Haven Clock and Watch Co. 
from L. Luria & Son of New 
York, distributor of silver 
and giftware, where he was 
general manager for five 
years. 





Marshall-Wells Drops 
Steel Kitchen Line 


Distribution of Youngs- 
town Kitchens and Appli- 
ances will be discontinued by 
the Marshall - Wells Co., 
hardware and appliance dis- 
tributors with branches lo- 
cated at Duluth, St. Paul, 
Billings, Spokane, Seattle, 
Portland and _ tiuroughout 
western Canada, it was an- 
nounced by J. H. Moore, 
president of the hardware 
concern. 

Reasons for this action by 
the Marshall-Wells Co. were 
not disclosed. However, Mr. 
Moore stated that the Mar- 
shall-Wells sales organiza- 
tion and dealer organization 
has been informed. 

“As pioneers in this busi- 


ness and one of the most suc- 
cessful distributors of steel 
kitchens in the United 
States, we intend to stay in 
the steel kitchen business,” 
said Mr. Moore. He added 
that the Marshall-Wells Co. 
would keep its entire kit- 
chens sales and management 
organization and that future 
plans would be announced 
very shortly. 





Ekco Appoints Elsner 
District Sales Manager 


Ekco Products Co., Chi- 
cago, Ill., has advanced Fred 
Elsner to district sales man- 
ager in the firm’s Pittsburgh- 
Cleveland district, it was an- 
nounced by John Brooks, 
vice-president in charge of 
housewares sales. Mr. Elsner 
who will make his headquar- 
ters at Pittsburgh, succeeds 
Gordon McDonell, who died 
suddenly a few weeks ago. 

Mr. Elsner a native Chi- 
cagoan has been with Ekco 
for four years. He started 
in the order department, 
moved up to sales corres- 


pondent and since April, 
1951, has represented the 
firm as salesman in_ the 


Houston, Tex., territory. 





= 


FRED ELSNER 
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designed to be the 


BEST YET! 


ee -Profitable too! 



















LANCASTER, © 
PENNSYLVANIA © 








HOWARD B. RICH, Inc. 


P. O. BOX 187 
CARROLLTON, KENTUCKY 





HEAVY DUTY STEP LADDERS 
EXTENSION TRESTLES 
PAINTERS’ TRESTLES 
PLATFORM LADDERS 
WOOD & METAL 
IRONING TABLES 
CLOTHES PROPS 
STEP STOOLS 
EXTENSIONS 
SCAFFOLDS 

SINGLES 

PLANKS 

STEPS 






Phone 116 
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See your jobber now, or 
write for full details to 


n READER'S DIGEST + As Advertised in LIFE, 
ng POST, BETTER HOMES & GARDENS 
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THE OUTSTANDING SHALLOW 
ee ee ee ee ee 


THE PEERLESS 


ater Ring 


ONE OF THE COMPLETE LINE OF 
PEERLESS WATER SYSTEMS 


Manufactured under 
R. Moineau’s patents, Robbins 
and Myers, Inc., sole USA 

and Canadian licensee. 


FOR CONVENIENCE and 


LONG LIFE 


1. The Water King is Self-Priming! 


2. The Water King operates at half 
the usual pump speed! 


Sell the operating convenience and the 


. CAPACITIES: 
extra life afforded by these two of the Up to 860 gallons 
many features of the Peerless Water per hour. 

King system and you'll make your cus- 
LIFTS: 


tomers Water King boosters for life. 
Water King’s positive displacement 
method of water lifting is silent in 


Up to 20 feet. 


M Ps ; . “wr PRESSURES: 
operation, positive in action. Suitable 
, r Up to 40 pounds 
even for wells pumping some sand in or more. 
suspension. Write today for details of 
the complete Peerless line of water MOTOR SIZES: 


systems, cellar drainers, general utility Ya, V3, V2 h.p. 


pumps. Ask for Bulletin B-588-1. 


PEERLESS PUMP DIVISION 
Me FOOD MACHINERY AND CHEMICAL CORPORATION 


Address Inquiries to Factories at: 

Los Angeles 31, California and Indianapolis 8, Indiana 
Offices: New York, Atlanta, Fresno, Los Angeles, Chicago, 
St. Louis, Phoenix; Dallas, Plainview and Lubbock, Texas; 

Albuquerque, New Mexico 






FILL ALL YOUR CUSTOMERS’ NEEDS WITH 


PEERLESS 


WATER SYSTEMS 


THE COMPLETE LINE 
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The National Sporting 
Goods Association is organ- 
izing a month-long National 
Sports Festival that will 
highlight amateur participa- 
tion in all sports and ath- 
letics. The nation-wide sports 


! promotion wiil begin April 
' 11, 1953, and close on May 17. 


The actual organizing and 
planning of the event will be 
under the direction of the 
National Sports Festival 
Committee, consisting of rep- 
resentatives of the NSGA 
and all major sports activi- 
ties, manufacturing associa- 
tions, and spokesmen for 
service clubs, health groups 
and others interested in ad- 


News of the Trade 





| National Sporting Goods Association Is 
Planning 1953 National Sports Festival 


vancing public sports par- 
ticipation. 

Local events in communi- 
ties throughout the United 
States will highlight the 
month-long program, in 
which people of ail ages will 
participate. The program 
will include all sports from 
baseball and golf to roller 
skating and bicycling. 

Invitations to join the fes- 
tival activity will soon be 
sent to the national offices 
of all sports associations, 
service clubs, sports writers 
and broadcasters, health and 
recreation organizations, 
women’s clubs, and _ other 
groups. 





Monroe G. Smith Resigns 
As Silex Co. President 


Oliver B. Ellsworth, chair- 
man of the executive com- 
mittee of the board of direc- 
tors of the Silex Co., Hart- 
ford, Conn., announced the 
resignation of Monroe G. 
Smith, president of the com- 
pany. Mr. Smith will remain 
with the company as a mem- 
ber of the board of directors. 

Mr. Smith, who has guided 
the Silex company through 
a complete reorganization 
program during the past 
three years, will become 
executive vice-president of 
the Rockwood Chocolate Co., 
of Brooklyn, N. Y. 

H. S. Perkins, general 
sales manager of the com- 
pany, who has been directly 
responsible for the new Silex 
sales program, said that Mr. 
Smith’s resignation will not 
affect the company’s sales 
and product development 
plans in any way. 

Until such time as a new 
president has been appointed, 
the company will be run by 
the executive committee of 
the Silex board of directors. 


Pipkin Heads Amarillo 
(Continued from page 21) 
sistant secretary-treasurer. 
In addition to Mrs. Har- 
din, the directors of the com- 
pany are Messrs. Pipkin, 
Ratcliff, Neely and Tolleson. 
Meanwhile, the firm has 
begun construction of a one- 
story fireproof warehouse 





just North of the present 


plant. The new warehouse 
will house the appliance de- 
partment headed by Mr. 
Tolleson. 
Hager & Sons Names 
DeWitt in Northwest 

C. Hager & Sons Hinge 
Mfg. Co., St. Louis, Mo., has 
announced the appointment 
of Duff DeWitt as sales rep- 
resentative for its Pacific 
Northwest Div. 





DUFF DeWITT 


Mr. DeWitt will service 
Hager accounts in Washing- 
ton and Oregon, with head- 
quarters at 13320 Corliss 
Ave., Seattle. 


Named by Dormeyer 

The Dormeyer Corp. has 
appointed Roger Werner 
head of its Milwaukee, Wisc., 
office. Responsible for Dor- 
meyer’s Wisconsin-area sales, 
Mr. Werner replaces Herb 
Naegele, who recently was 
transferred to Dormeyer’s 
Chicago sales office. 
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Standard Tool Promotes 
Steinmetz and Mathews 


Paul E. Lees, president of 
Standard Tool Co., Cleveland, 
Ohio, manufacturer of cutting 










MERTON MATHEWS 


tools, has announced the pro- 
motion of George W. Stein- 
metz, Chicago manager to as- 
sistant sales manager. 

Merton Mathews, West 
Coast representative, has 
been named Chicago district 
manager to succeed Mr. Stein- 
metz. 


a iz 


GEORGE W. STEINMETZ 


Mr. Steinmetz has served 
the past year as president of 
the Chicago chapter of “The 
Hucksters,” an organization 
of industrial and hardware 
salesmen. 


Moody Announces New 
Warehousing Policy 


A new West Coast ware- 
housing policy has been an- 
nounced by. Moody Machine 
Products Co., Inc., Provi- 
dence, R. I., manufacturer of 
the Moody Kit line of pre- 
cision small tools. This new 
operation was developed to 
provide faster delivery ser- 
vice at greatly reduced ship- 
ping charges for Moody Kit 
Line customers in the states 





News of the Trade— 


of California, Washington, 
Oregon, Arizona and Hawaii. 

All orders for Moody prod- 
ucts from the above terri- 
tories will be quickly filled 
directly from the warehouse 
facilities of the Moody West 
Coast sales representative, 
Walter Industries, Inc., 725 
Second St., San Francisco, 
Calif., who will drop ship 
orders F.O.B., San Fran- 
cisco. 


D & H Holds Opening 
At New Quarters 


The official three-day op- 
ening held for the new quar- 
ters of the D & H Distribut- 
ing Co., Harrisburg, Pa., 
attracted approximately 
2,000 manufacturer’s repre- 
sentatives, suppliers and 
dealers. 

President David Schwab 
and vice-president Harry 
Spector, at a banquet held 
at the Penn-Harris Hotel 
described their progress over 
the past 34 years in brief 
remarks made before ap- 
proximately 150 persons at- 
tending this affair. 

D & H Distributing Co. 
was organized in 1918 in 
Williamsport, Pa., and a 
branch was opened in Har- 
risburg in 1936, with an- 
other branch added in Balti- 
more in 1944, In 1948, the 
Williamsport branch was 
moved to Willkes-Barre. 

The firm serves 24 coun- 
ties in Pennsylvania, virtu- 
ally all of Maryland, one 
county in Delaware, and two 
counties in West Virginia. 





Stolarz Resumes Duties 
With American Machine 


Released by the U. S. Ma- 
rines after a year of recall 
duty, Matthew S. Stolarz has 
resumed his duties on the 
staff of American Machine & 
Foundry Co.’s International 
Group as supervisor of sales 
of DeWalt products. 

A veteran of four years 
service with the Marines, Mr. 
Stolarz in 1946 joined the 
sales department of DeWalt 
Inc. in Lancaster, then was 
transferred to New York in 
1948 as supervisor of the 
firm’s foreign sales. Follow- 
ing the purchase of DeWalt 
as an AMF subsidiary in 
1949, Mr. Stolarz continued in 
his present capacity. 
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B400-3 
3 s 1- 
2 H.P. 20 oh 2, HP. 20" 
Belt Drive on Self Propelled 


] 













B200-3 
12 H.P. 18” 
Belt Drive 


VS701-3 
2 H.P. 20” 
Direct Drive 


ALL FOUR WITH 


@5-times-stronger Permanent Mold Castings 
@Briggs & Stratton or Clinton Engines 
@Scientific Balance; Ball Bearing Wheels 
@Safety Engineering Throughout 
. and many other features! 


£1033-3—18"; 
3450 R.P.M. Lima 
Electric Motor 
$65.00 list. f.0.b. K.C., Mo. 


VS301-3—18"; Clinton 
Gas Engine can 
$94.50 list, f.0.b. K.C., Mo. 


Get the Facts! 









Write today to Dept. 101 


FARM & RANCH, Inc. 


3907 BROADWAY. KANSAS CITY, MISSOURI 
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BOMB TYPE 
Instant cus pb, 


tomer ap- PROPELLED 
peal. Just 
shake can and paint— 
no mixing, no clean-up, 
no compressor or hose 
needed! Guaranteed 
non-clogging, removable 
spray valve. Ideal for 
1001 paint and touch- 
up jobs around the home 
or garage.Colors include 
Chrome Aluminum, Gloss 
White, Gloss Black, 
Meadow Green, Bright 
Red, Medium Gray, 
Royal Blue, Ivory, Bright 


Gold, Clear Plastic, Copperplate and Yellow. 


+++ @ complete line 

of ready mixed paints 
assures perfect results for 
every painting need. 
Highest test lacquer thin- 
ners,non-inflammable and 
liquid paint removers, 
clear gloss lacquers, lac- 
quer sealer—gold, cop- 
per and colored bronze 
powders and aluminum 
paste in ALL grades. 
Shipments from stock 
from 4 pints to 55 gal- 
fon drums. 


A quality line at com- 
petitive prices for 
profitable, steady 
repeat sales. 


Write for color cards, literature and prices. 


REPRESENTATIVES: 


Some territories still open. 


‘Write for details. 


CHAMPION BRONZE POWDER & PAINT CO., Inc. 


Dept.H , 2526 W. Van Buren, Chicago 12, Ill. 











News of 


A group of 84 store owners 
and managers attended the 
recent Hardware Store Man- 
agement Conference held at 
Michigan State College and 
sponsored by the Michigan 
Retail Hardware Associa- 
tion. The event was so suc- 
cessful, according to reports 
from Harold W. Schumacher, 
manager-treasurer of the 
association, the attending 
retailers urged the confer- 
ence be repeated next year. 

















the Trade 


84 Hardware Men Attend Store Management 
Conference Sponsored By Michigan Group 


The two-day program cov- 
ered a variety of subjects 
pertinent to store owners 
and managers. Talks and 
discussions included ‘“Put- 
ting the Zing in Merchan- 
dising,” “Turnover Makes 
the Difference,’ “How to In- 
crease Store Traffic,” “How 
to Increase Store Profits,” 
and “Human Relations.” 

The conference featured 
demonstrations, question and 
answer sessions, and films. 








| Boston Varnish Holds 
Meetings, Expands Line 


In a series of sales meet- 
ings, starting with one for 
district sales managers at the 
factory in Everett, Mass., and 
followed up by regional meet- 
ings in the field, the Boston 
Varnish Co. has announced to 














its sales staff a highly ex- 
panded group of products. 

Renshaw Smith, Jr., newly 
appointed vice-president and 
general manager of the com- 
pany, participated in the Bos- 
ton meeting, as did the other 
senior executives, Franklin J. 
Lane, Harry Hall, Jr., and 
C. Fred Eberle. The meeting 
was presided over by Mr. J. 
Van Vloten, sales manager, 
working with J. E. Healey, 
director of sales, Charles Ar- 
thur of the sales department 
and Harold MacInnis of the 
advertising department. 

Featured in the new line- 
up is a more complete line of 
colors in Clingcote Scrubable 
Flat, the new Kyanize prod- 
uct which has been featured 
in national advertising this 
year. Carefully re-styled by 
color authorities to meet the 
color requirements of modern 
homes, the new Scrubable 
Flat line includes new me- 
dium deep pastels, such as 
Alice Blue, Pompeian Rose, 
Mocha and Lotus Green. All 
offered to the trade with com- 
pletely new selling aids, in- 
cluding a new form of color 
cards and an elaborate metal 
chip rack. 





Lufkin Rule Appoints 
Johnson in Canada 


Lewis Barnard, Jr., presi- 
dent of the Lufkin Rule Co., 
Saginaw, Mich. has an- 





nounced the appointment of 


Fred H. Johnson as assistant 
manager of the Lufkin Rule 
Co. of Canada, Ltd., Barrie, 
Ontario. 





FRED H. JOHNSON 


Previous to joining Lufkin, 
Mr. Johnson was general sales 
manager of the Marshall- 
Wells Co., Duluth, Minn. 
Prior to that time he was af- 
filiated with Marshall-Wells 
in Canada for 21 years, hold- 
ing the positions of buyer, 
sales promotion manager, and 
vice-president in charge of the 
stores division. 





Du Pont Gets License 
To Sell Soil Product 


The Du Pont Co.’s Gras- 
selli Chemicals Dept., Wil- 
mington, Del., announced that 
it has concluded arrange- 
ments licensing Du Pont to 
sell soil conditioners for use 
under patents issuing to the 
Monsanto Chemical Co. 

Du Pont has been selling a 
soil conditioner since June 
under the name of Du Pont 
Soil Conditioner W through 
its established Garden Chem- 
icals organizations of whole- 
salers and dealers. 
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Grasp any Hyde Glass Cutter as shown in the 
illustration. Feel the delicate balance, the firm 
grip, no wobble—no unsteadiness! That’s the 
kind of precision instrument your customers 
want. And the tungsten alloy steel wheel, revolv- 
ing on bronze bearings, assures a straight clean 
cut. Self-contained display unit holds 12 Hyde 
Glass Cutters, takes little counter space. Order 
from your jobber. 


Manufacturers of Putty Knives, Paint Scrapers, Floor & Cab- 
inet Scrapers, Paint Shakers, Painter & Paperhanger Tools. 








BALANCE makes the difference in 
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TURPENTINE & ROSIN FACTORS, INC. 
SAVANNAH, GEORGIA 





Get EXTRA Sales = 
MORE Profits 1s Gi 43 


TANDROTINE ae 


“the Popu lar PAINT THINNER! 


TanpvroTinE is preferred by both painters and 
home-owners for use wherever a high grade 
paint, enamel, or varnish thinner is needed. 


That is because Tan- 
DROTINE is such an excel- 
lent thinner and cleaner 
of brushes, as well as a 
remover of grease. It 
also dissolves wax and 
does a hundred other 
household tasks. Tan- 
DROTINE has a high flash 
point, a pleasing odor, 
long leveling and even 
flow. It is slow drying. 










IT’S PROVEN 
IT’S ECONOMICAL 
IT'S a Quality THINNER 


ORDER 
TANDROTINE Today! 





Get ready for 
EXTRA Sales, 
MORE Profits. 
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Get your supply now! 

















the home-owners 
gun .. designed to 
meet contractor 
specifications 








Home owners 
everywhere are buying 
and using this low-priced, compact Caulking Gun! 
It’s a bear for wear, and so easy to operate. 

No cleaning required when used with CALBAR 
“Hole-in-Top” Cartridges . . the compound 

never touches the inside of the gun. 


Write today for full information 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street * Philadelphia 25, Pa. 
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For more than 50 years Griffin 

hinges have been known for their 

fine znaterials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware . 

quality produced by 

Q Griffin. 






Py 
Pi suery DOOR NEEDS THREE! 


—( SRIFFIN- 


anufacturing Company 
ERIE +» PENNSYLVANIA 


THE B. S$. ALDER COMPANY 
45 Warren Street 








New York 7, N.Y. 
HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS E. H. FARRAR 


4638 Nichols Parkway 
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917 St. Charles Avenue 6637 Golf Drive 
Atlanta, Georgia 
H. C. GLOVER 
2611 Garrison Bivd. 
Baltimore 16, Marytand 
ROY L. ROGERS 
1620 Garfield Street 
Denver 6, Colorado 
W. C. MEIBAUM & CO, 
6954 Oleatha Avenue 
St. Louis 9, Missouri 


Dallas 5, Texas 
CHARLES L. LEWIS 
1355 Market Street 

San Francisco 3, Calif. 
R. F. BEVERS 
4524 East 60th Street 
Seattle, Washington 


L. G. FULLER, JR. 3 


Kansas City, Missouri 
WILBUR H. DAVIS 
1639 W. Fargo Avenue 
Chicago 26, Illinois 
GEORGE A. GREGG 
134-6 Wyoming Avenue 
Detroit 21, Michigan 
AUSTIN & EDDY INC. 
115 Broad Street 


Boston, Massachusetts Jackson 6, Mississippi == 











Ellis Elected President 
Of Prentiss Wabers Co. 


At a recent meeting of the 
board of directors of Pren- 
tiss Wabers Products Co., 
Wisconsin Rapids, Wis., the 
following appointments and 
resignations were an 
nounced: 

J. O. Ellis, general mana- 
ger and director of the firm 
since January, 1950, has been 
elected president and_ re- 
elected as director. The new 
president, who also continues 
as general manager, has 
served Preway since 1940 in 
many management capaci- 
ties including advertising 
and selling. He succeeds 
Ralph Wiltrout, who re- 
signed from the presidency 
he had held since 1948. Mr. 
Wiltrout, actual managing 
head of Preway since 1923, 
is now chairman of the 
board. 7 

Michael Woolf, sales man- 
ager since 1923, a member 
of the board of directors and 
vice-president since 1926, 
and director of sales since 
1949, has retired from all 
but the vice-presidency of 
the company. The sales de- 
partment is now headed by 
D. F. Abel, who carries the 
title of general sales mana- 
ger. Mr. Abel entered Pre- 
way’s employ in 19387 as as- 
sistant sales manager and 
was appointed sales mana- 
ger in 1949. 

Prentiss Wabers Products 
Co. is engaged in an annual 
ten million dollar volume 
production of gas ranges, 
electric ranges, camp stoves, 
oil-burning space heaters and 
floor furnaces. 





Terry Retires From 
Remington Arms Co. 


John P. Terry, for many 
years a field representative 
of the Remington Arms Co., 
Ine., has retired under the 
company’s pension and retire- 
ment plan. 

Mr. Terry has for a long 
time been a “fixture” at most 


| of the major trap and skeet 


shooting tournaments in the 
eastern and central portions 


| of the country and many of 


644 Wellington Road = | 


the prominent figures in both 
sports are his warm friends. 
In addition, he is well and 
favorably known among the 
hardware and sporting goods 
trade, particularly in the 
Fast. 


News of the Trade 





Mr. Terry joined Reming- 
ton Arms Co. in May, 1906. 
The major portion of his ser- 
vice with the company was 
spent in the New York dis- 
trict. He has announced no 
plans for the future. 





Russell & Erwin Names 
Holmstrom to Sales Post 


William J. Ziegenhein, vice- 
president in charge of sales 
for the Russell & Erwin Div. 
of the American Hardware 
Corp., New Britain, Conn., 
has announced the appoint- 
ment of L. Robert Holmstrom 
to represent Russwin in In- 
diana, Illinois, exclusive of 





L. ROBERT HOLMSTROM 


Chicago, and part of Mis- 
souri. 

Mr. Holmstrom, a veteran 
of World War II, has been a 
member of the Russwin con- 
tract sales department in New 
Britain and has spent several 
months with the Russwin 
New York City sales staff. 





Frank Blake Re-Joins 
Tracy Kitchens’ Sales 


Former regional sales man- 
ager for Tracy Kitchens, 
Frank Blake, then captain in 
the U. S. Army Reserve, has 
recently re-joined the Tracy 
organization as eastern sales 
manager, according to B. T. 
Roe, vice-president, Edge- 
water Steel Co., Pittsburgh, 
Pa., manufacturer of Tracy 
line of kitchen products. 

Mr. Blake joined Tracy in 
1949, covering northeastern 
and mid-Atlantic states. He 
was recalled to active duty as 
a Major, serving in Germany 
until his current release to in- 
active status with rank of 
Lieutenant Colonel. 
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Hockmuth, Weir Named 
By Continental Can Co. 


Continental Can Co., New 
York, has appointed two 
new sales managers in its 





ROBERT G. HOCKMUTH 


Decoware line. Robert G. 
Hockmuth has been appoint- 
ed sales manager, Decoware, 
Eastern Div., and Donald L. 
Weir has been made sales 
manager, Decoware, Central 
Div. 

Mr. Hockmuth’s early mer- 
chandising experience was 
with Eversharp Inc., Chi- 
cago, as a salesman for 27 
states, and with the Inter- 
national Latex Corp., Dover, 
Del., as divisional sales man- 
ager for the Southeastern 
Div. On joining Continental 
in 1950, he served as a sales- 
man in Chicago and in the 
Houston territory. Prior to 
his present assignment, Mr. 
Hockmuth was assistant 
manager of Decoware sales. 
He is now at the company’s 
head office, New York City. 





DONALD L. WEIR 


Mr. Weir came to Conti- 
nental in 1949 as sales man- 
ager of decorative laminates 
(Conolite), and, before his 
present position, was sales 





News of the Trade— 


manager of industrial lami- 
nates and sales manager of 
war products. Mr. Weir is 
located at the company’s 
Chicago office. 





General Mills Lists 
Sales Staff Changes 

John A. Sullivan, Mechani- 
cal Div. vice-president in 
charge of home appliance 
marketing for General Mills, 


Inc., Minneapolis, Minn., an- | 


nounced the reorganization 
of the company’s home appli- 
ance selling staff. 

New regional sales man- 
agers are J. A. Edwards, 
central region; L. G. Hocraf- 
fer, North central region; 
J. D. Peoples, southwestern 
region; W. D. Peters, eastern 
region and, and M. J. Sands, 
northeast region. 

Messrs. Edward Hocraffer, 
Peoples and Peters were for- 
merly district managers of 
General Mills’ central, North 
central, East central and 
midwestern district, respec- 
tively. Mr. Sands was for- 
merly with the Camfield Mfg. 
Co. 

New district sales man- 
agers are B. B. Kinter, South 
central district; J. A. Van 
Dam, central district; Don 


Mattson, North central dis- | 


trict; E. J. Martin, midwest- 

ern district, and R. I. Mc- 

Bath, East central district. 
Mr. Kinter was formerly 


district manager for the 
Silex Co. in Cincinnati; Mr. 
Van Dam was with the 


Freshen’s Aire Div. of Cory 
in Chicago; Mr. Mattson 


was with Elcon Products Dis- | 
tributing Co. in Minneapo- | 


lis; Mr. Martin was with 
E. I. du Pont and Mr. Me- 
Bath with the Grocery Prod- 
ucts Div. of General Mills in 
Altoona, Pa. 





Benson Marks 40 Years 
With A. W. Lund Co. 


Elmer Benson, secretary- 
treasurer of the A. W. Lund 
Co., River Falls, Wisc., re- 
cently completed his 40th 
year with the firm. In honor 
of the occasion, Mr. Benson 
and his wife and members of 
his immediate family were 
given a dinner by the direc- 
tors of the firm, who also 
presented him with a fitting 
memento of the occasion. 
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QUALITY LINE OF 


BRIGHT WIRE GOODS 


EASIER TO SELL 











NOW! It’s simpler to S 


stock a larger assort- 
ment of stock sizes with 
a decreased cost, be- 
cause the Larson quick 
selling items are packed 
in labeled boxes one 
dozen to a gross per box. 


mmol 


— 


LARSON’S BRIGHT WIRE 
GOODS FIT THE NEED OF 


EVERY CONSUMER 


The complete line in- 
cludes: Gate Hooks, 
Cup Hooks, Screw 
Hooks, Hammock 
Hooks, Clothes Hooks, 
Clothes Line Hooks, 
Ceiling Hooks, Curtain 
Rod Hooks, Cabinet 
Hooks, “S” Hooks, 
“U" Bolts, Screw Eyes, 
Eyebolts, Turnbuckles, 
Staples. 

ALL LARSON PRODUCTS ARE 


100% SORTED, INSPECTED, AND 
GUARANTEED CORRECT COUNT 















Larson Bright 


packaged in extra 


Wire Goods 
heavy 


Kroft box, with complete in- 


formotion on label. 


Contact Your Jobber or Write 
For Colorful Literature 
On Lorson Bright Wire Goods 
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See for yourself why UNIVERSAL’S 
your best line at Christmas time! 


Yes, we want you to compare Universal’s new, 
revolutionary Vacuum Bottles with “Shur-Grip” 
cases against any other brand. Compare them for 
design and styling . . . for exclusive sanitary 
construction ... for extra value... and for 
profit margins. You'll see why more and more 
customers are asking for “UNIVERSAL”. They are 
unlike any other vacuum bottle. 


NEW “’SHUR-GRIP”’ 
VACUUM BOTTLES 


Available in half-pint, pint 
and quart sizes with “Roc- 
lite” or ‘No-loc” aluminum 
cups, $1.59 to $2.69. Wide 
mouth Food Jars in pint and 
quart sizes, $4.50 and $5.50. 





NEW UNIVERSAL 
ICE CUBE BOWL 


A necessity in every home 
—Universal’s new Ice 
Cube Bow! — stainless 
steel throughout, easily 
cleaned lustre-chrome fin- 
ish, sturdy plastic handles. 
Keeps 30-40 cubes for 
hours. Retails for $19.95. 





ark # 


ag 





NEW UNIVERSAL 
SCOTSMAN 3 IN 1 
OUTING SET 


Colorful, scotch plaid, 
zippered carrying case 
contains Quart Food Jar 
for salads or other food— 
Quart Vacuum Bottle 
with four nested cups, 
roomy metal lunch box. 
Retails for $14.95. Other 
sets $7.95 to $19.95. 





America’s Most Preferred Line of Vacuum Products 














Murray Corp. Appoints 
Paine Sales Manager 


Roger L. Paine has been 
appointed district sales man- 
ager for New England and 





ROGER L. PAINE 


metropolitan New York by 
the Home Appliance Div. of 
the Murray Corp. of Am- 
erica. 

In his new position Mr. 
Paine will be responsible to 
S. R. Mathison, Murray re- 
gional sales manager for 
New England. The appoint- 
ment was announced by C. H. 
Menge, vice-president in 
charge of sales. 

For the past three years 
Mr. Paine has been a sales- 
man for Murray’s Boston 
distributor, Equipment Dis- 
tributor. Prior to this he 
was associated with Miller 
Metal Products, Inc., Balti- 
more, Md., and the Eastern 
Co., Cambridge, Mass. 

Daniel G. Fanelli has been 
appointed to the newly 
created position of sales 
trainer and F. S. Lodge has 
been named distributor co- 
ordinator and market an- 
alyst for the Home Appli- 
ance Div. 

Mr. Fanelli will be di- 
rectly responsible to P. R. 
Copeland, Jr., advertising 
and sales promotion man- 
ager of the division, for the 
planning and execution of 
all training activities in the 
sale of Murray products. 
Training will be undertaken 
for all of Murray sales per- 
sonnel, as well as those of 
Murray distributors and 
dealers. 

Before coming to Murray, 
Mr. Fanelli was general sales 
manager for Sol Ellis & 
Sons, Chicago, and before 
that was director of sales 
training and district man- 


News of the Trade 





ager for the Sampson Co., 
also of Chicago. 

Mr. Lodge joined Murray 
in 1950 as a district sales 
supervisor in northern Cali- 
fornia, Utah and Nevada for 
the Home Appliance Div. 
Prior to Joining Murray, he 
was regional sales manager 
for 11 western states for 
Roberts & Mander Stove Co., 
a firm he had been with for 
12 years. 





Maytag Promotes Ely 
To Managerial Post 


Claire G. Ely, who has 
served as manager of the 
Kansas City branch sales 
office of the Maytag Co. since 
1947, has been named man- 
ager of the newly-created 
product and market plan- 
ning section in the sales di- 
vision of the Maytag Co. at 
Newton, Ia. He has been 
succeeded at his branch man- 
ager position in Kansas City, 
Mo., by John H. Evans, who 
has been a regional sales 
manager for Maytag in 
Ohio. 

The newly-created product 
and market planning section 
was announced as part of 
Maytag’s general expansion 
program. In his new assign- 
ment, Mr. Ely will work 
under Roy A. Bradt, vice- 
president in charge of mar- 
keting. 





Pittsburgh Plate Glass 
Opens Two Sales Offices 


District sales offices for 
Pittsburgh Plate Glass Co.’s 
new Fiber Glass Div. have 
been established at Chicago 
and Detroit, according to Rob- 
ert A. McLaughlin, director 
of sales for the division. 

Charles E. Barby will serve 
as Detroit district sales man- 
ager with offices at 6045 Ham- 
ilton Ave. Associated with 
Pittsburgh Plate since 1939, 
Mr. Barby is a native of St. 
Louis. 

Charles B. Keown will serve 
as Chicago district sales man- 
ager with headquarters at the 
Engineering Building, 205 W. 
Wacker Dr., Chicago. A na- 
tive of Pittsburgh, Mr. Keown 
during the past 12 years has 
served as western sales man- 
ager with headquarters at 
Chicago for Pittsburgh Corn- 
ing Corp. 
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Kitchen Tongs No. 106 


Here's a “hot to handle" item 
... the handy 13” long kitchen 
tongs. Housewives love ‘em... 
perfect for picking up many 
types of hot food . . . corn, po- 
tatoes, boiled eggs, etc. Tongs 
are of stainless steel mounted 
on sturdy plastic handle. 


Write for prices and full information. 


FLAMBEAU PLASTICS CORP. 
Baraboo, Wis. 

























World’s 


= Versatl 







5 models....for Woodsman | and Craftsman 
Original Swiss Army Knife. Here is a superb gift item for 
men ... ideal for camp, travel, office, home or workshop. 8 to 12 
useful features in every knife. Swiss precision-made blades are drop- 
forged Swedish stainless steel. For mountain climbing, double-cut 
saw is most successful tool known for cutting nylon rope. Phillips- 
head screw driver and leather awl for skis and straps. Scissors are 
invaluable for fly-tying. Handles are maroon plastic, resilient and 
acid resistant. 5 models, retail prices are: Tinker 6.50, Camper 6.75, 
Woodsman 11.00, Craftsman 11.50, Fisherman 12.50, Customary 
trade discounts. Individually boxed. Contact your Jobber . . . if 
he cannot supply you, write for literature and volume prices to the 
importer and distributor: 


R. H. FORSCHNER CO. 
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205 3rd Ave., New York 3, N. Y. 
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NEW #52 


AURORA 


“LOOK-THRU” OUTDOOR 
WINDOW THERMOMETER 





This new attractive thermometer with swivel 
arrangement is easily attached to any type 
of window, including casement window. 
Light passing through the face silhouettes 
large, black letters, making them very easy 
to read. The Aurora has a temperature 
range from 50 degrees below zero to 120 
degrees above. It has a very sensitive and 
accurate thermostatic metal mechanism, as- 
suring greater accuracy at all points of the 
scale. 


The Aurora with a bright chrome bezel and 
weather resistant finish throughout is 34” 
in diameter and has a red bull’s-eye type of 
pointer. Packed with bracket and screws 
for easy mounting with one individual coun- 
ter display stand. Suggested retail price is 
$1.50. The outstanding quality and moderate 
price of this thermometer are making quick 
sales for dealers. Send for trade price and 
free information. 


PER THERMOMETER CO 
Established IS 85 


~UABUCK, CONNECTICUT 
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ever since! 
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E ROYAL WIRE 
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5 VOLUME SALES 
% Ask for details of the 
@ No. 1 deal — 1250 feet 
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of ROYAL quality wire 
plus a steel counter 
display rack. 
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display-pack- 
aged for quick 
turn-over and 
greater volume b 
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HARDWARE BRIEFS 








| Colorado 


Hundreds of people at- 
tended the grand opening of 
the newly remodeled Moran’s 
Hardware, 121 S. Main, La- 
mar. The store, also celebra- 
ting its fifth anniversary, is 
owned by John Moran and his 

father, H. L. 





Connecticut 


Ground was broken earlier 
this month and work has be- 
gun on the new Harding 
| Hardware building, to be 
| erected adjacent to the pres- 
ent store on Rowayton Ave., 
Norwalk. 


Florida 


Stanley Winn has opened a 
new store, called Winn’s at 
1851 Palm Ave., Hialeah. The 
store stocks hardware, paint 
and housewares. 





The Winter Garden Hard- 
ware Co., W. Plant St., Win- 
ter Garden, has been sold by 
William D. Hartzog to Albert 
G. Goff. 


Illinois 
The Kuhnen Hardware & 








| 


| 
| 


| 


| 
| 


| 
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Seed store, Highland, has 
been completely remodeled 
and recently held open house. 





John Oidowsky has pur- 
chased Hargett Hardware & 
Appliance store in Ramsey. 





The Ace Hardware Co. has 


moved to 4120 Eleventh St., 


Rock Island, and held a grand 
opening at the new quarters. 





Indiana 


The Chitwood Hardware 
has moved to the Roy Mc- 
Neely building on the State 


| Highway in Ellettsville. 








William E. Harbin has pur- 
chased the Wilkie Jackson 
Hardware store on U. S. 421 
in Versailles. Mr. Harbin an- 
nounced that the store will be 
remodeled. 


lowa 

The McClelland Hardware, 
2659 Beaver Ave., Des Moines, 
has recently opened for busi- 
ness in the remodeled build- 
ing. 


Kansas 


Work has begun on the re- 
modeling of the Gossard 
Hardware & Implement Co.’s 
store building in Oswego. A 
new, modern front and dis- 
play window will be featured. 





Don Bowsher’s half interest 
in the McGuire Hardware, 
Meade, has been sold to D. D. 
Moore and Jim Harris, who 
will operate the store under 
the name of Moore - Harris 
Hardware. 


Maryland 


Shannahan & Wrightson of 
Easton has announced that 
John G. Shannahan is the new 
president of the retail estab- 
lishment; J. Graham Shanna- 


han has retired from that 
post. 
Massachusetts 

Raymond Perry, who re- 


cently purchased the Jaques 
Hardware store, 146 Main St., 
Milford, has held a grand 
opening. 


The W. E. Aubuchon Co., 
Inc., has reopened in Shel- 
burne Falls, after completely 
remodeling its store. 


Michigan 

Lincoln Park Hardware, 
1727 Fort, Detroit, was exten- 
sively damaged when a fire 
broke out in the two-story 
building. 


Minnesota 


Larry Neumann, Eden Val- 
ley hardware dealer, an- 
nounced that his firm has sev- 
ered connections with the 
Gamble chain of stores. The 
business will now be known 
as Neumann Hardware. 


Paul K. Nelson has pur- 
chased the Gabbert Hard- 
ware, Pacific Ave. on Fifth 
St., Willmar. The store, com- 
pletely remodeled, has re- 
cently held its grand opening. 
Mississippi 

The Lexington Hardware 


Co., owned by Sidney Henley, 
has moved to a new location 
on the Square in Lexington. 
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News of the Trade 














HARDWARE BRIEFS 








Missouri 


Paul Hargrove has bought 
the H. B. Davis Hardware 
store in El Dorado Springs. 
The store is now known as 
Hargrove Hardware. 





The Aalco Wrecking & Sup- 
ply Co., Inc., 14th St. and 
Chouteau, St. Louis, has com- 
pleted a new building to house 
a general hardware store. 


Nebraska 


Lewis Peterson, owner of 
Peterson’s Hardware, Ains- 
worth, has added a tool rental 
department to his store. 





The Kinsey Hardware store 
in Falls City has been ap- 
pointed the new dealer in that 
city for the line of Westing- 
house appliances. 





New Jersey 


Louis Rosenberg and his 
sister Ethel Bernstein have 
purchased the A. M. Griffen 
Hardware Co., Inc., 20-34 
Somerset St., Plainfield. It 
was sold by Sydney and Ir- 
ving Goldberg. 





New York 


The New Hartford Hard- 
ware Center recently opened 
at 7 Genesee St., New Hart- 
ford. The proprietor is W. J. 
Foxenburgh. 





The Micheli Air Condition- 
ing Co., Stop 4, Albany Rd., 
Schenectady, has added a 
hardware store to its busi- 
ness. 


North Carolina 


The Matheny Hardware 
Co., W. Main St., Forest City, 
held its formal opening at its 
new quarters. The building 
was recently renovated and 
remodeled. 

The Jimeson’s Hardware 
store, Marion, recently held 
open house after completing 
remodeling and moderniza- 
tion of the store. 





North Dakota 


Fred Rott has purchased 
the Nydigger Hardware store 
in Shields. Ole Olson has been 
named manager of the store. 


Ohio 

B. L. West has been elected 
chairman of the board of the 
Cussins & Fearn Co., a chain 
of hardware stores with head- 
quarters in Columbus. 





C. W. Koenig has opened a 
second store in the E. 260th 
block on Euclid Ave., Euclid. 





Oklahoma 


Frank Adelman has sold 
his interest in the Adelman 
Hardware store, Haskell, to 
his partner George Adelman. 


Pennsylvania 

The New Helsel Hardware 
store at Plank Rd., Altoona, 
has opened for business. The 
proprietor is J. W. Helsel, Jr. 








F. Glenn Westbrook and 
David J. Lloyd have taken 
over as co-owners of the Cor- 
celius Hardware Co., 715 
Washington St., Huntingdon. 





South Carolina 


H. S. Crouch and his 
brother, Lewis, are the new 
owners of the hardware busi- 
ness of Stewart & Kernghan 
in Edgefield. 





South Dakota 


The Volzke & Conway Lum- 
ber Co., lumber and hardware 
firm, Herreid, is now the sole 
property of Elmer Volzke. 





Tennessee 





The C. A. Jordan Furni- | 


ture & Hardware store in 
Bruceton recently held its 
grand opening. 





Washington 


Roger Canning is having a | 


24 x 36 ft. addition con- 
structed to the Canning 
Hardware building, Metaline 
Falls, which he will use as a 
garage and warehouse. 





R. D. Roys Hardware Co., 
Yakima, has purchased Hous- 
ton’s Hardware in Toppen- 
ish. The firm’s name will be 
changed to Roys Hardware. 


Wisconsin 

Mr. and Mrs. Richard Mc- 
Cornack are the new owners 
of the Community Hardware 
store in Elkhorn. 
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SPEEDY SPRAYER 444 
Doubles the spraying speed 
ond working area! No job too 
big! Delivers 4 cu. f*. of clean, 
oil-free cir at 40 Ibs. pressure 
Operated by '2 h.p. motor or 
engine. Outfit with gun, less 


motor. $59.50 


Retail 





SPEEDY SPRAYER 890 
Famous diaphragm principle 
eliminates oily pistons—deliv- 
ers 2 cu. ft. of clean, oil-free 
air at 30-40 Ibs. pressure. 
Sprays anything from a toy to 
a house. Operates with any 
Ye h.p. motor. Never needs 
eiling. Outfit with gun, less 
motor. $32.50 
Retall 


ADVERTISED IN 


Post 


AND OTHER MAGAZINES 
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Ci CHAIN 





INSWELL PROOF COIL 





INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised . . . 
known and preferred by chain users in every type of 
business. 





ee ee eee ee 





LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 





LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all 
standard welded chain types and sizes. 






LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT 


a rE EE EE EE 
BB BP Bp BB. 





LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, 
hooks and other accessory fittings make ours a 
“one-stop” chain supply service. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


NEW YORK . HICAG . LEVELAN © SAN FRAN sco 
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Wooster Names Wheeler; 
Pratzner Resigns Post 


Robert O. Wheeler of At- 
lanta, Ga., has been ap- 
pointed by the Wooster Rub- 
ber Co., Wooster, Ohio, as 
manufacturer’s representa- 
tive for sales of the firm’s 
Rubbermaid line of household 
rubber products in Alabama, 
Georgia, South Carolina, and 
part of western Florida. 

Mr. Wheeler, formerly a 
member of the Pyrex sales 
organization, was named to 
his new job by J. K. Buck- 
walter, general sales man- 
ager of the Wooster com- 
pany. 

Mr. Buckwalter also said 
that Florida business of the 
firm will be handled by E. G. 
Corbitt, except for the west- 
ern area bounded by the 
eastern border of Jefferson 
County. Until this time, Mr. 
Corbitt had handled the en- 
tire area which is now di- 
vided into two new terri- 
tories. 

The resignation of Carl 
E. Pratzner, assistant sales 
manager, has also been an- 
nounced by the Company, 
effective Oct. 31. 

Before coming to Wooster 
last year, Mr. Pratzner had 
been regional sales manager 
for the company’s Rubber- 
maid houseware line in New 
England. 

No successor has_ been 
named by the company, but 
it was indicated that the 
position would be filled 
shortly by a member of the 
Rubbermaid sales organiza- 
tion. Mr. Pratzner’s future 
plans have not been disclosed. 





Sargent & Co. to Award 
Scholarship to Yale U. 


A four-year scholarship to 
Yale Universitv worth $6,400 
has been established by Sar- 
gent & Co., New Haven, 
Conn., hardware manufactur- 
er, for the benefit of com- 
pany employees and their 
close relatives. 

President A. Whitney Gris- 
wold of Yale and Forbes Sar- 
gent, president of the com- 
pany, in their joint announce- 
ment said that the stipend 
will be awarded either to one 
man or divided among sev- 
eral deserving candidates, 
and will begin in September, 
1953. 

Sargent & Co. is the first 


News of the Trade 





local industrial organization 
to establish such a scholar- 
ship at Yale. It will be known 
as the Henry Bradford Sar- 
gent Scholarship, after a for- 
mer president of the com- 
pany who also served for 18 
years as a Fellow of the Yale 
Corporation. 

Any employee who has 
worked at least one year with 
the company, or any close 
relative of such employee, is 
eligible. Yale University 
through its Scholarship Com- 
mittee will select the recipi- 
ent who must pass entrance 
requirements and maintain 
satisfactory grades as a stu- 
dent. If no candidate with a 
company connection should 
qualify, applications from 
other residents of New Haven 
County would be considered. 





Biddle Purchasing Co. 
Opens West Coast Office 


The Biddle Purchasing Co., 
New York purchasing agent, 
has opened an office in Los 
Angeles, Calif. Under the 
management of Charles J. To- 
bin, the new office is located 
at 727 W. Seventh St. 

The move was made by the 
company because of the grow- 
ing national importance of 
the West Coast market to its 
subscribers in hardware, 
housewares, plumbing, heat- 
ing, electric, auto and indus- 
trial supplies. 

Mr. Tobin, has been asso- 
ciated with the Biddle com- 
pany for more than 17 years. 





Range, Water Heater 
Dept. Moved by GE 


Headquarters of the Gen- 
eral Electric range and water 
heater department have been 
established in Building No. 2 
at Appliance Park, Louis- 
ville, Ky., J. R. Poteat, de- 
partment general manager, 
has announced. 

It is the second of the five 
product departments of the 
major appliance division to 
set up headquarters at the 
multi-million dollar manufac- 
turing center under construc- 
tion here for the production 
of major appliances. 

The first manufacturing 
operations at the new plant 
are scheduled for early 1953. 
Manufacturing wil! continue 
at existing plants throughout 
the country until production 
facilities become available at 
Appliance Park. 
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ZY IRE “Wicket lures! 


And, I find it a productive fish-getter...”’ 


... writes Rocky Teller, tackle buyer for Kelley, How, 
Thompson Co., Duluth, Minn., one of the leading 
jobbers in the heavy-fishing territory of the upper ee 


Mid-West. = Wa 
You step in line for big, fast profits when you sell as = - _ ove 
Lazy Ikes. Proven fish-getters, they’re proven volume Accursaipiaieaneaeean 
sellers. Now, with the new surface Top Ike and _ ' thentic minnow quiver. At- 
fly-rod size Fly Ike, Ike lures give you a complete line tractively boxed! LIST $1.10 









































to sell, the easiest line to handle. Cash in on the S res te IKE ae 
biggest Ike promotion campaign in the company’s duge—seuiewes Ge Gh 
history! Get the fast-turnover jobber sales, the quick , thentic surface action. It's 
dealer profits . . . that are yours with Lazy Ikes. ‘ new and it's “veer st on 


JOBBERS, DEALERS, write for color catalog and ; No. O—TINY IKE A bitter 

complete profit facts, today! : inatiny size. LIST $ 
Nos. 1, 2, 3—LAZY IKES 

For spinning, casting, troll- 


KAUTZKY ¢AZY/KE CO., Fort vovce, iowa he ae 
f No. 4—HUSKY IKE For 


In addition to his tackle buying serie Hida: LIST $1.35 
duties, outdoorsman Rocky Teller ‘ 

“emcees” his own sportsman's . Fair Traded for Your Profits! 
radio show over an area network 
ond has proved himself as an au- 
thor. 


yj 





FLY IKE 







/ Ci, TOPIKE | 
KY | , 
Stock Up Now! 

imperial | 
Calf and Cow Weaners 











BE SURE 


Be Prepared 
For the Spring 
Gardening 





Now's the time to capitalize 
on the seasonal demand for 
Imperial Calf and Cow 
Weaners. Scientifically con- 
structed, they do a complete, 
thoro-efficient job. What's 
more—Imperial’s quality 
builds repeat business 
through customer satisfaction. 
Order from your jobber now! 


Your customers will ask for 
KEES hand garden tools. Be 
ready—order now for the 
rush of spring gardeners. 
Each tool is made of 18- 































Sure Cure ; 
Colf Size #205 gauge, one-piece pressed 
Cow Size #206 steel, with baked enamel fin- 
IMPERIAL ish. The handle ends are 
| closed, rounded and smooth 
BIT AND SNAP COMPANY —no wooden plugs or metal 
RACINE, WISCONSIN cope to work loose and come 
off. 
Individual tools: 2 dozen per The set shown above 
case. Set: 1 set per carton, 24 is the four-piece No. 
oo per sae 184 set. Available also 
Order —_ ated in three-piece Garden 
Write Dept. HA-11 set No. 183. Set No. 
for free catalog. 183 does not include 
Eureka Calf Since 1874 the fork. 
and Cow #260 Sure Care 


Dull Dise Type 
Colt Stee #203 | B.D. KEES MFG. CO. 


rae BEATRICE NEBRASKA 
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THIS IS A SAMPLE PAGE 
taken from our 158 page Catalog #795, 
which is the most complete book of its kind! 


Having served the trade for over 25 years, we 
know from experience what you would like to see in 
a practical, comprehensive Catalog. THIS IS IT! 
So get your copy before the supply runs out. | 


There are some territories available for good representatives. 


ISLIP IS saves coRPORATION 
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795-803 LEXINGTON AVE., BROOKLYN 21, N. Y. 











— News of the Trade— 


Cary New East Coast 
Sales Head for Silex 


William S. Cary, Jr., has 
been appointed East Coast 
sales manager for 
Co., 


regional 


the Silex Hartford, 





WILLIAM 8S. CARY 


Conn., it was announced by 
H. S. Perkins, general sales 
manager. 

Mr. Cary is currently New 
Jersey district sales man- 
ager, and will continue to 
serve in that capacity as 
well. He will supervise sales 
from New Jersey and east- 
ern Pennsylvania, South to 
Florida. 

Mr. Cary has been with 
the Silex Co. since 1930. For 
many years he was New 
York metropolitan district 
sales manager. 

Silex district managers 
and representatives under 
Mr. Cary’s supervision will 
be John J. Kelly, eastern 
Pennsylvania; Edward Mc- 
Feeley, Washington, D. C., 
Maryland, Delaware and 
Virginia; H. R. Gover, North 
and South Carolina; F. J. 
Reynolds Co., Georgia, Ala- 
bama, Mississippi, eastern 
Tennessee and Florida. 





Orchard Consolidates 
All Operations 


Orchard Industries, Inc., 
maker of the Actionrod line 
of fishing rods, has consoli- 
dated its operations by mov- 
ing all departments of the 
company to Hastings, Mich., 
according to Erie von Reis, 
president. 

The move was made in or- 
der to further increase the 
efficiency of Orchard’s pro- 
duction and distribution units 
for maximum benefit of dis- 
tributors and dealers. 

Departments affected by 
the move include Orchard’s 
research, design and develop- 
ment staff, as well as man- 
agement and sales personnel 


and portions of the produc- 
tion facilities. Prior to the 
consolidation, Orchard oper- 
ated three divisions at Hast- 
ings, Romeo and _ Detroit, 
Mich., with administrative 
offices being located at De- 
troit. In the future, all com- 
pany business will be han- 
dled, and all orders filled, 
from Hastings. 





Elect Schenck Director 
At Porter-Cable Co. 
John Schenck, president of 
Engelberg Huller Co., Syra- 
cuse, N. Y., has been elected 
to the board of directors of 


Porter-Cable Machine Co., 
also of Syracuse. 
Other corporate changes 


include the election of R. C. 
Tyo as treasurer, W. A. Pap- 
worth as secretary, and Theo- 
dore M. Hancock as assistant 
secretary. 

It was also announced by 
DeAlton J. Ridings, presi- 
dent of the company, that 
Strange J. Palmer, personnel 
manager for the firm since 
1941, has been appointed di- 
rector of sales training. Mr. 
Palmer started with Porter- 
Cable in 1931 as a factory 
sales representative. 





Whitlock Corp. Plans 
Move to New Building 

The Whitlock Corp., New 
York distributor of locksmith 
supplies, will move to new 
quarters in Mount Vernon, 
N. Y., early next year. 

The new address, 52) 5S. 
Fulton Ave., marks the firm’s 
third expansion move in 15 
years. There will be a large 
model store and showroom 
set up for the retailer. 

Construction of the new 
building is well under way 
and the one-story structure 
will also include warehouse, 
office and shipping and re- 
ceiving department. 





Clarke Sanding Machine 
Buys Hilger Inventory 

The Clarke Sanding Ma- 
chine Co., Muskegon, Mich., 
has purchased the _ service 
parts inventory of the Hilger 
Co, St. Cloud, Minn., who 
has discontinued the manu- 
facture of Hilco floor sand- 
ers, edgers and polishers. 

The inventory has already 
been moved to Muskegon and 
will be available to owners 
of Hileo machines, according 
to E. Cooper, Clarke presi- 
dent. 
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DELUXE MODEL 
2A-300 





FOR BIG, 
DIRTY JOBS 


TO KEEP FUEL OIL CUSTOMERS 
--- SATISFIED, INSTALL A 


FUEL 
OL 


FOR PROTECTION OF FUEL OILS AND BURNER 
PARTS...AND REAL PROFIT FOR YOU 





MASTER MODEL 
2A-700 


FOR MEDIUM 
NEEDS 





GENERALS 

% ELIMINATE CLOGGED NOZZLES AND BURNER PARTS, TRAP PARTICLES AS SMALL AS 5 Sa 

MICRONS. FOR SMALL HOMES, 
*% ALLOW QUICK, EASY FELT CARTRIDGE REPLACEMENT — WITHOUT DISTURBING PIPING. ra So 
% CAN BE INSTALLED WITH A FEW SIMPLE HAND TOOLS AND JUST TWO PIPE CONNECTIONS. vy een 
wk HAVE THE FINEST, ALL-WOOL FELT CARTRIDGES. rh — 
% HAVE STURDY INNER WIRE SCREEN TO BACK UP FELT AND PREVENT COLLAPSE. = é. Cum oes 
%& FIT ANY JOB .. . LARGE OR SMALL . . . HOME, BUSINESS, TRAILER, ETC. “CLEAN RIGHT atorectbers’ 

The few minutes you spend to install a GF is profitable time for SOOT REMOVER Sea 









yeors to come... 
. cleans any heating sys- 
@ Easy cartridge replacements each season. tem quickly, safely — 


@ No more troublesome service “call-backs.” ane we — omen 
utacture ‘or Genera 
@ Satisfied fuel oil customers year ‘round. 










Filters, Inc. 





12890 WESTWOOD AVENUE 


~ GENERAL FILTERS 
DETROIT 23, MICHIGAN 


INCORPORATED 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 








ELECTRIC SOLDERING TOOLS 
PLUG TIP 


A sturdy, long-lived profes- 
sional soldering tool for un- 
interrupted production. By 
simply removing 4 screws, the 
user can replace any part in a 
few minutes. 


— 


AT ITS BEST 








MR. RETAILER... 


The ANCHOR small packaged WIRE line is one you may be proud to 
handle. Not only is it beautifully packaged but the utmost in quality 
is used to assure complete consumer satisfaction. Steady repeat 
sales. ASK YOUR JOBBER ABOUT THESE FAST SELLING ITEMS. 





See your jobber. 





VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 
Electric Soldering Tools — Screw Tip, Plug Tip; Pygmy 
and Mercury. Electric Solder Pots, Glue Pots, Branding 
Irons and Heating Units. 


: , WIRE CORPORATION 


2 5 Bee ee | eB 
ae 2 eee | : "fone ISLAND, NEW YORK 
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The BOW SAW that 
sells itself! 


For cutting 
Logs, Posts, 
Firewood 











BUSHMAN 


Finest imported 
Swedish Steel 






For cutting 
Timbers and 
general work 











One glance at the 
thin razor sharp blade— 
one look at the lightweight, 
sturdy tubular frame—and every 
customer knows this is the saw he needs 
for faster, easier cutting of logs, timber and 
general work. Sizes 24”, 30”, 36” with rigid 

frames. Also 42” and 48” with adjustable frames. 


PLUS OTHER STYLES 
TO CHOOSE FROM 


Extended Handle Styles 
Rigid frame saws with ex- 
tended handles in sizes 30” 
and 36”. Adjustable. frames 
with extended handles in 42” 
size. 

Tapered Frame Saws 
Miner saws designed for get- 
ting into close work. Oval 
tubing frames, 30” and 36” 
sizes. Tension lever for easy 
changing of 134” wide blades. 


Choice of Bushman patented 
or Nordic Raker blades 




























PLUS THIS 
COLORFUL 
MERCHANDISING 
DISPLAY 


This display free with the pur- 
chase of 1—24”, 3—30", 3— 
36” and 1—42” saws plus 3— 
30” and :3—36" replacement 
blades. All fast moving, good 
profit items. 























SEE YOUR JOBBER 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue e Chicago 39, Illinois 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Chicago Group of Manufacturers’ Agents 
Seeks to Improve Government Relations 


The Chicago Chapter of 
Manufacturers’ Agents Na- 
tional Association has formed 
a permanent committee, con- 
sisting of A. E. Boyd and 
Howard Gibson, to continue 
its efforts to acquaint gov- 
ernment procurement agen- 
cies with the value of dealing 
with legitimate manufactur- 
ers agents. 

James J. O’Sullivan, presi- 
dent of the Chicago Chapter 
of Manufacturers’ Agents 
National Association stated 
that his Association had been 
active for years in combatting 
the harmful effect that the 
“influence peddler” scandals 
have had on legitimate agents 
and that the new committee 
would be charged with the re- 
sponsibility of continuing 
the Association’s educational 
work. 

Governmental agency 
spokesmen have assured the 


Association that it is the 
Government’s official policy to 
buy through legitimate agents 
on the same basis as through 
salaried salesmen. Through 
the efforts of MANA this 
matter has been brought to 
the attention of Congress to 
prevent misunderstanding of 
the Government’s buying pol- 


icy. 
Headquarters of the Manu- 
facturers Agents National 


Association are in Alhambra, 
Calif. The local Association 
headquarters are at 32 W. 
Randolph St., Chicago. There 
are over 1200 members of 
MANA throughout the nation 
and the Association devotes 
itself to matters relative to 
agents and their principles. 

Samuel H. Willis, manufac- 
turers agent and attorney of 
Detroit, heads the National 
Association’s Federal Govern- 
ment Procurement Liaison 
Committee. 








| Ernest Law Joins Staff 


Of B. S. Meade Co. 


Ernest W. Law, Westmont, 
N. J., has joined the B. S. 
Meade, Co., Union, N. J., man- 
ufacturers’ agent. Mr. Law 
will cover the Meade organ- 
ization’s territory from Tren- 
ton, N. J., South, including 
eastern Pennsylvania to Har- 
risburg and also Maryland, 
Delaware and the District of 
Columbia. 

Mr. Law was formerly a 
salesman for Abrasive Prod- 
ucts, Inc. With the Meade 





ERNEST W. LAW 


company he will handle in his 
territory, the products of Abel 
Transmission, Inc.; Enco 
Mfg. Co.; E. Horton & Son 
Co.; Supreme Products, Inc., 
and Trimont Mfg. Co. 





Henry B. Fisk Joins 
Appell Co. Sales Staff 


Henry B. Fisk, formerly 
assistant sales manager of 
the Century Drill & Tool 
Works, Chicago, IIl., has 
joined the staff of the Louis 
W. Appell Co., New York, 
manufacturers’ agent. 

Mr. Fisk began his hard- 
ware career in 1933 with Mas- 
back, Inc., and later was on 
the sales staff of the Amer- 
ican Receptacle Corp. and 
National Hardware Co. In 
1949 he joined Century as a 
salesman and _ subsequently 
was appointed assistant sales 
manager. 

With the Appell organiza- 
tion, Mr. Fisk will handle 
promotional sales as well as 
special detail selling for all 
of the various factories rep- 
resented. 
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INDESTRO 
“INTRODUCES 
THE NEW 








SERVATOOL SALESMAKER 








THE BEST WAY TO 
GET THE MOST OUT OF 
SELF-SERVICE SELLING 








iy 
E 
is 
g 








Never Before, So Many Tools, So Attractively 
Displayed, In So Little Space, So Easily Sold. Your 
customers will “serve themselves.” You can 

fill up this Salesmaker again and again...increase 
your volume ... turnover... profits,as never before. 





Takes Up Less than 
Two Feet Square 


It’s easy finding a spot for 
this latest Indestro Tool Mer- 
chandiser. than 2 feet 
square needed. Only 52” high. 
Finished in 5 eye-attracting 
colors, and stocked with na- 
tionally advertised, quality- 
built tools. 


Ready for Display 
in a Jiffy 
You can set up this new Tool 
SeJler in minutes. Yet it’s 
rigid; well-built; strong. Re- 
stock it over and over again. 


The Most Complete 
Tool Assortment 


Please your customers by giv- 
ing them the biggest selec- 
tion. No more “‘lost sales.” 
Indestro’s Servatool Sales- 
maker includes 64 individual 
sockets and fittings in the 
popular 3%” and 1%” square 
drive and 7 fastest moving 
sets . . . distinctively dis- 
played . . . popular prices 
clearly shown. 





The Tools Everybody 
Wants 


Mechanics, Auto Service 
Men, Home Owners, House- 
holders, Car Owners, 
Farmers, Hobbyists, Main- 
tenance Men, all find on the 
new Servatool Salesmaker, 
exactly the tools they want. 


Meet—and Beat 
Competition 
All tools competitively priced; 
packed with Extra Value to 
meet . . . and beat competi- 
tion. Professional, quality- 





" built tools, fully guaranteed. 


One of Many 
“Self-Sellers” 


This latest Servatool Sales- 
maker is only one of many 
popular Indestro Tool Mer- 
chandisers, specially designed 
to fit your needs and com- 
petitive conditions. 


Send Coupon for 
Catalog Sheet 


Gives you detailed descrip- 
tion; price and profit informa- 
tion on this and other sure- 
fire tool sellers. 


Ask for New Free 
Indestro Catalog 


Check also on the coupon, to 
have us send you your copy 
of the new Indestro Tool 
Catalog; gives the very latest 
information on all types of 
tools, sets and complete tool 
chests. 


6054 
SS SS SSS SSS SSS SSS SSS SSS SSS SSS SSS SSeS 


Indestro Mfg. Co., N. Kildare and Schubert, Chicago 39, Ill. 


Please send me the following, without 

cost or obligation: 

(0 Catalog Sheet on New SERVATOOL 
SALESMAKER 


(CD New Indestro Catalog 
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Jobbers- 


This new Mastercraft 400” 
capacity, 2-speed, geared 
winch has already been 
sold to thousands of satis- 
fied customers 
there’s nothing like it on 
the market in quality, 
performance, or price... and demand is 
growing. Write today for illustrated literature 
and liberal discount schedule. Jobbers: State 
territory you cover. Dealers: State name of 
your jobber. 


15 FACTORY 


Dealers: 
STOCK 


the WINCH that 
OUTPULLS ‘em all 


in Performance and Sales 





because 


STREET e 





MIDDLETOWN e 


Made by World's Largest Manufacturer of Light Transportation Equipment. 


Maile ec tay fe TRANERS, 


CONN 
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Why your customers Want 


RIBEID 


65R THREADERS 





RiGet(D toois 


make good workers 
better 


New RIGEID 65R 
Die Stock Won't Jam! 


* Just what users have wanted for years—lead screw won’t 
jam on workholder . . . they don’t have to watch it. 


* Perfect threads on 1” to 2” pipe with 1 set of 4 high-speed 
steel dies—sets to pipe size in 10 seconds! 


* Mistake-proof self-centering workholder sets instantly! 


%* Every 65R factory tested—and RIGAID quality throughout. 


* Extra-popular 65R is unequalled for volume and profits 
—order a stock today. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 




















News of the Trade 

















NEWS OF 
MANUFACTURERS’ AGENTS 
Six Agents Appointed Will Roberts Joins 
By Simonsen Industries Louis T. Hudson & Co. 
Simonsen Industries, Inc., Will Hayes Roberts has 


Chicago, IIl., manufacturer of 
metal products, has appointed 
six firms to represent the 
company in various sections 
of the country. 

R. F. Rothrock, S7., Mem- 
phis, Tenn., will cover Ala- 
bama and a portion of Ten- 
nessee. 

Nolen H. Penland, Spar- 
tanburg, S. C., will handle 
North and South Carolina, 
Virginia and a portion of 
Tennessee. 

R. F. Rothrock, Jr., At- 
lanta, Ga., will travel Florida, 
Georgia and Alabama. 

George A. Albrecht, Ash- 
away, R. I., will cover the 
New England states, New 
York, Pennsylvania, Mary- 
land and Washington, D. C. 

Kenneth Darr, Ashland, 
Ohio, will handle the state of 
Michigan. 

George M. Kalweit, Min- 
neapolis, Minn., will travel 
Minnesota and the Dakotas. 


Hofschneider Corp. Adds 
Three Representatives 


The Hofschneider Corp., 
Rochester, N. Y., has an- 
nounced the appointment of 
three manufacturers’ agents 
to cover parts of the United 
States and Canada for the 
company. 

Cameron & Tyrrell Co., Wil- 
lowdale, Ontario, was named 
exclusive representative in 
the Dominion of Canada. 

Dave Goldware & Asso- 
ciates, Chicago, Ill., is now ex- 
clusive representative for 
Ohio, Indiana, Illinois and 
Michigan. 

Cy Lennox & Associates, 
Spokane, Wash., was ap- 
pointed exclusive representa- 
tive for Washington, Oregon, 
Idaho and Montana. 

In the states of Minnesota, 
the Dakotas, Iowa and Wis- 
consin, Northland Sales Co., 
Minneapolis, Minn., will con- 
tinue to represent Hofschnei- 
der, as will Harry Miller in 
the eastern United States. 

The MHofschneider Corp. 
manufactures Red-Eye lures. 


joined Louis T. Hudson & Co., 
Tenn., 


Nashville, manufac- 





WILL H. ROBERTS 


turers’ representative for 
southeastern territory. 

Mr. Roberts, who has served 
several years in the Army and 
recently completed his college 
education, will cover West 
Virginia, southeastern Geor- 
gia, South Carolina and Flor- 
ida in his new position with 
Hudson. 


Five Named by Porter 
To Cover U. S., Canada 


Five sales representatives 
have been named by H. K. 
Porter, Inc., Somerville, 
Mass., manufacturer of cut- 
ters, pruners and auto body 
and fender tools. The new 
representatives will handle 
the products of the com- 
pany’s Cutting Tool Div. 

A. C. Frederick has been 
appointed to represent the 
firm in North Dakota and 
South Dakota. 

Arthur L. Holmes will cover 
Illinois, Indiana, Minnesota, 
Missouri and Wisconsin. 

C. H. Koslowsky will handle 
the Porter products in Iowa, 
Kansas and Nebraska. 

R. E. Van Scoter was 
named representative in Colo- 
rado, New Mexico and Wyo- 


ming. 
Joseph St. Mars was ap- 
pointed to travel western 


Canada, the Provinces of Al- 
berta, British Columbia, Sas- 
katchewan and Manitoba. 
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| HOURS 
7 CONTINUOUS 
SERVICE 


UNIVERSAL PUMPS 


AND WATER overve MS 


You can pick your pump to fit your needs 





from Universal's line of 300 pumps and 

A—Multi-Stage Pumps 
Larger volumes of 
water at high dis- 
charge pressures 
from depths to 300 
feet. 


water systems . . . and get these extras 
too — more water at lower cost, trouble free 
24 hour performance, easy installation and 
long-lasting service. Write for catalogue 8~Convert-t-Jet 
Shallow well, self 
priming, city pres- 


sures, convertible to 
deep well. 


describing injector and centrifugal pumps 





and water systems for home, farm and 











industry 
TROUBLE UNIVERSAL MFG. CO. 
FR Fe ed 1440 SAN PABLO AVE., BERKELEY 2, CALIFORNIA 
}*116 | There's a Universal for you ! ! ! Dept. 115 HA 5 
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.in a soldering 
iron you can 
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DRAKE 


@ Padlocks @ Curtain springs 
pistol-grip @ Window sash locks @ Window screen springs 
Schesungie RI hag ] spies @ Screen door closer springs @ Door check springs 
-balanced. easier to use. Drake @ Perfection door springs @ Wiring nut springs 
fs ev Wins adage a a fol Let us know your requirements for springs in any 


size, shape or design. Write to Sales and Engineer- 
ing, 2 New Bond Street, Worcester, Mass. 


WICKWIRE SPRINGS 


AND FORMED WIRES 


1275 


SURPLESS, DUNN & CO THE RUGER COMPANY 


DRAKE ELECTRIC WORKS, Inc. 


3656 N. LINCOLN AVE., CHICAGO 13, ILL. 


CF 
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OBITUARIES 








Abraham Linzer 


Abraham Linzer, 56, presi- 
dent of David Linzer & Sons, 
Inc., paint brush manufac- 





ABRAHAM LINZER 


turer of New York City, died 
on Sept. 18 after an illness of 
several months. 

For many years he was an 
active member of both the 
New York Metropolitan 
Brush Manufacturers Asso- 
ciation and the Specifications 
Committee of the American 


Brush Manufacturers Asso- 
ciation. 
He was chairman of the 


Brush and Bristle Div. of the 
United Jewish Appeal for 
seven years and managed to 
raise over $200,000 for that 
organization. He was also 
chairman of the Brush and 
Bristle Div. of the Federation 
of Jewish Philanthropies for 
several years and_ raised 
large sums of money for that 
cause. 

In 1948, he established a 
paint brush factory in Israel 
. through the United Meserit- 
zer Relief Society, giving at 
least 50 families in Israel a 
livelihood. 

He is survived by his 
widow, a son, daughter and 
two brothers. 


William H. Feil 


William H. Feil, 56, hard- 
ware buyer for Oliver Bros., 


Inc., New York purchasing 
agent, died suddenly in Ari- 
zona Sept. 27. 

Mr. Feil, in Arizona re- 
cuperating from a long ill- 
ness, was with the Oliver 
company for the past 12 
years. Previous to that he 
was associated with the 
Biddle Purchasing Co. and 
the Supplee-Biddle Co. 

He was also a member of 
the Hardware Boosters As- 
sociation. 

Survivors include 
widow and daughter. 


his 


William S. Pflueger 


William S. Pflueger, 49, 
vice-president in charge of 
sales and a director of the 
Enterprise Mfg. Co., Akron, 
Ohio, died Oct. 12. 

Brother of John S. Pflueger, 
president of the company 
and a grandson of Ernest 
F. Pflueger, who founded the 
business, he joined Enter- 
prise’s sales department im- 





WILLIAM 8S. PFLUEGER 
mediately after graduating 
from college. 

He was a member of the 
Associated Fishing Tackle 
Manufacturers and _ other 
national business organiza- 
tions. 

Survivors include his 
widow and two sons. 


News of the Trade 





Howard M. Kirk 


Howard M. Kirk, 84, of 
Kirk, Hutton & Co., New Cas- 
tle, Pa., hardware dealer, 
passed away Sept. 29 follow- 
ing a heart attack. He had 
apparently been in good 
health until the day of his de- 
mise, having driven his car 
the day before, following an 





HOWARD M. KIRK 


active week-end including 
business as usual at the store 
on Saturday. 

He was a past president 
of the Pennsylvania & Atlan- 
tic Seaboard Hardware As- 
sociation and was a former 
director of American Hard- 
ware Supply Co., Pittsburgh, 
Pa., dealer owned wholesale 
house. Active in civic affairs 
he had served for many 
years as a member of the 
local school board. 

Five children survive, in- 
cluding Howard M., Jr., who 
was associated with him in 
business. 


William H. Dunn 


William H. Dunn, 69, re- 
tired treasurer and director 
of Raybestos - Manhattan, 
Inc., Passaic, N. J., died 
Sept. 29 at his home in South 
Orange, N. J. 

Mr. Dunn was the second 
old-time executive of the 
Manhattan Rubber Div. to 
die in less than two weeks. 
Frederick L. Curtis, former 
vice-president and _ general 
manager at the Passaic, N. 


J., plant, passed away) Sept 
20. 

Mr. Dunn joined the staff 
of Price, Waterhouse & Co., 
handling the account of the 
former Manhattan Rubber 
Mfg. Co. He came with 
Manhattan as_ comptroller 
July 1, 1916. He became a 
member of the executive com- 
mittee in 1937 and a member 
of the board of directors in 
1939. He retired as treasurer 
and a director of the firm 
in 1950. 

Mr. Dunn was also a for: 
mer treasurer of the Rubber 
Manufacturers’ Association 
and of the Friction Material 
Institute. 


Nathan Waxberg 


Nathan Waxberg, 72, co- 
owner of B & N Waxberg, 
New York, industrial supply 
distributor, died suddenly 
Oct. 15 while attending the re- 
cent Atlantic City Hardware 
Convention. 

Mr. Waxberg, well known 
in the hardware industry, was 
active in philanthropic activi- 
ties. He and his brother Ben- 
jamin co-founded the B & N 
Waxberg firm in 1886 and he 
had been associated with it 
until his death, a period of 66 
years. 

Cause of death was listed 





NATHAN WAXBERG 


as coronary thrombosis. Mr. 
Waxberg, a Mason for 43 
years, is survived by his 
brother, who will continue in 
the business. 











Lawn Seed Seen As 
Good Distributor ltem 


Seed firms, hardware dis- 
tributors and hardware re- 
tailers voiced their approval 


242 


of lawn seed as a distributor 
item at a recent fall sales 
meeting of the L. Teweles 
Seed Co., Milwaukee, Wis. 
“Lawn seed is gradually 
ecming out of the bulk-gar- 


bage class and becoming a 
packaged shelf item. With 
the trend, wholesalers are 
discovering a real dealer and 
consumer demand for name 
brand lawn seed,” said L. 


William Teweles, second 
vice-president of the firm. 
It was noted that the in- 
dustry had experienced one 
of the largest fall demands 
for lawn seed in many years. 
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The largest number of wholesalers, dealers and other hardware 


a buyers ever to attend the National Hardware Show was recorded at 
1010 An es this year’s show, held Oct. 6 to 10 at the Grand Central Palace, New 
‘ York. 


A preliminary tabulation of the registrations for this year in- 
dicate a total of about 34,000 people visited the more than 700 ex- 





hibitors. 
This year’s show saw special emphasis placed on the home handy- 
New York Hardware Show man market with many new tools and equipment, designed specially 
Attracts Record Attendance for this field, being exhibited. 


wea A number of new combination power tools were also unveiled for 
Of 34,000 to Exhibits the first time. 

A steady effort to improve the packaging of hardware to en- 
courage self-service and to provide better protection for the product 
was also noticed. 

Buyers and wholesale firm executives from practically every state 
in the union were in evidence during the show, as well as many foreign 
purchasing units. 

Visitors to the Hardware Age booths during the National Hard- 
ware Show were generally optimistic for the outlook for hardware 
sales over the balance of the year. Here are some typical views of 
visitors chatting with the Hardware Age staff and perhaps catching 
a brief rest during tours cf the four floors of exhibits. 





Herb Lendved, John Pritzlaff Hardware Co. 
(left) and W. A. Phair, editor of Hardware 
Age. 





C. B. Crets (left) and C. R. Vogelsang, Van Camp Hard- 


ware & Iron Co. 





Left to right: W. W. McManus, King Hardware Co.; E. H. 
Foster, King Hardware Co.; G. M. Treadaway, King Hard- 
ware Co., and L. V. Rowlands, publisher of Hardware Age. 





Left to right, W. J. Geisinger, M. S. Young & Co., Will J. 
Feddery, Hardware Age Cleveland office, and R. E. Young 
and J. E. Kressler, both of M. S. Young & Co. 


Below: H. A. Hoeynck, Shapleigh Hardware Co. (right) 
and Mal M. Whitfield, Hardware Age Chicago office. 





Left to right, E. T. Dashell, E. Towson, H. Mustain, E. J. 
Dickinson and E. Hardesty, all of Anderson & Ireland Co., 
and R. J. Glock, Swank Hardware Co. 
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You get added safety and added tom. The Wall blow-proof pump 
performance in Wall Blow Torches means added safety. Available in 
with the revolutionary new Pisto-Grip brass or steel. No extra cost for this 
handle. Drawn steel tank has brazed new handle. It will sell on sight! Write 
inserts and electrically seamed bot- today for complete catalog. 


COMPOUND KETTLES @ FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 
e SOLDERS e O/L CARRIERS @ PAINT POTS e ACCESSORIES 






MANUFACTURING CO. 
Grove City, Pa. 











Plain Face Curve Claw | Curve Claw  CurveClaw | Curve Claw | Ripping 
No. 451 No. 401 | No. 401 No.402 | No.403 | No. 411 
. js © 4 is | bo 158 “8 


N R é in convenient lengths, on smart metal spools 


ONLY THE WORLD’S ‘ for fast and profitable “footage” business 

; .-.well known to your trade as the choice of 
leading manufacturers...also U-L approved 
Cord Sets that put an end to CORDelirium. 





For exacting uses requiring special re- 
sistance to oll, heat and light, our SO 
and $JO cords are supplied with Neo- 
prene jackets... both 40% and 60% 


BALANCE AND STRIKING POWER go 
hand in hand in Palmer Hammers and 
result in MORE nailing accomplished with 
LESS effort. Full line of weight, finishes, 
claw and face styles for all price ranges. 





Send for catalog 
C-5119 end “DEALER 
HELP” sheet todey 
for complete informa- 
tienen Paimer 
hemmers ond other 
quolity hand tools. 
Write to P.O. Box 79, 
Meadville, Pa. 




















JOHN ALDEN SALES CO 


a CORNISH WIRE C6O., inc. 
PALMER WELLOCT TOOL CORP 


MEADVILLE, PENNSYLVANIA 


50 Church St., New York 7,N. Y. 
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There’s only ONE Shape 





THE MARKING PENCIL 
















Extra-heavy leads that don’t fall out or break! 
LISTO’S exclusive, patented “Grip-Type” Sleeve lets 
you use a// of the lead ... keeps lead from breaking or 
falling out. LISTO makes a strong, clear mark on any- 
thing that needs pricing in a hardware store. 
No wonder it’s America’s most popular 
marking pencil! 


wsossin. COLORS 


BLACK BROWN GREEN RED BLUE YELLOW 
Extra Sleeve in every package 
of leads 


CALIFORNIA + IN CANADA Isto 












ALAMEDA 





LISTO PENCIL CORP 












“THERE’S AN R. MURPHY & 
STAY-SHARP KNIFE TOR 
PLEASE EVERY 
CUSTOMER’’ 







Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 


MANUAL 
TRAINING 





SLOYD 








ADJUSTABLE 
CARTON 


TESTED 
QUALITY 
FOR OVER 
100 YEARS 








ROBERT MURPHY SONS COMPANY 











AYER, MASSACHUSETTS 
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PUTTY KNIVES 


The newest addition to the FLETCHER line of quality 
tools is Putty Knives and Wall Scrapers. You have asked 
for them, and now you have a choice of Rosewood handles 
and mirror finish blades, or Walnut handles and satin finish 
blades. Before stocking for the coming season, be sure to 
see these new tools. 





... and 


GLASS CUTTERS 


Hard glass, soft glass, heavy glass, thin glass . . . no 
matter what your cutting requirements may be, there is a 
FLETCHER Glass Cutter that will do the job just right. 
For your own use, and for resale to your customers insist 
on the brand you know will give the most satisfaction. 


It's FLETCHER. 





... and 


WOOD SCRAPERS 


More dealers than ever before are now stocking the 
FLETCHER line. There is only one answer for this condi- 
tion—POPULAR DEMAND. Follow the example of these 
scores of dealers and keep your cash register ringing with 
more profit dollars. 


THE FLETCHER-TERRY COMPANY 


622 SOUTH STREET % FORESTVILLE, CONN. 
NLS: < AA NANTES 
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The Business Cuileshndatek and Price News 


(Continued from page 14) 
items specified, on this typical 
dealer’s order, are as nearly aver- 
age as the Salt Lake Hardware 
Co. could accurately determine 
them and each quantity is in re- 
lation to the company’s experi- 
enced sales volume. 

The same quantity of the vari- 
ous items were first priced as of 
March 1, 1942, which represents 
the period when prices were 
frozen by O.P.A. 

The identical list of merchan- 
dise was subsequently figured on 
the dates indicated on the chart 
below, which tabulation shows the 
aggregate value of the same order 
on the various respective dates. 

The following chart gives a 
comparison of Sept. 22, 1952, 
prices on various categories of 
goods with identical orders of 
April 1, 1952, and with March 1, 
1942: 

Pct. of Change 


From From 

Apr. 1 Mar. 1 

1952 1942 
Total Test Order ... +—+.235 +62.94 
 }. -+-.00068 +70.12 
i eee +-.00047 +72.93 
mee, GC ......... eee +66.42 
.. SS +.0157 +53.07 
Dept. E + .0013 + 40.56 
Dept. F .......... Os +62.78 
. ae —.0126 + 38.73 
FS ee —6.52 +72.02 
DN ai cascduceey +.0117 + 60.85 


Consumer Credit 
Total Rose in August 


Consumer instalment credit out- 
standing showed a $156,000,000 
rise in August, reported the Fed- 
eral Reserve Board. The increase 
over July compared with increases 
of $142,000,000 in August, 1951; 
$411,000,000 in August, 1950, and 
$287,000,000 in August, 1949. 

Total consumer credit on Aug. 31 
amounted to $21,393,000,000. 





Items 
Dept. A— 
I AOOON: so tca ces oe neene 107 
Contractors’ supplies and agri- 
cultural implements ........ 48 
Steel and heavy hardware.... 16 
Dept. B— 
Builders’ hardware ........ - 40 
Dept. C— 
err eee rer ce 75 
Dept. D— 
Electrical wiring supplies..... 25 
Dept. E— 
Machinery items ............ 7 
Dept. F— 
Cutlery (excluding pocket 
DINED Soietva.c) sw acgicenets pas 9 
Dept. G— 
Automotive accessories and 
SS eae 20 
Dept. H— 
Plumbing items, not including 
CNGINCUUETE .. . oo ccccwcnes 20 
Dept. P— 
Paints, oil and glass........ 18 
Se een ee rr 417 


Comparative Values of Test Order 


Date of Test Order 
March 1, 1942 
CS eee ee 
November 1, 1946 ............... 
November 1, 1947 .............. 
gd oss + 6s os o's o's 
I oo sw din son pon 
November 5, 1948 ................ 
EEE re 
| ee a 
I ig -wiennss’c os 0 0 8 
September 22, 1950 ............. 
SS eee 
i ee we 
SE. os w ea o's Sp wos 
EE Sr sie 
September 22, 1952 .............. 


Percentage of increase, March 1, 1942 compared to Sept. 22, 1952... . 
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Percentage of Change 


Value of Order From Previnus Order 


$2,955.87 

3,116.79 +-5.4 
3,512.31 +12.6 
3,787.25 +7.8 
3,848.02 +1.6 
4,008.72 +4.2 
4,214.74 +5.1 
4,255.67 + 97 
4,181.59 —1.7 
4,215.12 + .74 
4,417.56 +4.78 
4,819.99 +9.12 
4,870.80 +1.16 
4,818.49 —1.07 
4,804.86 — .283 
4,816.17 + .235 

.. 4+62.94 


Personal Income Rose 
Greatly in August 


Personal income in August rose 
sharply to hit an annual rate of 
$267,100,000,000. This was a $3.- 
200,000,000 boost over the July esti- 
mate. Most of the increases were in 
durable goods industries as employ- 
ment rose rapidly in the steel and 
automobile industries after settle- 
ment of the steel strike. 

For the first eight months of this 
year personal income was at an an- 
nual rate of $264,000,000,000, an 
increase of $14,500,000,000 over the 
same 1951 period and $10,000,000,- 
000 above income for all of 1951. 


Retail Sales Were 
Higher in August 


August retail sales amounted t 
$13,500,000,000, reported the Com- 
merce Dept. This represented a 1 
pet increase over July and 2 pct 
over August, 1951. 

Dollar volume of sales in the first 
eight months was 2 pct above the 
total for the corresponding 1951 
period. 

Department store sales were up 
2 pet from a year ago. Motor ve- 
hicle sales were down 19 pct, the 
sharpest drop for the month. 

Department store sales were 
down 1 pct for the first eight 
months of this year. Motor vehicle 
sales were down 5 pct in this period. 

August sales of retail organi- 
zations with 11 or more stores 
amounted to $2,500,000,000, a 
$200,000,000 rise over August, 1951. 


Retail Inventories 
Lower in August 


There was little change in busi- 
ness inventories in August for the 
15th consecutive month, reported 
the Commerce Dept. The seasonally 
adjusted August total of $69,481,- 
000,000 was almost the same as the 
June, 1951, total when the heavy 
inventory accumulation following 
the outbreak of the Korean war had 
come to an end. 

Although the figure for total in- 
ventories has fluctuated within a 
range of only $800,000,000, or about 
1 pet over the 15 months, the report 
showed that there has heen a grad- 
ual increase in manufacturing in- 
ventories and retail inventories 
have gradually declined. 


Retail inventories in August 
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ALL- B RASS« AMERICAN 


The finest performing padlock that money can buy. It’s our 
candidate for All-American honors: Make it yours, too! 
















No. 781-—THE PADLOCK THAT IS 
BUILT TO LAST AND PRICED TO SELL 


¢ Solid Extruded Brass Body, 11/2" size 
* Genuine 5-Pin Tumbler Brass Cylinder 
¢ Hardened Steel Shackle 


Taylor-Made products . . . Quality Padlocks, 
Lock Sets, Key Blanks, Night Latches and Door 
Knobs Since 1920 . . . are distributed exclu- 
sively through your hardware wholesaler. 


TAYLOR LOCK COMPANY 





PHILADELPHIA 32, PENNSYLVANIA, U.S.A. 














Architects and ~(CHICAGO) . |||BELRUSS CORNER-CLAMP 
Builders Specify SPRING HINGES N E Ww! For home workshops: now a simple, eco- 


nomical way to make screens, picture frames, small boxes, etc., 
ey a at home, for 

maintenance 
departments in 
factories, public 
buildings, etc., 

Quick, easy 
repairs wherever 
sturdy, accurate 








@ Modern Factories | 
@ Office Buildings 


@ County, State and 
Federal Buildings | 





corners are 








@ Ships of Our Navy ites 
And the New Luxury — 
Liner S. S. United States e 
Every year more and more Architects Retail 
and Builders are specifying Chicago a 
"Triplex" Spring Butt Hinges because | | Price 
they are carefully designed with | | 
many superior features. They are | | $1.98 
smart looking and streamlined to Slightly higher 
Type BU2001 harmonize with modern architectural West of 
"Triplex" sn pea : the Mississippi 
Spring Hinges of Quality” e 











Patent Pending 


|» BELRUSS MANUFACTURING, INC. 








ring Hinge Co. 


U.S.A. NEW YORK 


234 HARTFORD ROAD, MANCHESTER, CONN. 











Chicagos Sp 


CHICA 
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Geto! 


PANWN i 


KNIFE RACK and 
SHARPENER 


Keeps Knives ALWAYS HANDY | 
ALWAYS SHARP! 


Here’s a welcome addition to any 
kitchen! The Aladdin Knife Rack 
and Sharpener holds six knives, any 
size. Safe, secure grip is assured by 
concealed spring load in each slot. 
Famous Aladdin carbide jewel sharp- 
ener in center puts a professional 
cutting edge on regular, hollow 
ground or stainless steel knives in 
just 4 light downward strokes. 








any flat surface. ‘‘Magic-Back” Pad 
permits attachment to wood, tile, 
metal or glass surfaces —painted or 
unpainted. Ruby red. Packaged to 
attract interest — make sales. Retails 
Easily and permanently attached to for $4.98. 


Order from your jobber today, or write direct. 


Tew Euglaud Carbide r001 co., inc. 


60 BROOKLINE STREET, CAMBRIDGE 39, MASS. 














wow boom and ProRé zoom! 
Ann 


with NU-TOP pads 


STAINLESS STEEL — NU-TOP provides decorative 
protection for stove, cabinet and table top with life- 
long lustre stainless steel utility pads. Whisked 
clean in a second, these rust and heat-resistant pads 
are constructed to outlast ll others. Exclusive 
NU-ROUND Corners won't damage the most fragile 
finishes. In the two most favored sizes — 

17” x 19” and 14” x 17”. 






NU-ROUND 
CORNERS_y> 


“EN 
re ; : 

CHROMIUM — This shining NU-TOP beauty 
holds up through the heaviest duty. Triple 
plated, gleaming chromium is fashioned into 
the season's most smartly styled pattern 
. a top customer choice. Completely heat and 
wear resistant. Exclusive smooth NU-ROUND 
corners protect the slickest finishes. In 
five popular sizes to fit any surface. 





in LIFE ond GOOD HOLSEKEEPING 


® Metaloid Products are advertised 


the Yetaloid <o. 





5815 Kinsman Road ¢ Cleveland, Ohio 
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amounted to $17,284,000,000. This 
was a $500,000,000 drop from July. 
It was also down $3,000,000,000, or 
about 15 pct, from June, 1951, when 
retail inventories were still high as 
a result of the post-Korean boom. 


August Hardware 
Sales Up Slightly 


For the second consecutive 
month, retail hardware store sales 
in August were practically even 
with sales in the same month of 
last year, when seasonally ad- 
justed, the Dept. of Commerce 
reports. 

August hardware store sales 
were just slightly ahead of July 
sales—$218 million as compared 
with $217 million. 

The Dept. of Commerce recently 
revised its series of retail store 
sales. For most lines of trade this 
meant only a slight adjustment, 
but in the case of hardware stores 
it was a decrease of 4 pct in the 
1951 estimated total. 

The new series of hardware 
store sales, back to January 1951 
are as follows: 

seasonally adjusted 
(add 000,000) 











% of 
1952 1951 Change 
January ...... $222 $253 —12.2 
February .... 226 249 — 9.2 
March ....... 226 238 — 5.0 
. ae 222 230 — 3.5 
rere 217 220 — 14.4 
June ......... 226 217 4.1 
ee 214 Zz 0.0 
a 218 237 0.0 
1771 1837 — 3.6 
September .... 226 
October ...... 224 
November .... 225 
December “t 226 
$2738 


Prices Increased 
On Dexter Washers 


The Dexter Co., Fairfield, Ia., 
has announced a nominal increase 
on its home laundry washer line. 
The increase still is under the 
O.P.S. ceiling. 

The company reports that record 
volume sales have prevented it from 
filling all orders as received. All 
orders received from dealers and 
| distributors prior to Oct. 20 will 
be filled at old prices, the com- 
| pany announced. 
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St. Louis Area Led In 
Sales by Large Firms 


There was great variance in the 
sales reports of large retail hard- 
ware firms in large metropolitan 
areas for the month of August as 
compared with the same month of 
last year. 

These ranged from a decrease of 
29 pct for the large firms in Adams 
and Allen Counties of Indiana, to a 
gain of 22 pet in King County, 
Wash. 

Greatest gains for large hard- 
ware firms, with 10 or more stores, 
were reported by the Dept. of Com- 
merce for the City of St. Louis and 
St. Louis County, Mo., and East St. 
Louis, Ill., where August sales were 
33 pet ahead of July sales. 

A comparison for 16 population 
centers follows: 


Pet Change in Sales 
Aug. Aug. 8 mos. 
1952 1952 1952 
from from from 
Aug. July 8 mos. 
1951 1952 1951 


Jefferson Co., Ala. .. + 8 + 3 +3 
Los Angeles Co., Cal. + 8 + 7 —12 
Sacramento Co., Cal.. —21 +1 —20 
Hartford & Tolland 

Cos., Conn. ....... —5 —4 —14 
D. of C., City of 


Alexandria and Ar- 

lington Co., Va., 

and part of Mont- 

gomery Co., Md. .. — 2 — 5 — 3 
Cook Co., Ill. ....... —17 —5 —20 
Adams & Allen Cos., 


ME. covvececes oe —29 — 26 —l1 
City of St. Louis and 
St. Louis Co., Mo., 
and East St. Louis, 
eee ere +11 +33 4+ 2 
City of New York 
and part of West- 
chester Co., N. Y.. —-10 —9 —10 
te Ge, TEs He 40000 —14 —8 —6 
Monroe & Wayne 
op BNe Meo ccccecs +10 +10 0 
Philadelphia Co., Pa. — 2 0 — 6 
Providence Co., R. I. — 8 +4 —18 
Norfolk & Princess 
Anne Cos. and cities 
of Norfolk, So. Nor- 
folk and Ports- 
mouth, Va. . ..... —Ill —13 +13 
King Co., Wash. .... +22 +1 —8 
Milwaukee & Wauke- 
sha Co., Wis. .... + 3 +17 —13 


Appliance Stores’ 
Collections Slower 


Household appliance stores re- 
ported an increase of about 2 pct 
in instalment accounts outstanding 
from July 31 to the end of August. 
Outstanding balances on Aug. 31 
were about 6 pct above a year ago, 
according to the Board of Gov- 
ernors of the Federal Reserve 
System. 

Collections on instalment ac- 
counts outstanding at household 
appliance stores amounted to 11 
pet of first-of-month balances, 1 
point below the previous month 
and 1 point below August, 1951. 
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Switeh more sales your Way 


0b Kober 


FOOD PREFARER 


Yes, just turn the switch and demonstrate to you 
customers how easy and thorough KitchenAid 
“round-the-bowl” mixing is. Switch on the su- 
perior Hobart Planetary Action which assures 
uniform mixing, blending, and whipping . . . and 
you’ve “switched” more sales your way! 

















Show them how the single beater travels around 
the stationary bowl . . . rotating as it travels. 
Then “switch” to the convenient, up-front mix- 
? ing guide... the Pyrex brand bowl... and the 
? many useful attachments that KitchenAid’s “built- 
in power” easily operates without need for ex- 
pensive power boosters. 


With these KitchenAid advantages, you'll turn 
a prospect into a satisfied customer! 
/ ‘ 


4 * 



















And Here’s a Switch 
on Coffee Making: the 
KitchenAid Electric Coffee 
Mill! Demonstrate how 
they can get truly fresh 
coffee at the flick of a 
switch. Grind whole bean 
coffee and let them sniff 
that fresh aroma. They’ll 
be sold. 


KitchenAid 
Electric Housewares Division of 
The Hobart Manufacturing Co., 
Troy, Ohio 





KitchenAid 


Meu Member of N.E.M.A 
Agee 
oe | Electric Housewares Section 






WORLD'S LARGEST MANUFACTURER OF FOOD AND KITCHEN MACHINES 
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FLEXISEAL 


CAULKING COMPOUND 








That's right! Many dealers 
who feature FLEXISEAL re- 


port their Caulking Com- 
pound sales have TRIPLED 
...and the demand is still 
growing! If YOU aren't sell- 
ing three times as much 
Caulking Compound as ever 
before, ask your favorite job- 


ber about FLEXISEAL. 
CUSTOMERS PREFER IT 
FOR QUALITY 


More and more users insist on 
FLEXISEAL Caulking Compound 
for whiteness, easy application, 
long wear... 


FOR ECONOMY 


Pre-Korean prices help you in- 
crease your volume of FLEXI- 
SEAL Caulking Compound Sales 
while other prices continue to 
skyrocket... 


FOR CONVENIENCE 


FLEXISEAL Caulking Compound 
is available in all the packages 
your customers want: Spouted 
Cartridges — Regular Cartridges 
—Cans and Pails in bulk — 
Collapsible Tubes. 





Meets and Exceeds Federal Specifications 


ORDER FLEXISEAL FROM YOUR 
FAVORITE JOBBER 
or write 


LANDEN PUTTY WORKS, inc. 


MALDEN, MASS. 
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Consumer Christmas Catalogs 


for Dealer Use 


The following listing arrived too late for inclusion in the Direc- 


tory of Consumer Christmas Catalogs available from wholesalers 
which was published in the Christmas Merchandising Guide of 
the Sept. 18 issue, beginning on page 174. The following catalog 
should be added to the original listing. 


STRATTON & TERSTEGGE CO., INC. 


1501 W. Main St. 
Louisville, Ky. 


Offers a 32-page rotogravure consumer catalog illustrat- 





MARCH 


a ® 


ing a large assortment of toys in full color. Catalog size 


DEALER IMPRINT 


is 7% in. by 10%4 in. and shows 225 selected products of 


125 leading manufacturers. 
is available with dealer imprint. 


Toys, 


This catalog, “March of 





Promotions 


Manufacturers’ New Merchandising Plans 


Broil-Quik Starts 
National Campaign 


The Broil-Quik Co., manufactur- 
ers of the Brpil-Quik Infra-Red 
Chef, announced its largest na- 
tional advertising campaign begin- 
ning with the Oct. 13 issue of Life. 
Other magazines that will carry 
nine additional ads are Saturday 
Evening Post, Ladies’ Home Jour- 
nal, Woman’s Companion and Es- 
quire. 

Consumer ads in the series will 
be backed by special holiday news- 
paper mats, and point-of-sale ma- 
terials. 


Cosco Promoting 
For Christmas Sales 


A national promotion, featuring 
Cosco Products for Christmas 
gifts, will be made by Hamilton 
Mfg. Corp., Columbus, Ind., mak- 
ers of household stools, chairs and 


utility tables. 

Backbone of the campaign will 
be full-page, four-color ads in the 
December issues of Ladies Home 
Journal and Good Housekeeping 
and the Nov. 22 issue of the Sat- 
urday Evening Post. 

Free material available to dis- 
tributors and dealers include a mer- 
chandizing folder, easel-mounted 
reprints, newspaper mats, product 
photos, mats and copy slants and 
radio commercials. 


Joan Davis Starts 
New G.E. TV Show 


General Electric Co. started its 
third major television program, 
Oct. 15, with a comedy series star- 
ring Joan Davis. Called “I Mar- 
ried Joan,” the new program will 
be seen in most TV cities on 
Wednesday evenings from 8 to 8:30 
p.m. (EST). A total of 59 NBC- 
TV stations across the nation have 
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been scheduled for the show and 
more-will be added as they become 
available. 


‘Bing’ for Johnston 
Mowers in Ad Series 


Although some phases of the con- 
sumer advertising program for 
1953 of the Johnston Lawn Mower 
Corp., Brookhaven, Miss., is still 
under wraps, the most important 
innovation will be the use of “Bing” 
Crosby in testimonial-type adver- 
tising and point-of-sale materials. 


_ = a S 


ls a _— yY for ol . \ , 





* JOHNSTON cll 


FUR eT 18 THE Fit oO FeR FomrY vreane 


Research has shown that the 
Jsohnston line, ranging from $69.50 
to $125, is priced to sell approxi- 
mately 71.5 pct of the total power 
lawn mower market. For this rea- 
son “Bing” Crosby was selected as 
having a wide appeal for the aver- 
age American family. 

The initial ad in the series will 
be a full page, two-color ad that 
will appear in hardware magazines 
in November. The point-of-sale ma- 
terial will be ready early in 1953. 
Consumer advertising is scheduled 
for the spring of 1953 in such na- 
tional magazines as Saturday Eve- 
ning Post and Better Homes & 
Gardens. 


Dow Advertising 
Styron 475 Toys 


Full color, bleed pages in the 
Nov. 24 issue of Life and the No- 
vember issue of Parents magazine 
will open the advertising campaign 
of the Dow-Chemical Co., Midland, 
Mich., on toys made of Styron 
475, its new super-impact poly- 
styrene plastic. The ads will fea- 
ture evaluated toys molded of Sty- 
ron 475, identified by a grey label 
with rams’ heads. 
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PRISCILLA 





UWIARE'S ~), r\\\\ 


Four Points for Profit! 


+ NON-COMPETITIVE TRADING AREA — only one Priscilla 
Ware dealer in a given area; your assurance of a favorable 
competitive position. 

+ UNCONDITIONALLY GUARANTEED — conclusive proof of 
Priscilla Ware quality; positive protection for you and your 
customers. 


+ COMPLETE SELECTION — choose from a wide range of 
good looking aluminum cooking utensils designed for the 
modern home kitchen. 


+ OPEN STOCK BUYING — buy what you need in the quanti- 
ty you need to assure maximum turnover with a minimum in- 
vestment. 














You've read about these four points in previous Priscilla Ware ad- 
vertisements. They've been stressed because of our sincere con- 
viction that they offer the Priscilla Ware dealer a profitable proposi- 
tion that's mighty hard to beat. In fact, we like to think they're the 
four main reasons why, for over 30 years, Priscilla Ware has enjoyed 
the friendship and confidence of thousands of dealers from ‘coast 
to coast. Think it over. Isn't this the kind of deal you've been looking 
for? 


LEYSE ALUMINUM COMPANY KEWAUNEE 2, WISCONSIN 


UIARE 


Speaks for Itself 















ri 


TO SHOW THEM IS TO 
SELL THEM 


The World's Most Beautiful 
Sprayer 

















Made in 
2 sizes: Pint, Quart 
World's finest continuous sprayer. 
Large, glistening solid copper 
tank. Pump barrel is highly polished brass 
seamless. Appealing, modern design. Sproys 
any liquid. Pint, Quart (39 ounce). Strongest 
construction. Extreme'y popular. A fast seller. 
i, 



















SPEEDEX GARDEN & 
TREE SPRAYER 


Solid brass. 


ery Large adjusta- 
be ble nozzle for 
' 





_—— 5 GAL. 
KNAPSACK SPRAYER 


Finest knapsack sprayer made. Pump 
lever develops high pressure easily 
while spraying. 5 gal. zinc - grip 
steel or copper tank. Tank is air 
conditioned preventing dampness 
reaching the back. Adjustable brass 
nozrle. (Recommended by Exten- 
sion Services.) 


D. B. SMITH & CO.f97}main st. UTICA 2, N.Y. 


“ORIGINATORS OF SPRAYERS SINCE 1888” 
SOUTHERN TERRITORY: BENJ. D. SMITH, JR., BOX 847, SANFORD, N. C 
CANADIAN REPRESENTATIVE: GORDON L. COMOON, 1265 STAMLEY ST, MONTREAL 2, CANADA 


FLAME GUN SPRAYER 
HUNDREDS OF USES 


2000 degrees controlled heat. 
Destroys weeds, brush, rubbish. 
For burning safety strips and 
fire lanes. 4 gal. tank. 7 ft. oil 
proof hose. Light. Compact. 
Portable. Burns kerosene or 
range oil. 


spraying trees, 
f shrubbery, 
flowers, weed 
killing, ete. 
Sturdily built. 
Low priced. In big demand. 















SEND FOR CATALOG 
DESCRIBING THESE ANB 
OTWER ITEMS 








Here's a proved sales-stimulating counter display for 
Goodell Putty Knives and Scrapers. We have been testing it 
on the counters of leading hardware stores throughout the coun- 
try and it always sends impulse sales skyrocketing. See for your- 
self. Get your display —- FREE — from your jobber. Put it on the 
counter. Your customers will see the Goodell Putty Knives and 
Scrapers — they will feel them — then they buy ‘em. So, to 
increase your impulse sales, order this new, free counter dis- 
play — TODAY. 


GOODELL COMPANY, Antrim, N. H. 


BUY THe Bist 

ejele} 285 
PUTTY 

‘CTerere (=)/| 


KNIVES 


GOODELL y 
SCRAPERS 
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1953 Housewares Show, 
At Chicago, Jan. 15-22 


Judging by the record demand 
for space, the 1953 National 
Housewares Exhibit, to be held 
Jan. 15-22, at Chicago’s Navy Pier, 
will be oversold, and will be one 
of the largest ever staged by the 
National Housewares Manufactur- 
ers Association. 

The show will open at 9 a.m., 
Thursday, Jan. 15, and continue 
through noon, Thursday, Jan. 22. 
It will not be open on Sunday, 
Jan. 18. 

A refund of 25 pct on exhibit 
fees to exhibitors in the Atlantic 
City 1952 National Housewares 
Exhibit has been voted by the di- 
rectors of N.H.M.A., according to 
A. W. Buddenberg, executive sec- 
retary. 

The refund is the 16th succes- 
sive refund in the past 14 years. 


Home Building Awards 
Lower in September 


September residential construc- 
tion awards totaling $518,471,000 
were 17 pct less than in August 
but 8 pet more than in September 
of last year, according to the 
monthly report of the F. F. 
Dodge Corp. on construction con- 
tracts awards in the 37 states east 
of the Rockies. 

Comparing nine-months 1952 to- 
tals with nine months 1951, resi- 
dential construction awards at 
$5,098,182,000 were up 4 pet. 

Construction of all kinds in the 
37 states for the first nine months 
of 1952 were 2 pct higher than the 
corresponding period a year ago. 
This was despite inclusion in 1951 
figures of $980 million in Atomic 
Energy Commission project 
awards. 


Sales Rise Noted 
By Department Stores 


Department store sales in the 
United States were 5 pct above the 
same week a year ago in the week 
ended Oct. 4, reported the Federal 
Reserve Board. For the four weeks 
ended on that date they were up 11 
pet but for the year to date they 
were down 2 pct. 

The weekly index, without sea- 
sonal adjustment, stood at 116, 
compared with 112 in the previous 
week and 110 in the same week a 
year ago. 
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irs NEW! 


No. 15 DIE — 1/2" O.D. 


@ Fits any I!/," stock 

@ Perfect alignment always 
@ Greater chip clearance 
@ No torn threads 

@ Wide range of sizes 

@ More profit in every sale 


Send for complete information 


WELLS TOOL COMPANY 


100 HOPE STREET CREENFIELD, MASS. 























Give the customer 
the tools he wants 
—from this big selection! 


Why lose sales by carrying an incom- 
plete line when XCELITE can give 
you the tool for every customer's 
needs? You'll build good will as well 
as profits. Write today for 
catalog! 






No. 49 XCELITE 
midget snip. 


Nut driver with 3” blade. 


XCELITE, INCORPORATED 


Formerly Park Metalware Co., Inc. 


° nally 
Jor OG 


Dept. G 
Orchard Park, N. Y. 


Role) Sie. XcELITE 
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CASH IW ON GROWING 
“DO-IT-YOURSELF” MARKET 


, iyke 


—— SANDERS, 
POLISHERS if 






Equipment Quickly Pays for 
Itself, Builds Store Traffic, 
Helps Sell Wax, Paint, 
Sandpaper, etc. 





@ HOLT Rental Sanders and 
Edgers rapidly find favor with 
“do-it-yourself” customers be- 
cause they sand floors so easily 
and quickly. In addition, you'll 
often rent HOLT Polishers for 
regular waxing, polishing, floor 
scrubbing and steel wooling at 
regular intervals. And every 
rental requires paint, varnish, 
wax, sandpaper, steel wool, etc. 
. You profit two.ways—(a) from 
‘ rentals, (6) from related sales. 






| Rent HOLT Polishers 
and increase your 
wax sales. 


Why let competition reap this 
profitable, traffic-building trade? 
HOLT rental equipment is safe, 
simple to use, built to take rental 
abuse. For HOLT Rental Plan, 
catalog and prices, write your 
name and address in margin of 
this ad and mail NOW. 





s 


Rent HOLT Edgers for 
sanding edges, cor- 
ners, stairs, closets, 
| boats, etc. 


MANUFACTURING 
COMPANY 


272 BADGER AVE. 
NEWARK 8, N. J. 





o 
669 - 20TH ST. *, 
| OAKLAND 12, CALIF. + 
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ARE YOU GETTING 
YOUR SHARE ? 


Two million trappers—farmers, 
ranchers, hunters, woodsmen—men 
and boys throughout the country. 
Some of them make their living 
trapping, many others trap to earn 
extra profits from furs. Most of them 
know and buy Victor traps. 

Are you getting your share of this 
profit-building business ? 

You can capitalize upon Victor’s 
long-established reputation among 
trappers. Stock and display the 
famous Victor line of traps—make 
your store the headquarters for 
trappers in your area. They’ll be 
looking for famous Victor traps, 
nationally advertised in farm, out- 
door, and boys’ magazines—‘‘the 
traps that trappers know.”’ 








No. 2 Victor Coil Spring. 
Designed after consultation 
with successful fox trap- 
pers. Single jaw, sturdy 
and lightning quick. Jaw 
spread **, length of 
chain 20%". 


Get this colorful "stop- 
per’ display from your 
wholesaler. Yours with- 
out cost when you 
order five dozen Victor 
Steel Traps. 





ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 
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250 Toys Illustrated 
In Annual Yearbook 


More than 4 million copies of the 
14th annual edition of the 1952-53 
Toy Yearbook are now being dis- 
tributed, without charge, to 1,500 
Toy Guidance member stores from 
coast to coast. 

A total of 250 toys are pre- 
sented in full color illustrations 
on 64 pages. Each toy was voted 
“an outstanding example of its 
type” by impartial educational and 
industry experts representing the 
Toy Guidance Council. 

Each toy is described, classified 
by age suitability and analyzed ac- 
cording to functional play purposes. 

Included among the toys selected 
for this year’s edition are an in- 
fant rattle that electrically lights 
up, a mother dog with a zipper 
pouch containing three puppies, a 
switchboard that buzzes, a whole 
parade of walking dolls, craft sets 
that permit children to cover 
glasses with raffia, print news- 
papers on a real printing press 
and create jewelry with beads and 
pearls. 

This year, 873 American man- 
ufacturers submitted more than 
3,000 different playtools for the 
Council’s consideration. 

Free copies can be had by writ- 
ing to Toy Guidance Council, 1124 
Broadway, New York 10, N. Y. and 
enclosing 10 cents in stamps. 


Personal Income Rose 
About 10% Last Year 


Income of the average person 
rose 10 pct between 1950 and 1951, 
according to estimates made pub- 
lic by Roy V. Peel, director of the 
Census Bureau. 

The median income in 1921 for 
all persons 14 years old and over 
was estimated at $2,200, as com- 
pared with $2,000 in 1950. The me- 
dian income of men having an in- 
come was $2,952 in 1951 as com- 
pared with $2,570 in 1950 while 
that of women was $1,045 in 1951 
as compared to $953 in 1950. 

The average income for urban 
and rural non-farm persons was 
$2,341 in 1951 compared to $1,991 
in 1950, while the average for 
rural farm persons was $1,184 in 
1951 compared to $964 in 1950. 

It was estimated that 65.3 pct of 
the persons over 14 years of age 
had a money income in both 1951 
and 1950. Money income was de- 
fined as including wages, salaries, 
net income from self-employment 
and income other than earnings. 





BIG PROFITS—SMALL SPACE 
Satisfies 97% of demand, makes 
stock control easy, sells snips on 
sight. Display Rack, No Charge 
with Best Seller Selection *700 
consists of 12 popular Midwest 
snips, retailing at $23.00. Order 
today, direct, mentioning name 
of your wholesaler. 


always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 
for money making ideas 








QW cxsrioe 


= |i: 
— oh ee 

@ The most complete Industrial 
@ Full data on all types and si } 


@ Time and money-saving use 
tion recommendations 


@ Shows all construction 
specifications 
_ Write for your copy of this valuable 


wae Simplex 
>| waver «screw. wromavuc | 
“Jack Pi 
and Center-Hole ~ Hydraulic Pullers 
TEMPLETON, KENLY & CO. 
1056 So. Central Ave., Chicage 44, il. 
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KAUFMAN HEDGEMASTER 


The only Electric Trimmer with DOUBLE-ACTION 
BOTH BLADES MOVE! 


That's why Hedgemaster will 
out-perform any other electric 
trimmer on the market! Cuts 
cleaner—faster—easier. Two- 
position handle for easy one- 
hand operation. Duo-position 
cutting head for more conve- 
nient trimming. 


z 
3 
el 
+E 
3 














STOOPLESS GRASS TRIMMER & 


Here's the slickest outfit for 
trimming grass right up to the » 
edge of walks, curbs, driveways, 
shrubbery, etc. No more back- 
aches, tired knees or cramped 
fingers. Electrically operated. 


— 


ONLY KAUFMAN BUILDS BOTH! 
Write today for complete information. 


KAUFMAN MFG. CO. 549 South 29th St. 


Manitowoc, Wisconsin 




















For guaranteed customer satisfaction 


SELL the RAKE 


that cannot 
LOSE ITS SHAPE 
OR COME APART! 
Rugged Robert Flat Wire 


Broom Rake with new one-piece 
interlocking construction. 






The tines, made of “high carbon, tempered cold rolled flat wire 
with rounded edges, 5/16'' x .029'', interlock into the |8-gauge steel 
neck. As the picture shows, the hori- 
zontal and vertical tabs positively 
lock the cover plate to the frame. 
The cover plate also extends into the 
body of the ferrule adding great 
strength where needed. The seml- 
circular depression in the plate pre- 
vents tines ever becoming loosened. 
This plus the one-piece frame guaran- 
tees that the rake will never lose 
shape. 

Handle is No. | hardwood, clear 
lacquer finish, 42" long, packed 6 to 
bundle. Heads packed 6 to re-ship- 
ping carton. Combined shipping 
weight, 23 Ibs. per dozen. 

Also stranded clothesline, and 1000 ft. 
spools for antenna guy wire. 


"Serving the Jobber for 15 Years" 
























Steel rolling edge 
——_ 


Hard rubber casing 
= 






Full protection 


dust caps 
-_ 







Free-wheeling cone 
———_. 





16 ball bearings 
—_—-— —— 





Neu) mover s4 
GUARANTEED FOR 600 MILES 


Never has a roller skate been accorded such enthusiastic 
reception as the mew Model 84. And little wonder — 
cushion-comfort wheels are 50% quieter, and the sturdy, 
3-piece chassis is welded into the strongest, longest-wearing 
unit you’ve ever seen. In fact, there’s 600 miles guaranteed 
service built into each pair of the new 84’s. Better look at 
Globe’s complete line of quality roller skates today. It’s the 
broadest line on the market with features no other roller 
skates can match. So, get your share of these easy sales, 
easy profits. Get set now! 








Sleek and colorful 
with ‘‘skate appeal'’ 


For the ‘‘in-between’ 
selling range 


High in quality 
Low in Price 











Wire Products voce 


2713 North 24th St. BRAND 


Company 


Birmingham, Ala. 


Member American Hardware Manufacturers Association 














No. 197 No. 97 No. 75 


a 


Clamp model for 


Special for 


ste cael ty Sturdy and safe 


for beginners 








MILWAUKEE 1, WISCONSIN 


Eastern Display Office: The New York Toy Center 
Sollmann & Whitcomb, 200 5th Ave., New York 10, N. Y. 
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8 POPULAR SIZES 
Available in Coin Pak 
3/16”, 1/4”, 5/16” 
3/8”, 7/16”, 1/2” 
5/8”, 3/4” 


IDEA... 


LOCK 
WASHERS 


Machine Packaged 
for the Distributor! 


Coin Pak means Savings to you 


and your customers. 


. 
Coin Pak safeguards quality... 
the Coin Pak Machine eliminates 
“linkers”, mixed washers, off size 
washers, foreign matter. 


Coin Pak i: making new Friends 
every day . . . building Sales all over 
the country. 


Coin Pak costs no more — 

prices and discounts same as for 

conventional packages of 1000 loose 

washers. 

For Samples and Prices, tear out 
this ad, sign and mail today. 





THE Al2V15AY2QA CO. 


131 EAST NASH 


Manufacturers 
Standard and 





STREET e MILWAUKEE 12, WISCONSIN 


of a Complete Line of Lock Washers in all 
Special Sizes; Steel, Non-Ferrous and Plated; in 





Bulk, Conventi 


ges, Special Packages and Coin Pak. 








A 7288-14 








“Look! I’m threading pipe with an oil can!” 


That's about all the effort it takes to 
thread pipe with the Oster No, 422 
Power Vise Stand and your own die- 
stocks, Yes, and chucking pipe is easy 
too...with the Oster “Auto-Grip” chuck 
++-an EXCLUSIVE Oster feature. 

Range of the machine: 4” to 2”. Range 
with drive shaft: 242” to 8”, 

Be wise... MOTORIZE your stock 


THE OSTER MFG. CO. 20 


ree 
| ~. a) 


NAME 





C1 Rush copy of catalog bulletin on No. 422 POWER VISE STAND. 
(J Rush names of Oster Distributors in our area. 












Mail Order Catalogs 
Being Distributed 


The big mail order houses are 
sending out larger Christmas cata- 
logs than ever before. The Sears, 
Roebuck & Co. book for the holi- 
day season contains 458 pages, 
which is 32 more than were used in 
last year’s catalog. The Sears cata- 
log features some imported items. 
It also includes a portable electric 
combination oven, broiler and grill. 

The catalog of Alden’s Inc. con- 
tains 356 pages while the Spiegel, 
Inc., holiday book contains 244 
pages. The Christmas catalog of 
Montgomery Ward has 262 pages 
and is slightly smaller than last 
year’s. 

Prices in the Spiegel book are: 
about 5 pct below a year ago. Also 
included are many “bonus offers,” 
one of these being a pop-up toaster 
with every diamond ring costing 
$139.95 or more. 


Mail Order, Chain 








| were general. 


Stores Showed Gain 


Increases in sales of mail order’ 
houses and chain stores in Sep- 
tember over the same 1951 month 
Almost all com- 
panies in every category showed 


| an improvement over a year ago. 








s and dies! : 


- " a 
28 East 6st St., Cleveland 3, Ohio, U.S.A. / 1) | 





a aa COMPANY 





ADDRESS 











] 
| 
bis. 





Sales for September and for the 
year to date of leading mail order 
houses and chain stores follow: 


%o 
1952 1951 Chge 
Sears, Roebuck & Co. 

September $271,262,046 $237,404,742 +14.8 
8 mos. 1,888,905,692 1,726,290,374 9.4 
Montgomery Ward & Co. 
September $102,462,225  $100,873,059 1.6 
8 mos. 720,907,933 740,211,899 — 2.6 
F. W. Woolworth & Co. 
September $54,784,073 $52,807,088 + 3.7 
9 mos. 468,168,694 452,063,160 + 3.5 
Western Auto Supply Co. 
September $15,532,000 $18,121,000 +18.4 
9 mos. 123,010,000 116,561,000 + 5.5 
Butler Brothers 
September $12,450,094 $10,876,334 +14.5 
9 mos. 85,201,187 85,549,309 — 0.4 


Linoleum Sales To 
Dealers is Strong 


Manufacturers of hard surface 
floor coverings report that sales 
have been holding up well. One large 
producer disclosed that September 
sales had been 10 pct ahead of 
September, 1951, on account of a 
new linoleum line which has proved 
very successful. This company 
forecast a fourth quarter gain in 
sales of almost 20 pct over the same 
period a year ago. 

A substantial increase in replace- 
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BUILDERS’ HARDWARE 





ore eta ——. EXTRA oo 


cme yo a ira 














CASEMENT FASTENER 





COMPETITIVELY PRICED « ORDER FROM YOUR WHOLESALER 


THE H. B. IVES COMPANY~ - 











. + for Dependability, Uniformity 
and Wide Size Range. 


wooD SHEET METAL 

SCREWS SCREWS 
Range from 0 Available in all 
Diameter through standard head 
30 Diameter and styles, materials 
up to 6” inlength. and plated finishes. 








Contact your nearest jobber or write direct 


THE SOUTHINGTON HDWE. MFG. COMPANY 
Since 1867 Southington, Conn. 
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Ee 1415 Chestnut cape aeeeiae 5, N. J. 


SHEE RS Be teh at eer CSOs 
‘ FE eM 


NEW HAVEN, CONNECTICUT, U.S.A. 


clan aucaletink ck Daisey oth wry 
PCOS ache ai 


+ I RES 


Quality Builders’ Hardware 


of CAST ALUMINUM 








GILBERT Sy : 


PARTS 
FISHING 
STAMPS 
NOTIONS 
HOBBIES 
HARDWARE 
TOOLS 
BUTTONS 
JEWELRY 
HAIR PINS 
TOILETRIES 
SEWING 
NAILS 
COINS 
SUPPLIES 
PAPER CLIPS 
ELASTICS 
PACKAGING 
FIRST AID 
KITS 





PLASTIC BOXES ‘ 


For Every 
Purpose! 


, 
“ 


These transparent 


plastic utility boxes 
sell on sight! Your 
customers can use 
them for keeping 
small items neatly 
stored . . . easily 
identified. Available 
in 6 sizes with a 
choice of 24 com- 
partment designs. 
Write for samples 
and prices today! 
Specialists in plastic - 
packaging from planning 


stage to finished package, © 


GILBERT PLASTICS, INC. 


Predict nie 


oe Tee eae 


4 
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CHALK-LINE 
BOXES 


SELF 
CHALKING 


D— STRAIT—LINE => 


Praised by users from Coast to Coast! 








a 


BOX NO. 190—LIST $1.90 EACH 


Identical with No. 125 in size and 
construction, with the addition of new 


rapid-filling side-opening feature. 


Packaged in orange cardboard carton 
for easy stock identification. 


Precision moulded of lightweight aluminum alloy. Both absolutely non-fouling. 


To enable users to choose the color of chalk they desire, Strait-Line boxes are packed 
without chalk. Colors are listed below 





BOX NO. 125—LIST $1.25 EACH 


Standard model. Easily filled by re- 
moving 2 coin slotted screws. Pack- 
aged in white cardboard carton. 























REPLACEMENT 
LINE CHALK 
they Especially Prepared and Blended 
“a f in Chalk-li 
LINE BOXES , it on 7 Cha ine oe 
ct 
rg oe sealed ordinary chalk. wilt “not coke. 2 harden 
in ophane. in rou 
Pp ta g in © prevent abrasion o ne or PRICES—ALL COLORS 
LONG LIFE THE FINEST FILLER YOU CAN USE| | oz. boxes, list 
GREAT TENSILE YOUR CHOICE OF COLORS oeweane 
STRENGTH DARK BLUE * DARK RED * YELLOW * WHITE | 12 Ib. boxes, list 
No. 50.. 50 feet. .25¢ 1258 125R eac 
No. 100. . 100 feet. .40¢ ° _ oa aw SS. Siesteand 





on 
list 80c per Ib. 
25 Ib. fibreboard 


AT YOUR JOBBERS 


carton 
STRAIT-LINE PRODUCTS, INC. 2 &. mee 
P. O. Box 577, Costa Mesa, Calif. rs oe a 














2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 


—/ to make your fastener department 
more complete . . . more profitable 


ASSORTMENT No. HS-238 
SCREW HOOKS 


238 electro galvanized screw 

hooks . . . 7 sizes from No. 14 

to No. 2... all sizes com- 
pletely refillable. 






























Yes, we now have 62 Assortments 


..- AND THEY'RE ALL REFILLABLE! 








ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes. . . 
10 sizes from No. 216 to No.0... 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


y: 
Shanore Bill-and Scheu Co 





BOSTON 


MASS. 





ment buying is reported by retail- 
ers. Many dealers have been push- 
ing felt base goods with price 
promotions. Demand is said to be 
heavy for heavy gauge linoleum and 


asphalt tile goods. Rubber tile is 


said to be making a strong bid for 
a prominent place in the hard sur- 
face market, with production of 
this type gaining rapidly. 

In line with the industry custom 
at this time of the year, some pro- 
ducers have dropped some offerings 
in 1952 lines to make way for new 
items for January showing. The 
“drop” items are sold at less than 
list price, the reduction sometimes 
being as much as 10 pet. 

Other prices are holding firm and 
little change is expected in the next 
few months in prices of linoleum, 
asphalt tile, vinyls and rubber floor- 
ing. 





200,000 More Farms 
Were Wired in Year 


Over 200,000 farms in the 
United States were electrified in 
the fiscal year ending June 30, 
raising the number of electrified 
farms to 88.1 pct, announced the 
Dept. of Agriculture. This rep- 
resented an increase from 84.2 
pet a year earlier and is an in- 
crease of 211,229 farms. 

The estimates, compiled by the 
Rural Electrification Administra- 
tion, indicates that on June 30 
there were 4,740,849 farms con- 
nected to power lines, leaving 
641,285 still unelectrified. 











Large Retail Stores 
Had Sales Increase 


August sales of large retail 
stores were 2 pct over July but 9 
pet under the same 1951 month, 
according to preliminary figures 
released by the Commerce Dept.’s 
Census Bureau. 

Dollar sales of wholesale mer- 
chants were off 1 pct in August 
compared with July and were down 
from August, 1951 by the same per- 
centage. However in the west- 
north-central section of the coun- 
try, wholesaler transactions show- 
ed a 6 pct rise in August and in 
the Pacific section were 1 pct 
above July. In all other geographic 
divisions of the country, the dollar 
volume of wholesale transactions 
declined from 1 to 6 pct. 
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For the past years experienced 
hardware men have always sold 
HARRY SALL & C0.'s profitable 
PUSH BARS 
eo 






\\th hb, 


AVAILABLE FOR IMMEDIATE DELIVERY 


You, too, can enjoy these 
profits with quality products 





Manufacturers 


602-04 W.GIRARD AVENUE 


PHILA. 23, PA, 








NOW STEADY PROFITS WITH 


The Original Self-Wringing 
ARTMOORE @Z) Sponge Mop 













Ask your sales 
| staff — they've 
| had calls for this 
quality product 
and replacing re- 
fills. 





If your jobber 
cannot supply 
you the genuine 
ARTMOORE 
Mop, write di- 
rectly to 


Refills Available 
Easily Installed 


ARTMOORE COMPANY 


Dept. A-102, 1319 No. Third Street 
Milwaukee 12, Wisconsin 





“S| TANK BALL 


THE SURE-WAY TO STOP TOILET LEAKS 


COMPLETE 


WITH ROD 





e SAVES WATER BILLS 
e ENDS ANNOYING NOISES 


EAKY 
SP ced 







Made of the finest quality rubber 
to prevent swelling or distortion. 





COLORFUL 
COUNTER CARD 


Supplied FREE with every dozen tank balls 








Sold through Authorized 


J TAN BALL 
Jobbers and Distributors 


|= mm 
— Or Write to: 


RANKLIN 


METAL & RUBBER CO. 


1 N. BROAD STREET a ee | 


Manufacturers of a Full Line 
of Rubber and Brass Plumbing Specialties 
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Buck’s Handiroll, a set of six balanced, 


hand forged chisels, is a best seller | 


wherever buyers see and respect high 
est quality workmanship. 


SEND FOR COMPLETE CATALOG 
B X Bros 
UCK hes DROS, iwc 
cane Gane 


RIVERLIN WORKS | 
MILLBURY, 

















Brooks Products | 


Are ALWAYS Good! 


For over a hundred years 
“make it right” has been a 
religion with “Brooks.” To the 
dealer, who must back his sales 


with his good name, this means 


| 


customer insurance! | 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


"BROGKS i HOOKS B 


Size of Households 
Smallest on Record 


The average size of households 
has declined within just two gener- 
ations from about five persons to a 
little over three persons, according 
to a survey of the Bureau of the 
Census. 

A charp decline has been noted 
during the last five years, from an 
average household size of 3.55 per- 


sons in 1947, despite the high 
birth rates of the intervening 
years. 


Urban households in 1952 aver- 
age slightly over three persons 
(3.19) while rural farm households 
average nearly four persons 
(3.96). Rural nonfarm households 
average 3.39 persons. 

The Census bureau estimates a 
total of 45.5 million household and 
a combined population of a little 
more than 151.5 million persons 
living in households. 

Nearly 7 in 10 households are 
located in urban areas, 2 in 10 in 
rural-nonfarm areas, and a frac- 
tion more than 1 in 10 on farms. 


2,722,089 TV Units 
Shipped in 8 Months 


During the first eight months of 
this year a total of 2,722,089 teie- 
vision receivers were shipped to 
dealers, according to the Radio- 
Television Manufacturers Associa- 
tion. This compares with 2,744,831 
in the corresponding 1951 period. 

Set shipments in August of this 
year totaled 315,332 as against 
156,015 units shipped in the same 
month of 1951. 


The eight-month totals for lead- 
ing states were as follows: 


New York . 830,914 
California .. 289,972 
Pennsylvania . 227,356 
Ohio 206,382 
Illinois 153,292 
Texas 125,276 
Michigan . 112,015 
Massachusetts 111,462 
New Jersey 107,109 
Indiana 105,867 
Steel Output Hits 


All-Time Record 


Steel production in the United 
States set a new all-time high in 
the week ended Oct. 11, reported 
the American Iron and Steel Insti- 
tute. The nation’s steel mills oper- 
ated at an average of 106.6 pct of 









e Accepted the 
world over 


e@ Backed by years 
of uninterrupted 
Advertising 
Promotion 


e@ INCREASINGLY 
POPULAR AS A 
FAULTLESS 

STANDBY LIGHT 


Order thru Your Jobber 
R.E. DIETZ COMPANY 


LE SYRACUSE 1, N. Y. 1840 











3 100 COMPLETE 
ENSEMBLE 





ENSEMBLE AS-193 


| 
CURTAIN SCREEN, 
ANDIRONS and FIRE TOOLS 


ORDER IMMEDIATELY! 





WILSHIRE mes. co. 
| a eae Coenen sh ao 
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capacity, producing a record total 
of 2,215,000 tons of ingots and steel 
for castings. In the middle of Sep- 
tember the industry was operating 
at 102.1 pct, turning out 2,121,000 
tons. 


Frigidaire Shows 
New Food Freezers 


Frigidaire Division of General 
Motors Corp. has introduced two 
new food freezers which, according 
to H. F. Lehman, general sales 
manager of the division, incor- 
porate engineering advancements 
which not only will provide lower 
temperatures and more convenient 
frozen food storage facilities for 
the home, but afford a major re- 
duction in daily operating costs. 
The new models, 9.2 and 13.2 cu. 
ft., feature extra-thick sealed insu- 
lation. 


‘Fluorescent Tube 


Prices Raised 5% 


A price increase of about 5 pct 
on its entire line of fluorescent 
tubes, with the exception of deluxe 
fluorescents, was announced Oct. 
10 by the Lamp Division of West- 
inghouse Electric Corp., Bloom- 
field, N. J. The company said the 
change restored most prices to last 
year’s levels. The company at the 
same time announced a 16 pct 
price cut on its fluorescent mer- 
cury lamps “as a result of new de- 
velopments in production.” 


Electrical Contractors 
Had Bigger Year 


The record volume of electrical 
installations being done this year 
will be repeated in 1953, according 
to every indication, and a doubling 
of that volume within 10 years is 
in prospect, declared D. B. Clayton, 
Sr., Birmingham, Ala., president of 
the National Electrical Contractors 
Association. 

Mr. Clayton said that in the 12- 
month period just closed, the 10,000 
small businesses comprising the 
electrical contracting industry had 
the most active year in their his- 
tory. He said that they transacted 
approximately $1,750,000,000 of 
business and provided full employ- 
ment for 115,000 skilled electrical 
workers with productive payrolls 
totaling $575,000,000. 

“This volume has been achieved 
coincident with the rise of the na- 
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A New Experience in CHARCOAL COOKING \ 


The BAR-B-GRILL 


Featuring a Sauce Pan that Lets the Chef 
fl Baste the Meat! 





Flame flare is eliminated with 
a BAR-B-GRILL. The meat 
juices drip into the sauce pan, 
not the fire. 

The vertical fire box permits 
the coals to give off radiant 
heat. These Infra-Red rays 
cook the meat 
more thoroughly 
and up to % 
faster. 

The BAR-B- 
GRILL comes in 
a durable carry- 
ing case and 
assembles in 
sixty seconds. 


JOBBER INQUIRIES INVITED 


MAY & SCOFIEL 











Complete Package 


| e All Steel BAR-B-GRILL 


2: Aluminum Drip Pan 


Spit, Forks & Cooking 
@ Grids 


4 Attractive Carrying 
@ Case 







RETAIL 
Usual Trade 
Discounts 











Order From 
Your Jobber 
Or Write 
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Serving 
INDUSTRY 
since 1887 


WASHERS and 
STAMPINGS 


Standard and Special Washers, 
of every description, from every 
kind of material, any desired 
finish . . . designed for every 
purpose... utilizing more than 
22.000 Sets of Dies. 


Let us Quote on Your Needs. 


WROUGHT WAS 


THE WORLD’S LARGEST’ PRO 
2218 SOUTH BAY STREET bd 








= C 

= —- 

ER ty 
MFG. of o 


DUCER OF WASHERS 
MILWAUKEE 7, WISCONSIN 
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MAGAZINE . . . TELEVISION PUBLICITY 
CREATING SENSATIONAL DEMAND FOR 


PTT 
: TIME-SAVER* 


sg ON 

















* % 


Nationally 
Advertised 


$398 





BUND SALES! 
with New Plastic 
Box Package... 


Counter Display Carton 


Get this NEW Time Saver 
display on your counter NOW. 
This amazing new set bores holes 
up to 1” diameter with any 4%” 
electric drill... 27 ft. through 
joists and studding, 56 in. through 
solid wood with added extensions. 


4 





6” Extensions .............. 98c ea. 

12” Extensions............ $1.39 ea. 

Extra Blades Only .......... 49c ea. 
Another . . . Of The Time Saver Tools 


Write For Name of Your Nearest Jobber 
TIME SAVER TOOLS, Inc 


Mundelein, Ill 








( Here's the one that ) 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 






WILL NOT SHRINK! 
STICKS AND STAYS pur 
Tl 
SEE 

















Most dealers report: (A 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 











st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many — materials may shrink 
fall out or chip off. Durham’s Rock-Ha 
i Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to ease. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
In POWDER Form 



















tion’s electrical generating capacity 
to approximately 80 million kilo- 
watts,” Mr. Clayton said. “Firm 
plans of utility companies indicate 
that within 10 years this capacity 
to produce electrical energy will be 
doubled to 160 million kilowatts and 
that by 1970 a realistic reckoning 
would be 250 million kilowatts 
capacity. 


l-H Sales Contest 
Beat 1951 Record 


In the big summer refrigeration 
sales contest of International Har- 
vester Co., which ran from June 15 
to Aug. 30, retail sales totaled 
117,947 refrigerators and freezers, 
it was announced. This total was 
157 pet of the national campaign 
goal of 75,000 units. It also repre- 
sented a sales gain of almost 3,000 
units over the results of last year’s 
sales contest. 

The company chartered the 
Queen of Bermuda for a cruise to 
Bermuda and Nassau and more 
than 500 prize-winning dealers 
and distributors and their wives 
left New York on the ship, Oct. 11. 

The contest was conducted on 
a district and distributor quota 
basis with two dealer trip winners 
in each wholesale territory. Mun- 
son Equipment Co., Blythe, Cal., 
was top national winner on a 
quota basis with sales of 155 re- 
frigerators and freezers, exceed- 
ing the quota by 1,550 pct. 


Warns Appliance Prices 
Are Bound to Rise 


Increases in prices of home ap- 
pliances are to be ‘expected in com- 
ing months, John W. Craig, vice 
president of Avco Manufacturing 
Co. and general manager of the 
Crosley division, stated at a meet- 
ing of distributors in Atlantic City. 

Appliance prices, he said, “simply 
have got to go up as the increases 
in material and labor costs from 
the steel wage settlement are even- 
tually felt.” He said it would take 
three or four months before appli- 
ance manufacturers feel the full 
effects of these cost rises on prices 
of products they obtain from their 
suppliers. 

‘During the coming months,” he 
continued, “manufacturers, distrib- 
utors and dealers are all going to 
have to use their ingenuity to hold 
against rising costs of doing busi- 
ness, even granting some price in- 








125 
Profit-Makers 
for You 
in 
SANDS NEW 
'52 CATALOG 
Order Free CopyToday! 


Sands now offers you 125 moneymakers in a 
complete line of new and improved Sands 
Levels, and expanded line of Sands masons’ 
and plasterers’ tools. All are quality items 
guaranteed by Sands. New catalog is de- 
signed for easy ordering. Gives all the 
sales features that assures big, profitable 
volume. Order free copy today. 


SANDS LEVEL 
AND TOOL COMPANY 





“Sands Levels 
Tell the Truth” 


esr. 1oe 


CLINTON, IND- 


CLINTON, INDIANA 




















Bewildered ?? 


.... them read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 


out the nation. 
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creases, if they once again expect 
to operate on economically sound 
margins. Overhead as well as man- 
ufacturing costs are going up.” 

The 1953 lines of nine Shelvador 
refrigerators and four-room air 
conditioners were shown. The re- 
frigerator line has been reduced 
from 16 models last year in order 
to increase volume on each model 
and effect savings, he said. 

Prices of the refrigerators run 
from $200 for a seven cubic foot 
model to $520 for a 12 cubic foot 
model. No prices were given on the 
air conditioning line. 

Mr. Craig said that the excess 
inventory difficulties of the past 
year have been solved. He declared 
that practically no steel had been 
allocated to consumer durables from 
the mills in the fourth quarter of 
this year and in the first quarter of 
1953. The acute shortage will prob- 
ably extend into the first quarter of 
1953, he added. 

He declared that “business ahead 
looks good as far as we can see— 
certainly through the first half of 
1953.” 


Marked Decline In 
Heavy Construction 


Heavy construction awards 
dropped to $234,277,000 in the week 
ended Sept. 30, compared with 
$317,149,000 in the preceding week 
and $421,940,000 in the same week 
a year ago, reported Engineering 
News Record and the Construction 
Daily. It also was 25 pct under the 
average week to date this year. 


Dept. Stores Expected 
To Get Bigger Share 


Department stores, which in re- 
cent years have had a smaller share 
of total retail sales than they en- 
joyed in the period before World 
War II will likely regain their pre- 
war share of the business in com- 
ing years, according to a study by 
the Federal Reserve Bank of Chi- 
cago. The bank study reviewed ex- 
tensively the position of department 
stores in relation to the whole re- 
tail picture. 

It concluded that the reason they 
lost a portion of the total volume 
was due to the fact that a greater 
share of consumer income was go- 
ing for automobiles, building ma- 
terials and for food. However, it 
said that more people now are bet- 
ter housed and “more adequately 
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LECTRO-EJER. 


at 
APES 





Grass lumnee 


15,000,000 
BUYERS ARE WAITING 


” . i! 


ear - | Bbeleeiiie 


N NATIONAL ADVERTISING PRESELLS YOUR CUSTOMERS 
















What’s the really tough lawn care job? Not mowing—but keeping 
shaggy edges neatly trimmed! 

LECTRO-EJER trims everywhere the mower can’t reach—around 
flower beds, trees, walls, fences and walks. LECTRO-EJER is 
fast’n’easy to operate, and only weighs 2 pounds 14 ounces. It is 
top quality from the safety guard right down to the oiled-for-life 
ball bearings. 

To bring eager LECTRO-EJER buyers into your store, three tested 
and proved magazines will carry a powerful sales message through 
the summer months. Ask for your copy of the complete advertising 
and merchandising program . . . and BE SURE to have LECTRO- 
EJER on display and plenty more in stock. PLACE YOUR ORDER 
TODAY! 


BROWN MANUFACTURING COMPANY 


1940 LINWOOD OKLAHOMA CITY, OKLAHOMA 








Plant the CANVAS KID Lawn 
Companions in Your Sales 
Garden, Then Watch the 
Big Profits They’ll Sprout 





Take advantage of the powerful advertising scheduled in five leading consumer 
publications for these two popular lawn and garden items. You'll be helped by 
eight insertions throughout the selling season in House and Garden, 
House Beautiful, House Beautiful’s Practical Gardener, Horticulture 
and Garden Gossip. Don’t miss the big opportunity this campaign offers. 
It’s sure to pre-sell your customers, and will step up your volume and profits. 


t sales promotion campaign for 1953. 
= DEALERS: Order your Canvas Kid Grass Catchers 





STOCK NATIONALLY-ADVERTISED Canvas Kid 
GRASS CATCHERS AND GROUND SOAKERS NOW! 


JOBBERS: Write today for Canvas Kid Grass Catcher 





Ground 
Soaker catalog pages and brochure explaining big 


and Ground Soakers early. And be 
sure toask your Jobber Salesman 
about the new Canvas Kid 
Ground Soaker Display 
Carton, which con- 
tains a one-dozen 
assortment of the 
most popular sizes. 
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CANVAS PRODUCTS COMPANY . 


















1234 So. 7th St., St. Louis 4, Mo. 
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CHAMPION “243! MAIL BOX 








Champion No. 9906 Mail Box is the first well-designed box large 
enough to receive all the mail delivered to homes, including “Life” 
and “Saturday Evening Post.” 


© Profitable e Rustproof 
© Good Value e Reasonably Priced 


The 
IAWIMUAM AVITAL Om AL 


GENEVA, OHIO 























Your customers BEST BUY 
is bound to be your BEST SELLER! 





feature genuine 


IWAN 


SNOW SHOVELS 


TOP Iwan “Ideal’’"—One piece blade and 
socket with sides and top crimped to hold 
the snow and provide added strength. 
Height of handle is higher, requiring less 
stooping. Blade 15x18", 18 ga. a“ -car- 
bon steel cold-rolled. 34°’ round handle 
with pressed steel “D’’. Cat. No. IS, 
Weight per doz. 60 lbs. 























z 


WW 
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CENTER Iwan “Economy” Snow Shovel— 

Low priced serviceable tool. 18 ga. 15x18" 

blade ribbed for added strength. 

long—1-1/16xl-7/32"' square hardwood han- 

dle securely riveted to blade. Sturdy 

tom “D’’. Cat No. IJS, Weight per doz. 
s. 





BOTTOM Iwan “Senior’’ Snow Shovel— 
Top quality tool of this type. 15xl8’’ rib- 
bed blade. 18 ga. high-carbon steel— 
steel “D*’’, hardwood handle 36” long. 
1-1/16x1-7/32'" square, securely mounted 
in tight-fitting socket on back of blade. 
Cat. No. Iss, Weight per doz. 62 Ibs. 





RW 






\ 


1503 PRAIRIE AVENUE 


IWAN BROS., INC. 


SOUTH BEND 14, INDIANA 





supplied with vehicles” than ever 
before. Consequently, it added, fu- 
ture spending will be diverted more 
to department store lines of goods. 

The study also stated that com- 
petitive position of department 
stores should improve if new laws 
effectively set price floors, giving 
consumers less incentive to patro- 
nize “discount houses.” 

Illustrating the smaller share of 
total retail volume going to depart- 
ment stores, the study noted that 
in the three years, 1949-51, all re- 
tail business exceeded the 1939-41 
average by 195 pct while depart- 
ment store sales were only up 170 
pet. In recent years 46 pct of all 
consumption dollars have gone for 
food and durables in recent years, 
as against a prewar average of 40 
pet. 

Automobile dealers’ share of total 
retail sales rose to 17 pct in 1951 
from 13 pct in 1939. Retail sales 
of building materials outlets ad- 
vanced to 7 pet from 5% pet. In- 
crease in sale of home furnishings 
was more than proportionate due to 
the housing boom. 


New Plastic Pipe 
To Be Flexible, Light 


Production of flexible and semi- 
rigid plastic pipe is planned soon by 
the Triangle Conduit & Cable Co., 
New Brunswick, N. J. The com- 
pany plans to add rigid and high 
impact plastic pipe later. 

Sizes of the flexible pipe will 
range from one-half inch to six 
inches. It will be extremely light 
and it is claimed that it will not be 
affected by corrosive elements. 


Increase Noted In 
Retail Failures 


Retail business failures amounted 
to 71 in.the week ended Oct. 9, 
compared with 62 in the previous 
week, Dun & Bradstreet, Inc., re- 
ported. For all types of business 
the total was 147, as against 129 in 
the previous week, and 126 in the 
same week last year. 


Manufacturers Busy 


Manufacturers’ sales, inventories 
and backlogs increased moderately 
during August, while new orders 
rose more sharply, the Office of 
Business Economics, Dept. of Com- 
merce, announced. 


(Resume reading on page 15) 
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FITLER ROPE 
FITS THE — 


Consult your Fitler Dealer on 
all rope requirements. Whether 
the need is purely for rugged 
strength or one that calls for 
whip flexibility, your Dealer is 
ever ready to guide you. For one 
hundred and forty-eight years 
Fitler has supplied industry with 
dependable rope that is de- 
signed to fit the job. 


“WATERPROOFED" 











Look for the blue and 
yellow registered trade- 
mark on the outside of 5% 
inch diameter and larger 
sizes and on the inside 
of all smaller sizes. 


THE EDWIN H. FITLER CO. 
PHILADELPHIA 24, PA. 


Sold by dealers everywhere 











Lawn and Garden 
EDGING, TRIMMING AND SHEARING TOOLS 


Exclusive 
Self-Equalizing Compression Spring Scissors-Action 





a 
No. 





Roto- 9 ged Snip “a ad 
10 


enemas Stondord a. 
$3.95 $4.45 $5.45 


TRADE MARKS REGISTERED—PATENT APPLIED FOR 











AROUND FLOWER BEDS 








7 ... . : 
ALONG 5S! iOEWAl «Ss UP AGAINST FENCES 
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_ WG ‘OK MANUFACTURED BY 
es > EARL L. CHADWICK CO. 
> ee : v** P.O. Box 4080 Portland 8, Oregon 
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The Wright name is 
your guarantee of top 
quality in galvanized 
hardware cloth. Care- 
fully woven, heavily 
and brightly galvan- 
ized, a Wright qual- 
ity product all the 
way from rod to 
you. 


¢. WRIGHT wire co. 
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Bartlett WE-Combination 


Pruner and Saw—Octagon Pole 


Bartlett Tree Trimming Tools enjoy a world-wide reputation 
for quality and performance. The Combination shown here- 
with has two sep- 
arate tools as head 
sections with ex- 
tra 4, 6 or 8 ft. 
octagon sections 
fitted with round 
sleeve body which 
engage the top 
section. 

This Combination 
tool is packed for 
easy handling—1 
carton contains 
the two 30” top 
sections, and 1! 
carton contains 
the extra sections 
as ordered—prop- 
erly marked so 
that it is not nec- 
essary to do any 
packing for re- 
sale. 

Send your trial 
order and learn 
how to sell tree 
trimmers the con- 
venient way. 


Bartlett Manufacturing Co. 
BOX 34, 3003 EAST GRAND BOULEVARD 
DETROIT 2, MICHIGAN 
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SELL WINDOWS 
IN ROLLS 


Now, a completely 
new 5-roll mere 
chandising display 
that moves Sol-Q- 
Lite Window Ma 
terials off the floor 
into customers’ 
hands in a hurry. 
Colorful, compact 
and designed to 
attract prospective 
customers. Fits 
right into your 
plans forother prod- 
uct displays. Prome 
inently shows 
names of products 
and their many 
uses. A special 
dealer plan brings 
you this handsome 
merchandising 
equipment. 














New colar. 
fully pack 
aged storm 
windows in 
Crease your 
individual 
sales tre 
mendously, 
Highly com. 
petitive. $* 
price. 


SEE YOUR JOBBER OR WRITE DIRECT 
FOR FREE DEALER PROFIT PLAN 


SOL-O-LITE 


MANUFACTURING COMPANY 
4303A W. North Ave., Chicago 39, Illinois 





over 2,000,000". = 
bottles sold in 6 months 


CLEANS, POLISHES COPPER, 
brass, stainless steel—in 
one second. Wipe on, rinse 
off —no waiting. 

* QUALITY ASSURED: U. S. 
Testing Co., York Research 
Lab., Good Housekeeping. 


* POWERFUL ADVERTISING 
in Good Housekeep- 
(fie ing, Better Homes 

te i) & Gardens, Ameri- 
% can Home, TV, 
Radio, etc. 












COPPER BRITE, INC. 
1109 N. Poinsettia Pl., Los Angeles 46, Cal 








Turning the Corner? 


(Continued from page 91) 


I came back from covering the 
labor government in Britain and 
the moderate socialist regimes of 
western Europe, convinced of one 
thing: the inertia of those systems 
is so deadening that you simply 
cannot get high standards of liv- 
ing that way. 

I came back convinced that the 
free enterprise system, if it can 
master its own social consequences 
in terms of excess boom and crash, 
can _ overwhelmingly outproduce 
and outshine all other systems with 
one hand tied behind its back. 

In spite of this, if the masses of 
voters are given only the alterna- 
tive of boom and crash, on the one 
hand, and lower standards of living 
with greater stability on the other, 
they will take greater stability. 

It’s odd, isn’t it, that we so great- 
ly prize this term security in mili- 
tary affairs, but look down our 
noses at it, when people who are 
not very well off or equipped to take 
risks or ride out an economic storm, 
talk of security in their economic 
lives. 


It's Up to Business 


The outcome of this crisis of 
free enterprise rests, in my opinion, 
not on what conservative govern- 
ments do, but what conservative 
business leadership does in the 
years just ahead. 

We have always properly thought 
that free markets are the be:t reg- 
ulators, and that they can be trust- 
ed far better than central controls. 
That still stands true, if we don’t 
carry it too far. ' 

The temper of these times, is 
such that any element in the com- 
munity must look out, not only for 
its own interests, but it must stand 
responsible politically for the effect 
of its actions on the community. 

Roosevelt took advantage of the 
fact that people in this age expect 
the economic system to work for 
their benefit, and he created the 
heavily centralized state. How 
much more appropriate for busi- 
ness not to mistrust, but to take ad- 
vantage of this same spirit of the 
times, to adjust its own relation- 
ship to the community better than 
in the past; to base its own pro- 
gram on the effect it will have on 
the lives of the people as a whole. 

If business does much more than 
in the past in taking leadership into 








FURNITURE REPAIR KIT 


An ingeniously compounded stick that 
Fills and Colors NICKS, DENTS and 
GOUGES in natural-finished or stained 


woodwork, furniture, 
leather and plastics. 





NO DRYING TIME REQUIRED 
LASTS AS LONG AS THE WOOD 
WILL NOT BLEED OR SHRINK 
Display card holds 12 cellophane bags, retailing 
at 25 cents. Each bag contains a complete kit of 
4 Decto-Sticks (dark mahogany, light mahogany, 
walnut and maple) a scraper and instructions. 
SOLD THROUGH JOBBERS 


| DYcTon Com aeletbicia-m Ge 
SALEM 6 MASS 


Makers also of Decto Run-Smooth, a light colored 
all-purpose Lubricating Stick 

















YATES 
COMPANY 


EXTRUDED PLASTIC PRODUOTS 
Precision Extruders of Rods, Tubes, 
Strips, Special Shapes for builders 
hardware, chemical industries, elec- 
tronics, furniture, toys. 

Bend inquirtes for engineering recommendations 

YATES Company 
2211 Cemetery Road Erie, Pa. 











His Hardware Age 


Ad. Brought Results— 


"As a Manufacturers’ Repre- 
sentative, getting the HARD- 
WARE AGE is a necessity, 
especially in view of the fact 
that | have secured several de- 
sirable lines through the Ad- 
vertisement | placed in the 
AGE in August. With best 
wishes for your continued suc 
cess." Sincerely yours, 


A Satisfied Advertiser 
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ELECTRIC HOUSEWARES 


> is \ 











Another Fast-Selling 
EMPIRE Time and Labor Saver! 


ELECTRIC TABLE GRILL 


re 
ha 


ersten Mi PY 


- + teams up with the 
"Perco-Drips", Food & Baby Bottle Warmer, Hot 
Plate, and the sensational Empire Automatic 
Percolators to bring you the most complete line 
of profitable Electric Housewares you can feature! 


"2-Cup Coffee-Quickie”, 





SF jae 


oi 


Makes WONDERFUL 
COFFEE! 
The Smartly Contoured 


Fully AUTOMATIC 


a mle Percolator 


@ Just plug it in—no e Automatically Starts 
; regulating! Percolating! 
\ @ Keeps Coffee Serving Hot for Hours! 


a ED 





oc, ae 








A chrome-plated beauty, with 130 sq. in. grilling 
surface—interchangeable grids—heat indicator— 
removable dripping pan. 











Model No. 1942 — $9.95 (Except in West) 


THE METAL WARE CORPORATION 


TWO RIVERS, WIS. 
Chicago: Merchandise Mart 


Manufacturers Of: 


> 


Electric Housewares, Portable Lanteras, and 


New York: 200 Fifth Ave. "Little Lady" Housekeeping Playwares. 


a STREAM of profits 
SPRAY your way 
from FAUCET-QUEENS! 








S71R UP SALES 


with these durable, easier to use 
PLASTIC MIXING BOWL SETS 









a flick of the finger 













gives | 3 
A SPRAY OR STREAM | KITCHEN 
Yffiine TESTED 
am 1 i 
flexible type regular model (Sn — 
\ Popular 
retails for 49 retails for 29¢ toy wae = | Serge see ae Colors 


Model “‘A’’ FAUCET- QUEEN has 
flexible bellows-like neck for 
reaching every part of the sink. 
Has strainer & anti-splash fixture. 





Prize-winning display with 1 doz. 
assorted colors. $3.90 per doz. 








Regular model FAUCET-QUEEN 
has rigid-neck sprayer. Also 
strainer and anti-splasher. More 
than 22,000,000 sold! 


Here’s another deluxe quality staple that shoppers of nationally 
advertised Lustro-Ware will want for their kitchens. They’re tops 
for utility and durability. Wide flanged rims make them easier 
to hold and handle. 





Easel-back display with 1 doz. 
assorted colors. $2.30 per doz. 
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Order now from your jobber 





faucet pf duce =p 


Bowls are different 
colors, sets individually 
boxed with merchandis- 
ing display card; also 
in open stock. For cata- 


PLASTIC HO ee 








log write we OM 
Cc Jeane C7 rm 
“PRODUCTS, It Nc. ‘ a 
119 W. Hubbard St., Chicago 10, Ill. Ge) Sremans <, Site 1 convene #5 
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YOUR CUSTOMERS 


AND BUY 'EM 
he 


MOORE pusntess 


PICTURE HANGERS 

For hanging mirrors; pictures; 

heavy wall decorations 
—SAFELY 





MOORE pusu-pins 


For drapery and curtain tiebacks; 
lighter wall decorations 








NATIONALLY ADVERTISED 
MOORE PUSH-PIN CO. 


Since 1900 
113-25 BERKLEY ST., PHILADELPHIA 44, PA. 








wooopdD 
JOINERS 
SX 


SKOTCH 


A Steady 
Profit Puller 





8” x 10” carten display 
printed in red and bieck 
or on cards fer bin display 
Here's a wood joiner that really 
HOLDS ... and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, “T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps .. . 
Sample wood joints that show on iy 
of SKOTCH Wood Joiners plus a new 


counter folder cre yours FREE. Ask 






your Jobber or write direct for gen- | CHAIRS 
erous supply. Dept. HAI. 
SUPERIOR FASTENER CORP. 

2949 ELSTON AVE., CHICAGO 18, ILL. "sens 














GRIPS LIKE A VISE 
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its own hands, and hammers out re- 
| sponsible programs for the com- 
munity at large, then we are over 
the hump. 
If not, I do not answer for the 
future. I speak as a friend of the 
| free enterprise system, and al.o as 
| one who cannot offer any packaged 
solutions. 
| And now, about the present state 
of our national military strength, 
| there is a storm blowing up—we 
| are headed toward trouble. 
| There is still time to do some- 
| thing about it—if we do certain 
things: lay the whole problem in all 
its naked clarity on the table, in 


| front of the people of the United 





States; discuss it fully, face what 
needs to be done, and roll up our 
sleeves. 


Our Strength is Down 


If we don’t face up to the storm 
warnings, the prospect is not amus- 
ing. 

Our military strength as com- 
pared to that of Russia is declining, 
at this moment. Russia is catching 
up — quite fast. We are still 
stronger. We can remain <0, if we 
do the right things. But the trend 
is down. 

How can this be? Our atomic 
striking force in its present form 
is slowly becoming obsolete. Our 
vulnerability to Russian atomic at- 
tack is great, and we are doing very 
little about it. This is of critical 
importance. 

Our strategic airforce, at the 
moment, is based on the huge, fan- 
tastically costly and complex B-36. 
The supply of these is not unlim- 
ited. 


Defenses Are Weak 


Russia has sdmething like 8,000 
jet interceptors, mostly, the for- 
midable MIG-15’s. They presum- 
ably have guided missiles coming 
up, and also night interceptors. 
There is no cloud cover at high alti- 
tude over Russia most of the time. 


We have an urgent need for a 
new system of attack—designed 
specifically to enable an attack 
plane to stay up in the air. We need 
small, highly maneuverable air- 
craft, as fast as anything ever pro- 
duced, capable of evading guided 
missiles. 

Our second major source of 
weakness, is our own continental 
defense, right here at home. Are 
you familiar with the present 
brutal facts? General Vandenberg, 
the ranking head of the Air Force, 


has said that the most we can hope || 


Te ee 


CHECK 
VALVES 


PEAT EG 


metal 
poppet 


All position. Can't leak. 
For cold or hot water or 
steam. 150 Ibs. pressure. 


Noiseless. Write for Bul- 
letin No. 302. 





ORDER FROM YOUR JOBBER 


ee 





FORT WAYNE 1, INDIANA 








STRATAFLO PRODUCTS, INC. 





McGill Brand 
mouse and rat 
TRAPS 








@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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to shoot down of attacking planes 
is 30 pct. That is rank optimism. 
We would do well, very well, if we 
shot down 20 pct. The British at 
the height of the Battle of Britain 
shot down 20 pct. 

The Russians have several hun- 
dred TU-4s, which are like our 
B-29s but a little better, and we 
presume they will soon be all pow- 
ered with very good jets. They 
have range enough to reach most 
any major industrial city in the 
United States. And the Russians 
also have fast, high altitude jet 
bombers which could be refuelled 
in the air and turned loose as sui- 
cide A-bombers. 

Is our striking force below that 
of the Russians? No, though they 
are catching up. They are not yet 
as. good. 

If war comes, it will be the Rus- 
sians who break the peace. They, 
not we, are the potential aggres- 
sors. So if we are vulnerable—if 
we don’t do our level best to throw 
up defenses—they will be strongly 
tempted to try a knockout blow. 

That’s what the military men call 
strategic surprise. That’s one rea- 
son why our own continental de- 
fense system is of the utmost im- 
portance. It is a major part of 
our strength. It can either dis- 
courage or encourage, an aggres- 
sor. 


We Are Vulnerable 


We are geographically, and eco- 
nomically, more vulnerable than 
they. We can only guess how diffi- 
cult it would be for us to find tar- 
gets behind an iron curtain—and 
in the remote recesses of Russia 
and Siberia. Malenkov recently told 
the Supreme Soviet that one-third 
of all Russia’s industrial produc- 
tion is now behind the Urals; and 
one-half of its critical material 
supply; coal, oil, steel. 

Meanwhile, our industrial system 
is an open book, laid on a table in 
full view, for all to see. In that re- 
spect, we have virtually no secrets. 
And you of all people know how 
easily our intricate system of mate- 
rials, parts producers and assembly 
lines can get in a bottleneck. 

Those who know the score, feel 
that the Russians could not hit us 
with what they call a catastrophic 
blow, in the predictable future. But 
they could land what is called a 
crippling blow, maybe as soon a.; 
1954. We won’t be ready for it 
unless we take drastic action. 

Vannevar Bush, this country’s 
top expert in weapons evaluation, 
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Your emergency re- 
quirements are our 
special concern. 


204 CONNELL AVE. 
\ SOL0E, ILLINOIS 











4 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8’ O.D., 
gauges No. 28 to 3/8", stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 


















Brush-Holders 


PROTECT PAINT BRUSHES 
"Hold Any Brush"’ 
To any Can 
Suspend brushes from 
the handle . . . keep 
bristles straight and 
handles clean ... 
nickleplated. 
10c each 
E. & J. ENTERPRISES, INC. 
VERONA, NEW JERSEY 





wx EASIER TO USE 
* LASTS LONGER 
* CLEANS BETTER 


SUNSHINE 


| REG. U.S. PAT. OFF. 


FRENCH PROCESS 
CHAMOIS 


GENUINE OIL TAN 
} MADE IN USA. 


DOUBLE DUTY \ 


ASK YOUR JOBBER 
FOR OUR 


DOUBLE VALUE TO THE 
CONSUMER 











HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








METAL FLOATS 
3" to 12" diameter 
ball floats of cop- 
per or stainiess 
steel for open 
tank to i5s0# 

pressure in stock 
—specials of 
various metals 
made to order. 
Catalog on request. 
ARTHUR HARRIS & CO. 
212 NW. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 


Ball 
Type 








DOUBLE DUTY CHAMOIS | 


/“SNAPON” 


CHAIR-LOC 


Amazing New Chemical 





ere) sW-E-L-L-S Wood 


| 


| 
| 


¢ Penetrates wood fibres— 
makes them e-x-p-a-n-d 
permanently. 

© Quickest and easiest way 
to fix loose chair rungs, 
fegs, handles, dowels, 
dove-tails, ete. 

A Fast-Selling Impulse Item 


Write for Free Samples and 
Literature 
CHAIR-LOC CO. 
Lakehurst 3, N. J. 





——$—$— 


——"Selling Is Our Business"—— 


@ Complete coverage of the East; 
permanent show rooms. 

@ Representing leading house- 
wares and hardware manufac- 
turers. 

Inquiries solicited regarding 
additional lines. 


SALES 
SAM WEISMAN ss oacanization 
200 Fifth Ave., New York 10, N. Y. 


Direct Factory Representative 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil oe 
Send for Catalog type va 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 
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PREVENTS RUST 
REMOVES RUST 
MAKES PAINT STICK 


Packed 1 
in display case 


For prices and sample, write 


THE KLEAN-STRIP CO., Inc. 


2340 S. Lauderdaie, Memphis 6. Tenn. 











ASK YOUR 
JOBBER 
SALESMAN 


About the 


TV Tye)" 


CHRISTMAS 
PACKAGE 


No. 1952 . . . Five popular 


scales individually boxed with 
Christmas colors. Special terms 
.. . Special sales helps. 


HANSON SCALE CO. 


Est. 1888 
525 N. ADA ST., CHICAGO 22, ILL. 
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made a terse statement the other 
day: “There is talk of an H-bomb,” 
he said. “And we know that a pro- 
gram for the development of one 
was instituted some two and one- 
half years ago. It is reasonable to 
presume that Russia has an H- 
bomb program, and is accumulat- 
ing an A-bomb stockpile.” 

The Pentagon today is open to 
persuasion for even very far-reach- 
ing ideas; is making a big effort to 
work with the men who dream up 
such practical nightmares in their 
laboratories. Give the scientists 
access to top level policy-making, 
and that is all most of them ask. 

You probably remember the dev- 


jastating, unnerving fact that no 


airplane designed after Pearl Har- 
bor was ever used in World War II. 
You know what the problem of 
lead time is, and how much it has 
worsened since the war, with jets 
and guided missiles stretching it 
out into the distant future. 

You also know something about 
that rese arch and development 
problem in the lower echelons of the 
Pentagon—about those long, bu- 
reaucratic channels which separate 
the scientist and inventor on the 
one hand, from the military user 
who knows what’s needed. 

You know how promotion to 
higher rank comes to the man who 
never sticks his neck out; how the 
military man who dares to carry 
out new ideas, and finds himself in 
the doghouse because some of them 
inevitably failed, is very reluctant 
to try again. 

I believe that reorganization of 
the top military command is the 
single most important issue before 
the country today. I say this de- 
spite the fuss and fury of the elec- 
tion campaign. We need some fresh 
energy at the top. 

When the new president enters 
the White House on Jan. 20th, next, 
he will find himself presiding over 
a country which has partly forgot- 
ten the shock it got, when our mili- 


tary equipment didn’t measure up | 


in Korea. That next president will 
preside over a people who don’t yet 
realize how fast the Russians are 
coming up in modern weapons, or 
how helpless our official policy now 
feels about defending this country 
against them. I venture to virtu- 
ally guarantee to you that he will 
put this problem at the head of his 
list. 





SELLS ON SIGHT 


A BETTER LIGHT 


VOLKANO 


POrTABLE ELECTRIC 
HAND LANTERN 


With WESTINGHOUSE 
SEALED BEAM 


THROWS A POWERFUL BEAM 
FOR HALF-A-MILE 


SEALED BEAM MAKES BATTERY 
LAST UP TO 8 TIMES AS LONG 


MADE OF NON-CORROSIVE ALUMINUM 
AND STAINLESS STEEL 











mplete Richberry ive 


7 s Abe 


RICHBERRY ELECTRIC CO. 


Hote ef Gmce Teel & ity Co 


2335.45 WEST CERMAK ROAD CHICAGO 8 ILLINO'S 














Make an Extra Profit on 


Grainger’s Lower Prices 


1/2 HP WESTINGHOUSE 


TISV. 1725 RPM POWER-TOOL MOTOR 











: $2 700 
Lowest-priced 2 HP, double- 


shaft motor for saws, lathes, 

sanders, grinders, arbors and other power 
tools. Famous Westinghouse brand. Lists at 
$27.00. Your discount is large. Y2 HP, 1725 
RPM, 115 V., 60 Cy., continuous duty, 
single-phase, 3%” double shafts. Rotation 
easily reversed. Order sample from your 
nearby Grainger warehouse. Display with 
price tag—get easy sales. 


wich Re 
GRA 





WHOLESALE CATALOG 


Request on Letterhead 


w.W. GRAINGER 


_ 
43 WAREHOUSES — COAST-TO-COAST 
GENERAL OFFICE: 740 W. ADAMS, CHICAGO 6 
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CARPENTER SQUARES TROWELS, FLOATS, CEMENT TOOLS, DARBIES, HAWKS 


./ AMERICA'S FIRST FOR THE TRADE 
4 with FOR THE FARMER 
CRAFTSMEN 


FOR EVERY USE FOR THE HOUSEHOLDER & = z 
, at ZEPHYRLITE 


Vif: ‘ ‘waft I@HOL “Quality with §conomy” 
Nease NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA — U.S.A. 
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WHEN IT RAINS OR SNOWS ift. inn—_— 
Sole dei gene tires A Complete Gift-Wrap Section 


Mop Bucket “harvest time” is here; in Your Own Store for just +9 hs 
SO “BE ON YOUR TOES” od 


t it int 
AS THE SAYING GOES, ae ne 
Display “EAGLE’S” this time of the year. 


Gift Wrap Unit 
YES SIR: Put some “EAGLE” mop buckets on display in as Nay — 
your store windows or other prominent place in your store CONSISTS ON: 
and you'll reap a “bumper crop of profits” during the 
winter months when 
weather conditions 
create a big demand 
for floor cleaning 
equipment. 
The name “EAGLE” 
signifies “Quality”— 
which your custom- 
ers will readily rec- 
ognize when they 
see “EAGLE” Mop 


@ 6 rolls fancy gift wrap 
paper, 20" x 100° long, 
in cutter boxes. 

@ 8 rolls sparkling gift 
ribbon, varied colors, 
2 widths, 100 yds. each. 

@ Handy informative 
book—"How to Gift 
Wrap." 

@ Attractive, sturdy 
counter-display stand 
for ready use, 22" 
wide, 29" high, 114," 











Buckets on display. deep. 

Sold by leading Job- For Christmas and every occasion during the year, 

bers and Dealers in here's a handy, economical way to set up your own 

every section of the Gift Wrap Section. Featured in NEMA Plans Book 

United States and and General Mills Pocket Guide, this well balanced 

Canada. wrapping assortment is a real Gift-Sales booster. Order 
yours now for only $35.95. Refills on papers and rib- 

Manufactured by bons always available. 


THE EAGLE WOODENWARE MFG. CO. || term: Net 20 iroted—or cas with order 


'*Mop Wringer Manufacturers since 1889" | f.0.b. Milwaukee, Wisconsin 


Hamilton, Ohio, U.S.A. RUBY PRODUCTS CO. 430 N. Water St. 
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IN HOGE BRUSHES 
There’s a Difference Worth Knowing! 


e @ e Specialists in Industrial Sweeping Brushes 

e e e Finest Quality Brushes, Guaranteed against Mechanical Defects 

e e @ Prompt Attention — Courteous Service 

Ask your Jobber for HOGE BRUSHES and Fibre Brooms for 
Industrial and Municipal Uses. 


HOGE BRUSH COMPANY New Knoxville, Ohio 















HARDWARE AGE, OCTOBER 30, 1952 271 











Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives — etc. 


Set solid, maximum, 50 word 
Each ent werd Si escrers 10 


een additional word ......... 
Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 


Thursday. Classified forms close 15 days 
prior to. publication date. 
Remittance must accompany order in form 


of check or money order, not currency or 


stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








EXPERIENCED SALESMEN 


with following among retail hardware and 


housefurnishing stores, to sell the most popular 
branded line of dog furnishings. in be 
handied as a side line. Liberal commission. 


Choice territories open. 
Address Box A-803, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














HARDWARE FS ao OR MANUFAC. 
TURERS AGEN Experienced only. Own car. 
Good following. ‘oes nmxture, furniture manu- 
facturers and cabinet shops. Good opportunity with 
New York manufacturer and wholesale jobber. 
Protected territories. Write in full detatl Ad- 
dress Box A-401, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. \ 





FACTORY REPRESENTATIVE WANTED 
O SELL quality lines of imported hinges and 
lines of fine imported wood screws a:.d belt 
products. Good commissions. Please write stating 
territory desired. Also current references and 
lines handled. Items listed to be offered as tc!- 
lows: Hinges to wholesale hardware and lumber 
and millwork companies; screws — bolts to 
manufacturers, hardware and mill ly com 
panies, Address Box A-817, care of ( Haso wane 
Ace, 100 East 42nd St., New York 17, N. 





PILUMBING SPECIALTIES — SALESMAN 
WITH_ FOLLOWING for established New York 
firm. Sell to hardware stores and plumbing con- 
tractors. Choice (protected) territories open. 
Commission. Replies confidential. Address Box 
A-843, care of Lliarpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 








SALESMEN WANTED 


Experienced with following among Plumbing 
& Heating contractors and Hardware Stores. 
Well-known New York Distributor offers choice 
protected territories. House accounts turned 
over. Draw against commission. Complete de- 
tails first letter. ager men confidential. 

Address Box A-844, care of pasewan 

100 East 42nd re ° "hes York 17, \ — 














PAINT MANUFACTURER DESIRES COM.- 
MISSION REPRESENTATION (individual or 
sales organization) first quality line. Some ac- 
counts and leads furnished. Protected territory. 
Please state type of following and contacts. 
Territory covered, number of men, other items 
carried and references in first letter. Atlantic 
gee Company, 2129 Belvidere St., Brook- 
yn, N. . 





MECANO, S. A., LARGEST FRENCH 
MANUFACTURERS of “Allied” brand Swiss 
drills. Have a few choice protected territories 
open for representative selling to hardware job- 
bers, mill supply houses and chains on a com- 
mission basis. “Allied” twist drills (carbon and 
high speed steel) are of the highest standard and 
fully guaranteed. They have been successfully 
introduced and very large quantities have been 
sold in this market with excellent performance 
record for the past three years. Shipments from 
oro gee stocks in New York. Ple se contact 
USA sole agent, Belf & Lustig, 23 Park Place, 
New York City 7, N. Y. 
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| OPEN ON 


HARDWARE 
ca Ss 


REPRESENTATIVE WANTED TO SELL 
ALUMINUM rolls 12” to 60” long and aluminum 
“T” squares, from 12” to 96” long. Every 
builder and mill supply hardware a_ prospect. 
10% commission. Write for Catalog and ex- 
clusive territory. Fairgate Rule, 177 Pacific St., 
Brooklyn 2, . 





MANUFACTURER’S AGENTS WANTED— 
BY WELL known manufacturer of complete 
line of Hickory Striking Tool handles and Ash 
Agricultural Tool and shovel handles. One man 
wanted in State of Kentucky and another in 
Louisiana and Southern Mississippi. Desire men 
all on established in territory to carry Hart- 
well handles as a side line on a commission 
basis, men who are calling on retail hardware 
trade as well as wholesalers and mill supply 





firms. Hartwell Bros., Memphis 8, Tenn. 





ELECTRIC FANS 


WINDOW VENTILATOR Manufacturer desires hard- 
hitting representatives who can arrange department and 
furniture store promotions and also key distributor 
sales. Top line, nationally advertised, low-priced for 
volume sales. Representatives having one or two other 
lines maximum. All territories except New Yorks. 
Address Box A-860, care of HARDWARE AGE 


100 East 42nd Street, New York 17, N. Y. 

















SALESMEN WANTED TO CARRY A 
LINE OF OSTRICH FEATHER DUSTERS. 
Liberal commission, Reorganizing—many _terri- 
tories open. Address Box A-862, care of Harp- 
WARE AGe, 100 East 42nd St., New York 17, 
M. %. 





CIRCULAR SAW BLADE. SALESMEN 
AND manufacturers’ representatives wanted call- 
ing on hardware dealérs, jobbers, power tool 
dealers and mill suppliers to carry a full line of 
circular saw blades. Address Box A-850, care of 





— Ace, 100 East 42nd St., New York 17, 





SALESMEN WANTED. TOP LINE MAN 





UFACTURER OF QUALITY, nationally ad 
vertised fishing tackle and sporting gvods has 
opening for live-wire men now calling on retailers. 
Give all details relative to experience, territory 
covered, lines handled, etc. Address Box A-800, 
care of HARDWARE AcE, 100 East 42nd Street, 
New York 17, N. Y. 





WITH FOLLOWING TO 
HARDWARE, garden supply dealers. Volume 
garden line being offered on direct basis for 
first time. Al] areas east of Rockies open. Liberal 
discount for dealer, good commission. Address 
Box A-871, care of Harpware Ace, 100 E. 42nd 
St., New York 17, N. Y. 


SALESMEN 





EXCLUSIVE PROTECTED TERRITORIES 
nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 





tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re- 
peat business. Address Box _ A-870, care of | 


Ace, 100 E. 42nd St., New York 17, 


TOOL SALESMEN, WITH FOLLOWING, 
CALLING on the hardware, automotive, plumb- 
ing, electrical supply jobbers and dealers, also the 


aircraft industries. Commission basis. Address 
Box A-856, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y. 





SALESMEN WANTED TO CALL ON 
plumbing-hardware trade to sell whole ae ae 
oor 


and electric water heaters—gas for oil 
furnaces and gas incinerators. Commission ac- 
count—write in detail. Address: Box A-865, 


care of Harpware AGzE, 100 East 42nd St., New 
York 17, , A 





EASTERN MANUFACTURER OF POP- 
ULAR PRICED tools desires aggressive repre- 
sentation to the wholesale hardware trade in the 


States of North Dakota, South Dakota, Ne- 
braska, Kansas, Iowa, Texas, Oklahoma, 
Louisiana and Arkansas. State territory and 
lines handled in the first letter. Address: Box 


A-863, care of Harpware Ace, 100 East 42nd 


St., New York 17, N. Y 





REPRESENTATIVE WANTED. _SALES- 
MAN WITH CAR to represent well known 


builders hardware specialty manufacturer in New 
south 


England and Atlantic Coastal states, 
through Virginia. Give full details regarding 
past experience, also salary desired. Address 


Box A-876, care of HARDWARE Acz, 100 E. 42nd 
St., New York i = 





PAINT SALESMAN—GOOD TERRITORY 
OPEN to sell a quality line of popular priced 
paints and varnishes as a side line. Liberal 
commission. Replies confidential. Forward par- 
ticulars including present territory and type of 
line covered to Box A-857, care of HARDWARE 
Acz,, 100 E. 42nd St., New York 17, N. 





Accounts Wanted 











ATTENTION MANUFACTURERS! 


An outstanding, well known representative, 
with beautiful Fifth Avenue showroom, desires 
one additional line from reputable manufac- 
turer for housewares and hardware trade. 
Offers exemplary representation with intensive 
thorough coverage of department stores, iob- 
bers, chains. in New York Metropolitan areas. 
Address Box A-828, care of HARDWARE > uae 
100 East 42nd Street, New York 17, N.Y 














MEXICO: MANUFACTURERS’ SALES 
REPRESENTATIVE’ ESTABLISHED since 
1930 selling at present mostly European lines, 
wants representation of general hardwire and 


shop machinery lines on a commission basis; 
travelling interior of Mexico. Address Artur 
Seidel, Apartado 1614, Av. Juarez, 56 Mexico 
D. F., Mexico. 

BUILDERS HARDWARE MAN WITH 
MANY years’ experience in all branches of 
selling desires to take on hardware lines as a 
manufacturer’s representative in Metropolitan 
New York City and local. New Jersey territory 
or establish in the New England territory, Ad 
dress Box A-875, care of Harnware AGE, 100 
East 42nd St., New York 17, . & 
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Classified Opportunities Section 








Accounts Wanted 


Accounts Wanted 


Business Opportunities 








SPECIALISTS 


Selling the Hardware Jobber only. 

Midwest Territory—Ohio to Kansas. 
Twenty yeors’ Experience; maintain two effices, 
close coverage. 
Have room for one or two more lines te this 
trade. 

Address Box A-782, care HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 














ESTABLISHED MANUFACTURERS REP- 
RESENTATIVE ORGANIZATION DESIRES 
additional line in hardware field. Maintain office 
and display rooms. Cover territory of Illinois, 
Indiana and Wisconsin; calling on all hardware 
jobbers, mail order and chain stores, industrial 
suppliers, farm equipment, electric and automo- 
tive distributors. Address Box A-787, care of 
a ea Acz, 100 East 42nd St., New York 








MANUFACTURERS REPRESENTATIVES 
CALLING ON HARDWARE, automotive, plumb- 
ing, refrigeration and mull supply distributors 
throughout Michigan, Western Ohio and Indiana, 
willing to represent an ethical manufacturer any 
part or all the above territory whose product would 
interest any or all types of above distributors. 
Address Box A-789, care of Harpwarz AGE, 100 
East 42nd St., New York 17, N. Y. 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York © Philadelphia © Detroit 
Cleveland © Louisville 
Covering ail classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 











SELECTIVE SELLING 


To important outlets for electrical tools and 
hand tools in Iowa and Nebraska. Estab- 
lished following. Substantial line wanted. 
Unrelated lines are of no interest. 


WRITE—Mark Anthony, Manufacturer's Agent 
Box 494, Des Moines 2, lowa 











I WANT TO SELL ANOTHER VOLUME 
line in the Southwest. Presently selling 500 
dealers, one established volume line, calling four 
times yearly. Consider contacting jobbers. Ad- 
dress: Box A-864, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 











Sales office, display and show room, 


service available to manufacturers of hard- 
ware and housewares. National, State, City or 
spot coverage to jobber, department store, 
chain and retail. Our representatives have ex- 
cellent backgrounds and sales record. 


CARADAY SALES CO. 





49 West 32nd St. New York 1, N. Y. 














MILWAUKEE 


| would like to hear from a reputable manufac- 
turer of a major line who needs sales represen- 
tation in Wisconsin through a Manufacturer's 
Agent doing an absolutely first class selling 
‘ob with a few selective lines. 


R. M. CORDON 
3245 South Lenox St., Milwaukee 7, Wis. 





























ACCOUNTS WANTED. MANUFAC. 
TURER’S AGENT CALLING on_houseware 
and hardware distributors, chains, department 
stores in New York, New Jersey, Eastern Penn- 
sylvania. Desires one or two major lines from 
reputable manufacturer for any part or all above 
territory. Address Box A-873, care of Harp- 
ware AcE, 100 E. 42nd St., New York 17, N. Y. 





NEW _ ORLEANS TERRITORY. MANU- 
FACTURER’S AGENTS calling on hardware 
and plumbing wholesalers and mill supply houses. 
Would like to represent well established manu- 
facturer whose products are already introduced 
to this trade. Address Box A-869, care of Harp- 
wt, Acez, 100 East 42nd Street, New York 17, 


Help Wanted 


CATALOG MAN 


A wonderful opportunity for man with expe- 
rience in compiling wholesale hardware cata- 
log and in maintaining catalog and supervising 
catalog department for a substantial general 
line wholesale hardware house in Ohio. In 
reply give qualifications and personal history. 
Address Box A-874, care of HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 




















Business Opportunities 











WE WILL INVEST 
IN YOUR PRODUCT 


32 hard-hitting salesmen, each strate- 
gically located in his own home territory 


from MAINE to SOUTH CAROLINA. 


SIX "HARD-HITTERS” IN 
METROPOLITAN NEW YORK AREA. 


WAREHOUSE FACILITIES in NEW YORK 
for your convenience. For intense and 
aggressive coverage in ALL or PART of 
this territory, write now to Box A-861, care 
of HARDWARE AGE, 100 East 42nd 
Street, New York 17, N. Y. 











RESPONSIBLE MEXICAN COMPANY 
OFFERS FIRST rate representation to manu- 
facturers of hardware and related products not 
satisfactorily represented in the Mexican market. 
Address Box A-867, care of Harpware Ace, 
100 E. 4nd St., New York 17, N. Y 
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FOR SALE 


40d NAILS 
SLIGHTLY WEATHERBEATEN 
4'/2¢ a Ib.—F.O.B. Brooklyn, N. Y. 


MASPETH SCRAP METAL COMPANY 
783 East 94th St. Brooklyn 36, N. Y. 
HYACINTH 8-1122 

















ONE OF NEW JERSEY'S 
BETTER HARDWARE STORES 


An outstanding value. Volume 
$130,000. Inventory $35,000 worth 
of CLEAN stock. 

Location: Corner store on main 
thoroughfare in suburban Central 
Jersey. 

Price: $50,000 to include all fixtures 


to fit this 40x80 store with selling 
basement. Lease 7 years to go. 


Address Box A-855, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














FOR SALE: HARDWARE AND HOUSE 
furnishing store carrying plumbing and electrical 
supplies, wall paper, paint and floor covering. 
Inventory at cost $34,000. Located in Rhode 
Island, city of 80,000 population. Store has 50 
feet modern front and is 75 feet deep. Built in 
1942. Will sell business, building including truck 
for $50,000. This business located here 28 years. 
Address Box A-872, care of Harpware Acz, 100 
E. 42nd Street, New York 17, N. Y. 








FOR SALE: WELL ESTABLISHED in_the 
Shenandoah Valley, Virginia. Clean stock. ill 
sell at invoice price. Must be seen to be ap 
preciated. Owner desires to retire because of 
ill health and to devote time to other interests 
Address Box A-858, care of Harnware Ace, 100 
E. 42nd St., New York 17, N. 











FOR SALE. HARDWARE, APPLIANCE, 
HOUSEWARES, electrical, plumbing store, A- 
plus location. Located 100 miles west of Chi- 
cago. Population approximately 25,000. Clean 
stock. Will sell at invoice, must be seen to be 
appreciated! $20,000 cash needed. Established 6 
ears. Volume 1951, $86,000. Owner has other 
interests. Address Box A-859, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 





SURPLUS HARDWARE 


LOCK SETS AT $12 per doz. 3x3 Door Butts 
at $42.50 per hundred, Screen Door Latches 
$9.00 per doz. Storm Sash Hangers $7.20 
per gross. Send for list showing two hun- 
dred other items very much below market. 


Joseph Binford & Son, Crawfordsville, Indiana 

















WILL BUY HARDWARE _ BUSINESS. 
MUST be profitable. Retail and/or industrial 
with gross sales of $100,000 or more. Must be 
located within daily commuting distance of 
Newark, New Jersey or New York City, Please 
give financial details and conditions of sale in 
first letter. Address Box A-868, care of Harp- 


WARE Ace, 100 East 42nd St., New York 17, | 


N. ¥ 


WANTED TO BUY: LONG ESTABLISHED 
minimum volume $100,000 





hardware business, 

annually. Minimum population 30,000 with in- 
dustry and _ rich farming. Maximum $30,000 
inventory. Located in heart of town. Address 


Box A-816, care of Harpwarre Acer, 100 FE. 42nd 


St., New York 17, N 


HARDWARE, PLUMBING, ELECTRIC 
SUPPLY STOCK. About $23,000.00. Lease 
property or sell all. Nice location, nice business 
Retiring. Located 25 miles southwest of 
Angeles, California. Address: Box A-866, care 


of Harpware Ace, 100 East 42nd St., New York 
7, mm. = 


QUEENS, NEW YORK; HARDWARE 
APPLIANCE, VARIETY business. Excellent 
location. Long lease. $57,000 yearly gross. 
Large store. Ultra-modern fixtures, Clean stock. 
Truly a fabulous opportunity. Should do over 
$75,000.00 Will stand rigid investigation. Must 
sell. Kraham Business Department, 120-60 

| Queens Blvd., Kew Gardens, N. Y 
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Se 
AMERICAN WORKERS HAVE # TEMES 
the power: 





























How does America do it? 


Why does the American worker have the help of 
about 7 times as many kilowatt-hours of electric power 
as is available to the Russian worker? 


How can we Americans produce over 40% of the 
world’s goods and bring so much more of everything 
to everybody with less than 6% of the world’s popu- 
lation? Why is the American output per-man-hour 
still growing faster and faster? 

The answers cannot be laughed off nor are they hard 
to find. In the words of Ralph J. Cordiner, president 
of the General Electric Company: “‘The greatest im- 
petus for forward movement still comes when indi- 
viduals are free to plan and carry out their own ideas 
without government coercion or unnecessary regu- 
lation.” 

Including estimated expenditures in 1952, private 
industry in the last seven years will have invested over 
150 billion dollars in new plant and equipment. This 
contrasts with Federal Government investment of not 
much more than 12 billion for similar 


to military and atomic projects. 

Back of all this progress in private industry is the 
unique American system of competition—our kind of 
competition that continually stimulates Americans to 
make things better and to sell them better—and at 
lower prices. 

In America we do not just compete for public office; 
we also compete in technology, competency of man- 
agement, individual initiative and distribution—the 
latter including selling and advertising in all their 
varied forms. 

Our kind of competition promotes the growth of 
more and more businesses and industries—and this 
means more jobs and expanding prosperity from 
which we all benefit. 

“Planned economies” and other fancy theories are 
not for us. The American competitive system has 
given us the highest standard of living in the world. 
Let’s all work to preserve it. 





purposes in the same period. Moreover 
most such Government expenses during 
the last three years have been allocated 





This report on PROGRESS-FOR-PEOPLE is published by this magazine 
in cooperation with National Business Publications, Inc., as a public 
service. This material, including illustrations, may be used, with or with- 
out credit, in plant city advertisements, employee publications, house 
organs, speeches, or in any other manner. 


> 








THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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§+ PAYS 
to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 


interchangeable store fixtures available. Write 


today for huge catalog No. 5208 | 


W. C. HELLER & COMPANY 
Montpelier, Ohio 











The WENGER SWISS SPORTSMEN KNFE 


from the Watch Center of Switzerland 
CREATED FOR THE AMERICAN SPORTSMEN AND HOBBYIST. 













Swiss ingenuity and work- 
manship have combined the 
finest Swedish Tahara stainless 
steel with Glossy Red durable 
American plastics to create this 
indispensable pocket too! chest. 


CONSISTS OF: 


2 Cutlery Blades, Saw, Scissors, 
Can Opener, Bottle Opener, Wire 
Scraper, Screw Driver, Punch, 
Awl, Phillips Screw Driver or 
Cork Screw, Tweezers and y 
Tooth Pick. 


‘i To get the 
genuine insist 


on WENGER 


Jobbers Inquiries Invi 
yy pty ey JULIUS FEIST New York 23 N.Y. 











Direct Mail Advertising Pays 


If you want to know more 
about it, drop a line to 


HARDWARE AGE (Direct Mail Dept.) 


100 East 42nd Street 
NEW YORK 17, N. Y. 
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A “Hot Number” for Christmas 


Year after year the Christmas sales of the Hoppe Gun Cleaning 
Pack have continued to increase because this handy, compact, 
gun cleaning kit has proved a most welcome, useful and cher- 
ished gift for every man with a gun. Order your supply now 
—from your jobber, Put it on display where gift seekers can 
see and buy it. It's a winner. 


FRANK A. HOPPE, Inc. 
2314-A North 8th St. Philadelphia 33, Penna. 
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Write aie fer Chalking Machine Shop Work 
. ct UVA RAILROAD CRAYONS are made for a wide va- 
fast riety of uses. Crayons are 4”x1” and are packed 
—— in wood boxes of 144 sticks, in white or blue. 
C Price 
Stet Zinney &@ Smiti Go. 
Dept. TH 41 E. 42nd St., New York 17, N. Y. 
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dle lint-chaser aNn 


| 
| 






| ATKINS 










The original mage fabric dane Crush PICTURE SND knee Ser 
THIS 
Put this self-selling cleaning miracle to work for you col te ene ts wan oe BRAND } 
today. Bright red plastic handle contours snugly into housewife wants: beauty and utility! It’s 
the hand. Smooth, strong crimped brass wire bristles a ee eee ITEM STC 
lift out lint, dust and dirt. DeLuxe Lint-Chaser comes 6 93 far ettemset .- SELLS | 
packed 1 dozen with this beautiful 2-color cutout coun- a ] (other states YOUR PR 
slightly higher 








ter display. Requires only 9}x7} inches counter space. 
Mr. Retailer: If your jobber cannot supply you, fill in coupon and mail to Dept. CLHA 
National Brush Company, Aurora, illinois. 
PLEASE PRINT 








FOR BEAUTY: Face 
side like a picture! Has 
hand peretee (silk FOR UTILITY: 8 x 12” cutting board of 
screen—NOT A DE- smooth, substantial HARDWOOD for cutting 
CAL) decoration inup bread, meats, poultry, vegetables, etc. Also ideal 











YOUR NAME se 
Pugin 




















ADDRESS Fann ( AER to 12 colors and tones as a serving tray. 

a oon tee Service side is undecorated. Face side like a 
re er color echeme. Wesh- picture . . . beautifully decorated and with 
JOBBER e four bumpers that both preserve the design 

able, of course. 

R and protect table tops from surface scratches. 
ADDRESS ly Polished serrated steel knife with hardwood 

Fuses te conven- handle fits into convenient slot (centered in top 

aoe ee eee edge of board) for storing when not in use. Has 






© So beautiful itisideal sturdy 10” chain for hanging on wall when not 
for gift giving or bridge in use, taking up no valuable work space . . . set 
prizes. is out of the way, yet within easy reach. 


- 
ARS wousrts INC. © 1751 W. Devon Ave., Chicago 26, ill. 


Coe 


) NATIONAL BRUSH COMPANY 



















AURORA, ILLINOIS .. 



























































| 
HY-LO Quart & Pint Vacuum Bottles | 
and Workman's Lunch Kits FINGER 
turn “es r SPACE CADET '2 pt. Vacuum Bottles , GRIP ee. ScREw DRIVER i 
BT AE 4 Sctoo! Lunch Kits ADJUSTABLE 
profit The New Aladdin Low Cost Plastic CLIPS JUST TURN THE SCREW... 
Vacuum Pitcher THAT'S ALL YOU DO! 
3 . . « for parking 
HKhddbdr HOPALONG CASSIDY 1% pt. Vac- || things where you {POPULAR RETAIL PRICES 
uum Bottles and School Lunch Kit them. | Med.—8c, 2 for 
VACUUM WARE un its use them : ion ae for 15¢ 
cneauaaeas "WIDE MOUTH.” Eot out of it... Drink * Fasten to any woodwork # Slightly higher on West Coast 
re Look, Parents’, out of it . . . Vacuum Bottles and School * Can be adjusted in a jiffy : ———- 
pond ia Lunch Kits © Packed in attractive dis- , ASK YOUR JOBBER— 
Companion. play boxes 8 OR WRITE. 
ALADDIN INDUSTRIES, INC., NASHVILLE, TENNESSEE ARTHUR I. PLATT & CO. FAIRFIELD, CONN. 
~"taallion for New Masdvendive? ? 
There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. bes 
HARDWARE AGE 100 East 42nd Street New York 17, N. Y. ee 
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26, Hl. 
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Who will supply 
Your Customers 





at 513 Retail Profit 


per unit? 


THIS 
BRAND NEW 
ITEM STOPS SHOPPERS 
-- SELLS FAST...BOOSTS 
YOUR PROFIT! 


Complete foolproof 
protection in com- 
pact cabinet. Choice 
of 4 hose-lengths, 
covering any home 
or farm building, 
shop or resort. To 
retail from $31. 


Write for Introductory Offer. 


W.D. ALLEN Manufacturing Co. 


CHICAGO 6 NEW YORK 7 





Established 1887 











A COMPLETE LINE OF 








“Ty - 
g 
7 





Write for our New Catalog No. 12 illustrating our 
line of builders Hardware Specialties. 


eon @ BekeR 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 











The only reel with fixed drum 





for both casting and reeling-in! 


STARO 


come. OPINNING REEL 


ORDER FROM YOUR JOBBER 
SPECIALTY IMPORTERS, INC., 242 4TH AVE., N. Y. 








DEAROSA 


TROWELS & HAWKS 


Made Right! 
Priced Right! 
QUALITY 
GUARANTEED! 


34 No. Clinton $1. 74 Murray $I 
Chicago 6, fl. New York 7.6: ¥. 
‘Wile: us tor name of Nearest: 

- Soles Representative ~ ae 
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FREE 
QUICK REFERENCE FILE 
GREENLEE HAND TOOLS 
Gives facts on the complete 
GREENLEE line of Chisels, 
Bits, Drills, Spiral Screw- 
drivers, Automatic Push Drills 
end other fine tools, 












TOOLS FOR CRAFTSMEN 





GREENLEE 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 








FAST TURNOVER 
HIGH PROFITS 


CUSTOMER 
SATISFACTION 
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Flambeau Plastics  condecndnn 231 McGill } 
MIDWAY AUGER BITS 5: 5 eee i moor 
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” arcalo Mfg. Co. .............65- ranklin Meta ubber ......... 59 Mell 
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Brown Corp., IE 233 nies We ..............c 252 
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a, bape eta st eteeeeeeree enone 4 Graham Co., Inc., John H....163, 166 
. tee e teen sesereees rai Se OE cawcasane 270 
Factory and Sales Office Butler Mfg. Co., Inc., B. B. ...... 0 | Geemtice Yesl Gs. ...........0: 277 + 
National 
MELVIN, OHIO A-5087 Griffin Co., Seenrae 166 National 
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c National 
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COMPLETE STOCK OF GARDNER'S SPRINGS. }} c= ressvemco te 
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Two and one-drawer cabinets also available. pe tec ag paieocacaaiy 26.97 Pioneer Ri 
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FAST SELLING, NATIONALLY ADVERTISED | D Judsen Rubber Works, inc. ...... 162 Riese = 
How me Prod by millions tor hossoplents flowers, Ra etables, lawns, a 
ardens. Produces vigorous, beautiful growth in all plants vickiy. P ve 
Sealer 3314%, profit. Attractively echagnd for dupiey. Does net detee- sad o= — a... ° Rockwood 
iorate, is clean, otartone and SA APE, Dissolves instantly in water for use Saas & » npceeomacngengnaenas a K Royal Elec 
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oe 12 to cate wt 16s... ; Doepke Mfg. Co., Chas. Wm. ... 173} Keil Lock Co., Inc. .......-.-+00. 18 
Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-1b. drums Domes of Silence ................ eee de Sige 208 
If your jobber cannot supply you, order direct. a, Serre 269 Klean-Strip Co., inc. er ++ 
Drake Electric Works, Inc. ...... 241! Klein & Sons, Mathias . . 168 
HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. A & Se 205 | Klein-Logan Co. ............. oe ae Safe Padic 
Durham Co., Donald ............. 262 Kwikset Sales & Service Co. ..... 3 St. Louls ¢ 
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HOLIDAY FEASTING & GIFTING 


MEANS 


BIGGER SLICER SALES 


sexe For This Christmas’ 


“HOTTEST” HOUSEWARE APPLIANCE 
FEATURE Your best bet for | oift Gate 


beth different an 
sekee 


ers. Unpresedented demand 
for General Sileers created by 
impact ef feature articies In 
many national magazines 
means BIGGER icER 
= ES for YOU this Ohrist 


SLICERS ou" 
MACHINE CO., INC. WALDEN, NEW YORK 











Martin’s 
“SOUTH PACIFIC” 


AMERICA'S FINEST 
SHAMPOO SPRAY 
Precision made with flexible 
rubber head with 139 soft, 
natural-rubber bristles. Com- 
plete with “Fits-All” con- 
nection and 5 ft. of sturdy 
tubing and 2 bright, rust- 
less anti-kink springs. Priced 

to sell on sight! 
Individual Full-Color Boxes 
$1.25 Retail 


MARTIN RUBBER CO., INC. Long Branch, N. J. 














r SOLDERING 


and GREATER PROFITS 


uld liquid and 





[EKGEe 


mn 7 










! 
Ks 

ae - display and sell Rub 
a paste soldering flux from eye-catching 
counter nqrdiandiners. Preferred by 
customers because Rubyfluld is fast 
acting, wets out freely, easy fo use, 


makes strong unions. 


RUBY CHEMICAL CO. 


58 S. McDowell St. Columbus 8, Ohio 

















SAWHORSE VISE 


HOLDS IT! 


Use this B & C sawhorse or wood- 
worker’s vise for nearly every kind of 
work. Holds work in any position 
desired—horizontal or vertical. Vise 
Clamp opens to 2”, with the jaws 
opening 4”. Portable—Lightweight— 
Practical—Strong—Solid—Grey Iron 
Jaws—Green Enamel. 
See your jobber or write 

















tHe BRINK & COTTON mec. co 


Geeoe’ ¢ 


3) AN sreter @ ge 
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—_____ DOMES of SILENCE ____ 


Nationally Advertised 
Sold Throughout The World 


Insulated Rubber Cushion Glides Silent on All Floors 


ONE SET (Carded) 
One set on a Card 
12 Cards in a box 


142" DS 93 1%" DS 92 1-1/16 DS 91 SIZES BASE 


For very heavy pieces For heavy pieces For desks 14%” 1%" 1-1/16" 1” %" %" 
Bulk packing 


TO | 25 sets to a carton 


1” DS 90 %" DS 89 %" DS 89 B Pintle & Socket 8/32” Machine 
For tables For chairs For small P type for use on Screw Type 
chairs : Bureaus, Chiffoniers, For use on 

heavy furniture, etc. Metal Furniture 

Where a Tapping 


Sizes and Types For All Furniture Leveler 
is the Fastening Means 


Wood or Metal Furniture Eliminates Wobbly Furniture 





“DOMES OF SILENCE” Glide Soft, Silently, Smoothly 


ONE SET PACKING 100 SET PACKING 


6" x 3%" x 2%" bra 
D-19 ASSORTMENT tines cet eee Sizes: %”, 42", %", %", %", 
Contains 12 Sets Packed 1 Dozen Sets of All Sizes 1%" and 142” 
of Y2", %", %” & %” in Display Container 50 Sets in 1%”, 25 Sets in 142” 





35 PEARL STREET 


“DOMES OF siutnce, bivuse of” ROBERT E. MILLER & CO., INC. new vou cits wy 


DOMES OF SILENCE, Division of 
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